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Two new improvements added to the 
BEAVER MODEL-A Pipe and Bolt Machine 


Many improvements have been made in the Beaver Model-A 
Pipe & Bolt Machine since it was first introduced 14 years ago. Now, ODEL-A FEATURES 
two more improved features are added—both protected by patents Cuts and threads pipe, 1/8 to 2- 
pending. inch... With driveshaft and geared 
First—an Automatic Switch Lock which makes it impossible to tools the range is increased to 2-1/2 
start the machine unless the chuck wrench is in its holder. This pro- to 12-inch pipe... Cuts off bolts 1/4 


tects the workman against injury and the machine against damage. to 3/4-inch .. .Threads bolts 1/4 to 
‘ ’ : 2-inch ... 186 different kinds and 
Second—an Eccentric Spool Pipe Rest (independent from the : } 

sizes of dies available from stock... 


revolving spindle) which absorbs the “whip” of long lengths of ro- Choice of motors, 110, 220, 440 
tating pipe and prevents excessive wear on the spindle bearings. or special voltages «.... Cheten of 
More important still, it eliminates “flat-sided” threads; which leak, wheel or knife cutoff, both patented 
caused by spindle rock. ... Gear driven, with gears running 
in oil . . . Visual oil level gauge... 
Right-hand operation like a lathe... 
Accessible oil pump for easy clean- 
ing... Quick-opening, fully adjustable 
dieheads ... Backed by 49 years of 
experience and a world-wide reputa- 
tion for high quality, good perform- 
ance and friendly service to users. 


216-300 DANA AVE. WARREN, OHIO, U.S.A. 
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The Cover 


O.K. That’s what it 


means. Not just another call for a 


Operation 


bottle of beer, though that’s not 
such a bad idea, either. And it ap- 
plies to the results of our “Annual 
Survey of Distributor Operations”, 
which has been made possible by 
the cooperation of distributors from 
all parts of the country. 

The survey provides valuable 
guideposts for the industry against 
which individual performance may 
be checked. So get out a pad and 
pencil, turn to page 97 and start 
checking. We hope yours, too, will 


turn out to be “Operation O.K.”’. 














alae 


so , 
CKET SET SCREWS 





FIBRO FORGED 








ONLY HOLO- KROME DISTRIBUTORS | 
CAN PROFIT BY THESE ADV ANTAGES | ey 
1, METHOD _ The exclusive Holo-Krome 
atented process of completely col 


forging- 
2. SOCKETS — 
taper, clean 
3. POINTS — 
maximum gr 
power. 
4. THREADS — Accurate in form, 
formly clean, and guaranteed 
3 Thread Fit. 
5, STEEL — H-K special analysis heat 
— Each H-K Socket 
vally inspected be- 
e factory 
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The bucket with ALL 
the DESIRABLE features 


Vr FTF VW 


The design combines exceptional strength 
with light weight, minimizing the elevator 
line load on long centers. 


These buckets are field-proven to be the 
most efficient for handling grain and other 
light-weight, fluffy, granular, or powdercd 
fine free-flowing materials into and out of 
storage, and for handling in conditioning 
and processing operations. 





Capacities of existing elevators can be increased substantially by replacing old style buckets with 
these ‘‘HS’’ High-Speed Buckets. For capacity and installation data, send for book 2299. 


Buckets may be spaced continuous, or at intervals, to provide required capacities. ° 












Manufacturer's standard punching in 
single horizontal line so located to as- © 
sure correct balance of bucket on belt © 
for high-speed discharge. . 


Crimped body sheet 
and overlapping ends 
add strength and pro- 
vide flush back for 
belt mounting. 

















High ends increase F 
carrying capacity. § 
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Special contour 
of bucket body 
and tapered 
ends assure 
free-filling and 
discharge for 
maximum han- 
dling capacities. 




















Formed overlapped ends 
eliminate butt welding. 









Tapered ends permit nesting of buckets for 
storage and shipping, reducing space require- 
ments, resulting in lower transportation and 
handling costs. 


Spot-welding of ends to 
body sheet provides 
overall smooth surface. 


LINK-BELT ‘‘HS’’ High-Speed ELEVATOR BUCKETS 


LINK-BELT COMPANY 


Chicago 9, Indianapolis 6, Philadelphia 40, Atlanta, Dallas 1, Minneapolis 5, San Francisco 24, 
Los Angeles 33, Seattle 4, Toronto 8. Offices, Factory Branch Stores and Distributors in Principal C'ties. 11.936 
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OTHER 
DODGE 
“FIRSTS” 





TAPER-LOCK SHEAVES 
Easy on—easy off — holds 
fast to the shaft. 





ROLLING GRIP CLUTCH 
No toggles! Great flexibil- 
ity — positive drive. 





“SC” BALL BEARING 
Pillow Block with new Neo- 
prene metallic-backed seal. 


It was Dodge who took the famous Timken Bearing, 
mounted it, sealed it, housed it and delivered a pil- 
low block of new high quality—fully assembled, ready 
to lock on the shaft and carry the power loads of in- 
dustry with new efficiency. 


Power savings, improved machine operation, re- 
duced maintenance, elimination of spoilage and 
steadier production—all result so regularly from the 
application of Dodge-Timken Bearings that this great 
line is widely accepted as the standard for comparison 
in up-to-date power transmission layouts. 


Ask the Transmissioneer, your local Dodge Distribu- 
tor, how these bearings and other Dodge “firsts” can 
help you achieve better, more economical production. 


DODGE MANUFACTURING CORPORATION, MiISHAWAKA, IND. 





of Mishawaka, Ind. 


CALL THE TRANSMISSIONEER, Look for the name of the Transmissioneer, your local Dodge 
distributor, under ‘Power Transmission Equipment’ in your classified telephone directory. 





100-TON PULL 

Three Dodge-Timken Pillow Blocks 
carry the load of a 100-ton pull of cast- 
ings in and out of a shot blast chamber 
for the Falk Corporation, at Milwaukee. 
The bearings save the gear reducer from 
side pull and allow the shaft to turn eas- 
ily even while taking the full load. Per- 
fect operation for 8 years to date. 











IN LEADING BUSINESS PUBLICATIONS DODGE ADVERTISING WORKS FOR DODGE DISTRIBUTORS 
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PERMATEX COMPANY, INC., 
334 010),4 0 0) ae 
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N a few industrial centers Johnson Bronze desires wider 
distribution. This is in line with the expansion of plant 
facilities and a greater demand for genuine Johnson Quality 
Bronze created by national advertising and contacts by fac- 
tory representatives in these territories. 

The industrial line includes Johnson GP (General Purpose) 
Bearings in a range of over 850 sizes. There are 47 different 
inside diameters, 54 outside diameters, and 49 lengths. Then, 
too, Johnson Universal Bronze Bars range from 1” to 10” 
outside diameters and from 14” to 734” inside diameters in 
cored bars, and 33 sizes of solid bars, all completely machined. 
There are other related products available where your trade 
demands them . . . Electric Motor Bearings, Babbitt, Graph- 
ited Bronze Bearings and Self-Aligning Bearings. 

Many industrial distributors and mill supply jobbers 
throughout the country have found the service and coopera- 
tion of Johnson Bronze a great contribution to their sales 
volume. Their customers can rely on the quality, accuracy 
and uniformity of Johnson Bearings and Bars. You, too, can 
build up similar volume with this dependable line. If inter- 
ested, write, wire or phone today. 





535SOUTH MILL STREET * NEW CASTLE, PA. 
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W! A REALLY MODERN 
IRE BRUSH...WITH BRISTLE 





NO METAL FLANGES 
TO MAR SURFACES 


NO RIGID HINGE POINT 
TO BEND OR BREAK WIRES 


ALL-RUBBER CORE 
ABSORBS VIBRATION 


WIRES COMPLETELY 
LOCKED IN RUBBER 


Due to a new process for imbedding 
wire in rubber, you can now sell a 
more efficient kind of rotary wire 
brush. 


It’s the new HEwitTr RUBBERLOKT 
Rotary WIRE BrRusH ... with 
bristles that are locked in rubber! 


Here are some of the many reasons 
why your customers will say it’s a 
better brush in every way! 


Less Vibration—Its special rubber 
mounting soaks up vibration. So 
workers will find it easier . . . and 
less fatiguing . . . to use on both 
portable and bench tools. 


Easier on Tool Bearings—Less vibra- 
tion means greater protection for 
tool bearings and arbor shafts. It 
means less maintenance on those 
tools, too. 


More Brushing Points—Exclusive 


HEWITT RUBBER DIVISION HEWITT-ROBINS INCORPORATED 





Hewitt rubber flange keeps bristles 
in an upright position all during the 
life of the brush. That provides more 


brushing points . . . and gives a 


smoother job. 


Better Flare Control—Special rubber 
flange always brings the wires back 
to their upright position . . . won’t 
let them bend out or mat down. 
Gives brush longer usable life! 


Less Wire Breakage—Rubber mount- 
ing reduces bristle ejection. And it 
also eliminates the rigid hinge point 
that causes wires to fray and break. 
Result—a much safer brush! 


Faster, Better Work—Unlike a rigid 
metal mounting, the Hewitt flexible 
rubber-locked mounting allows the 
wires to “‘give” without bending or 
breaking. Yet it holds them together 
compactly under working pressure. 
So it allows workers to do a much 
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REE —l 


faster, better job. . 
lar surfaces. 


. even on irregu- 


Investigate the sales and profit possi- 
bilities of the new Hewitt RUBBERLOKT 
Rotary Wire Brush today. Sales terri- 
tories are still available in some areas. 
Write Hewitt Rubber Division, Dept. ID-3, 
240 Kensington Ave., Buffalo 5, N. Y. 


HEWITT 
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Precision Engineering Makes 


ths KENNEDY VALVE 
Rugged and Dependable... 





TO 







up 


HANDWHEEL, large, for ample 
leverage .. . secured to yoke nut 
by large bronze, hexagonal wheel 


nut, readily removable. 


STUFFING BOX, packing space 
depth is more than 4 times width 
for longer packing life. Bronze 
bushed for corrosion resistance, 
durability. 


BOLTS, 


washer nuts, for greater conven- 


swing eye type with 


ience in repacking. Rust-proofed 
to prevent corrosion. 


STEM, rolled bronze, lib- 
eral diameter, for high 
fensile and torsional 
Strength. Top seat collar 
permits repacking under 


Pressure, 


STEM AND DISC threaded 
together, prevented from 
turning by nickel copper 
alloy pin with ends riveted 
over, 


E 


WEDGE DISC, reversible and interchangeable, 
teinforced by integrally cast interior posts, 


Openings permit drainage in any position, 


STANDARD IRON -_ ~ 


TE outside-set crew 


cil or gs: t 






EDGE GATE VALVE 
yoke. Service 
ble. 

















pro 


si. steam g” sizes anita 


Va ” through 4 


YOKE NUT, bronze, thread con- 
tact with stem at least 1% times 
stem diameter eliminates strip- 
ping, reduces wear, easily lubri- 
cated, 


PACKING GLAND machined for 
tight seal with stuffing box, 
bronze-bushed at stem. Slotted 


construction simplifies repacking. 


PACKING, molded rings of lubri- 
cated asbestos maintain tightness 


without excessive gland pressure. 


FLANGES are heavy and 
well filleted. Flanged ends 
have reinforcing ribs for 


extra strength, 


BODY AND BONNET, 
Kennedy Higher Strength 
Cast Iron, generous metal 
thicknesses and well 
rounded corners provide 


maximum strength. 


~ 


DISC RINGS, bronze, wide and thick, forced 
into dove-tailed grooves in disc to form 


practically integral construction, 


Write for Bulletin No. 50. BUY FROM YOUR LOCAL DISTRIBUTOR 


THE 


KENNEDY 


VALVES = 





VALVE MFG. CO. 
1040 EAST WATER ST. 
ELMIRA, NEW YORK 


PIPE FITTINGS + FIRE HYDRANTS 
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DISTRIBUTORS 


This Kennedy Ad 
Is Currently 
Appearing in 


POWER 


e OPERATING ENGINEER 


e INDUSTRIAL 
EQUIPMENT NEWS 


e MILL AND FACTORY 
e CHEMICAL ENGINEERING 
e FOOD INDUSTRIES 


e ENGINEERING 
NEWS-RECORD 


e PETROLEUM PROCESSING 


PLUMBING AND HEAT- 
ING BUSINESS 


¢ PLUMBING & HEATING 
JOURNAL 


To help you sell 


KENNEDY VALVES 

















at this hacksawing record! 


PERFORMANCE 
of a single 
em 0 <i fee 2 OC eee oo 


40 pieces 314” Nitroloy 


| TUESDAY | 


50 pieces 1” x 5” 
Cold Rolled Steel 


40 pieces 42” 50 Carbon 
Chrome Moly Steel 


THURSDAY 
10 pieces 4'2” 50 Carbon 
Chrome Moly Steel 


12 pieces 6” Standard Steel Pipe 
30 pieces *4” x 5” SAE 1020 


FRIDAY 


4 pieces 6°" Rytense 


THINK what “Jet-Edge” can do for you! 


In metal cutting, records like this mean savings 
for your customers, more blade sales for you. It’s 
natural for your customers to want to standardize 
on the best, when “the best” means savings of 
from 20% to 50% on their power hacksawing 
costs. That’s what you can offer with this rugged. 
unbreakable new blade. A super high speed edge 
welded to an extra strong back is helping it out- 
perform the best blade you’ve ever sold. 


WRITE for details. 


Find out how you can profit from sales of this 
remarkable new blade. And don’t forget that it’s 
one of a wide range of Millers Falls blades that are 
proving profitable to alert industrial distributors. 


Mitxers Fatis Company. Dept. J 
Greenfield, Massachusetts 











It’s new! 


It’s “Jet-Edge”! 
It’s Millers Falls! 
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At axt/ N WIRE ROPE HANDBOOK 
FOR THE MAN ON THE JOB! 


It’s new... It’s different . .. It’s easy to understand 
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o get a new rope. - 









Section || 
Selectin, 


9 the Correct Wire Rope 


Strength, flexibility 

crushing Strength, di 
Tope Construction 
tion, type 
and where 






for the Job 








resistance to abrasion 
mensions, Strands and 
a “singe of steel, fabrica. 
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Section Ee ee 
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Section IV... 
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SEND FOR YOUR COPY NOW! 





Jones & Laughlin Steel Corporation 
420 Jones & Laughlin Building 
hi Pittsburgh 19, Penna. 

is 96- i book is especially written for the machine operator 
This 96-page illustrated Pp y ait 


7 , is j its handy size—434” x 714” 
who handles wire rope constantly on his job. And its handy 3% % Le oe 


—fits into your pocket, ready for instant reference. It’s yours for the asking! caw ‘handhock “Wine Tene 4 0 








Machine.” 

Name 
JONES & LAUGHLIN STEEL CORPORATION conn 
From its own raw materials, PRINCIPAL PRODUCTS: HOT ROLLED AND COLD FINISHED Addr 


J&L manufactures a full line of  BaRS AND SHAPES * STRUCTURAL SHAPES + HOT AND COLD 















icin product in’ criscouss ROLLED STRIP AND SHEETS + TUBULAR, WIRE AND TIN MILL 


and yarroy (Ai-tensile steels). 
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DRILLS 


REAMERS 


CARBIDE TOOLS 


SPECIAL TOOLS 


SHORE HOLES 


FER GRIND 


411 WEST ONTARIG Stuart 
CHICAGO 10, ILLINOIS, U.S.A. 


CLR your delidbulor 
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the SENSATIONAL NEW 
PAYSWELL 


BUILT-IN 
COMPRESS 


and MOT 
_ NOMINAL 
WEIGHT 
ONLY |; 
POUNDS 


_ 





STURDY COMPLETE® 


CONSTRUCTION ; ve 

. The PAYSWELL is the spray 
everyone has wanted. You « 
sell it and make money. 
MAIL THIS COUPON TODA’ 


Sellco Corporation, 815 Andrus Bidg., Minneapolis 2, 
|, too, want to make money with the Payswell Sprayer. | 


S EL LC 0 C0 R PO R ATl 0 N like to see all of your dealer aids and successful selling 


ith di . 
815 ANDRUS BUILDING along with discount schedules 
MINNEAPOLIS 2, MINN. NAME 





(Please Print) 


ADDRESS. 





CITY ZONE _STATE_ 
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Both Hand and Power Sizes 
are adaptable for all 
Metal Cutting Problems 


HIGH SPEED 
HACK SAW BLADES 


INDUSTRIAL DISTRIBUTION 


LENOX HACK SAW BLADES 
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For extra power 
and long lite in 
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» when you Use Gilmer Multiple v-Belts- They all 
d economy: 
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1 wall 
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ed to minimize stretch 


e internal friction. 


, ee assure added 


NG CORDS... condition 
jntain alignment and eliminat 
EXTRA 1 OuGH JACKETS--- highly resistant to weat 
andard and many § ecial sizes: Gilmer 

1 of V-Molds in the world. 


sortmen 


£ service: 


EXTRA WIDE VARIETY 
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perating conditions: 
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3NI1 Old JHL 


GILMER SALES POLICY 


This is what the Gilmer Sales Policy offers: 
1. A “buy-through-Distributor’” policy; no factory 
sales in competition. : 


. A widely-experienced District Manager affords 
frequent direct sales help. ‘ 


. Engineering assistance when needed from fac- 
tory power transmission specialists. 

. Distributor protection. 

. Uniform discount schedules. 

. A profit on every sale. 


. Full jobber profit on non-stocking Special Pur- 
pose Belts. : 


. Catalogs, direct mail, and national advertising 
in a balanced program. 

. Monthly bulletins from the factory. 

. Stockroom and merchaidising aids. 


HOSE and PACKING 


ADVERTISED TO YOUR CUSTOMERS 


Telling them to “Get in Touch with your 
Gilmer Distributor.” In current issues of 


INDUSTRIAL PUBLICATIONS 








First in a series of 
Unusual Grinding 
Wheel Operations 


@ “Look Sharp — Feel Sharp — Be Sharp”... 
This world famous slogan has a definite relation- 
ship with the exacting requirements that the Gillette 
Safety Razor Co. place upon BAY STATE grinding 
wheels. Just imagine the precision limits that re- 
quire a scientifically directed beam of light to 
measure the keenness of a cutting edge! 

Whatever your customers’ abrasive problems may 
be, BAY STATE can solve them . . . fast. Possibly 
the exact specifications can be supplied directly 


from large stocks either in Westboro or from our 


branch warehouses. 

Highest quality abrasive products plus a coopera- 
tive engineering program for distributors spells 
repeat sales. If you are not carrying an abrasive 
line or are contemplating a change, it will pay 
you to investigate Bay State. 


ae 








iving the 


RAZOR BLADE 


a close shave! 


" Phahegregl Courtesy of Gillette Safety Razor Company. 





BAY STATE ABRASIVE PRODUCTS CO. 


Westboro, Massachusetts, U.S. A. 


Branch Offices and Warehouses 
Chicago, Cleveland, Detroit 
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Franchise a great ine 
opportunity for you! A FAST-MOVING PROFITABLE LINE 


Let’s put it simply! The new SKIL Tools 
tributor Franchise is just a statement of what we've 
e to build the finest distributor organization in the 
J, It's just 7 Basic Principles on which SKILSAW 

ates... to deserve the support of leading distribu- 


everywhere . . . and to support those distributors MARKET PROTECTION UNDER 
ay Ws THE SELECTIVE DISTRIBUTION PLAN 


fe believe there is no better way to build a sound, 
ing and profitable business relationship. So let's talk it 
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Kt 
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PERSONAL ASSISTANCE 
FROM SKILSAW REPRESENTATIVES 




















SALES TRAINING 
FOR DISTRIBUTOR PERSONNEL 








AGGRESSIVE 
MERCHANDISING SUPPORT 





we 


SKILSAW, INC. 
5033 Elston Avenue 
Chicago 30, Ill. 
Branches in Principal Cities 
In Canada: SKILTOOLS, LTD. 





Pee tang ll rot: — PROMPT AND EFFICIENT 
| REPAIR AND PARTS SERVICE 











HUG. ILS 
LUNKENHEIMER 
VALVES 


...used by industry 


...wanted by 
your customers 


-»- TIE INTO THIS rising tide 

of Fig. 2228 sales by dis- 

playing and demonstrat- 

ing the valve—by offering 
' Circular No. 534. 


Fig. 2228 3 
SCREW ENDs 
FIG, 2299 
FLANGE ENDs 





seme superior service at lower cost, 
LUNKENHEIMER Fig. 2228 and 
companion valves are accepted and 
approved by industry. Behind this ever- 
increasing demand are “impact loaded” 
advertisements, showing actual installa- 
tions. Featuring Lunkenheimer lines that 
mean profit to you, this promotion reaches 
hundreds of thousands of potential valve 
buyers each month. 


ESTABLISHED 1862 


THE LUNKENHEIMER C2. 


—="QUALITY'=— 
CINCINNATI 14, OHIO. U.S.A. 
NEW YORK 13. CHICAGO 6 
BOSTON 10 PHILADELPHIA 34 


EXPORT DEPT 318.322 HUDSON ST., NEW YORK 13.N Y, 
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There Are Half-a-Hundred Reasons Why 


You Can Make More Hand Truck Sales! 


THERE ARE FIFTY MODELS and SIZES 
in the AMER'CAN HAND TRUCK LINE 


When it comes to making more hand truck sales you have 
plenty in your favor with husky pressed-steel Americans. 
The complete line of fifty models and sizes puts American 
in the lead to handle every type of hauling job. 


Each and every one is constructed of pressed-steel. 
Americans are built to stay on the job and keep main- 
tenance costs low. 


Fast rolling American “Steelite’, Ball Bearing, Rubber 
Tread Wheels hustle more material faster... move more mate- 
rials per man-hour through smooth-rolling performance. 


American Hand Trucks are perfectly balanced... Make 
it easier for truckers to handle heavy loads. . . Increase 
trucker efficiency. 


Americans are the profit line for you—more 
trucks for more jobs result in increased sales. 
Write today for further information. 


4220 WISSAHICKON AVE., PHILADELPHIA 29, PA. 


AMERICAN 


PRESSED~-STEEL 


HAND TRUCKS 
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NO. 44 
A 


SREAS 


ob 
KEYSTONE LUBRICATING 


PHILADELPHIA, PA 
ESTABLISHED '8 
MADE IN U.S 


No. 44 Grease for Ball and Roller Bearings 


T’S farewell to bearing troubles when 
Keystone No. 44 Grease is on the job. 


This versatile member of the large family of 
Keystone Specialized Lubricants is a soft, 
anti-friction, high oil content grease that 
provides instant lubricating activity with low 
starting and running torque. It follows the 
balls or rollers, at speeds up to 20,000 r.p.m., 
without liquefying or leaking. Its high melt- 
ing point and sub-zero cold test give it a wide 
temperature range. 


Though primarily recommended for ball and 
roller bearings in motors, fans, blowers, 
pumps, woodworking machinery and similar 
equipment, Keystone No. 44 Grease proves 


its versatility by providing effective lubrication 
for rock crushers and vibratory screens—in 
fact, for bearings of all types and sizes! 


You can guarantee cooler, long-lasting bear- 
ings, and, most important of all . . . a lower 
lubrication cost when you sell Keystone No. 
44 Grease. This quality product is a result of 
Keystone’s authoritative experience—gained 
over nearly three-quarters of a century of fine 
lubricant manufacture. 


Keystone Distributors from coast to coast 
find No. 44 an industry-desired leader of their 
profitable Keystone line. KEYSTONE 
LUBRICATING COMPANY, 21st, Clearfield 
and Lippincott Sts., Philadelphia 32, Pa. 





Teede Marts 


SPECIALIZED LUBRICANT S 


te U. S$. Per. OF 
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To help 
you sell 
fhe hard ones 


you can call in the G.1.M. 
—Goodyear Technical Man 


8-POINT BLUEPRINT 
FOR SALES SUCCESS 


Goodyear Industrial Rubber Products 


Distributors tell us one of the biggest reasons they go for 
the Goodyear franchise is the engineering help they get 


from the G.T.M. — Goodyear Technical Man. They can draw 








1 


Reputation of “the 
greatest name in 
rubber” 


Proved quality that 
brings repeat bus- 
iness 


Aggressive nation- 
al.advertising that 
boosts distributors, 
too 


Liberal franchise 
that creates profit 
opportunities 


5 


Technical assistance 
of the G.T.M. 
Goodyear Techni- 
cal Man 


Hard-hitting, busi- 
ness- getting direct 
mail campaign 


Leadership in new- 
product develop- 
ments, pioneered 
by Goodyear Re- 
search Laboratory 


Substantial profit 
margin on each 
sale 


on his detailed knowledge of all rubber applications for all 
the sales assistance they need when an order calls for techni- 
cal knowledge. 


As the blueprint shows, the help of the G.T.M. is only one 
of eight sales-making advantages that keep the Goodyear 
Industrial Rubber Products franchise one of the top three 
money-makers year after year. 


Compare the list with what your present franchise offers 
you. If you’re not getting the help of all eight, why not see 
if there’s a Goodyear distributorship open in your territory? 
Write Goodyear, Akron 16, Ohio. 


GOODFYEAR 


THE GREATEST NAME IN RUBBER 
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NOT A COST, BUT AN INVESTMENT 
that pays year after year... 


Buy ARMSTRONG TOOL HOLDERS and TOOLS for today’s job and they will 
bring you added profits thru the years. With ARMSTRONG TOOL HOLDERS you 
will be permanently tooled up for whatever comes, for each is a multi-purpose 
tool that takes cutter-bits ground to many shapes. Each is an efficient tool, refined 
thru a half century of world wide use. Each has strength beyond any need, extra 


strength resulting from endless research and the most modern closely controlled 
manufacturing methods. 


ARMSTRONG TOOL HOLDERS are inexpensive too, for they are produced in 
great numbers. They are instantly available because they are carried in stock by 
all leading supply houses in sizes and types for every operation on lathes, planers, 
slotters and shapers; for standard operations on turret lathes and screw machines. 
They are profitable in use because they permit the highest speeds and heaviest 
feeds, and “Save: All Forging, 70% Grinding and 90% High Speed Steel.” 


ARMSTRONG Lathe and Milling Machine Dogs are perma- 
nent tools too. They are drop-forged from special open hearth 
steel, are heat treated to extreme stiffness and toughness. They 





EES 
j have alloy steel screws hardened at the tip to prevent ARMSTRONG 
| up-setting and have double life, for hubs are made oversize to baleen 


permit re-tapping. 


ARMSTRONG Quality pays back over and over again. Write 
for new S-48 catalog. It offers many opportunities to conserve 
profits. 





ARMSTRONG BROS. TOOL CO. 


‘The Tool Holder People’’ 
5205 W. ARMSTRONG AVENUE ~- CHICAGO 30, ILL. 
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SHOP EQUIRA 
\, ROOM 
WJPMENT 
| | 
| 7 & 
> 
a a / \; 
I 7 FAY : i 
‘OLDING CHAIRS 
T SPECIAL CONTRACT bis 
TO YOUR SPECIFICAT fy 
Er | 
= | yr) ae 
si g | 
| FLING CABINETS : KITCHEN CABINETS 
A Cc oF PRODUCTION 
, 
be : 
; @We can make prompt deliv- standard LYON Products at regular 
ery on Lyon Products if you or published prices (see partial list 
your customers will furnish us with below) or special items made to 
the sheet steel. We will buy the your customers’ specifications. 
steel from you and ship the pound- Ask your nearest LYOn District 
for-pound equivalent in either Office for details. 













A PARTIAL 
Gece LYON METAL PRODUCTS, INCORPORATED 


i ge) N General Offices: 353 Monroe Avenue, Aurora, Illinois 
PRODUCTS Branches and Dealers in All Principal Cities 
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Shelving chen Cabine Filing Cabine Storage Cabinets ¢ Conveyors ¢ Tool Stands Flat Drawer Files 
Lockers splay Eq ne 1binet Benche Bench Drawers e Shop Boxes Service Carts Tool Trays ¢ Tool Boxes 
C W ork Benches e Bar Racks © Hopper Bins Desks ¢ Sorting Files 


Drawing Tables Drawer Units © Bin Units e Parts Cases Stools * Ironing Tables 
] 9g 
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Metal workers say these compound leverage snips cut heavy sheet 
metal with amazing ease and in any design. Wiss Metal-Masters are 


far superior on several counts: 


1. Their improved design and skillful construction makes cut- 
ting action smooth and uniform from the back of the jaws to 
the point. 


2. Their small size permits the metal worker to carry them in 
his pocket and keep them on the job at all times. 


3. Metal-Masters are the answer in cutting inside holes and for 
the most intricate patterns and curves, as well as for standard 
cutting jobs. 


Quality-for over a Century 
J. WISS & SONS CO., NEWARK 7, NEW JERSEY 
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The PYOTT 


Pyott Que-Dee Bushings, 
Interchangeable with Pyott 


Pyott -D 
Pulleys or Sheaves yott Que-Dee 


V-Belt Sheaves 


Pyott Que-Dee 
Flat Belt Pulleys 


GIVES YOU A COMPLETE SHEAVE AND PULLEY STOCK 


IN SMALL SPACE...AT 


Pyott Flat Belt Cast Iron Pulleys can now be used 
with Pyott Que-Dee (Quick-Detachable) Bushings 


just as easily as can Pyott Que-Dee V-Belt Sheaves. 


LOW INVENTORY COST 


In this way, the new Pyott ‘Big Three” line sets 
you up to provide a complete pulley and sheave 


supply service on a small investment in a ‘'stream- 





Pyott Que-Dee Bushings come in standard shaft _lined”’, fast-turning stock. 








sizes. Consequently, a minimum stock of standard 


sizes of Pyott Que-Dee Flat Belt Pulleys, Sheaves REMEMBER: The Pyott line permits you to service 


t of stock the d i Il 
and Bushings enables you to meet practically any waisecinrena ep enatitaaiiamaaianaainiiaianee 
sheaves in popular sizes. 


pulley or sheave order with immediate delivery, | neumhediiniedieemnmaine 


MUTT 


FOUNDRY & MACHINE CO. 


328 NORTH SANGAMON STREET 





7 QUE-DEE PULLEYS AND BUSHINGS 
* ARE EASILY INSTALLED 


+@ 


The Pyott Que-Dee Tapered Split Bushing with 
standard key-way slips easily over the shaft. The tapered hub of either a 





Pyott Que-Dee Flat Belt Pulley or V-Belt Sheave slides easily into. position on 
the Que-Dee Bushing. A few turns on tightening bolts pull the pulley or sheave 
into a positive, powerful, pull-up fit on the bushing and the shaft. For dismounting, 


the same tightening bolts are used as jack screws to loosen the sheave or pulley. 


WRITE FOR FULL INFORMATION 





CHICAGO 7, ILLINOIS 
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SALES CAMPAIGN ACCLAIMED BiG SUCCESS 





SALES PROMOTION 
BY DISTRIBUTORS 
PAYS DIVIDENDS 


Local Trade Paper Ads and Use 
of Own House Organs Boosts 
“Pull” of ideal National 
Advertising 





Use local trade paper advertising 
and house organ magazines to 
identify your company as an 
authorized Ideal Distributor. 
From the experience of the many 
Distributors who are now using 
these two media it is an inexpen- 
sive, highly profitable way to in- 
crease sales. Tie in direct mail 
(supplied free with your imprint 
by Ideal) and you have a three 
way sales builder too good to miss! 


Local advertising not only aug- 
ments the inquiry and sales build- 
ing power of Ideal national adver- 
tising —it makes it your own 
advertising. It establishes your 
company as headquarters for 
Ideal products. It helps distribu- 
tor salesmen sell more and put 
new. accounts on the books. 


The help of the Advertising 
Department at Ideal is always 
available to you. It will help you 
plan, furnish cuts—or, if you 
have an advertising department, 
work directly with it. 





“Tank-Type” Cleaner 
Saves*1000 on One Job 


Show how an Ideal Cleaner saves 
your customer money—and make 
a sale! For instance: A paper box 
maker bought a tank typecleaner 
for general cleaning. The station- 
ary engineer decided it would 
clean his oil burning boilers. It 
did — perfectly —and saved the 
$800 to $1000 previously spent 
every time the job was done! All 
it required was 20’ of extra hose 
and an Ideal flat steel nozzle. On 
just one cleaning the Ideal paid 
for itself a good many times over. 
That’s economy you can sell! 





as 


pe vorat 
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direct mail and sales help. 





Here are some of the portfolios of the Winter-Spring Sales Campaign 
Ideal Distributors say is ‘‘tops’’— one for each product or class of 
product — complete with national advertising, merchandising aids, 





New Illuminated “Wire-Nut” 
Display Now Available 


Here’s a point-of-sale display that 
packs a real urge to buy. It isan 
eye-compelling piece, printed in 
four colors and complete with 
flasher light. The headline tells a 
story that your customers should 
know: “The Best Wire Connector 
You Can Buy.” Size of display is 
18” x 18." Put it to work! 





From Ideal’s Fourteen- 
Point Selling Policy 


Selective Distribution —Ideal has 
franchised only a limited number 
of Distributors. Wholesalers who 
buy from these Distributors real- 
ize a good profit from Ideal’s lines 
of widely advertised products. 
Distributors benefit from liberal 
profit margins. 





Latest addition to the Ideal line 
and a sensation wherever it’s 
shown. Just squeeze the handles 
once and the “Stripmaster” strips 
wire clean and bare up to % inch. 
“Automatic” feature holds jaws 
apart while wire is removed; re- 
lease the handles and jaws snap 
back ready for the next strip. 





Takes less than 3 seconds! No 








New Revolutionary “Stripmaster” Wire Stripper 


crushing, no cut fingers, no 
nicked wire. 


Easiest-to-use Stripper 


The “Stripmaster” is the easiest- 
to-use hand-type wire stripper 
ever made. It weighs only 10 oz.; 
takes so little finger pressure that 
a girl can operate it continuously 
without fatigue; fits any hand. 
Available in five sizes for strip- 
ping Nos. 22 to 8 wire. 


Let your customers try the “Strip- 
master” and it sells itself. The 
perfect “door-opener” in selling 
new prospects; a top-flight busi- 
ness builder with your established 
trade. Make sure you have plenty 
on hand because they’re selling 
like hot cakes! Complete with 
Metal-edge carton — the same 
kind of carton that makes it eas- 
ier to stock and sell every Ideal 
packaged product. 
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DISTRIBUTORS SAY 
'49 SALES SHOULD 
BREAK ALL RECORDS 


Program Gives All Distributors 
Pre-planned Campaign Proved 
by Ideal for 30 Years 





“Enthusiastic” is a mild term for 
the reception Ideal Distributors 
have given the 1949 Sales Cam- 
paign. They’ve been quick to see 
that here, wrapped up in one 
overall program, is everything 
they need to make 1949 their 
biggest profit year. 


Program Pre-tested and Proved 


There’s no guess-work about the 
Ideal Program for ’49. It gives 
every Distributor the same kind 
of hard-hitting, sales-producing 
campaign that boomed Ideal’s 
business year after year when 
the company sold direct. Now it 
is doing the same thing for Ideal 
Distributors. 


Strong Advertising Help 


Nationaladvertising appearing in 
23 leading industrial magazines 
sparks the campaign. But it’s 
more than advertising, more than 
direct mail, more than sales pro- 
motion, it’s all three —with indi- 
vidual programs that bring in 
sales in big volume for each Ideal 
product and class of product. 
Distributors find that the clock- 
work schedules worked out for 
every phase of every program 
—plus the loads of free sales help 
material — are sure fire for more 
orders. 


Only the Beginning! 


Best part of all is that it’s “only 
the beginning.” It’s a year-long 
campaign, with Spring, Summer 
and Fall-Winter programs, that 
will produce snow-balling volume 
for you for the next 10 months. 
Work with your Ideal represent- 
ative. He’ll help you at every step 
to make this the biggest profit 
year you’ve ever had. 





Engraving Plant Clean-Up 


The Ideal “Tank-Type” Cleaner 
is ideal for cleaning cameras and 
bellows, getting rid of sawdust, 
cleaning glass plates, etc. Are 
you cashing in on this market? 
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Circle ® Bolts and Nuts are 
carefully inspected for size and strength. 


Their uniformity appeals to customers and 





develops profitable repeat business for dealers. 


BUFFALO BOLT COMPANY 
North Tonawanda, N. Y. 


Sales Offices in Principal Cities. Export Sales Office: Buffalo International Corp, 
50 Church Street, New York City 


PRODUCERS OF CIRCLE @ PRODUCTS — BOLTS + NUTS + RIVETS AND SPECIAL FASTENERS 
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“A customer never forgets” 


Customers never forget the top quality and low cost 





of Morse Chain Company products. 
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Stock this famous line of mechanical power trans- 
mission products and theyll remember you more 
often with orders—orders that mean more sales, 





more profits. 
| A PRovucT OF | PRODUCT OF 


il 


*cHpeneeens weal BORG-WARNER ial 


MECHANICAL 


POWER TRANSMISSION 


Here’s a check list to pick your profits from—the | 
PRODUCTS 





Morse line of the finest mechanical power trans- | 


a ow an oe on eae ome 


mission products available. 





Morflex Radial Drive Shafts 





Morflex Couplings Morflex Drive Shafts Morflex Radial Couplings 





Morse-Rockford Over-Center 


Friction Clutches 


DSC Flexible 
Couplings 
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Morse-Rockford Pullmore Clutches 


| 
| 
| 
| 
| 
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DRC Flexible 
Couplings 
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Roller Chain Drives 


INDUSTRIAL DISTRIBUTION © MARCH, 1949 


Morse-Formsprag 
Over-Running Clutches 


NOTE: You can get com- 
plete information on any or 
all of the Morse products 
shown here. Write to Dept. 
309, 7601 Central Avenue, 
Detroit 8, Michigan. 
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A Money Maker for You... 


When you sell the production economy of Nu-Mol Blades you 
assure yourself of year-in, year-out repeat orders. The plant 
that starts using Nu-Mols keeps right on using them! Right now 
— at the beginning — get in on these steady orders and profits. 


INDUSTRIAL DISTRIBUTORS: 


A Money Saver for Your Customers — a 


rw POWER 
TION: CUTTING OF LOWER ALLOY STEELS 








HACKSAW BEADE FOR 


NOW-—A Better Cutting Run for Your Money! 





If your operations involve high-production cutting of lower 
alloy steels, Nu-Mol is the blade you've needed, but never 
had—'til now! Companion in its own field to the famous 
Atkins “Silver Steel” Hacksaw Blade, Nu-Mol was built to 
cut your costs of cutting metal. 


To give Nu-Mol its amazing performance took new methods 
of heat treating and manufacturing — years of metallurgi- 
cal research. That's why there is no other blade like it! 


Nu-Mol combines extreme toughness with exceptional 


NU-MOL Power Hacksaw Blades are packaged 10 to a 
box. Available in all standard lengths and tooth sizes. 





flexibility. Its teeth stay sharp and keen without chipping 
after ordinary blades (in the same service) have been worn 
out and discarded. Blade breakage is reduced toa min- 
imum. Nu-Mol’s resistance to abrasive action is excellent. 
Time lost for blade change-over is sharply lowered — 
Nu-Mol’s longer life cuts your blade costs. 


Nu-Mol opens up a new field of cutting efficiency and 
economy for you. Ask your Industrial Distributor to dem- 
onstrate Nu-Mol performance on your own cutting jobs. 
Get in touch with him today! 


@ THIS AND SIMILAR ADVERTISE- 
MENTS ARE NOW APPEARING IN 
LEADING INDUSTRIAL MAGAZINES 


soSS 








E. a ATKINS AND COMPANY © Home Office and 
Factory: 402 S. Illinois Street, Indianapolis 9, Indiana 
Branch Factory: Portland, Oregon * 
Atlanta + Chicago » New Orleans +» New York + San Francisco 
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Branch Offices: 


“ATKINS ALWAYS ANEAD™ 


MAKERS OF BETTER SAWS FOR EVERY CUTTING JOB 
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Here’s why’ this 


name on steel pipe is 


the best assurance of 





HERE IS NO longer-lasting, better-performing steel pipe than 

NATIONAL. That’s not just a boast. It’s a fact based on more than 
sixty years of pipe-making experience . . . and proved time and time 
again in thousands of industrial, commercial and residential installa- 
tions under every condition of service. Check the advantages below 
which have made Nationat—the world’s most widely used steel pipe. 








NATIONAL Pipe is uniform in metallic struc- 
ture, ductility, strength, resistance to corrosion 

-uniform in diameter, wall-thickness, and sur- 
face finish. Such uniformity, rigidly maintained 
at all times, is one of the main reasons why 
NATIONAL is the largest-selling pipe in 
the world. 











The smooth, strong, casily-made threads on 
every length of NATIONAL Pipe are due to 
the unvarying quality of the metal and to the 
absence of slag inclusions, laminations, and 
blisters. Uniform and homogeneous, the steel 
cuts clean and retains its characteristic strength 
even in the lightest part of the smallest thread. 


NATIONAL TUBE COMPANY, PITTSBURGH, PA. 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


NATIONAL Stee! 


COLUMBIA STEEL COMPANY, SAN FRANCISCO, PACIFIC COAST DISTRIBUTORS ° 


1s 0 Sram T Ce 
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IT COILS AND BENDS WELL 










In making coils and bends, there is satisfaction 
in knowing that the pipe has an extra measure 
of strength and ductility to meet the demands 
of close and exacting work. NATIONAL Pipe 
strength and ductility are the result of speci- 
ally selected materials, special processes, and 
special tests and inspections—all under the 
supervision of skilled workmen. 


Take a cross section of successful buildings or 
industrial applications anywhere in the country 

. and you will find they have one important 
characteristic in use 
of NATIONAL Pipe. NATIONAL leads in 
pipe use and sales because it is produced by the 
leader in manufacturing facilities, in skill and 
in progressive practice. 
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Adequate Wheel Stocks 


At the Norton Worcester plant and 
on the shelves of the Norton ware- 
houses in important industrial centers 
the stocks of grinding wheels are 
larger and more varied than ever 
before in Norton history. 
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Expert Engineering Service 
Norton abrasive engineers and field 
engineers, supplemented by special- 
ists from Worcester, are available the 
country over to help distributor sales- 
men in solving grinding problems and 
in selecting the most efficient wheels 
for their customers’ jobs. 
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Modern, Progressive Research 


The Norton research laboratories are 
the largest and best equipped in the 
grinding wheel industry. The staff of 
over 135 scientists and technicians is 
constantly developing new and im- 
proved grinding wheels. 


Aggressive Advertising Program 
Attention-getting advertisements in 
the leading technical publications 
plus extensive direct mail plus a 
wealth of helpful informative 
literature keeps the Norton name 
constantly before grinding wheel 
users everywhere. 
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versatile 
flexible 


This low-cost 16” DURO Band Saw 
has a wide range of uses — and 





many special features 


Ideal for quick-changing times—here is 
an efficient machine for cutting tubing, 
extruded shapes, bar stocks, metal 
sheets, casting gates, plastics, brake lin- 
ings, hard rubber, slate, fibre and many 
other materials. Can be adjusted to ob- 
tain standard wood cutting speeds by a 
slip of a lever. Some of its special features 
include: Heavy machined cast iron trun- 
nion; special roller blade guides which 
reduce blade crystallization and lessen 
blade breakage; new design which per- 
mits all adjustments to be made from 
front while saw is in operation; New 
Departure Ball Bearings; Upper wheel 
mounted in machined dove-tailed ways 
with adjustable steel gibs; many other 
advantages. Metal cutting speeds: 230 
and 596 R.P.M. Wood-cutting speeds: 
2300 and 5960 R.P. M. 

Send for Catalog—for full details and prices 
on the DURO 16” Metal Cutting Band Saw. Also 
lists specifications and prices of complete line 
of DURO single and multi-spindle Drill Presses, 
Circular Saws, Jointers, Routers, Shapers, Grind- 


ers, Lathes, Scroll Saws, Flexible Shaft Units and 
Portable Electric Drills. 


DURO “!00LS 


MACHINE TOOL DIVISION 


DURO METAL PRODUCTS CO., 2693 N. KILDARE AVE., CHICAGO 39, ILL. 
ALSO MAKERS OF DURO HAND TOOLS 
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Corning Mill Supply Glassware 
PACKAGED AND ADVERTISED TO HELP YOU SELL 


IT’S BEST 
BY TEST! 


sight glasses, lubricator and oil cup glasses and similar 
‘ mill supply glassware. Corning has helped to build this 
; market through better products, packaging and sales pro- 
7 motion. Are you taking advantage of your opportunity ? 

We suggest that you check immediately with your 
nearest Corning stock-carrying distributor (write 
Corning for name and address) to see how you can 


— 


cee Aan 


build up your business in this line. Gauge glasses are 
used in large volume on boilers, tanks, steam engines, 
pressure vessels, etc. Almost every industrial plant and 
commercial building require them! 


The Most Complete Line of Mill Supply Glassware 

1. PYREX and CORNING Drand tubular gauge glasses which will 
handle pressures up to 500 p.s.i., depending upon type and size. 

>. MacperH brand flat gauge glasses— good for pressures up to 
2,000 p.s.i. 

3. pyrex brand sight glasses for ovens, absorption columns, re- 
action kettles, furnaces, pressure vessels, stills, tanks, etc. 
— up to 300 p.s.i. 


meatus nc Rite Tine a aS mc 


4. PYREX and CORNING brand oil cup and lubricator glasses for 
rugged service conditions on machine operations. 






{ fw RES 


PYRE) 
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Ae meee eS aS Se ee ss = oe 





TECHNICAL PRODUCTS DIVISION: GAUGE GLASSES + 
LABORATORY GLASSWARE + OPTICAL GLASS + GLASS COMPONENTS 
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IT'S PACKAGED 
FOR EASY STOCKING 


AND SELLING! 






















Corning constantly promotes its mill supply glass- 
ware to all important industry users. Besides Pyrex 
brand glassware is known throughout America from 
years of advertising in such leading publications as the 
SATURDAY EVENING Post. You have everything to 
gain by stocking the Corning line yourself. Act today ! 





~ 
IT’S ADVERTISED 
slo CONSTANTLY TO 


CO YOUR CUSTOMERS 
P<; 0 AS 









CORNING GLASS WORKS « CORNING, NEW YORK 


SALES OFFICES: 


| 
| y 
( .. » Stocked by leading Mill Supply dealers M I L L S u P P L + Gi L & S S WA R E 


NEW YORK «+ CHICAGO «+ SAN FRANCISCO 










GLASS PIPE « LIGHTINGWARE + SIGNALWARE 
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Probably the chief reason why American Industry leads 
the world in productivity is the practice of setting up 


production goals—and then achieving them. 


Naturally the achievement depends, to a large extent, 
on the human element; but in this technological age the 
efficiency of equipment—and especially flow control 


equipment—plays a major part. 


That’s why Powell builds a line of valves to meet the 
specific requirements of every known industrial flow con- 
trol service. Furthermore, in every valve, long life and 


dependability have been emphasized. 





So, no matter what your flow control problems may be, 
Powell has the answers. Write for full information on 
applications of Powell Valves. 





Fig. 512—150-pound Bronze Gate 
Valve with screwed ends, screwed- 
in bonnet, inside screw non-rising 


stem and tapered solid wedge. 





Fig. 1708 — 200-pound Bronze 
Globe Valve with screwed ends, 
union bonnet, renewable spe- 
cially heat treated stainless steel 
seat and regrindable, renew- 
able wear-resisting ‘‘Powell- 
ium” nickel-bronze disc. 


Fig. 3003—Class 300-pound Cast 
Stee! Gate Valve with flanged ends, 
bolted flanged yoke, outside screw 
rising stem, tapered solid wedge. => 





Fig. 190—150-pound Iron Body 
Bronze Mounted ‘‘Irenew” Globe 
Vaive. Has screwed ends, union 
bonnet and regrindable, renew- 
able wear-resisting ‘‘Powellium” 
nickel-bronze seat and disc. 


The Wm. Powell Company, Cincinnati 22, Ohio 


DISTRIBUTORS AND STOCKS IN ALL PRINCIPAL CITIES 
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94 PAGES OF USEFUL SALES DATA 


ERE’S General Electric’s latest aid 

to selling Planned Lighting. It’s 
an up-to-the-minute, simplified manual 
—‘‘Planned Lighting Guide Posts”’. 
This 94-page handbook contains the 
essential information every salesman 
must know to do a real job of selling 


lighting to factories, offices, and stores. 





In five clearly written, fully illustrated 
chapters, it covers the subjects of light- 
ing fundamentals, lighting design and 
layout, office lighting, factory lighting, 
and store lighting. Also included in a 
convenient back pocket are a G-E Fluo- 
rescent Lighting Calculator and a handy 
Footcandle Selector. 


A COMPLETE SALES TOOL 


The typical pages shown here give you 
an idea of the kind of information con- 








tained in “Planned Lighting Guide 
Posts”. It is a complete sales tool for 
both new and experienced lighting 
salesmen. 


HOW TO GET YOUR COPY 


The “Planned Lighting Guide Posts” 
is available from your G-E lamp sup- 
plier at cost—$1.10. It’s another of the 
many ways in which General Electric 





helps you make more Planned Lighting 
sales ... more profits. Call your G-E 
lamp supplier today for your copy. 


Sales Aid for 
PLANNED 
LIGHTING 


O Sears 6 Fuvons For Accent O 
Dramanc’ Errecrs 


TT 














INDUSTRIAL DISTRIBUTION © MARCH, 1949 








“TI can replace any V-belt in our plant 
with just these reels of Veelos.”’ 

That’s a typical Veelos user telling you 
how Veelos cuts V-belt inventory. If you 
use O, A, B and C widths, four reels of 
Veelos give you a choice of more than 
316 sizes. Use only A and B? Then two 
reels are all you need. 

Buying matched sets of endless V-belts 
is costly. Forget it with Veelos. Forget, 
too, belt deterioration and obsolescence. 
Veelos on reels saves storage space... 
simplifies stock records. 


Veelos is quickly and easily installed. 
On drives with fixed centers or outboard 
bearings, Veelos is installed without 
moving the motor or dismantling the 
machine. It provides substantial savings 
in installation and maintenance costs. 


uy 





SEND FOR FREE VEELOS CATALOG. It shows how you 


can benefit from the many important advantages of Veelos. 











Fully illustrated. Complete engineering data. Write for it. 


FELOs 


MANHEIM MANUFACTURING & BELTING COMPANY : 
MANHEIM, PA. 





Sashes nasa 





ADJUSTABLE TO ANY LENGTH - ADAPTABLE TO ANY DRIVE 
Made in all standard sizes, fits all standard grooves. Packaged on reels in 
100-foot lengths. Sales s in principal cities; over 300 distributors 
throughout the country. Veelos is known as VEELINK outside the United States. 





36 INDUSTRIAL DISTRIBUTION © MARCH, 1949 





























erie® 


@ Spa 
month 


designed to help you. Every 
k to contractors, maintenance men 
and purch s . agents in your community through 
‘leading trade papers. These Spang ads seek to 
maintain the good-will of buyers by emphasizing 
the fair treatment and important services ren- 
dered by Spang CW Pipe distributors . . . even 


during these days of heavy demand. These ads 





CARRIES YOUR MESSAGE TO 
BUYERS EVERYWHERE 


also urge your customers and prospects to call 
you first for Spang CW Pipe and related items. 


But not all our efforts are of an advertising na- 
ture. We have recently replaced existing equip- 
ment with a new 10-stand pipe mill in an attempt 
to speed production of %2” to 1%” sizes. But 
even so, we have been unable to keep up with 
the tremendous demand for Spang CW Pipe. 


SPANG-CHALFANT 


Division of The National Supply Company 
EXECUTIVE OFFICES: PITTSBURGH, PA. 
District Sales Offices: Atlanta; Boston; Chicago; Detroit; 


Houston; Los Angeles; New York; Philadelphia; Pittsburgh; 
St. Louis; San Francisco; Tulsa 
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This is one of a series of ads that are ap- 
pearing regularly in DOMESTIC ENGI- 
NEERING; FACTORY MANAGEMENT 
AND MAINTENANCE; HEATING, PIP- 
ING AND AIR CONDITIONING; MiLL 
AND FACTORY; and PURCHASING. 








oA NDIES eng a & 


OHNNY’S got a penny to spend. His mouth 

is watering for gum drops. But, unless Mr. 
Storekeeper shows up soon, Johnny will pocket 
his copper. He won’t buy unless he is sold. 


America has 60,000,000 wage earners. Their per- 
sonal savings in bank accounts, bonds, currency, etc., 
approximate $175 billion, $125 billion more than 
in 1940. Like Johnny, this group has money. But, 
like Johnny, they must be sold. 


Industry is now producing 50% more 
manufactured goods per citizen than before 
the war. This is twice as much per capita 


as in 1900, despite the doubling of population 


The Cleveland Reel Salesman is 
typical of modern merchandis- 
ing tools which will boost sales 
in 1949. It holds 4 reels or their 
equivalent in V2 or Ys reels... 


sells chain “right off the reel’. 









Certified 
CHAIN INSTITUTE 


Member 









Selling is today’s No. 1 job! 
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and an average 15-hour weekly reduction in 
working time. 

Obviously, today’s production rate, our pros- 
perity and standard of living can be maintained 
only by salesmanship. We must keep Mr. Average 
Citizen eager for new and improved products... 
influence him to buy what he wants now—not 
next week. Above all, we must stay on the job 
and sell him. 


Aggressive, intelligent salesmanship—nothing else 
—will balance increased production with a com- 
parable increase in sales. Our number one job 
today is SELLING! 


VR ASG 


| 2 VELAND [(HAIN 





The Cleveland Chain & Mfy. Co. 
Cleveland 5. Ohio 


Associate Companies: David Round & Son. Cleve 
land 5, Ohio * The Bridgeport Chain & Mfg. Co. 
Bridgeport 1, Conn. * Seattle Chain & Mfg. Co. 
— tle 8, Wash. © Round California Chain Co. 
So. San Francisco and Los — 54, . 
‘Woodhouse Chain Works, Trenton 7, 


Since PDR! 1869 


Nw g wo* 





Vice Pres., Charge of Sales 














No. 121 ELECTRIC DRILL- 


capacity ... Lightweight produc- 
tion tool, ideal for millwrights and 


maintenance men, 


su 
M% 








No. W8 


ON No. 310A ELECTRIC HAMMER 


114" capacity ... Drills, chips, chan- 


nels, chisels, scales, vibrates .. any 


work requiring hammer action. 


Stanley Electric Tools + New Britain, Conn. 


Ndi bg 





Rey. U.S. Pat. Off, 


HARDWARE + HAND TOOLS + ELECTRIC TOOLS 


INDUSTRIAL DISTRIBUTION * MARCH, 1949 





TINY 218 


curacy... 


SAFETY 
capacity ... Duplex handle, easy ad- 
justment for depth and bevel cutting. 
Non-warping heat-treated aluminum 
base. Blade totally guarded. 





SAW- 



















0 to 23%” 


UNISHEAR ... Cuts 18 
gauge steel at speeds up to 15 feet a 
minute. Operator only has to guide it. 
Cuts right to the line . 
angles or notches with hairline ac- 
inside or outside. Sturdy 
aluminum alloy housing, ball bear- 
ings, slide operated switch, duplex 
handle. Blades easily removed, re- 
sharpened and replaced. 


. curves, 





| 
| 
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Yes, sir—you’re in this picture month after month. Armour’s hard- 


hitting, fact-giving ads in these leading publications keep selling your 


customers and prospects on Armour’s complete line of quality coated 


abrasives. And, remember, every Armour ad supports you with the line: 
WE RECOMMEND BUYING THROUGH YOUR INDUSTRIAL DISTRIBUTOR. 


That’s why you’re in this profit picture, too, all year round! 





ARMOUR Coaled Abeavives Diwan Armour and Company + 1355 West 31st Street * Chicago 9, Illinois 
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for single 

source buying of 
bolts, nuts, screws 
washers and rivets 


to reduce your cost and 
increase ‘your efficiency 








| Wee 


| The Sterling Golt label on your shelves means 

profitable sales for you of a quality product — 
a product that cultivates good will for you. 

We will be pleased to receive your inquiries 


for all types of metal fastenings. 
PHONE, WRITE, TELETYPE OR WIRE TODAY 


STERLING 


COM PANY 


205 W. JACKSON BLVD., CHICAG 
TELETYPE CG-48 
TELEPHONE HARRISON 7-985 


SALES OFFICES: 
Union Trust Bidg., Cincinnati 2, Ohio *« 17 W. Market St., Indianapolis 4, Ind. 
161 W. Wisconsin Ave., Milwaukee 3, Wis. * 1228 N. Hadley St., St. Louis 6, Mo. 
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Youll Sell Uore of “Shese 


~CHAMPIONS > 


RG 








They have what it takes... 


to get that steady, sure volume and keep it coming your way. 
Champion lamp quality of performance has been established 
and demonstrated for nearly fifty years. 


They're easier to sell... 


outright sale—no red tape, no restrictions, no obstacles in 


the way of getting the business you go after. 


They mean highest net... 


they get to you at lowest over-all cost, maximum discount. 
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ALOYCO GATE VALVES 


earned leadership the hard way 


— 
~~ 

















a 


& Some manufacturers earn leadership—some just claim it. a 
ALOYCO GATE VALVES have gained and held their leadership eens 

by toil and sweat, mixed with hard thinking, on the problems of |= 
corrosive-fluid pipe lines, exclusively. 


This leadership has been earned by sound, service-proven design 
... by foundry craftsmanship that produces uniformly dependable 
castings . . . by seasoned experience in the selection of the opti- 
mum alloy for specified corrosive conditions... by skilled machine 
shop practice that insures utmost mechanical efficiency in the 
finished valve. 


You can have the best. Why run the risk of costly replacement 
tie-ups with anything less? 


r 

















This is the No. 111, 150 Ib. ALOYCO GATE 
VALVE, flanged, F and D. Sizes 33” to 12”. 
Available in 18-85, 18-8SMo, Aloyco 20 and 
other corrosion-resistant alloys. 





Completely fool-proof Floating discs can rotate, 


parts for even wear on the parts. 





“STAINLESS STEEL 
VALVES AND FITTINGS 


ALLOY STEEL PRODUCTS COMPANY, INC. 











Direct acting—stem thrust Double vaive protection — 
through wedge rings seals complete shut-off at two 
the ports, points, 





Ne 
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YES, PERMITE No. 1600 
WET SURFACE PAINT 
WILL DO THE JOB, RIGHT! 





W itu the complete line of Permite Ready-Mixed Alumi- 
num Paints you can give every customer just what he 
needs for best painting results, whether the job is wet 
walls, dark interiors, heated surfaces, bituminous or metal 
roofs, stacks, tanks, equipment — wood, metal, concrete 


or other surface, inside or outside. 


And because Permite, with its exclusive Permite vehicle, 
hides better and covers farther than ordinary aluminum 
paints, your customer will enjoy real painting economy. 


Every industrial plant, every commercial or public 
building, every institution, every service industry has 
innumerable needs for good aluminum paint. And with 
the complete line of 12 specialized types of Permite 
Ready-Mixed Aluminum Paints you can always supply the 
right type for best painting results. 


Keep a full stock of Permite. Remind your customers 
of its money-saving advantages, and watch your paint 


sales grow, and keep on growing! 


ALUMINUM 
INDUSTRIES, Inc. 


CINCINNATI 25, OHIO 


The Originator of READY-MIXED Aluminum Paints 


| PERMIT 











1030 
1600 
1900 
1901 
2025 
2200 
3050 
5025 
6000 
7050 
8002 


9500 








Mirror-Crome Enamel 
Wet Surface 

Hot-Seal 

Exterior Heat-Resisting 
Equipment 

Spraying Lacquer 
Automotive 

Outdoor 

Dipping 

Chrome Finish 


Federal and State 
Specification 


Roof Coating 
Also 


Perma-Gold 
A Ready-Mixed Gold Paint 
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LUMINUM PAINTS 




















Easier s Faster 


because it has 


BALANCE! 





















PORTER ~ CABLE ve 
a | Si . 
| Speedmatic ; 
Stang th 3 
handle. (N 4 Speedmatic ; 
| Well it's iio Saw ie down On its 
On the extra-bre - Then put a full Notice how 
| “ Il be emeseai Shoe ang en = 
h 
Nor glade Whirls up t 
ROP of UP te 7000 Rp 


| 

| 

No other saw compares with it! - 
| 


no twist or j ER M wide BuT 
real helene due to starting toes! There's 
| ue. That’s 
Without a doubt, Speedmatic is the outstanding saw on the a — 
market today! Its BALANCED design brings in more cus- Te ia cai | 
tomers. Its BALANCED operation makes it easier to sell = 


those customers. And you hit a new high in volume sales! 
Take Advantage of this 


the BALANCED Speedmatic: 


@ It’s lighter and easier to handle. 

@ Cuts straight and true. Cutting line is always visible. 

@ Handle is on top, at center of gravity, for easier guiding. 
@ Extra-broad shoe keeps Speedmatic steadier. Does not veer, 


Porter-Cable has been manufacturing fine tools for 
more than 42 years. Follows a 100% distributor sales 
policy . . . backs you up right “‘down the line” with 
hard-hitting national advertising and point-of-sales pro- 





tilt or tip. motion. Maintains nation-wide service. 

@ Helical gear drive delivers 11% more power to blade. 

@ Special clutch takes up stress when blade strikes knot. Drop us a card today! Let our sales repre- 

@ Big micrometer screw quickly raises and lowers blade for sentative call on you with full details of ' 
accurate depth cuts. the Porter-Cable distributor proposition. 


@ Balanced operation of moving parts means longer trouble- 
free service. 


These are only a few of the many Speedmatic features . . . but they prove 
that BALANCE is built right into the saw! 


© 
Four Speedmatic Saws: K-75... (2'/2" - K-88C . “+ (2%4" cut); Porter-Cable Crulhits Co. 
ut). 


BK-10... (354" cut); BK-12... (44%"c 


SPEEDMATIC . . . The Line of Balanced Design ee 


Manufacturers of Speedmatic and 
Guild Electric Tools 
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are fastened down .-- 


speeded UP--- by 


COST-WORRY: Assembly costs af 
aw them before... 


c controlled . 


VACATION FROM 


screws wit cornerless recess 
d profits flouris 


worker-fatigue BOCs 


Wy Ne wiley FROM SA 
ugly, marred surfaces and 
why they 40 like American Ph 
cleanly made and attractive to loo 
So fasten your product with American P 


AMERICAN SCREW COMPAN 
Chicago Mi: 589 E- IMinols St. 


like bungled 


“heads that snag ¢ 


broken screw 
d products -- 


illips-fastene 
k at, with never a 
hillips Screws - 


Y, PROVIDENCE 1, 
Detroit 


_.and help y 


2: 502 Stephenso’ 
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_. when their costs and sales 
AMERICAN PHILLIPS SCREWS 


hen old-fash 
i Phillips Screws, 
product-quality 
d spoilage all 


.. fixed and 
ioned slotted 
the only 
go up as 
but vanish. 


fastenings with 


LES-WORRY: Customers don't 
lothes. And that’s exactly 
. because eve 


purred head to spoi 
ourself to double profits. 


RHODE ISLAND 
n Building 


ry fastening is 
jl sales-appe#- 









ALL META 
Brass, Bronze, Stain- 
less Steel, Aluminum, 
Monel, Everdur (sili- 


con bronze) 





























7 SUPERIOR FEATURES 


*"Chrome Clad”, Non-Glare 
Satin Finish, Easy to Read, Rust 
and Wear Resistant e Hardened 
Ground Thread e Easy Adjust- 
ment e One Piece Spindle « 
Cutaway Frame e ‘Rapid 
Reading”, (Each Thousandth 
Numbered) e Micro-Lapped 
Mirror-Like Finish on Anvil and 
Spindle Ends. 


*Before releasing Lufkin Chrome 
Clad Micrometers to the public they 
were used for several years in our own 
wee on various ty of rough and 

ished metal working production. 
All micrometers tested have retained 
their non-glare satin finish to our 
complete satisfaction. 


Lufkin adds another important 
feature to the many which now 
distinguish its famous Microm- 
eters,—‘‘Chrome Clad’’, Non- 
Glare Satin Finish. Utilizing re- 
cent pacesetting developments in 
metal finishing, Lufkin now ap- 
plies a heavy chrome plating to 
its micrometers. This finish pos- 
sesses a non-glare quality which 
makes reading easier than ever 
before. Readings are made at a 
glance in bright or poor light. 
Markings stand out sharp and 





THE NEW /GFAIN “cHROME CLAD” 


| MICROMETER—with Non-Glare Satin Finish 





bold against the satin finish. It 
is rust and wear resistant. Here’s 
a real ally for the precision worker 
to whom accuracy is a “‘must”’ 
and a real seller for the precision 
tool distributor. 

Lufkin “Chrome Clad”? Microm- 
eter advertising is now reaching 
thousands of your customers and 
prospects through leading man- 
agement, industrial and consumer 
publications. It will pay you well 
to tie-in with this big adver- 
tising and promotional campaign. 


PRECISION TOOLS Wi FIN 0.0: e RULE 


Vecuracy of Meusuroemenl ts the Hey lo DPreciiton 
THE LUFKIN RULE COMPANY e AGINAW 


MICHIGAN 
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Ne. 7750-A and 

7775 COMPRES- 

SION SEDIMENT 
FAUCET 


Made in 2” and 
%," pipe size, male 











WITH 


CONSOLIDATED 


HOME PLUMBING FITTINGS 


























or female, straight 
er angle pattern. 
Standard or ex- 
tended shank up 
te 2%” long. 





WHEN YOU THINK OF BRASS, THINK OF CONSOLIDATED FIRST 


No. 7715 STOP 
and DRAIN 


Made in %” and 
%,” iron pipe or 
copper tube sizes, 
with or without 
drain. Standard 
ground key type 
also available with 
er without drain. 
Alse with sand 
cap and detach- 
able tes or lever 
handles. 


As the home building season gets under way—for contractors as well as 
for Mrs. J. Wren—you will find you need an adequate supply of sill cocks, 
compression sediment faucets, stop and drain cocks, and laundry tray 
faucets. CONSOLIDATED, to be sure, because you know you can depend i 


on this time-and-trade-tested line of home fittings. 


Write for descriptive literature 





No. 2500 SILL 
COCK 4" and %” 
Furnished angle or 
straight pattern— 
wheel handle or 
loose key, with 
lock shield or pack- 
ing nut. Made for 
yy" and %” iron 








No. 915 LAUNDRY 
TRAY FAUCET 
Made for 2 or 3 part tubs, 
top or bottom spout. Also 
pipe thread size or supplied in wall bracket 
Y_" and %”" copper model for iron pipe or 

pipe. copper tube. 





ty w' 
°F consouvat®® 
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Attention Profitable territories open 
mace for this fast-selling drill chuck 
Jistributors! 












Change drills in a jiffy 
while spindle is running 
with this Automatic Chuck 


Write today 
for details 





erence 











1. Grip sleeve—pull down 
—jaws open automatically 
—drill is released. 


Pull down sleeve—insert drill—push up tapered part... tool 
is automatically locked in place and precisely centered! 
No keys, collets or wrenches needed...no stopping of 
machine. That’s how simple it is with the AMF WAHL- 
STROM CHUCK=the only fully automatic drili chuck 
which holds the widest range of numbered straight 
shank tools...1/32” to 1/2”. 
That’s why Wahistrom Chucks cut costly minutes in chang- 
ing tools for drill press work or for spotting, drilling and 
reaming in boring or milling machines. They'll also 
save money in lathe work for burring, turning, filing, 
etc. One spindle does the work of several. 


Tools last longer, too...smooth, hardened and ground 




























] Cross-section of complete mechanism shows 
| turdy, t truction of hardened 3 Secale : aeage Z 
pa} 2 Rees eg Sepered Gadien iepeneee jaws grip tight without chewing into tools. Grip in- 
creases with the load. 


ator full, clear view on close work, 


For fast, uninterrupted production, use the fully automatic 


quick-change AMF WAHLSTROM CHUCK. 









See your local distributor or write today for Bulletin 56-3 





AHLSTROM TOOL DIVISION, AMERICAN MACHINE & FOUNDRY CO: 
SECOND AVENUE BROOKLYN 


wt ss = SI, +~WAHLSTROM 
— - ei fully automatic 


‘Wahlstrom Chucks are available in several types: Models ra rat U Cc K S 


A and AA for widest range of numbered straight shank 


tools; Model B for larger straight shank tools; Model C for 
taper shank tools; Fully automatic tappers. NO KEYS, COLLETS OR WRENCHES 


y 





Dis Asta 
nl i 











mere 


AMF Wahistrom Chucks are adver- 
phe erronr ey Wahlstrom Tool Division 
‘ AMERICAN MAC 
HINE & FO 
S502 2ND AVENUE, shoonlva se ie — | 
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The R/M packing line actually consists 
of 12 different packing lines: 


1. ASBESTOS FABRIC PACKINGS 7. ASBESTOS SHEET PACKINGS 


So CANOES ‘8 TUNSTED 8. RUBBER SHEET PACKINGS 
ASBESTOS PACKINGS 

3. RUBBER & DUCK PacKINGs —«-7*_ GASKETS 

4. FLAX & JUTE PACKINGS 1O. GASKETING TAPES 


5. FLEXIBLE METALLIC PACKINGS TH. ASBESTOS WICK & ROPE 


6. PLASTIC PACKINGS 12. VEE-FLEX PACKING RINGS 











RAYBESTOS-MANHATTAN, INC. 


PACKING DIVISION, MANHEIM, PA. 


FACTORIES: 

Bridgeport, Conn.; Manheim, Pa.; 

No, Charleston, S.C.; Passaic, N.J. 

RAYBESTOS-MANHATTAN, INC., Manufacturers of Packings » Asbestos Textiles + Mechanical Rubber Products 

Abrasive and Diamond Wheels + Brake Linings * Brake Blocks + Clutch Facings + Fan Belts + Radiator Hose 
Rubber Covered Equipment + Powdered Metal Products + Bowling Balls 




















——————— ee 
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* Proof Coil Chain* 

* BBB Coil Chain* 

* Hi-test Chain* 
*McK-Alloy Chain* 

*lron Dredge Chain* 

¢ Feed Chains 

* Conveyor Chain 

* Ohio Pattern Cow Ties 

* Victor Breast Chains 

* Harness Chains 

* Tie-Out Chains 

* Halter Chains 

* Wagon Chains 

* Breast Chains 

*Trace Chains * Heel Chains 
*Pump Chains * Log Chains* 
* Well Chains 

*Stage Trace Chains 

* Stretcher Chains 

* Victor Pattern Coil Chain 

* Twist Link Coil Chain 
*Sash Chain 

* Machine Chain 

* Tire Chains 

*Sling Chains* 
*RepairLinks * Chain Hooks 


*These Chains are 
always Proof Tested 


CHAINS 
for Every Use 


from ONE Central 
Source 











McKay is the chain line that most 
dealers prefer for all-around satis- 
faction. Made in types and sizes to 
fill every requirement, McKay “En- 
gineered” Chain offers steady and 
profitable sales volume. 

When you stock McKay “Engi- 
neered” Chain you make “every sale 


—every time”. .. for you can supply 





your customers with exactly the 


chains they need for every home, 
farm, shop and factory use. 

For full details on the many types 
and sizes of McKay Chain available 
—see your nearest McKay jobber or 
representative. Write us for his name 
and address. 


FOR MORE INFORMATION — 








WELDING ELECTRODES 


See your Jobber or Write Direct... 


. COMMERCIAL CHAINS... 


TIRE CHAINS 









McKAY BUILDING PITTSBURGH 22, PA. 
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Tel-Aviv, Bombay, Liverpool, Beno- 
ni, Havana, Manila — the postmarks 
read...others, too numerous to 
mention, cities and towns of Europe, 
Asia, Africa, North America, and 
South America. 


From east, west, north, south — from 
halfway around the globe — inquir- 
ies come for Ferry Cap Products. 
That these products enjoy world- 


From All Over the World 


Inquiries Come for Ferry Cap Products 


wide recognition—that they are 
purchased for use throughout the 
two hemispheres, in ever increasing 
volume, is convincing evidence of 
outstanding quality. 


We appreciate this tribute to Ferry 
Cap Products. It is a challenge, too 
—a challenge not only to maintain 
quality but constantly to improve 
products and service. 


















-—- A= = & A. 


The FERRY CAP & SET SCREW Co. 


2153 SCRANTON ROAD * . CLEVELAND 13, OHIO 


CAP AND SET SCREWS + CONNECTING ROD BOLTS * MAIN BEARING BOLTS + SPRING BOLTS AND SHACKLE BOLTS « HARDENED AND GROUND BOLTS « SPECIAL; 
ALLOY STEEL SCREWS + VALVE TAPPET ADJUSTING SCREWS + AIRCRAFT ENGINE STUDS + ALLOY STEEL AND COMMERCIAL STUDS + FERRY PATENTED ACORN NUTS: 
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«ee and save money, too 


Workers are enthusiastic about Whiting Electric 
Hoists. By replacing tiresome hand lifting with | 
electric lifting, they eliminate the danger of rupture, Fa a Install a. 


strained muscles, and worker fatigue. And, because Ww H ITI N G 


they are 13 times faster than hand hoists, these powerful 
! °. Me 
Electric Hoist 























little hoists reduce handling time and release skilled 
workers for productive work. Even when used only 
a few minutes a day they pay for themselves in 

a few months. 

Whiting Hoists are available for polyphase or single- 
phase operation. To install, simply hang them up, 
plug into the nearest electrical outlet, and they’re 
ready to go. Investigate this new time- and 
money-saving hoist, today. 





















The Heart of the 
WHITING HOIST 
is in the 

WORM-GEAR 
DRIVE 

















This unique, double worm- gear ee. 
drive provides smooth, silent power le ity. 
and makes possible a hoist of amaz- iia 
ing simplicity. Whiting Hoists last 
longer because they have fewer 
wearing parts than any other elec- 
tric chain hoist. 









Write for Bulletin H-100A 
WHITING CORPORATION 


15652 Lathrop Avenue, Harvey, Illinois 










ra Send me a copy of your Bulletin H-100A.- 
describing the new Whiting Electric Hoist. 


E L E ¢ T RK é ¢ dl & 4 3 T § OD We are interested in handling the Whiting Electric Hoist line. 


Send me full information. 


Ya, Va, 1, and 2-Ton — pinsiewivain _ 
















STREET ADDRESS_____ 


BUILDERS OF CRANES, MONORAIL SYSTEMS, and ELECTRIC HOISTS city— 












goeed ti Te Ugh 500th 
wit TOLEDO 
RATCHET THREADERS 











Toledo No. 11 Ratchet Threader, ')” to 114” pipe. 










IDEAL ALL-AROUND TOOLS 
TO SAVE TIME..CUT COSTS! 


When the job calls for close corner work—it's a 
“natural” for Toledo Small Ratchet Threaders! 
These time-proven tools will save time for you— 
producing clean-cut, leak-proof threads . . . quick- 
ly and easily ...in the most difficult corner job. 






Because these tools are so compact... light in 
weight...and easy handling...thousands of 
better mechanics today prefer Toledo Ratchet 
Threaders for all-around use! 


For any pipe tool requirement, you can’t beat 
genuine TOLEDO equipment—hand tools or 
power. These are the tools that get the work done 
faster, better and at lower cost! The Toledo Pipe 
Threading Machine Co., Toledo, Ohio. New 
York Office, No. 2 Rector Street Building. 


Toledo No. 00 Ratchet 
Threader, %” to %” pipe. 
a 


Toledq No. 12 Ratchet 
Threader, !3” to 2” pipe. 






RELY ON THE LEADER 
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good jedudla-” 


‘(SHO THE USER) 


from this Gang Milling Fixture 








There’s an 
A-L Tool Steel 
to do each job best! 


. 


The Allegheny Ludlum 
Tool Steel family in- 
cludes 37 principal types, 
covering the high speed, 
hot work, shock resist- 
ing, cold die, and carbon 
and low alloy steel fields. 
Let us help you find the 
best answer to any prob- 
lem that occurs in your 
production or use of cut- 
ting and forming tools. 


1D-73 








made of AIRLOY 


Particularly in view of the way it is cut 
up, the fixture shown above—made of 
A-L “AIRLOY”* (a manganese-chrome- 
molybdenum air hardening cold die 
steel )}—gave a performance that delighted 
the user, and that’s what counts! 

The fixture was designed to hold 15 
small parts, 1/2" x 3/8", for milling a 
slot. In heat treatment, each fixture was 
first preheated at 1150° F., then raised 
to 1475° F. and held there for 7 to 8 
minutes, then air cooled—resulting in a 
hardness of 62/63 Rockwell C. After a 
draw at 500° F., the final hardness was 
57/58 C. Accurate measurement before 
and after heat treating revealed that there 
was no change in sizes. 

AIRLOY is just one of eight principal 


. types of A-L Cold.Die Steels—hardenable 


from low temperatures, insuring low 
scale loss and freedom from cracking 





and distortion. One of these types can 
help you, and our Technical Staff is 
always at your service—no obligation. 


| STEEL CORPORATION 
Pittsburgh, Pa. 


TOOL STEEL DIVISION: DUNKIRK, N. Y. 


fine Tool Ettelt 
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His Tongue is Quick... 


The chameleon—renowned for his ability to change 
color—depends for his living on the speed of his 
tongue. It darts out nine inches or more, catch- 
ing flies, grasshoppers, and other insects literally 
on the wing. 


Nothing is Quicker 
s! 


THE (GENERAL DETROIT (CORP. 


DETROIT 7, MICHIGAN 








THE GENERAL PACIFIC CORP. 


IF IT’S es 1s DEPENDABLE THE GENERAL DETROIT CORP CANADA LTD. 
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Ties in machine and accessory 


sales. You sell more of each. 





; cesses 
ae = ‘ ’ 
Ei 





MILWAYKEE 


New Combination Display and Storage Rack 
builds your Delta-Milwaukee’ accessory sales 







Has 18'/2 square feet of display area; 
12 square feet of storage shelves — 
All in only 3 feet square of floor space! 


Turn every square inch of your display 
area into actual cash sales with this new 
Delta display. It does a big job in a small 
space. Your Delta accessories are out in 
the open where your customer can see 
them, plainly marked so he can pick out 
what he needs. 

A complete selection of ready-assembled 
and interchangeable panels is available so 
that you can display the accessories you 
know are best for your trade. 


This profitable way of merchandisin 
Sturdy Easels for Delta accessories gives you three basic 


Additional Group Displays neers a 
P play 1. It gives you ample space for storage of 
stock—in a big display taking very little 


With these easels, you can display ad- 
ditional accessory panels not mounted room. You can close a sale without going 


on display cabinets. Yau can use the 
easels in many combinations, to suit 
your requirements. A group of easels, 
as shown above, makes an eye-catch- 
ing display on the sales floor — and 
an attractive background for displays 
and exhibits. 


See Bulletin AD-454, 


going to the st 


2. It suggests to your customer accessories 
he can use. He may pick up units he had 
not thought of buying when he came in. 

3.It helps your customer sell himself, 
while he waits for your salesman to 
finish with another customer. 


The handy display cabinet is well-built 
of beautifully-finished birch. Accessories 
are mounted on sturdy 2814x4714,” ma- 
roon panels. Rubber casters make the cabi- 
net easy to move. Plastic canopy at top is 
illuminated — also throws light inside 
of cabinet. 

The price of the cabinet, without acces- 
sory panels, is only $47.90 — much less 
than it would ordinarily cost you to have 
a local carpenter build a cabinet of even 
ordinary quality. 

Get your share of the big part of every 
power-tool dollar that is spent for acces- 
sories. Put several of these units to work 
building your Delta accessory sales. Order 
now. Ask your Delta district man to help 
you select the accessory panels that you 
can use profitably, 


ROCKWELL MANUFACTURING COMPANY 


@- MANUFACTURING DIVISION 


MILWAUKEE 1, WISCONSIN 


accessory panels—are available to Delta-Milwaukee distributors 


CRED [ T / The new Delta combination display and storage racks — and 


for complete details. 0-76 E as’ 1 ER M S$ © lon special deferred terms, Ask your Delta district man for details. 
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CHECK THESE 


TO HELP YOUR SALESMEN 


DUFF-NORTON 


Low Height 
Journal Jack 






















LY 














PUBLIC UTILITIES 


Use Jacks for... 


|\ CHEMICAL PLANTS 
Need Jacks to... 


Pulling and straightening poles Vv Support tanks 





Supporting cable reels V Adjust heavy connecting lines 


Forcing pipe : 
VW Force pipe 
Pulling pinions and gears 
Install pressure vessels and other 


Bracing trenches , 
equipment 


.<n< 4566 


Repairing equipment 

















Push and Pull 
Jack 


Air Motor 
Power Jack 











MACHINE SHOPS 


STEEL FABRICATORS 


Need Jacks to... Use Jacks for... 





Shove, lift and hold steel plates for 
welding or riveting 

Position and support fabricated 
sections 

Move loads horizontally 

Adjust material for downhand 
welding 

Install complete units 

Repair cranes and equipment 


Unloading and placing machinery 
Lifting and moving old machinery 
Repairing lift trucks 

Pulling pinions and gears 


Repairing cranes 


i446 84 


Special lifting, lowering or 
straightening jobs 


4< <4 46 64 














DUFF-NORTON HELPS 
YOU TO GREATER 
SALES AND PROFITS 







MAIN PLANT and GENERAL OFFICES, PITTSBURGH 30, PA. CANADIAN PLANT, TORONTO, ONT. 










DUFF-NORTON’S ADVERTISING AND PROMOTIONAL PROGRAM 
IS IN THERE PITCHIN’ FOR YOU 


Tear out this ad and pass the sales leads outlined above along to your sales- 
men. On every call, they will find customer acceptance and easy jack sales. 
The high quality of Duff-Norton jacks—backed by a broad, hard hitting 
advertising and promotional program in national trade journals, direct mail 
campaigns, sales literature imprinted for you, catalogs and other sales aids— 
simplifies your selling job and helps you to greater jack sales and profits. 
Get the facts . . . sell Duff-Norton Jacks! 


Write for Catolog 203! 


THE DUFF-NORTON MANUFACTURING CO. 






“Ohe House that Jacks Built” 
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Gee, my boss was right 
. this Handiwinch 
is the greatest little 
door-opener I ever saw. 


©.RUVEE 











The Sale’s a cinch with HANDIWINCH! 


Works like magic. Just mention you’re the Handiwinch man 
and zingo! buyers’ doors fly open. Know why? Because there’s 
scarcely a one of your customers who hasn’t read in his fa- 
vorite industrial magazine about the tough, sturdy little 95 
pound portable winch that gives one man 10,000 pounds of 
lifting or pulling strength. 

Any company in your territory that has heavy loads to lift 


All steel construction, yet weighs or pull needs a Handiwinch ... . or two. And you can sell them 
only 95 Ibs. Wire rope capacity 175 ft. (¥%e"), 


Capacity 10,000 tbs. in “low 475 #t. (%4’). for immediate delivery. 


gear and 1900 Ibs. in "high" gear. Hand brake, free spooling, many * 
Cut steel gears throughout. Self. “big hoist” features. You bet Handiwinch opens doors . . . and order books, too. 


lubricating bronze bearings. Also available with 24° drum. 


TWO MORE AMERICAN PROFIT-PULLERS on Hoist 


and DERRICK COMPANY 


American Blocks and Sheaves 3 
St. Paul 1, Minnesota 


All types and sizes, from 1 ¥2 to 250 tons. : 
Blocks feature ARMORED CONSTRUC- | Plant No. 2: So. Kearny, N. J. 

TION with thick side plates, heavier pins ‘ Sales Offices: NEW YORK ¢ PITTSBURGH *® CHICAGO 
and axles, forged steel hooks and shack- — 


les, precision-grooved sheaves. AMERICAN HOIST & DERRICK CO. « St. Poul 1, Minn. 


_ SEND 
Genuine Crosby Clips COUPON 
For wire rope from Ye to 3 inches. They're © 
drop-forged and hot-dip galvanized for NOW FOR 
extra strength and service. Precision thread- LITERATURE 
ed bolt, extra high wings. Nationally TO HELP 
~ advertised for easy sales and high profits. YOU SELL 


Please send me sales-boosting literature on 
OC American Handiwinch (] American Blocks and Sheaves _—(] Crosby Clips 


| 
| 
| 
| 
E! NAME 3 
Fe | ei ES eee 
| 
| 
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PRODUCTION 


——____J 


“When you need 


| special 


FOR 
Special 
GSES 


LOOK TO... 


TNGERSOLL 


’ Alloy Steels « Armor Plate + Clutch 

Plate Steels «+ Tillage Steels + Soft 

_ Center Steel + Shovel Steels « Knife 

Steels + Saw Steels, including 

- Hack Saw Blade Steels » TEM-CROSS 

-. Steele Stainless Steels e INGACLAD 
Stainless-Clad Steel © 


\ . 7 eee AVA RE ™~ Pp 

7! Borg-Warner Corporatio 
New Castle, Indiana 

—_ " _ - Plants: New Castle, Ind. * Chicago, 


Kalamazoo, Mich 









The product of 104 years’ experience 
in fastener manufacturing, 
sold through the finest distributors 
in the world. 





= = 


DISTRIBUTOR a 








Offer your trade real “Customer 
satisfaction” and True Fastener 
Economy by selling RB&W 
fasteners ... the product 
of more than a century of continuous 
research and progressive 
development in fastener manufacturing 
. » » backed by the skill of four 
generations of RB&W men and women, 





Chicago, Chattanooga, Oakland, 


Plants at:-Port Chester, N. Y., Coraopolis 
2q., Rock Falls, Iii los Angeles, Calif 
onal sales offices at: Philadelphia, 
« f ‘ 


nd, Seattle 


THE COMPLETE QUALITY LINE 


104 YEARS MAKING STRONG THE DISTRIBUTORS THAT MAKE AMERICA STRONG 


ae *% 


RUSSELL, BURDSALL & WARD 
BOLT AND NUT COMPANY 
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4 CAPITOL STEEL PIPE FITTINGS 
| NO LL ARE COMPETITIVELY PRICED... 


FORGED & SEAMLESS STEEL 


PIPE UNIONS 


PRECISION 
PRODUCED 


250# (steam pressure) 
Zinc Coated or 1. 
Black (impregnated electrolytic) _ 
Steel * Brass Seat * Ground Joint 
Tested to 9,200#-10,000# P. S. I. 
(hydrostatic) 
Pittsburgh Testing Laboratory 
Approved Steel Unions 
{eliminate possibility of blow-hole leakage) 
Sizes — 14,” to 1”, inclusive 


FORGED & SEAMLESS STEEL 


se 


PRECISION: 
PRODUCED 


REPRESENTATIVES IN PRINCIPAL CITIES 


A QUARTER 
CENTURY 
OF PROGRESS 


COUPLINGS 


All Steel 

Standard Merchant ¢ Extra Heavy 
* Line Pipe 

Half Couplings for Welding 

Black or Galvanized 

Sizes — 1,” to 6”, inclusive 

Precision Cut Thread 

Rigidly Inspected 


ORIGINATORS OF 
STEEL PIPE UNIONS 
AND STEEL COUPLINGS 
AT POPULAR PRICES 


CAPITOL MANUFACTURING & SUPPLY CO., COLUMBUS, OHIO 
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Some Kopes Foot 
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U-W 6*/6 FILLER WIRE 1S IDEAL 
FOR DRAG CABLES ON ORAG 
LINE EXCAVATORS BECAUSE 
IT 18 SUFFICIENTLY FLEXIBLE 
ANO ABRASION RESISTANT 


BOT... ~ 


alt al 


o- 


FOR FACTORY CRANES A 
MORE FLEXIBLE ROPE 1S BETTER 
WE RECOMMEND U-W 6x37 


oscer* 
ern, 
go? 

— eseoe 
'- . 
oese 

ose 























For longest and best service, always specify 
U-W LAYRITE (Preformed) IMPROVED PLOW STEEL 





We invite you to let UPSON-WALTON engineer your tough rope jobs. 


Copyright 1948—The Upson-Walton Company 


THE UPSON-WALTON COMPANY 


Manufacturers of Wire Rope, Wire Rope Fittings, Tackle Blocks, Brattice Cloth 
Main Offices and Factory: Cleveland 13, Odo 


114 Broad Street 3525 West Grand Ave. 


yE-OMO)IN Tam Tit Lys] 
New York 4 


Chicago 51 Pittsburgh 22 
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Curtis Timken Bearing Air 
Compressor. Sizes from 4 to 
50 H. P., inclusive. 


RELIABILITY 
That Pays Off 


in Low-Cost 
Performance 


CURTIS sss 


wy. the application, in thousands of varied 
industrial installations, Curtis Timken Bearing 
Equipped Air Compressors have a long and proven record 
of extreme reliability, low maintenance expense and unusually 
long life. 








Every Curtis Air Compressor has been carefully engineered, 
made of the highest quality materials and precision built 
throughout. 


Their dependable, economical performance is the result 
of such design advantages as: 


@ Timken Roller Bearings 

@ Self-Oiling—Positive Lubrication 
@ Carbon-Free Disc Valves 

@ Automatic Pressure Unloader 

@ Fully Enclosed Design 





ri : Curtis Timken Bearing Air 
@ Precision Construction Compressor with tank. Sizes 
from 4 to 10 H.P., inclusive. 


Specify CURTIS when you wanta reliable, low-cost supply of 
air for any use. Capacities from % to 50 H.P. (up to 300 CFM). 


Write today for full information on Curtis Air 
1-48-1 Compressors, Air Hoists and Air Cylinders— 
or mail the coupon below. 


ee 1 








| CURTIS PNEUMATIC MACHINERY DIVISION of Curtis Manufacturing Company | 

| 1911 Kienlen Avenue, St. Louis 20, Missouri | 

; Ne i a as cr rial aladdaaas atin Sa bite go 

| Please send me Form . | 

I ns” Gs sassesasaddnes ob vvalagutubannsenneneapaanedi ; pin 

PNEUMATIC MACHINERY DIVISION, ©? 2" Cu Ai 
of Curtis Manufacturing Company Gers amd Curtis Ale  Adreiti.....cccccccccesssonssscoosersassassossacsessursscsssacnsconssastzscnctesnssnstecessoassnccorsece | 

1911 Kienlen Avenue - -« St, Louis 20, Missouri | Compressors. | 


95 Years of Precision Manufacturing| 
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Whatever the question, you'll find 
the right answer in the REPUBLIC 


‘Upson full line of headed and 
threaded products. Through- 

out 20,000 different sizes 
and-shapes, they are made to fit 
right and hold tight. Republic 
Steel Corporation...Bolt and Nut 
Division, Cleveland, Ohio, and 
Gadsden, Ala. Export Department: 
Chrysler Bldg., New York 17, N_Y. 




































































’TWAS NOT SO LONG AGO—Look back to 1899. 
See how much of that day would seem familiar now, with 
only a few changes in names! McKinley was after a 
second term in the White House, little knowing how soon 
he was to be succeeded by Roosevelt. (T. R., we mean!) 
Chicago was a booming industrial city of more than a 
million and a half. James Jeffries defeated Fitzsimmons 
in 11 rounds at Coney Island, a short fight for that era. 
Brooklyn won the baseball pennant. The year was also 
significant in that it marked the start of operations of 
Templeton, Kenly & Company. Though the plant oc- 
cupied relatively small space on Ontario Street and em- 
ployed only a handful of men; Simplex—then as now— 
was the best jack you could buy . or sell! 











SELLING CAN BE EASY - if it’s 88% easier lifting 
that you are offering! That’s the percentage you get in 
your favor when you recommend Simplex Screw Jacks. 
There’s a single chrome-moly ball nested under the cap 
that produces this easier lifting and, if your prospect 
wants more, tell him about the tough malleable iron 
housing; the broad base with safety peephole; the 21 
models with 4-way head and 10 with ratchet head in 
capacities from 10 to 24 tons. Before you’re out of 
breath, you’ve made a sale—that stays sold! 


en | 
oe «QQ CaL ay 
acu v yt Wm, 
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YOU, SPRINGTIME AND THE WIDE OPEN 
SPACES — It’s the right combination and the right time 
of year to let prospects in the trestle bridge building busi- 
ness have a look at the new Simplex Safety Jack Sup- 
ports. Made of aluminum alloy, these supports are used 


with Simplex Journal or Hydraulic Jacks for faster, 


safer jacking on timber construction jobs. They’re in- 
expensive, easy to sell and profitable. Start the ball roll- 
ing by showing and sending more copies of Bulletin: 
Bridge 48A. It tells all! 


(Advertisement) 








PUTTING THE T-K SHOW ON THE ROAD— 
Exhibits of Simplex Jacks are currently planned for 
the following trade shows: 
National Railway Appliances Association ; 
Coliseum—Chicago—March 14-17. 
American Mining Congress ; 
Auditorium—Cleveland—May 9-12. 
Still in the future, it is true, but these are mighty good 
dates to mark down on the calendar and good places to 
meet both old and new customers! 





DISTRIBUTORS IN THE NEWS— Among those 
who rang the doorbell in recent weeks at the T-K plant 
were : Len Wood of the Wood Supply Co., Port Arthur, 
Ont. ; Earl Becker of Becker Equipment & Supply Co., 
Chicago; Mr. and Mrs. Jack How of Edward R. Bacon 
& Co., San Francisco, and M. J. Lyons of Lyons Machin- 
ery Co., Little Rock, Ark. 





HOW TO GIVE ONE MAN THE STRENGTH 
OF TEN—Some will try ironized yeast or a Charles 
Atlas course, but if the man is working for one of your 
customers why not suggest a Simplex-Jenny ? Especially 
if his work includes a lot of tough pulling jobs. Amazing 
versatility is a big selling feature of this center hole, hy- 
draulic puller and there are five models with capacities 
from 30 to 100 tons to speed scores of jobs in every 
field. Give those important customers more facts in the 
illustrated Bulletin Hydraulic 48. They will find a word 
in there, too, about Hydraulic Jacks. 


ARE SALES UP? Have you moved, acquired a family or 
planned a trip abroad? If it's about you, it’s news here... 
so why not let ‘Jacking Up Sales" know all about it? 


TEMPLETON, KENLY & CO. 
1036 S. Central Ave., Chicago 44, I. 
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Quality Distribution and Quality Prod- 
uct seek, and find, each other. That is 
why the leading Distributor in your 
community is almost certainly the 
Bunting Authorized Distributor. The 
Bunting Brass & Bronze Company, Toledo 
9, Ohio. Branches in Principal Cities. 
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BRONZE BEARINGS 
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BUSHINGS 
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WET VALVE FACE GRINDING MACHINE 


Tt Caut Be Beat! 


NOW: Produce finest finish and factory precision because this wet 
e grinding machine eliminates heat and distortion. 


FEATURES: Wet Grinding for Valves 15°, 30°, 45°, 50°, 60°, and 75° Angle, 
and with Quick Acting Chuck Capacity 14” to '%”, inclusive. 


Wet Grinding built in. Reduces wheel 
dressing to a minimum. 

Wet Grinds Valves, Valve Ends, Tappets 
and Rocker Arms. 

Quick Acting Roller Chuck, Cap. 4” 
to 1%” incl., Valve diameter up to 4”. 
Automatic Chuck Stop. 

Rigid grinding head with cage mounted 
precision ball bearings, permanently 
lubricated. 


1g H.P. Capacitor start Motor, resilient 
mounted, absorbs vibration. 

Removable coolant tank, for easy clean- 
ing, 3-quart capacity. 

Micrometer graduated feed. 

Micrometer valve end grinding attach- 
ment with indicator gauge-head and Ford 
gauge pilots. 

Beautiful two-tone grey hammertone 
finish. 


Sold only through authorized SIOUX Distributors 


STANDARD THE 


WORLD OVER 
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Morse Spiral-Pointed Taps are 
available in. fractional and 
machine screw sizes, with 
either cut or ground threads. 
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2.. because they have Extra Strength to 
“Bulldoze” the Chip Ahead of the Tap 





Here’s the tap for top performance in tapping 
through-holes (not blind) in any metal or ma- 
terial. For the Morse Spiral Point keeps chips 
out of the flutes, forces them ahead of the tap, 
and out the bottom of the through-hole. So the 
tap cuts continuously, without ever backing it 
up to clear loose chips. 


This means faster tapping, cleaner threads, 
and no damage to any threads that may be al- 
ready cut in the work. 





What’s more, tap flutes don’t have to be as 
deep as on regular taps... that’s why Morse 
Spiral-Pointed Taps have heavier cross-section, 
greater strength, far greater resistance to break- 
age. And these chip-free flutes mean freer flow 
of coolant, right down to the cutting edge. 


So for top tapping efficiency and lowest tap 
costs, ask your Morse-Franchised Distributor, 
today, to recommend the right Morse Spiral- 
Pointed Tap for your job. 


SOLD EXCLUSIVELY THROUGH MORSE-FRANCHISED DISTRIBUTORS 


A DIVISION OF VAN NORMAN COMPANY 


sf 


BRANCH WAREHOUSES: NEW YORK, DETROIT, CHICAGO, DALLAS, SAN FRANCISCO 
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Mr. Distributor: 
there’s a good profit for you 
in EVERLASTING VALVES! 


That's largely because of their long and nation-wide acceptance 
by industry. And that, in turn, is due to their fine performance and } 
service records in a great diversity of applications. On top of that, 
EVERLASTING Valves are now nationally advertised with full- 
page ads— to better help your sales! 


Because EVERLASTING Valves never let users down in service 
value, they never let distributors down in sales value, When you 
stock the EVERLASTING line — it includes valves for general serv- 
ice and boiler-room requirements — you are in a position to supply 
‘something on which plant engineers and maintenance men are 
already sold ... but good/ And you'll find EVERLASTING’s 40 
years of experience and prestige in the valve field a good builder 
of customer confidence in your own service. 





If you are interested in steady turnover at Good Profit, send for ) 
supplies of bulletins covering the EVERLASTING line of valves — 
and distribute our literature to your customers. You'll never put a 
postage stamp to better use — nor find a better time than now to 
use it! 





EV-316 


[2 


MANUFACTURED BY 





EVERLASTING VALVE CO. 
49 Fisk Street 
Jersey City 5, N. J. Sues 
GIVE “EVERLAST. 
ING ‘SERVICE. 


Trade-Mark ‘‘EVERLASTING''—REG. U. S. PAT. OFF, 
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IT LOOKS LIKE JUGHEAD'S 
STAGE CAREER IS OVER! 










ONE FILE I'LL 
BE SU’PRISED-- 
BECAUSE I WORK 
BETTERIN A 

SPOT-LIGHT/ 


HE'LL KETCH A FILE 
ap HIS JUGGLER 















JUGHEAD!! pRoP THOSE 
NICHOLSON FILES! -ER-1 
MEAN HOLD ON TO ‘EM-- 
OR YOU'RE GONNA BE 

IN A SPOT YOU WONT 



















oe 
No EXCUSE for file 
abuse,” says Pop the 
foreman. On mass-pro- 
duction especially, the 
proper use and care of files 
enter heavily into savings in 
man-hours, materials and new-file 
costs. Distributor salesmen can do 
their customers a good turn by sug- 
gesting the posting of the following hints 
in tool-rooms, on shop bulletin boards, and 
over workbenches: 





















® Don’t throw files among other tools or objects. 





® Don’t lay files on top of, or stack them against, one another. 
Keep them separate—either standing with tangs in holes, or 
hung on racks by their handles. 










NICHOLSON FILE CO. ¢ 42 ACORN STREET, PROVIDENCE 1, RHODE ISLAND 


{In Canada, Port Hope, Ont. ) 
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© Keep files in a dry place, so rust will not corrode their cut- 
ting edges. 


¢ Keep files clean of filings. Tap file frequently on wood (not 
on metal) to loosen chips. Also brush with file brush or 
“card.” 


¢ Don’t put too much pressure on the forward, or cutting, stroke. 
¢ Never “drag” file back under needless pressure. 


© Use The right file for the job. 


The better the file the greater the reward of care. Nichol- 
son and Black Diamond brands are of the highest quality 
. .. made to serve long under normal circumstances, still 
longer under proper use and care. 


e HOW TO USE AND TAKE CARE OF FILES is elaborately 
covered in Nicholson’s famous 48-page illustrated book, “FILE 
FILOSOPHY.” How many copies for salesmen’s use shall we 
send you? FREE. 




















. these Big Sales Points 


There are a lot of good selling points that 
can help you sell Baldwin-Rex Tru-Flex 
Couplings. But the big 3 put you way 
ahead of competition. 


ae 


I. True Flexibility 

Demonstrate the design superiority of the exclusive con- 
vex rollers on one chain strand. That’s what delivers 
true flexibility without backlash. The convex rollers 
maintain only line contact with sprocket teeth and be- 
cause of this contact, pins are designed to flex or bend. 
This flexure, plus the inherent flexibility of roller chains, 
accommodates misalignment, allows end play, and 
absorbs shock loads. 
































3. Durable Construction 


There are no short-lived 
materials in Tru-Flex. It’s 
all-steel . . . quality steel 
for real service. The chain 
is snugly wrapped around 
the sprockets. Contrast this 
with the “sloppy” fits of 
ordinary chain couplings. 


2. Easy Installation 


Point out how easy it is 
to install or disconnect a 
Tru-Flex Coupling with 
its single connecting pin. 
No need here to shift 
machinery. 





@eeeeeaeeecoeaoeoceo eo oeoeoeeoeeeeeeneeseseseeeeeeeeeeee7eee7e7e eee ee eee 8 eo @ 


Add the other outstanding fea- 
tures to the big 3 and it’s easy 
to see why it’s easy to sell Tru- 
Flex. Should you want more 
sales help, we'll be glad to 





es assist. 
: BALDWIN-REX te te ra 
when you sell couplings. It’s 
| - " ROLLER CHAIN COUPLINGS gree Semen SF 708 


added service for your custom- 
ers. Write Baldwin-Duckworth 
Division of Chain Belt Com- 
BALDWIN-DUCKWORTH DIVISION OF CHAIN BELT COMPANY aay, STE Paaladiahd Steeet, 
Springfield 2, Mass. 
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HOW TRUE! 


Trueness is all-important in the screw fastenings your 
customers use in their products. You can offer them con- 
sistent accuracy in dimension, thread and concentricity 
in Chicago ‘Safety Plus’’ Socket Screws. 

The unvarying precision fit of “Safety Plus’’ screws 
in quantities of thousands or millions means better 
fastening for your customers’ products at lower cost. 
Due to their greater tensile strength, fewer fastenings 
are necessary—effecting a noticeable reduction in weight 
as well as a neater, sturdier construction. 

The extra in Chicago “Safety Plus’’ products results 
from the use of specially selected alloy steel, plus 
correct heat treating practice . . . combined with a 
precision threading method designed to give full thread 
engagement. 


77 edabed 


j 


ATT Jedal 


Have your customers find out how true it is that the 
trueness and strength of Chicago ‘“‘Safety Plus’’ Socket 
Screws will help them make better products . . . faster 
« «+ More economically. 


~ w 
Chicago Safety Plus” Products Iuclkude: 
Socket Head Cap Screws * ‘Socket Set Screws °* Strip- 
per Bolts or Shoulder Screws * Square Head Dog 
Point Set Screws * Socket Pipe Plugs * Keys for 
**SAFETY PLUS’’ Socket Products * Hexagon Head Cap 
Screws, Steel and Brass * Square Head Cup Point Set 
Screws * Headless Set Screws °* Fillister Head Cap 
Screws * Flat Head Cap Screws * Taper Pins * Milled 
Studs °* Semi-Finished Hexagon Nuts, Steel and 
Brass * Semi-Finished Hexagon Castellated Nuts. 


Our merchandising policy is based on complete co- 
operation with the distributor. Write for details. 
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Also a complete line of Twines 
ae ees for the Hardware Trade 





AMERICAN MANUFACTURING COMPANY, BROOKiYN 22, N. Y. - ROPE - TWINE - OAKUM - PACKING 
Branch Factory: ST. LOUIS CORDAGE MILLS, ST. LOUIS 4, MO. e 
Sales Offices; BOSTON * CHICAGO + HOUSTON + NEW ORLEANS © PHILADELPHIA 
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Talk of the Trade 





DISTINGUISHED: When visitors call on Harold 
Young (Murray Co., Dallas) they ride around in style. 
. . . Harold has a plaque on his car showing that he is 


a vice-consul for the Brazilian government. . . It isn’t 
all honor, though. . . Harold gets some mighty strange 


calls and some of them come in the wee small hours of 
the night. . . Speaking of Dallas reminds us that Ashley 
De Witt (Briggs Weaver) has a problem. . . . His daughter 
selected a school in New Jersey and one of the big 
determining factors was that she could go skiing. . . ‘The 
weatherman hasn’t cooperated (from our standpoint, 
thank goodness). . . Meanwhile, though, Dallas has 
been getting more than its share of winter weather. 


THE SUNNY SOUTH: Dick Alcott (Richman-Crosby, 
Memphis) kept his fingers crossed all during the South- 
ern meeting . . . The weather had been so good for the 
meeting last year, he feared there’d be an averaging out 
this year. . . His fears were unfounded—the weather 
was so mild and sunny a few hardy souls even went 
swimming. . . Ed McLaughlin (Union Hardware, Los 
Angeles) took a good bit of ribbing about California 
weather; Ted Kenny (S. B. Hubbard Jacksonville) didn’t 
have to say a word to Ed—the smile and the “I told you 
so” look was all that was necessary. 





TROUPERS: When C. McD. England (Logan Hard- 
ware & Supply, Logan, W. Va.) and George Booth 
(Carolina Machinery, Rocky Mount, N. C.) were unable 
to attend the mid-year session (Mac was ill and George’s 
wife had just undergone an opcration), it seemed as 
though a planned skit would have to be called off. . . 
However, Cy Perkins (Henry Walke, Norfolk) and Pop 
LaNeave (Allison-Frwin, Charlotte) determined the 


“show must go on”. . . ‘They rewrote the script and 
carried on with Walker Wellford (J. E. Dilworth, 
Memphis) jumping in to help out as an off-stage nar- 
rator. . . The show was a hit, too. 


BINGO: Down Biloxi way they mix bingo with 


meals. . . While you're eating you can play bingo. . . 
Willis Horner and Doug Graham (both Allen Mfg.) 
tried it out and Willis even won a game. . . It was an 


expensive win, though—Willis not only had to pay for 
dinner for the group he was with but, in addition, had 
to have his suit cleaned. . . He was about to bite into 
some shrimp when he discovered he was a winner and, 
in the excitement, the shrimp wound up in his lap. 


FAST THINKER: We liked the manufacturer's man’s 
crack when he was spied on the clevator in sport clothes, 
carrying his golf bag over his shoulder. . . “I always 
believe,” he said, “that my company 1s entitled to one 
full day’s work a week—this is the company’s day.” 





THAT TELEPHONE VOICE: Just a mention of 
Salesman E. B. Newborn’s name around Peden Iron, 
Houston, is enough to remind everyone that it pays 
to be sweet when talking on the phone. . . When 
“Nubie” was a telephone man, a few years ago, he had 
an experience he still remembers. . . He received a call 
one afternoon and thought he recognized the voice of 
the caller as a friend. . . The “friend” started to bawl 
him out about where he had parked his car. . . Nubie 
bantered with the caller for a bit and then wound up 
with this challenge: “If you think you’re big enough to 
make me move the car, just come on up and take me 
off to jail”. . . The caller was the chief of police and he 
did take Nubie off to jail. .. Now, Nubie says, no matter 
what a caller says over the phone, “I reply with only 
one of two statements: ‘Yes, sir’ or ‘No, sir’.”” . . . That’s 
really learning the hard way. 


SORRY: We owe George Stalker (W. J. Holliday & Co., 
Indianapolis) an apology . . . George told a very good 
story at the Central States meeting but, when we reported 
on it in this column, we credited it to another dis- 


tributor . . . Sorry, George. 
R. W. B. 
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TOP MANAGEMENT 
will see Jenkins Advertising in... 
Fortune 
Factory 
Mill & Factory 














will see Jenkins Advertising in... 
Power Architectural Record 
Mechanical Engineering Southern Power & Industry 
National Engineer Plant Engineering 
Industry & Power Engineering News Record 


Domestic Engineering Heating, Piping & Air Conditioning 


PLANT OPERATING EXECUTIVES 


will see Jenkins Advertising in... 


Chemical Engineering Coal Age Paper Industry 





Industrial & Engineering Chemistry Food Industries Ind. Equipment News 
Engineering & Mining Journal Textile World Oil & Gas Journal 





MACHINE DESIGNERS PURCHASING AGENTS STUDENT ENGINEERS 


will see Jenkins will see Jenkins will see Jenkins 
Advertising in... Advertising in... Advertising in... 


Machine Design . Purchasing 21 


Product Design a eal) Technical College 


& Development Publications 





JENKINS 


TYPES, SIZES, PRESSURES, METALS FOR EVERY NEED 





NEW VALVE SALES PROSPECTS FOR 


JENKINS DISTRIBUTORS 


with 7,736,596 advertising messages this year 


angie 


. 
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AGAIN IN 1949... 


Jenkins powerful magazine advertising cam- 
paign will reach every level of valve buying 
influence, the men responsible for specifica- 
tion, purchase, installation and maintenance. 


This carefully planned promotion opens 
up new valve sales prospects for Jenkins 
Distributors, reminds their present custom- 
ers of.the twofold advantage of using Jenkins 
Valves — topmost quality and unrivaled 
valve information service. 


Full dress promotion, in 2-color-bleed 
pages across the board, is now featur- 
ing the new Fig. 976-A Armor Seat 
Bronze Globe Valve. Other outstand- 
ing Jenkins valves will be presented 
later, with equally strong advertising. 

Piping Layouts—more popular than 
ever—will be continued in advertising 
to engineers, architects, contractors. 
The ‘‘giant valve” campaign will con- 
tinue to illustrate to operating execu- 
tives and purchasing agents, the true 
importance of valves in any plant. 

Special advertising to design en- 
gineers will offer them valuable help 
in valve selection. Advertising in Tech- 
nical College Publications will reach 
the valve specifiers, buyers and users 
of tomorrow. 


As always, Jenkins will follow through with 
the finest in Service and Sales Literature, 
Trade Show Exhibits, Motion Pictures, 
etc.—and with Engineering Service and 
Sales Assistance. 


WATCH JENKINS ADVERTISING 


It’s a continuing effort, year after year — an 
important reason why Jenkins remains the 
preferred valve franchise . . . why it pays, 
and pays well, to sell Jenkins Valves. 


Jenkins Bros., 80 White Street, New York 

18; Bridgeport, Conn.; Atlanta; Boston; 

Philadelphia; Chicago; San Francisco, 
Jenkins Bros., Ltd., Montreal. 
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SOLD THROUGH LEADING INDUSTRIAL DISTRIBUTORS EVERYWHERE 


DIAMOND MARK 





Here’s why we recommend 


Republic Rubber Products 


R. C. Duncan, President 
R. C. Duncan Company ( Distributor) 
411-419 Washington Ave., North 
Mi polis, Mi 








THE FACTORY 
DOES NOT COMPROMISE 
ON QUALITY 


= 


ne ee. 


A sound production policy helped make Republic 


Rubber Division a reliable business institution. 


REPUBLIC DOES NOT COMPROMISE WITH ITS 
STRAIGHT-FROM-THE-SHOULDER SALES POLICY 


Record Maker Conveyor Belting, 


designed for heavy service and severe 


operating conditions and for coal, 
rock and ore. Recommended for 
many types of abrasive material. 
Record Maker is one of the many 
Republic Rubber grades of conveyor 
" belting, operating under hundreds 
of usual and unusual conditions. 


Republic Rubber promises distributors of industrial 
supplies, complete lines and high quality, properly 
priced. For example, Republic makes many grades of 
conveyor belting. It is a labor saving device, and the 
demand is increasing, especially for Republic brands. 

Cotton fabric is the strength member of conveyor 
belting that carries the load, and the rubber cover pro- 
tects the cotton re-enforcements. The differences in 
grades depend on the quality of the rubber cover and 
on the rubber friction , se Bs plies. The product to 
be conveyed determines the quality and specification 
of the belt to be sold. In lane with its sales 
policy, Republic gives its distributors a grade for 
every need, properly priced. 


REPUBLIC RUBBER DIVISION 
LEE RUBBER & TIRE CORPORATION - YOUNGSTOWN, OHIO 
Lee Deluxe Tires & Tubes Conshohocken, Pa. 





Republic Rubber Division gives its 
distributors of industrial supplies com. 
plete cooperation. Republic built jt; 
sales policy on the basis that distriby. 
tors of industrial supplies could serve 
industry better. Having established 4 
network of distributors to serve indus. 
trial America, Republic protects its dis. 
tributors individually and collectively, 

Republic sales policy is alive and 
vital to its distributors. Distributors 
know Republic products are right, 
Every month leading magazines appear 
with Republic advertising, boosting 
the distributors, and they know it is 
for them! 

Read Republic’s policy below, if you 
want to know how Republic backs its 
distributors, and why so many distrib. 
utors of industrial supplies back Re. 
public. Want to know more? Write 
or send the coupon for more informa. 
tion about the 5-Point Sales Policy. ff 


A LINE of rubber items sufficiently 

complete to permit effectively sup- — 
plying the requirements of the f& 
trade solicited. 


A QUALITY of product uniformly 
good and capable of delivering 
service results that should reason- 
ably be expected. 


A PRICE basis inducing and mak- 
ing possible aggressive competition 
with reasonable profit return. 


FREEDOM from competition from f 
his source of supply, either direct ff 
or indirect, among the trade cov- 
ered by his day to day solicitations, 


SELLING helps of reasonable 
amounts so that his sales force may 
be given the advantage of special- 
ized training and a knowledge of 
the product sold, 





tesa am con ene a eee 





REPUBLIC RUBBER DIVISION 
LEE RUBBER & TIRE CORPORATION 
YOUNGSTOWN, OHI) 


Name, title 
Firm 
Address 
City 
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—Industrial Distribution 





Annual Survey Results 


[N this issuc of INpusrRiAt DisrripuTION we Carry 
the results of our “Annual Survey of Distributor 
Operations.” Through‘the cooperation of distributors 
from all parts of the country who supply us with their 
confidential dollar figures on sales and inventories, as 
well as on other phascs of their operations, we are 
able to get a comprehensive, objective picture of what 
is going on in this industrial distribution industry. 
Believe me, we await the final tabulations on this 
survey with a high degree of interest. And I imagine 
that same intense interest is present as our distributor 
and salesmen readers open the March issue. Here 
are guide-posts for the industry against which indi- 
vidual performance may be checked. 

The value of the results of such a survey is only 
limited by the use management makes of the facts re- 
vealed. Surveys are sterile until the results are put to 
use. For this industry, involving as it does joint 
efforts on the part of distributors and manufacturers, 
the survey can be used effectively to improve sales 
performance by both parties to the team. 


If I Were a Distributor 


If I were a distributor I would: 

1. Check my sales showing in 1948 against indus- 
try totals—first against the U. S. totals and then 
against the figures for my own region. If I were below 
the average, I’d do some quick, intensive analysis of 
all aspects of my selling efforts. I’d want to know 
why and I’d plan a program of remedial action. 

2. Check my inventory position against that of the 
industry and of distributors in my area. The survey 
covers year-end comparisons. Corrections in the last 
months of 1948 may be obscured since the totals at 
year end may still be above those a year earlier. Have 
my inventories increased out of proportion to sales? 
Are my inventories adjusted to customer require- 
ments? Is there dead stock that should be moved? 

3. Check my sales per employce and sales per sales- 
man against the showing turned in by my fellow 
distributors—both percentagewise and in absolute 
dollar terms. These are basic measures of produc- 
tivity. How effectively do I employ the abilities 
of the people on my payroll to convert sales effort and 
expense into dollar sales? 

4. Check my average invoice value against na- 
tional figures as well as regional performance—again, 
both percentagewise compared with the preceding 
vear and in absolute dollar amounts. ‘This is the 
heart of the chronic, small-order problem. What can 
I do to boost the size of the average invoice? A host 
of distributor costs are directly related to the number 
of invoices regardless of size. In the typical firm, the 





actual dollar value of as many as 40 percent of the 
invoices is not high enough to pay the direct costs 
of billing, entering, mailing and collecting. 


If I Were a Manufacturer 


If | were a manufacturer selling through industrial 
distributors, I would: 

1. Break my own sales down by regions to get: the 
same state groupings as reported in the survey and 
check my own sales against the sales reported for each 
region. Am I getting my proportionate share of the 
business going through distributors? Did my sales 
in the region show percentage gains parallel to those 
shown by distributors? What accounts for the varia- 
tions? 

2. Investigate the size and balance of inventories 
in my line—both my own and those of my distribu- 
tors. Percentagewisc, distributors’ inventories ad- 
vanced twice as much as sales last year. Working 
capital is tight in many concerns at current levels of 
business; adverse conditions could play havoc with a 
perfectly good distribution sct-up. 

3. Look at the number of salesmen who have 
joined distributing concerns—7 percent last year, 12 
percent the year before and 33 percent in our first 
post-war survey. What have I done to insure that 
these new men know enough about my product to 
sell it? How.effective is my program for training my 
distributors’ salesmen? In competing for the dis- 
tributor salesman’s time, interest and enthusiasm, 
is my product as attractive and well-known as that of 
manufacturers in different lines? 

4. Find out where my products stood as a con- 
tributor to the relatively low value of the average 
invoice billed. This is a matter of line extension, of 
course, not total value of the invoice. But lines add 
up to invoices. What is the average line extension of 
my products on the distributor’s invoice? Do the 
line extensions on my products pull the average 
down? 

Here I have asked more questions than I have 
answered. But in the results of our annual survey, 
we supply answers not elsewhere available to a lot of 
the questions (not necessarily the same) on what is 
happening in this industry. Individual firms must 
obviously work out successful answers to their own 
individual problems. The Survey (sce page 97) sup- 
plics valuable guide-posts. 


Hall, Fr 
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WELCOME 
Richard Alcott. 


Southern _ President 


Speakers, skit featured at... 


DELIVERED PRICING was the sub- 
ject discussed by Milton A. Smith. 


Maa: } | 


THE BERLIN AIR LIFT was dis- 


cussed by Harvey Conover. 


Southern Mid-Year Meeting and Forum 


vel . fonder ee 
DISTRIBUTORS’ WIVES joined in the festivities. Here 
are Mrs. Jos. W. Pitts and Mrs. J. H. McDonald with their 
husbands, both of Brown-Roberts, Alexandria. 


FROM TEXAS came these two couples. They are Mr. and 
Mrs. W. H. Rutherford and Mr. and Mrs. W. O. Gamel. 
Both Mr. Rutherford and Mr. Gamel are with Wessendorf 
Nelms Co., Houston. 


More THAN 300 members, manufacturers and guests of 
the Southern Supply and Machinery Distributors’ Asso- 
ciation attended the organization’s second annual mid- 
year meeting at the Edgewater Gulf Hotel, Edgewater 
Park, Mississippi. The meeting was the second half of 
a two-day business program of which the Industrial Dis- 
tribution Forum, sponsored jointly by the American 
Supply and Machinery Manufacturers’ Association and 
the Southern distributors’ group held on the previous 
day, was the inaugural. 

Richard Alcott, of The Riechman-Crosby Co., Mem- 
phis, Tenn., and president of the Southern Association, 
welcomed members and guests to begin the meeting and 
also served as chairman. He thanked members of the 
American Association who had cooperated with the dis- 
tributors’ group in staging the Forum as well as James 
C. Olson of Booz, Allen and Hamilton, who delivered 
the principal talk. Boxed camellias were presented to 
American Association members who participated in the 
Forum, to J. G. Geddes, president of the American Asso- 
ciation, E. H. McLaughlin, president of the National 
Supply and Machinery Distributors’ Association, Mr. 
Olson, J. D. Nicholson of The Mine and Smelter Supply 
Co., Denver, Col., and H. D. Holden, Silliter & Holden, 
Hartford. 

Mr. Alcott then introduced Mr. McLaughlin, who is 
also president of Union Hardware and Metal Co., Los 
Angeles, Calif., as well as head of the National Associa- 
tion, to say a few words. Mr. McLaughlin expressed his 
appreciation for the cooperation extended by the South- 
ern Association through its representation on the National 
Affairs Committee and for the privilege of attending the 
meeting in such an agreeable climate. 

The Sales Promotion Committee, under the chairman- 
ship of M. N. LeNeave, Allison-Erwin Co., Charlotte, 
N. C., presented a skit in which the manufacturer’s rep- 
resentative was depicted from “the distributor’s view- 
point,” and how the distributor thinks he should per- 
form. The skit was performed by Mr. LeNeave as the 
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WHAT’S AHEAD was the theme of THE BREAK EVEN POINT was an- MODERATOR at the panel meeting 


James C, Olson’s speech. alyzed by Lloyd Mize. was Ben Barker. 


distributor; L. I’. Perkins, ‘he Henry Walke Co., Nor- 
folk, Va., as the manufacturer’s man; and Walker L. 
Wellford, Jr., J. E. Dilworth Co., Memphis, Tenn., as 
narrator. ‘I’he satire was well received, being productive 
of many laughs (see picture on next page). 

Other members of the committee who participated in 
the planning, but who were unable to be present, in- 
cluded C. McDonald England, Logan, Hardware & Sup- 
ply Co., Logan, W. Va., and George H. Booth, Carolina 
Machinery and Supply Co., Rocky Mount, N. C. 

Harvey Conover, president of Conover-Mast Publica- 
tions, who recently made a trip through Europe, gave a 
talk on “The Berlin Air Lift.” Mr. Conover described 
the inception, organization, development and perform- 
ance of “Operations Victuals,” illustrating his talk with 
charts and maps. Mr. Conover stressed the psychological 
and political importance of ‘‘an outstanding American 
achievement”’. 

Milton A. Smith, assistant general counsel, Chamber 
of Commerce of the United States in Washington, D. C., 
delivered the main talk entitled, “Is Delivered Pricing 
Unlawful?” Mr. Smith pointed out the trend of de- 
cisions by the Federal ‘Trade Commission but admitted 
that no one could foretell what would constitute a reliable 
defense. The solution seems to rest, he added, in clarify- 
ing legislation by the new Congress. 

Mr. Smith saw no need for despair on the part of 
business because of the nature of the new Congress and 
quoted some members of that body on FTC legislation 


to show there was reason for a little optimism. He urged ‘ 
businessmen to familiarize themselves with the subject MANUFACTURERS on the panel included Dan Northup 


and Ralph Johnson who was chairman in the morning. 


and to express their views to their congressional represen- 
tatives. 

Following Mr. Smith’s talk, Mr. Alcott conducted a 
question and answer period during which several of those 
present asked Mr. Smith to clarify particular points ex- 
pressed during the talk. 

In the evening a reception and cocktail party was held 
on the Terrace. Following this, a banquet was served in 
the meeting room. Mr. Alcott served as toastmaster. 
The speaker was Bob Patton, educator of Morganton, 
N. C., who talked on “Let Fear Take a Holiday”. 

The forum on the first day followed the same pattern 
as at meetings in New York and Chicago. In the morn- 
ing, Ralph M. Johnson, vice-president and general sales 
manager of the Norton Co., was chairman and the 
speakers were Mr. Olson who talked on “Is Your Com- ALSO ON THE PANEL were these two American Associa- 
pany Prepared for Rough Weather?”; Lloyd Mize, presi- tion members, H. O. McCully and A. H. Butz. 
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SOUTHERN MEETING (Continued) 





CAUGHT IN THE ACT of talking to her husband is 
Mrs. F. C. Robbins. Mr. Robbins is sales manager of 
Marshall Supply & Equipment Co., Tulsa, Okla. 


dent, Industrial Supply Corp., Richmond, who discussed 
“After the Break-Even Point, What?” 

In the afternoon, Ben S. Barker, vice-president, Pye- 
Barker Supply Co., Atlanta, was moderator for a panel 
of speakers. On the pancl were George G. Weaks, presi- 
dent, Weaks Supply Co., Monroe, La.; Joe W. Pitts, 





CAMELLIAS arc being worn by Mrs. E. L. Pugh, Mrs. J. D. 
Nicholson and Mrs. Ralph Johnson. They’re with M. N. 
LeNeave, Mr. Johnson, Ben Barker and Mr. Nicholson. 


president, Brown-Roberts Hardware & Supply Co., Alex- 
andria, La.; D. W. Northup, president, Henry G. Thomp- 
son & Son Co.; H. O. McCully, vice-president, Russell, 
Burdsall & Ward Bolt and Nut Co.; A. H. Butz, general 
sales manager, coated abrasives division, Minnesota 
Mining & Mfg. Co., and Mr. Johnson. 








IN THE SKIT... 


M. N. LeNeave plays role of distribu- 
tor’s buyer while L. F. Perkins takes 
two parts: Joe Jerk, a poorly trained 
manufacturer’s man, and Sam Success, 


a well trained manufacturer’s man. 


Joe Jerk Says... 
¢ He is seeing buyer because “Mr. Brass” is out. 


¢ He doesn’t mind that it’s Saturday morning; 
“After all I just got in town last Wednesday.” 


e He wants an order to mail in over the weckend 
“so the boss will think I’ve been working.” 


¢ He has no information on policies, advertising 
programs, or costs; “the way I feel this morning, I 
couldn’t even carry that information, if I had it.” 


¢ He has no price sheets; “they just keep changing 
. “ ? 
-anyway but you should give me a $1,500 order. 


¢ He has no idea of potential for the area and, “if 
my company knows, they haven’t told me.” 











Sam Success Says... 


* IIc is calling to kecp an appointment made carlier. 


¢ His firm has simplified price sheets and new pack- 
ages and advertises in trade papers. 


¢ He is prepared to conduct a sales meeting that 
will last no longer than an hour and a half. 


e He will submit an outline of what will be said at 
the meeting and “unless you want it, there'll be 
no recounting of the history of my firm.” 


e Hc has sound films available for salesmen and for 
salesmen to show to customcrs. 


¢ His company sells its products only through 
industrial distributors. 











[Additional Southern Meeting pictures on pages 202 & 204] 
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Ideas That Aid Customers Also Sell 


Interest in customers’ oper- 
ations, plus knowledge of 
products help salesmen to 
evolve practicable ideas 


GrorcE H. Boorn, vice-president of 
Carolina Machinery & Supply Co., 
Rocky Mount, N. C., believes it is a 
good practice for distributors and their 
salesmen to help their customers do a 
more efficient job. But, he maintains, 
it cannot be done merely by watching 
sales to cach customer. It means get- 
ting out and observing what customers 
are doing and how they are doing it. 

The distributor and his salesmen 
should sell, not only products, but 
ideas as well, according to Mr. Booth. 
They are in an excellent position to 
develop these ideas because of their 
knowledge of the varied products avail- 
able to their firm. Knowledge of 
products and applications, plus a con- 
tinuing analysis of the various means 
by which customers accomplish §vari- 
ous functions, can be the source of 
ingenious and highly effective sugges- 
tions which will help the customer do 
things more efficiently. Most cus- 
tomers are not familiar with the full 
range and variety of efficient tools that 
the distributor has available. It is up 
to the distributor to find where and 
how these tools can be applied with 
benefit to the customer. 

Interest in customers’ operation en- 
hances the value of knowing products 
and their applications. This much 
Mr. Booth has learned from experi- 
ence. On one of his frequent calls 
to a tobacco re-drying plant recently, 
Mr. Booth noticed some workers try- 
ing to bind a hogshead after it had 
been opened to remove some samples 
of tobacco. They were struggling 
with a load binder and a heavy log 
chain. Progress was painfully slow. 
The load binder and chain weighed 
about 25 Ibs. and Mr. Booth learned 
that it required from two to three men 
to put the chain around the hogshead. 

Mr. Booth’s first idea was that there 
must be some simpler way to handle 
the job. He asked the plant superin- 
tendent about it. The superintendent 
replied that it was the onlv wav of 
recoopering hogsheads that he had 
ever known about. 

Since there are quite a number of 
such plants in his territory using the 
same means of recoopering, Mr. Booth 
fisured there must be some tool avail- 
able which would simplify the work. 
The answer was simpler than he 


RATCHET hogshead binder to simplify 
Booth (right) after watching operation in tobacco redrying plant. W. L. Page 
assists Mr. Booth in demonstration. 


thought it would be. He checked his 
materials handling stock and decided 
that an eight-pound midget ratchet 
puller, a standard unit for many lift- 
ing and pulling jobs in factories, yards 
and farms, would do the trick. All 
that remained was to attach the ends 
of a 12-ft., 6-in. length of quarter-inch 
wire rope, which is extremely strong 
and very flexible, to the hooks on the 
puller. Loops were made on each 
end of the wire rope and fastened with 
cable clamps. All the material came 
from stock. 

Before showing the device to cus- 
tomers, Mr. Booth took it to a tobacco 
warehouse in Rocky Mount to test it. 
The test showed that the puller had a 
tendency to twist, thereby endangering 
the chain. To kecp the puller from 
twisting, a small metal plate was 
welded under the head. When tested 
again, the puller rested in the right 
position and the device worked per- 
fectly. 

Several sample binders were made 
and given to the salesmen. The bind- 
ers met with instant approval from 
tobacco concerns. It is particularly 
appealing because of its light weight. 
The whole unit weighs exactly eight 
pounds as compared to the 25 Ibs. of 
the equipment it replaced. 

Tobacco men say the device enables 
them to pull the hogshead to a point 
hitherto unattainable by the previous 
method. In addition to using it for 


INDUSTRIAL DISTRIBUTION # MARCH, 1949 





recoopering was devised by George H. 


recoopering, the drying plants and 
warehouses have found it to be an ideal 
tool for holding hogsheads snugly in 
place on the hydraulic press. Some 
customers have found the device a bit 
too light for some uses. The puller 
has a capacity of 500 Ibs. but the man- 
ufacturer, from whom Carolina Ma- 
chinery & Supply obtains it, is con- 
templating the production of a 1,000- 
Ib. capacity unit which can be adapted 
to the same purpose. 

The incident, Mr. Booth said, is an 
example of how the salesman’s knowl- 
edge of products and applications can 
be put to good use for all concerned 
simply by relating the products he sells 
to what his customers are doing. Al- 
though the ratchet binder may be lim- 
ited to the tobacco industry (its appli- 
cation in other fields has not been 
explored yet) the results have been 
highly gratifying to the distributing 
firm as well as the customers. 

Sales of hoists, wire rope and clips 
have increased appreciably. The firm 
has been successful in procuring or- 
ders from concerns which had not pur- 
chased from it before the binder was 
introduced. In recognition of the 
service performed in introducing a 
new, low-cost idea which simplified an 
unwieldy operation, niany of the new 
customers are contemplating purchas- 
ing from Mr. Booth’s firm, other in- 
dustrial supplies such as casters, cotton 
belting and roller chain. 
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SELLING takes demonstration and 
Dave Wallace likes to do it even with 
a heavy duty drill. 


KNOWLEDGE is selling power as far as Curtis M. Blood is concerned and he reads 
up on every item before trying to sell it in order to be able to answer as many 


questions as possible. 


CUSTOMERS: Know, Respect and Serve Them 


Trio of salesmen use different techniques in selling 


but agree on fundamentals of good salesmanship 


THE VARIETY Of personalities and sell- 
ing techniques which prevail among 
industrial supply salesmen may be a 
little confusing to a sales trainee seek- 
ing a workable formula for successful 
selling. The bewilderment, however, 
arises generally from emphasizing sur- 
face differences and ignoring the 
fundamental similarities of successful 
salesmen. 

David ‘Wallace, Curtis M. Blood 
and Edward Murphy are three capable 
performers on the sales staff of Cutter, 
Wood & Sanderson Co., Cambridge, 
Mass. Mr. Wallace and Mr. Blood 
are veterans of 45 and 33 years ex- 
perience, respectively, selling indus- 
trial supplies. On the other hand, 
Mr. Murphy is a relative newcomer 
to the industry. However, selling is 
nothing new to him as he had had 
considerable eperience selling in other 
fields prior to his current job. 

The approach of each of these three 
salesmen to customers and prospects 
differs. The manner in which each 
of them overcomes similar problems 
is different. Yet, all three agree on 
three basie precepts of selling, which 
are: 


1. Know your customer. 
2. Respect your customer. 
3. Serve your customer. 
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Not one of the three is a “book” 
salesman in the sense that they follow 
a classical pattern for all customers. 
Each is firmly convinced that each 
customer requires an individual ap- 
proach patterned by the salesman’s 
knowledge of the customer and his 
operations. According to Mr. Wal- 
lace, he likes to find out about custom- 
ers’ personalities, prejudices, habits, 
and interests, and then gears his ap- 
proach. In fact, he added, one can’t 
be too careful about assuming too 
much about a customer. He uses his 
own judgment of individuals and is 
constantly reappraising his own esti- 
mates to see that they conform with 
his experience. 


Presumption Costly 


Failure to do this may prove em- 
barrassing, Mr. Wallace said. He 
cited an instance in which presump- 
tion on his part almost lost him a cus- 
tomer. He had been visiting a pur- 
chasing agent for several vears and felt 
that he knew the man pretty well. One 
day, while calling on this customer, 
Mr. Wallace noticed a sign which read: 
“Salesmen will be welcomed on Tues- 
davs and Thursdays ONLY.” 

The day happened to be Wednes- 
day and Mr. Wallace wondered how 
long the sign had been there. He had 
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noticed no sign of annoyance on the 
part of the buyer but he asked how 
long and sign had been posted. The 
purchasing agent remarked that it 
had been there for several months. 
Mr. Wallace then asked if the sign 
applied to him, too. 

Much to Mr. Wallace’s embarrass- 
ment, the purchasing agent answered 
that he would appreciate it if Mr. 
Wallace could call on either Tuesday 
or Thursday as it would give him time 
to attend to a lot of correspondence 
and other office detail. Moreover, 
the purchasing agent added, it would 
not put him in the position of show- 
ing partiality to one salesman over 
another. Mr. Wallace apologized for 
his oversight and promised he would 
stick to the rules. 

Mr. Blood had a similar experience 
and remarked that he had learned 
never to overtax customers’ friendli- 
ness the hard way also. Another valu- 
able rule of industrial supply selling 
he had learned the hard way was al- 
ways to pay your respects to the pur- 
chasing agent’s office. There is no 
doubt that some salesmen can “by- 
pass” the purchasing agent in some 
cases but Mr. Blood doesn’t believe it 
is worth chancing. 

In his early days of selling, Mr. 
Blood had had some difficulty in sell- 
ing a certain buyer. He learned that 
some one he knew was in charge of 
maintenance in the same plant. 
Through this person, Mr. Blood ob- 
tained admission into the plant. One 
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constant welcome and repeat orders, 


day, the purchasing agent spotted Mr. 
Blood talking to one of the men and 
asked the reason for his presence. 
When the buyer learned Mr. Blood 
was a salesman, he ordered him out 
of the plant and advised him to con- 
fine his calls to the purchasing agent’s 
office in the future. As a result, it 
was a long time before Mr. Blood 
made a sale to this plant. 

Even when Mr. Blood has the pur- 
chasing agent’s permission to visit the 
“back room”, he always makes it a 
point to call at the office first. This 
helps him to maintain good relations 
with the buyer and, at the same time, 
shows his respect for the buyer’s office. 

Mr. Murphy concurred with the 
practice and added that the buyer 
usually has requisitions for run-of-the- 
mill supplies which the salesman 
should not overlook. These items 
may give a clew to related items not 
included among the requisitions. 
Mentioning them may add to the 
requisition list. 


Acting Is Out 


None of the three salesmen placed 
much faith in verbal tricks to secure 
and hold customers’ attention. By 
building up a reputation for service 
and alertness for the customer’s wel- 
fare, the industrial supply salesman is 
assured of an audience every time he 
has anything to say. According to the 
trio, the supply salesman becomes 
familiar with his customers and acting 
naturally becomes a prerequisite. The 
salesman’s main reliance for holding 
customers’ interest is his willingness 
and ability to give service. 

If you have to resort to any device 


a we op 


CONFIDENCE of customer is Ed Murphy’s strong point and 
prompt action on all requests for information pays in good will 








to stimulate sales, Mr. Murphy said, 
one of the best and most reliable is 
to carry into a purchasing agent’s 
office a product you know he has a 
need for. Ten-to-one, Mr. Murphy 
added, the sight of the product will 
stimulate a desire to buy. 


What, How and Where? 


Mr. Murphy does not go in for 
product knowledge as extensively as 
does either Mr. Wallace or Mr. Blood. 
As far as Mr. Murphy is concerned, 
the minimum requirement is a rudi- 
mentary knowledge of what the 
product does, how it does it and where 
it can be used. The rest is a matter 
of selling. 

As an example of his methods, Mr. 
Murphy cited his experience in selling 
metal shears. He learned from his 
colleagues how the shears worked, 
what they did and what type of indus- 
tries were considered good prospects. 
He then laid out his selling campaign, 
selecting from his customer list all 
the possible prospects. He then took 
a shear from stock and went calling. 

Upon entering the purchasing agent’s 
office he would talk about something 
other than the shear for a while. If 
the purchasing agent did not ask 
about the shear he would then intro- 
duce it casually, telling the customer 
that there was a possibility that the 
item would save him time in some of 
his operations. 

Mr. Murphy would add that he 
didn’t know much about the tool and 
he would appreciate it if the buyer 
would ask the plant foreman to try 
it. Moreover, he said he would like 
the plant foreman’s opinion of the 
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COOPERATION with manufacturers’ men helps. H. J. David- 
son (L. S. Starrett Co.) talks on his products to Salesmen Blood, 
F, E, Kearney, Murphy and Wallace. 





tool and its performance. Invariably, 
the purchasing agent would arrange 
for a demonstration and watch it as 
well. 

The plant foreman, pleased by the 
request for expert opinion, would try 
out shear, meanwhile explaining how 
it worked. In some cases, foremen 
would extoll certain features of the 
tool. From his own knowledge of 
what the tool could do, Mr. Murphy 
would ask the foreman to try it in vari- 
ous other ways to increase the potency 
of the demonstration. As the demon- 
stration progressed, the full potentiali- 
ties of the shear as applicable to the 
customer’s operations, would be 
brought out enhancing the possibilities 
of a sale. 


Sales Impressive 


W. T. Ryan, Jr., vice-president in 
charge of sales, remarked that Mr. 
Murphy’s record of shear sales was im- 
pressive. As Mr. Murphy expressed it, 
he merely gave the tool an opportunity 
to sell itself. Low pressure selling? No, 
Mr. Murphy said, there is no greater 
pressure on a customer to buy than 
handling a tool he knows he needs. 

Whether it is the product knowl- 
edge sought by Messrs. Wallace and 
Blood or sales potential sought by Mr. 
Murphy, close cooperation with manu- 
facturers’ men was endorsed by all 
three. Prior to taking a product out 
into the field, all three confer with the 
supplier’s representative to find out 
what they want to know. From long 
experience in selling supplies, Messrs. 
Blood and Wallace want to know 
everything there is to know about the 
(Continued on page 169) 
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“KCB PLATFORM AT FOQR EVEL AF ALL 
‘RAGE OLY AFTER TRUCKS WAVE STOPPED 
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5. IN OR OUTSIDE the warehouse. Note the traffic light on the right wall. 
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A movable platform has proved to be 
the solution to a serious materials han- 
dling and traffic problem in the cold 
finished and sheet divisions warehouse 
of Beals, McCarthy & Rogers, Buffalo, 
N. Y. 

Aware of the problem several 
months ago, Beals, McCarthy officials 
undertook a thorough study and dis- 
covered a large wooden platform, 34- 
ft. high, was the bottleneck. This plat- 
form on one side of the warehouse, 
adjacent to a railroad siding and at 
the rear of a truck driveway, was used 
to hold various products near truck 
level so an overhead crane could be 
used to slide the products into trucks. 
It also served, on the opposite side, as 
a base for unloading boxcars. How- 
ever, the platform invariably was either 
too high or too low for efficient load- 
ing or unloading. 

Officials recognized that the plat- 
form was vitally necessary to ware- 
house operations but that it was in- 
efficient in that it made a straight line 
movement of truck trafic impossible. 
Truck tie-ups were occurring con- 
stantly as a result of slow positioning 
at the platform. 

The increased use of covered trucks 
aggravated the — situation—handling 
costs soared and customer service was 
slowed. 

It soon was determined that any 
plan to transfer any of the operations 
to a different location was impractical. 
A platform that could be raised or 
lowered appeared to be the only 
answer. 








m} Speeds Material Handling in Warehouse 
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into operation and raised to either... 


In developing the idea, Beals, Mc- 
Carthy officials also decided that the 
platform, when not in use, should 
serve as a driveway so trucks could 
drive straight through; they also de- 
termined that the platform should be 
so constructed and located that it 
would be possible to load or unload 
two trucks simultaneously. 

A Levelator, made by Rotary Li‘t 
Co., Memphis, was installed. It is a 
platform 16- x 20-ft. It is raised and 
lowered by four powerful oil hydraulic 
jacks powered by an electrically oper- 
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3. TRUCK LEVEL or, on the other side, to the level of a boxcar floor. 


ated pump. The platform can be 
raised to a height of 5-ft. or can be 
stopped at any intermediate point by 
push-button controls mounted in two 
convenient locations (see Photo 2). 
It has a lifting capacity of 30,000-Ibs. 
and will sustain 60,000-Ibs. when low- 
ered and part of the driveway. All 
sides are protected by metal skirts to 
make an enclosed cube 16- x 20- x 5-ft. 
When the Levelator is lowered a 
trafhe light shows green constantly; 
when the platform is raised to any 
point the light changes to red. 





In addition to using the platform 
for loading and unloading trucks, it 
also is employed for unloading box 
cars (note tracks in Photo 1). 

Beals, McCarthy & Rogers officials 
report that the movable platform has 
now been in operation about ninc 
months and has proved “eminently 
satisfactory”. Warehouse handling 
costs, they said, have been decreased 
and the long lines of trucks waiting 
for loading have been eliminated; box- 
cars are now unloaded without de- 
murrage and with less manual labor. 





Sees & Faber Co. Willed to Employees 


live Executives of Sees & Faber Co., 
Inc., Philadelphia distributing firm 
that was established in 1888, were re- 
warded recently for their “long years 
of faithful service’. 

Appreciation of their work was 
made public at the probate of the will 
of Mrs. Eldora B. Sees, 77, president 
and owner who died in Blackwood, 
N. J., on Jan. 5. 

The testament bequeathed the en- 
tire business to them and also pro- 
vided for cash gifts to all other work- 
ers in the company, numbering 26. 

Joseph Dietrick, the general man- 


ager, received the controlling interest, 
with 1,521 shares of stock. The re- 


maining 1,200 shares were divided 
equally among Arthur B. Beetle, Sr., 
treasurer; Mrs. Mildred Lauer, ac- 
countant; Howard Frismuth, assistant 
manager and Hurley Lazarus, buyer. 

All other employees with more than 
10 years of service were willed $1,000; 
those with more than five years but 
less than 10 get $500, and those with 
less than five years receive $300. Mr. 
Dietrick said half of the workers have 
more than 10 years of service. 

The firm’s first president, Robert 
W. Sees, died in 1941, leaving his es- 
tate to his widow, Eldora. Mrs. Sees, 
although president, vested manage- 
ment in Mr. Dietrick. 
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The board vacancy created by Mrs. 
Sees’ death will be filled by Mrs. 
Lauer. She has been with the firm for 
40 years. Mr. Lazarus has 22 years of 
service and Mr. Frismuth 30. 

Mr. Dietrick started with the con- 
cern in 1908 as an errand boy at three 
and a half cents an hour for a 68-hour 
week. He has served as general man- 
ager for the last 20 years. 

“All of us here were interested in 
hard work,” Mr. Dietrick said. “Mr. 
and Mrs. Sees were grand persons to 
work for. They were always surprising 
us with gifts. 

“But this, of course, is the best sur 
prise of all.” 
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Peden assigns both an inside 
and an outside man to each 
account; telephone salesman 
writes all orders for his 
team’s account, follows de- 


tails because ... 


SUCCESSFUL SELLING of industrial supplies, tools and 
equipment can be traced directly to two closely related 
factors: the ability of salesmen to make friends and the 
rendering of service by all in the distributing firm. 

That, basically, is the sales philosophy practiced at 
Peden Iron & Steel Co., Houston, Texas. That the two 
factors are closely related is an established fact, so far as 
Peden officials are concerned. E. D. Peden, vice-presi- 
dent, explains it this way: 

“Buyers give their business to friends but, as a sales- 
man, you naturally want and try your best to give your 
friends service.” 

Under the Peden tenets, to render the type of service 
customers want means teamwork by all in the firm. It is 
for this reason that every account serviced by the com- 
pany is assigned to two men—an outside salesman and 
an inside man. Both are charged with the responsibility 
of working as a team. 

E. B. Newborn, outside salesman, and W. C. Norris, 
telephone salesman, make up a typical Peden Iron & 
Steel Co. sales team. 

While Salesman Newborn is responsible for getting 
customers to buy Peden products, he actually takes very 
few orders. And, in those infrequent cases where he does 
take an actual order, he does not write it up; he imme- 
diately telephones it in to Mr. Norris. Order writing is 
the sole responsibility of Telephone Salesman Norris. 

There are two reasons for this practice: 1. The outside 
salesman is relieved of detail work and thus has more 
time for calling on customers and rendering personalized 
service. 2. The inside man can’t help but be acquainted 
with all the types of products each customer orders. 

“By writing all the orders for our customers (New- 
born-Norris customers) ,” Mr. Norris explained, “I’m able 
to keep informed on all purchases, queries, prices or 
deliveries and, in fact, every detail concerning an ac- 
count.” 





DELUXE SERVICE is given a “customer” by Inside Salesman Norris while Outside 
Salesman Newborn looks on. ; 


Customers Demand Service— 
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COOPERATION starts at the top level. E. D. Peden and 
J. L. Peebles talk things over. 


Like the other 16 telephone salesmen at Peden, Mr. 
Norris keeps all pending records concerning his customers 
in a file right at his desk. Purchase records, invoices and all 
other pertinent papers are filed by Mr. Norris under the 
customers’ order numbers. By using customers’ num- 
ber instead of Peden numbers, it has been found that 
telephone salesmen can look up material faster; it is not 
necessary for customers to check their records for a 
Peden number. 

“Customers appreciate getting prompt replies,” Mr. 
Norris pointed out, and said “In most cases, I can look 
up the information they want within 30 seconds. If the 
records were kept in permanent files, it would be neces- 
sary for me to call customers back or ask them to hold 
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DAILY CONFERENCES are held by Teammates Norris 
and Newborn. 






A LIST of accounts is checked by Ruth Maness before put- 
ting a call through. ; 


Team Work Gives It To Them 


on while I left my desk to look up the information.” 

Naturally, all calls from Newborn-Norris customers are 
routed to Mr. Norris. All three Peden operators have a 
complete alphabetical listing of customers with the names 
of the salesmen who are assigned to them. It is a sim- 
ple matter, therfore, for an operator to glance at the list 
and make sure that every customer's call goes to the 
correct party. 

As further insurance that only the inside man assigned 
to an account writes up the orders for that account, all 
Peden employees are under instructions that if, by acci- 
dent, they are put in a position where it is better to 
take an order than to start switching a caller from one 
party to another, immediately after taking the order they 
must turn it over to the right party. 

Peden officials believe that only by guaranteeing that 
the inside man receives all of a customer’s orders can 
that man be held responsible for the servicing of the 
account. 

Authority also goes with responsibility at Peden. Both 
inside and outside men are encouraged to make decisions. 

“Customers are not interested in who makes decisions,” 
Mr. Peden explained, “they are interested in decisions 
being made.” 

Once a decision is given a customer by a Peden man, 
the company will stand behind the decision, said Mr. 
Peden. And, he emphasized, that’s true even in cases 
where a decision is obviously wrong and will cost the 
distributing firm money. 

“We believe,” Mr. Peden declares, “that that is the 
way to build up a man’s confidence. And, furthermore, 
no man who makes a wrong decision will be ‘called on 
the carpet’ in front of a customer.” 

He stressed that this practice was not weakness on the 
part of management. Just as in any other firm, a man 
who errs will be told about it by management, but at 
Peden, care is taken that the customer never is need- 


lessly informed about it. 

Two systems are followed in an attempt to have inside 
salesmen know personally the men with whom they do 
business over the telephone. Whenever it is possible 
from a time standpoint, the inside salesman will make 
calls with his outside teammate. 

This is not always practical but, when it is not, the 
outside salesman tries to get customers to visit the Peden 
plant. In these cases, the customers are always introduced 
to the inside man. In addition to chatting with the 
customers, the inside man will take them on a tour of 
the plant. A tour always ends up in the company’s con- 
ference room where there is always fresh coffee on tap, 
soft drinks in the refrigerator and cookies or sandwiches 
available. 

Such gatherings with customers tend to promote the 
friendships that Peden officials believe in. In addition, 
of course, visits by customers give a salesman an oppor- 
tunity to show them the wide variety of lines available 
from Peden. 

There are numerous other ways in which teamwork 
is practiced by inside anl outside salesmen. The outside 
member of the team visits the office the first thing each 
morning and goes over the activities of accounts with the 
telephone man. This is a two-way street: the inside man 
reports on calls he received the previous day; the outside 
man reports on calls he made the previous day. 

During the day, the outside salesman telephones his 
partner to keep the inside man informed as to his where- 
abouts. The number of such telephone calls will vary, 
depending upon the number of customer calls made by 
the outside man. At most times, however, the inside man 
is in a position to reach his teammate by ‘phone within 
a matter of minutes. 

Everyone at Peden Iron & Steel agrees that the firm’s 
practice of teamwork pays off in customers satisfaction 
and, therefore, in orders. 
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SALES TRAINEE, Bob Wormington, starts his training in 
the office handling sales correspondence, city orders and 
pricing. Later on he'll occupy a scat at the telephone desk. 
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FILLING ORDERS is another step in the training program. 
This step familiarizes a trainee with the stocks carried to fill 
the customers’ transmission requirements. 


Short Cuts in Training Salesmen 


St. Louis distributor keeps an eye on trainees but lets them set their own 


schedules; program puts men in field six months after being employed 


Truscner Putiry & Betrinc Co., St. Louis, is only onc 
of the industrial distributing companies that, in recent 
years, has had to face the problem of rebuilding a sales 
force. They licked the problem with a sound and short 
training program, a program that makes training part of 
the every-day job. 

Time being short for any extensive training program, 


a 


* 


SIX MONTHS of intensive training puts Mr. Wormington 
in the field as a qualified sales representative. Station wagons 
are standard equipment for all Tcuscher salesmen. 


C. W. Lamers, sales manager for Teuscher Pulley, formu- 
lated a short cut. Even though the program is streamlined, 
it still achieves specific objectives. The plan gets a 
Teuscher trainee in the field six months from the hiring 
date. By that time he is ready and able to meet customers 
and answer their queries intelligently. 

Mr. Lamers’ plan is an intensified, on-the-job, sales 
training program, tuned to the everyday affairs of the sales 
job. 

“Training under our plan,” said Mr. Lamers, is applicd 
only where it really counts: to the trainee at his daily 
work. His actions are observed, his deficiencies noted and 
he is helped over the rough spots. 

“A potential field force salesman starts with an intensive 
office training. This provides him with well-rounded 
experience in handling city orders and sales correspond- 
ence. A good portion of his time is spent on the pricing 
desk where he becomes familiar with standard list prices 
and discounts. 

“Handling city orders for immediate shipment, the 
trainee is asked to follow through with the order. He 
checks the stock on hand, observes the shop work that 
may be necessary to complete the order and, in other 
words, follows the order step by step from the time it is 
placed until the time the merchandise is put on the load- 
ing dock for delivery. This experience gives the trainee 
the ‘know how’ of normal movements in and out of stock. 
In addition, it helps him to make definite shipping com- 
mitments to customers when he goes into a territory. The 
experience also improves his judgment when he is called 
upon to solve a customer's power transmission problem or 
needs. 
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OBSERVING shop work teaches him the mechanical pro- 
cedures necessary to fit a product to a particular installation. 
Henry Launhardt, mechanic, explains the “why”. 


“Since we specialize in mechanical powcr transmission 
and materials handling equipment, a considerable amount 
of technical knowledge must be absorbed by a salesman in 
training. We give him sufficient time for study and make 
available to him enginccring data on all items in our line. 
‘The extent and direction of his research gives us an exccl- 
lent opportunity to observe his individual initiative, cnergy 
and intelligence. If his approach to any problem is from 
the point of view of the customer (Tow would I do it if it 
were my own installation?), we are satisfied that he is a 
potentially successful salesman. 

‘The trainee spends some time on the telephone desk, 
answering customers’ questions. ‘This impresses upon him 
the need for giving accurate information without delay. 
He also attends sales mectings and discusses the various 
installation problems encountered by the more experi- 
enced salesmen. From the expericneed salesman come the 
raw materials that make up a vital part of the training 
program. But, in every case, the sales trainee spends his 
sales training time where he thinks he can benefit the 
most. 

“The trainee is not required to spend a_ prescribed 
period of time on any one phase of the firm’s operation. 
One man may acquire complete knowledge of our pricing 
procedure much more rapidly than another. But, the 
other trainee may outdistance the first man in technical 
knowledge. We think we get better results by allowing 
the trainee to spend as much time in any one department 
as he thinks best. At the same time, management observes 
his progress and, when necessary, makes helpful sugges- 
tions. 

“The whole training program is built around the trainee 
and what he thinks is needed to equip him to sell our lines 
and serve our customers. By allowing the traince to seck 
his own knowledge with the tools we have put at his 
disposal, we find that he makes better progress than if 
management were to set up a rigid training schedule. 
When he schedules his own training, the degree of inter- 
est in gathering knowledge of our operation is 100 percent. 
If a program is imposed upon him by management, we 
find it is only 75 percent executed. 

“Most sales executives look upon sales training as a con- 


BELT SHOP MANAGER, Henry Wolz, explains the splic- 
ing and fabricating of endless belting, another step in the 
on-the-job training program. 


tinuous procedure. We think so, too. The new sales 
representative we put into the territory needs experience, 
which in itself is sales training. The territorial experience 
a salesman gets is a rich source of sales techniques and 
ideas. On the other hand, the training a potential sales- 
man receives in the environment of the office, the shop 
and the warchouse considerably shortens the length of 
time necessary to get a new salesman producing actual 
sales in the field. 

“Greater expericnce will cnable a new salesman_ to 
sclect the correct transmission for any installation. At 
the same time he is serving a customer, he will be advanc- 
ing himself toward his goal—he will be becoming a pro- 
fessional sales engineer.” 


TRAINING the potential salesmen in the environment of 
the office, warehouse and shop considerably shortens the 
length of time necessary to produce actual sales in the field, 
says C. W. Lamers. 
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Effect of Freight on Margins 


A NUMBER OF recent developments 
have made it imperative that distribu- 
tors carefully scrutinize and distinguish 
in their thinking between their effec- 
tive margins and nominal, invoice mar- 
gins. The changing pattern on freight 
is one such development. 

Freight attains added significance 
for two reasons: (1) freight rates them- 
selves have increased and (2) mill pric- 
ing throws the freight charge on to the 
distributor. A heavier freight charge 
from either cause has the effect, when 
added to the cost of goods sold, of re- 
ducing the effective margin on any line. 

Suppose we take, as an example, a 
line that nominally carries a 20 percent 
margin and further assume that the 
manufacturer who has been prepaying 
freight switches to mill pricing and that 
freight on a typical invoice amounts to 
10 percent of the cost. What happens 
to the 20 percent margin? 


Prior to the change 
Selling price = 100% 
Cost of goods sold = 80% 
Effective margin = 20% 


After the change 


Selling price = 100% 
Cost of mdse 80 
Plus freight 8 


Cost of goods sold = 88% 
Effective margin = 12% 


‘This same narrowing of margin oc- 
curs, of course, though with less of a 
penalty, on all lines handled by distrib- 
utors where the distributors pay the 
freight (due to increases in freight 
rates). It creates a particularly difficult 
problem in those instances where the 
size of the shipment does not come up 
to the minimum for prepayment. 

The accompanying chart, worked 
out by Robert H. Russell (J. Russell & 
Co., Holyoke, Mass.) affords a quick 
method of calculating the effective 
margin on any line. It works like this: 
(1) Read along the bottom scale for 
the nominal invoice margin which the 
line carries, (2) then read up to the 
point where the margin line intersects 
the diagonal freight cost line, (3) then 
read over on the left-hand scale for the 


effective margin. To figure out the 
freight cost percentage, take a typical 
month’s invoices on the line and cal- 
culate the percent which freight bears 
to the total invoice cost. 

Not all margins and freight costs will 
fall directly on the lines but intervening 
points may easily be interpolated. As- 
sume for example a line with 232 per- 
cent invoice margin and 1242 percent 
freaght cost. Locate the 2342 percent 
margin point on the bottom scale and 
draw a vertical line upward. There 1s 
no 12¥ percent freight cost diagonal 
but such may be sketched in half way 
between the 10 and the 15 percent 
freight cost diagonals. Now read on the 
left-hand vertical scale for effective mar- 
gin — in this example, 14 percent. 

In light of the rapidly changing 
freight picture distributors should cal- 
culate their effective margins on major 
lines. A sample survey of a month’s 
invoices will yield the essential facts on 
realized margins against which reme- 
dial moves may be appraised. (Addi- 
tional copies of this chart are available 
on request. ) 
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Chart courtesy of Robert H. Russell 
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Did You Hear That 


———_—DIDJA HEAR THAT——_ 


Salesmen for the Craft Shop in San Diego made a 
suggestion to General Manager W. F. Morefield that 
resulted in a new routine that permits the salesmen to 
make 25 to 30 percent more calls. Formerly, the sales- 
men started work at 8 a.m. and left on calls when 
they cleaned up inside details, including taking phone 
calls. Now the men arrive a few minutes before 8, 
check for emergency matters, answer no phone calls 
and are on their way by 8:10. They check by phone 
with the office twice a day and report back in person 
between 4 and 4:30 to take care of inside details and 
to make any phone calls that have been held for them 
personally. The system is flexible, of course, and in 
an emergency a man may stay in the office. 


——DIDJA HEAR THAT———_ 


Columbian Rope garnered itself some nice publicity 
by sending out a picture of Rutgers University juniors 
staging a tug of war with freshmen. The rope, nat- 
urally, was Columbian—a custom-made nylon job. 
Note to Rutgers alumni: The Juniors won. 


——DIDJA HEAR THAT——— 


INDUSTRIAL DistrIBuTION has prepared a report on the 
number of distributors who handle various products. 
The study lists 25 groups. In all, there are figures on 
more than 100 lines. If you’re interested, drop us a 
note and we'll send you a copy. 


——————_DIDJA HEAR THAT—— 


A form letter signed by W. B. Stubbs, treasurer of 
Haverstick & Co., Rochester, has helped eliminate 
confusion surrounding returned goods. The letter 
requests customers to take two steps: “1. Advise us 
of your wish to return material for credit, stating what 
it is, when purchased and, if possible, give us our 


invoice number and date. 2. Hold for shipping instruc- 
tions before actually returning it.” 

’Swonderful how cooperative people will be if they 
understand the facts. 


DIDJA HEAR THAT 


Seither & Ellis, Newark, puts out a promotion piece 
that lists its lines by manufacturers’ names under five 
group headings: Materials Handling; Power ‘Trans- 
mission; Tools and Shop Equipment; Steam, Water, 
Etc.; General Maintenance. A decimal equivalent 
table at the bottom invites recipients to hang up the 
card—they even have a hole punched in the top. 
Thus, it’s easy to put the table—and the names of 
products—on a handy nail. 


——_—_DIDJA HEAR THAT 


Threadwell Tap and Die has put out a brochure 
entitled “To Make a Rabbit Pie. . .”. Sales are de- 
picted as rabbits and, as you would expect, Thread- 
well tells its readers that if you want to be a successful 
rabbit hunter, then you should sell Threadwell’s 
products. There’s more to the booklet than that, 
though. There’s even a dollar potential by states for 
tap, die, drill and gage sales through distributors. 


—_—_——_DIDJA HEAR THAT——_ 


Briggs-Weaver, Dallas, has started construction of a 
$420,000 office and warehouse building. It’s a one- 
story affair that will be reported on in greater detail 
in a forthcoming issue. 


——AND, DIDJA HEAR THAT 


This is a new feature for INpusrri1AL DisTRiBUTION 
and your contributions to it are welcome. 
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PRODUCT EXHIBITIONS bring customers, salesmen and 


PERSONAL ATTENTION is given to C. B. Kershner, Phoenix 


products together under conditions conducive to, development Apollo Steel Co., by W. C. ‘Tate, branch manager, and Hollev 
| Grubbs, salesman, at Hajoca exhibition. 


of sales leads. 


Product Exhibitions and the Salesman 


Tangible results from initial participation in industrial 


show increases salesman’s 


PRODUCT EXHIBITIONS arc the means 
by which the industrial distributor can 
make his customers and prospects more 
familiar with the type and quality of 
merchandise he sells. ‘he increasing 
number of distributors who are em- 
ploying the exhibition as a regular pro- 
motion feature suggests its growing 
importance as a sales aid. 

Being a merchandising idca, the 
distributor’s exhibition has, or should 
have, a strong appeal to the industrial 
supply salesman. It is the salesman’s 
job to sell the products exhibited to 
those who attend the exhibitions. ‘The 
opportunity of bringing his customers 
and prospects into contact with the 
products they can, and should be, 
using is welcomed by every salesman 
desirous of increasing his sales volume. 

The experience of Holley F. 
Grubbs of the Norristown, Pa. branch 
of Hajoca Corp. exemplifies the posi- 
tive approach of an industrial sales- 
man to exhibitions staged by the dis- 
tributor. Mr. Grubbs not only ap- 
preciates the exhibitions but also takes 
advantage of the opportunities they 
offer him. 

Recently Hajoca Corp. inaugurated 
a traveling industrial exhibit featuring 
from 18 to 20 leading lines carried by 
the firm, such as mechanical rubber 
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enthusiasm for exhibits 


goods, hand and portable power tools, 
cutting tools, valves and fittings. ‘The 
initial exhibition was tricd out*in the 
Norristown branch for a three-night 
stand. Invited to attend were manage- 
ment officials, purchasing agents, plant 
engineers, superintendents, inainte- 
nance and production men from the 
industrial accounts and prospects in 
the area. 

“T was enthusiastic about the show 
before it was held,” Mr. Holley re- 
ported, “and now that it is over, I am 
even more enthusiastic about the 
value of these shows as sales aids.” 
The reasons for Mr. Grubbs’ cnthusi- 
asm for exhibitions are: (1) they im- 
prove customers relations for him as 
well as for the distributor; (2) they 
stimulate customer interest in products 
which the salesman does not get 
around to mentioning for one reason 
or another; (3) they provide a focal 
point of discussions on follow-up calls, 
and (4) they uncover new business. 
Needless to say, Mr. Grubbs added,— 
the last is one of the most compelling 
reasons for his enthusiasm. 

Customer relations, Mr. Grubbs 
said, were improved definitely for him 
as a result of his firm’s exhibition. He 
had personally invited all his custom- 
crs and had spread his invitations carc- 


fully over the three nights of the ex- 
hibition. ‘This was a company policy 
and it worked out to the mutual ad- 
vantage of sellers and buycrs. It made 
it possible for cach salesman to devote 
as much time as he needed to each 
visitor. 

The fact that Mr. Grubbs was able 
to spend some time with each cus- 
tomer had two beneficial results. In 
the first place, each customer was 
made to feel that his presence was ap- 
preciated. In cases where the cus- 
tomer was unable to spend much time 
at the exhibition, Mr. Grubbs was able 
to show him the display he was 
interested in, introduce him to the 
manufacturer’s representative and dis- 
cuss his problems without delay. In 
the second place, Mr. Grubbs was 
given an opportunity of discussing the 
displayed products under less formal 
conditions than usually prevail when 
calling at the plant. Visitors seemed 
more inclined to talk about the 
products when they saw them at first 
hand than when viewing pictures, or 
trying to assimilate descriptions. 

In fact, Mr. Grubbs is convinced 
that one of the more gratifying aspects 
of the show, as far as the salesman is 
concerned, was the number of leads 
secured through the willingness of 
visitors to talks about various products. 
The many operating men who at- 
tended the exhibition welcomed the 
opportunity of speaking to manufac- 
turers’ representatives in attendance 

(Continued on page 160) 
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Annual Survey of 
Distributor Operations—1947- 48 





DISTRIBUTOR VOLUME HITS NEW HIGH 


+8.1 





Sales Inventory 





Invoices 
Billed 


Number of Number of Sales per 
Employees Salesmen 


Sales per 
Employee Salesman 








Sales, Inventories Continue to Rise in 1948 


ESPITE monthly ups and downs 
and wide variations among firms 

and regions, the scale of operations of 
distributor firms in the industrial sup- 
ply and equipment field was pushed 
to new record levels in 1948. 

In this third, full post-war year, the 
magnitude of the changes became less 
pronounced as business became ad- 
justed to peace-time operations, but 
some of the shifts created problems for 
distributors, distributor salesmen and 
manufacturers supplying the industry. 
To appraise the size and direction of 
recent changes and shifts and as a 
guide to the whole industry, INpvus- 
TRIAL DisrrisuT1oN conducted a 
nationwide survey during the month 
of January, 1949 covering operations 
in 1948 compared with the preceding 


year. Approximately 140 distributors, 
general line as well as specialty houses, 
supplied us on a confidential basis 
with their dollar sales and inventory 
figures as well as on other aspects of 
their operations. Our thanks go to 
these distributors for their assistance 
in this annual fact-gathering endeavor. 
And, certainly the thanks of the entire 
industry is due them for making it pos- 
sible to supply the trade with these 
factual guide-posts against which each 
distributor can evaluate his own ex- 
perience. 


Sales Exceed $3 Billion 
Dollar sales of equipment and sup- 


plies through industrial distributors 
topped the $3 billion mark in 1948. 
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This is a new record sales performance 
for the industry. The dollar figures 
for 1948 exceeded those of 1947 by 
slightly more than 8 percent and were 
three-and-one-half times sales in 1939. 

In weighing the significance of the 
higher level of dollar sales in 1948 as 
compared with 1947, the price in- 
crease over the period must be taken 
into account. ‘There is no reliable, 
tailor-made price index covering the 
products sold by distributors but we 
know there have been upward changes. 

On the basis of the Bureau of Labor 
Statistics index of “Metals and Metal 
Products,” which reflects with a fair 
degree of accuracy the price changes of 
distributor items, prices in 1948 aver- 
aged about 12 percent above those in 
1947. If we assume the price changes 
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upward have been of the magnitude 
indicated by the B.L.S. index, physical 
volume handled by distributors was 
probably a little lower in 1948 than in 
1947. 

In interpreting al] subsequent sales 
and inventory figures and data in 
which dollars are used in the calcula- 
tions, the fact that prices have risen 
should be kept firmly in mind. 


Inventories Continue to Mount 


Aggregate inventories of U. S. dis- 
tributors as of December 31, 1948 
were 16 percent above those at the end 
of December, 1947. These are end- 
of-year comparisons, thus do not re- 
flect possible ups and downs during 
the 12 month period. It should be 
noted that the percentage gain in in- 
ventories was practically double the 
gain in sales. It will also be remem- 
bered from our survey last year (re- 
ported in the March, 1948 issue) that 
inventories increased 20 percent be- 
tween the end of 1946 and the end 
of 1947. Last year, however, the gain 
in sales was approximately the same 
as the gain in inventories. While on- 
the-spot delivery from stock is a prime 


asset of distributors, unbalanced and* 


high-priced inventories can create a 
lot of headaches. 


Number of Employees, 
Salesmen Increase 


Distributors had a slightly larger 
(+.4%) number of employees on 
their payrolls at the end of 1948 than 
they had a year earlier. The number 
of salesmen on the other hand had 


been increased 6.6 percent over the 
same period. Excluding salesmen 
from the total, the number of employ- 
ees declined about 1 percent. With 
dollar sales up 8.1 percent and the 
number of employees up .4 percent, 
there was an apparent gain in sales 
per employee. ‘There is a catch, how- 
ever, in this measure of employee pro- 
ductivity in dollar terms. Since most 
of the operations in a distributor’s 
place of business are associated with 
physical handling, invoicing, etc., and 
since the physical volume of goods 
flowing through distributor concerns 
was probably somewhat lower in 1948 
than in 1947 (after adjusting dollar 
sales for price increases), the chances 
are there was little gain in productivity 
over the period. 

To the extent orders are for a given 
number of units and not basically in 
terms of so many dollars worth, the 
showing of salesmen productivitywise 
was even poorer. On the average the 
gain in dollar volume sold per sales- 
man was up only 1.4 percent. Aver- 
age sales per employee and per sales- 
man as used hete is calculated by di- 
viding the number of employees and 
salesmen into total dollar sales. 


Invoices Billed Increases 4% 


Reporting distributors billed frac- 
tionally better than 4 percent more in- 
voices in 1948 than they did in 1947. 
With total sales un 8 percent but 
price even more, the average invoice 
in 1948 probably covered fewer physi- 
cal units than in 1947. This question 
appeared on the survey for the first 


time this year and about 85 percent of 
the reporting distributors supplied 
their figures on this point. In addi- 
tion to affording a measure of the 
volume of office work, these figures in 
conjunction with dollar sales of the 
firm throw light on the so-called small 
order problem. They indicate the suc- 
cess or lack of success distributors and 
their salesmen have had in boosting 
the dollar size of the average invoice. 

, As might be expected, the size of 
the average invoice varied widely from 
firm to firm. A number of reasons 
can be advanced to account for the 
different showing: (1) varying patterns 
in lines handled; (2) differences in 
types of customers served, and (3) 
variations in the effectiveness of build- 
ing invoice size. The following tabu- 
lation suggests the range in size for 
1948 (dollar sales divided by the num- 
ber of invoices billed): 

Average size Percent of 
of invoice billed reporting firms 
Under $10 2.3 


Over $70 

From this table it is seen that for 
27.6 percent of the reporting distribu- 
tors, the average size of invoice was 
between $30 and $40. For 10.3 per- 
cent, however, the average invoice was 
over $70. The actual weighted aver- 
age, including all reporting distribu- 
tors, was $51.93 in 1948 as contrasted 
with $50.00 in 1947. 





Comparison of Performance by Size of Firm 





SE ante ee shia cy ieeews 
Inventory 

Invoices Billed 

Number of Employees 
Number of Salesmen 

Sales per employee 

Sales per salesman 





(Based on annual sales volume in 1948) 
$1,001,000 


to 
2,000,000 


Percentage increase (or decrease), 1948 over 1947 


$500,000 
and 
under 


$501,000 
to 
1,000,000 


+ 5.4 
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North Atlantic 





Sales Gain for Region Below U.S. Average 


0’ this and the four pages following, 
the operating data supplied by dis- 
tributors in response to INDUSTRIAL 
DISTRIBUTION’S questionnaire are 
broken down to show variations 
among concerns in five broad regions. 
Krom this regional breakdown, dis- 
tributors in each group of states can 
compare their operating results for 
1948 with those of cooperating con- 
cerns in the region. 

Average dollar sales of cooperating 
distributors in the North Atlantic re- 
gion during the 12 months of 1948 
were 2.8 percent above those for 1947. 
Two-thirds of the reporting distribu- 
tors showed gains in sales for the year 
while the balance reported either frac- 
tional changes or losses. 

Inventories of supply firms in the 
region advanced 9.5 percent between 
the end of 1947 and the end of 1948. 


Percentagewise the gain was more 
than three times as great as the gain 
in sales. About 85 percent of the dis- 
tributors covered by the survey re- 
ported heavier inventories over the 
year with increases ranging up to 40 
percent. 

North Atlantic distributors reported 
a slight net reduction in the number 
of employees and a 4 percent gain in 
the number of salesmen. Annual 
sales per employee averaged $30,109 
inl948 compared with $29,043 in 
1947, a gain of 3.7 percent. Again, 
this advance should be weighed against 
the rise in prices before counting any 
net gain in productivity. 

Since the increase in the number 
of salesmen in 1948 was more than 
the gain in sales, average annual sales 
per salesman declined 1.1 percent over 
the year— $180,492 in 1948 compared 


with $182,583 in 1947. Again, these 
figures on average annual sales per em- 
ployee and per salesman are obtained 
by dividing the number of employees 
and salesmen into total reported dol- 
lar volume—no adjustments were at- 
tempted for house sales, counter sales, 
etc. While this procedure may be 
contrary to common practice in some 
firms, each distributor can put his 
own figures on the same basis for pur- 
poses of comparison. Despite lack of 
precision this measure has value. 

Distributors in the region billed 3.2 
percent more invoices in 1948 than in 
1947. The average size of the invoice 
in 1948 was $46.65 as compared with 
$43.93 in 1947 (dollar sales in each 
year divided by the number of invoices 
for that year). Sizes varied, however, 
from less than $15 to more than $75 
in individual firms. 
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Southern 





South Turns in 15.9 Percent Sales Gain 


HE upward trend of industrializa- 

tion in the South is reflected in the 
continued substantial gain in sales re- 
ported by distributors in the area. ‘The 
gain, however, for this year (+15.9 
percent) fell short of the whopping in- 
crease of 30.3 percent recorded in 
1947 over 1946. Some leveling out 
in the sharp upward growth curve 
could surely be expected as newly- 
created industrial facilities hit their 
regular production schedules. New 
plants continue to be built, of course, 
but the rate is apparently slackening. 

Inventories held by distributors in 
the Southern states at the end of 1948 
were 14.1] percent above those at the 
end of 1947—the 1947 gain over 1946 
was 27 percent. Contrary to the na- 
tional average, distributors in the 
South did not increase their inventor- 
ies percentagewise as much as sales in 


1948. To the individual distributor 
the gain in dollar inventories may ap- 
pear large but is about in line with 
the gain in sales. Only three report- 
ing distributors listed lower inventor- 
ies in 1948 while the increases ran as 
high as 60 percent. 


Employees, Salesmen 
Increased 


Southern distributors increased the 
number of their employees by 4.5 per- 
cent between the end of 1947 and the 
end of 1948. Among the five regions, 
the South alone reported more em- 
ployees than in the preceding year. 
The same addition to staff is evident 
in the growth in the number of sales- 
men—11.4 percent more salesmen on 
the job at the end of 1948 than in 
1947. 


Since the percentage gain in both 
the number of employees and sales- 
men was less than the percentage gain 
in total dollar sales, average sales per 
employee and per salesman were 
_— in 1948 than in 1947. Spe- 
cifically, average annual sales per em- 
ployee were $40,698 in 1948 compared 
with $36,675 in 1947—a gain of 11 
percent. Annual sales per salesman 
increased 4 percent over the period 
from $224,248 in 1947 to $233,288 in 
1948. 

The number of invoices billed by 
Southern distributors was 6.8 percent 
higher in 1948 than in 1947. Again, 
the gain in total sales was higher per- 
centagewise than the number of in- 
voices billed, thus the average size of 
invoices was higher in 1948 than in 
1947—$60.31 in 1948 compared with 
$55.53 in 1947. 
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East North Central 





Sales in 1948 Fractionally Lower Than in 1947 


STRIBUTOR sales in the East 
North Central group of states were 
.8 percent lower in 1948 than in 1947. 
Among the five regions segregated for 
intensive analysis, sales volume in this 
region alone was on the minus side in 
1948 when compared with 1947. Al- 
though firms showing gains outnum- 
bered those reporting lower sales 
volume, the weighted average came 
out minus. The variation among firms 
is as follows: 
7 percent reported increases of 20 
percent or more 
20 percent reported increases of 10 
to 20 percent 
33 percent reported increases of .1 
to 10 percent 
percent reported decreases of .1 
to 10 percent 
percent reported decreases of 10 
to 20 percent 


By contrast distributors in the re- 
gion reported 15.7 percent higher in- 
ventories at the end of 1948 than for 
the comparable period of 1947. This 
inventory increase was second among 
the regions, being exceeded only by 
distributors in the Western region. 
One fifth of the reporting distributors, 
however, held smaller inventories at 
the end of 1948 than was held a year 
earlier. 

Distributors in the East North 
Central states reduced the number of 
their employees fractionally (—.2 per- 
cent) during the year but increased 
the number of their salesmen by 8 per- 
cent. As a result of the varying 
changes in sales and in employees and 
salesmen, both sales per employee and 
sales per salesman were lower in 1948 
than in 1947. Average dollar sales 
per employee were $42,152 in 1948 


compared with $42,400 in 1947 while 
average dollar sales per salesman were 
$239,874 in 1948 compared with 
$261,187 in 1947—declines of .6 per- 
cent and 8.2 percent respectively. 
Invoices billed by reporting dis- 
tributors in the East North Central 
states were up 5.1 percent in 1948 
over 1947. Since average sales were 
fractionally lower and the number of 
invoices billed increased, the average 
dollar volume per invoice dropped— 
$42.74 in 1948 compared with $45.34 
in 1947. This was the only region in 
which the average size of invoice 
billed declined. Among individual 
firms reporting, about an equal num- 
ber reported gains and losses in dollar 
size per invoice when 1948 is com- 
pared with 1947. The average size of 
invoice ranged among the reporting 
firms from less than $10 to over $75. 
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West North Central 





Sales, Inventories Advance Moderately 


OLLAR sales of cooperating dis- 
tributors in the West North Cen- 
tral region advanced 5.5 percent in 
1948 above 1947. Approximately 40 
percent of the reporting distributors, 
however had sales in 1948 lower than 
in 1947. The showing for individual 
distributors ranged from —12.5 per- 
cent to +35.8 percent. Variations in 
size of concern or location within the 
area apparently had little to do with 
the varying sales performances. 

For the first time this year a 
sufficient number of distributors from 
this region supplied us with their con- 
fidential figures to enable us to break 
the North Central region into two 
parts—East and West. The value of 
finer regional breakdowns is apparent 
from this year’s results. There were 
obviously different conditions prevail- 
ing in the regions—one wound up with 


a 5.5 percent increase in sales, the 
other with an .8 percent decline. ‘lhe 
narrower groupings certainly enhance 
the value of the statistics for *com- 
parative purposes. 

Inventories held by distributors in 
the West North Central region were 
3.7 percent higher at the end of 1948 
than at the end of 1947. Among the 
five regions distributors in these states 
reported the smallest percentage gain 
in inventories. Actually, 25 percent 
of the cooperating distributors held 
lower dollar inventories at the end of 
1948 than they held a year earlier. 

The total number of employees on 
the payrolls of distributors in the re- 
gion declined 1.5 percent in 1948 but 
the number of salesmen was stepped 
up 9.1 percent. This addition to the 
sales force was second high percent- 
agewise among the regions, being ex- 


ceeded only by the addition of sales- 
men by Southern distributors. Aver- 
age sales per employee increased from 
$21,211 in 1947 to $22,717 in 1948, 
a gain of 7.1 percent. Sales per sales- 
men, on the contrary, declined 3.3 
percent from $130,026 in 1947 to 
$125,757 in 1948. In absolute dollar 
terms, these sales figures were the low- 
est among the regions. 

On the average, .2 percent fewer 
invoices were billed in 1948 than in 
1947 by distributors in this region. 
With sales up 5.5 percent and the 
number of invoices down .2 percent, 
the average dollar value per invoice 
increased from $36.60. in 1947 to 
$38.68 in 1948. The average invoice 
size reported by distributors in this 
area was lowest among the five regions. 
The range was from less than $10 
to nearly $100. 
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Western Distributors Show Broadest Gains 


N our past two annual surveys, dis- 

tributors in the Western states have 
reported the narrowest sales gains 
among any of the regions segregated 
for analysis. At sharp variance, dis- 
tributors in this region increased their 
dollar sales in 1948 over 1947 by 16.4 
percent, the widest gain among the 
regions. It would appear that post- 
war adjustments had been worked out 
by 1947 and last year industry in the 
Western states got back on the strong 
upward trend which has characterized 
it for the past several decades. 

In earlier surveys, it was pointed out 
that the Western states, particularly 
the coast, boomed terrifically during 
the war with heavy airplane and 
ship building programs. And it was 
especially these industries that took 
the most severe rap in the immediate 
post-war years. 


As with previous surveys, the pic- 
ture of the Western region is strongly 
colored by the performance of dis- 
tributors in the three Pacific Coast 
states. It is strongly hoped that in 
subsequent surveys, we will receive the 
cooperation of enough distributors 
from the Rocky Mountain states to 
enable us to divide this huge area for 
more intensive and helpful analysis. 

Inventories of distributors in the 
Western states at the end of 1948 
were 24.3 percent above those at the 
close of 1947—the broadest gain 
among the regions. 

Despite the gain in sales volume, 
Western distributors decreased the 
number of employees by 1.7 percent 
between the end of 1947 and the end 
of 1948. On the other hand, the 
number of salesmen was increased 1.1 
percent over the same period. With 


sales up sharply and the number of 
employees down, average sales per 
employee rose from $48,468 in 1947 
to $57,373 in 1948, a gain of 18.4 
percent. In absolute dollar terms, this 
was the highest performance per em- 
ployee among the regions. Average 
sales per salesman also rose substant- 
iallly (15.1 percent) from $228,999 in 
1947 to $263,600 in 1948, again the 
highest absolute volume among the 
regions. 

There were 8.9 percent more in- 
voices billed by Western distributors 
in 1948 than in 1947. Since dollar 
sales increased more percentagewise 
than the gain in invoices billed, the 
dollar value of the average invoice ad- 
vanced—the average size was $64.73 in 
1947 and $69.20 in 1948. At this 
level, the average invoice value was 
highest among the regions. 





PERCENTAGE 


CHANGES -—|1947-48 





Inventory 





Invoices 
Billed 


—1.7 
Number of 
Employees 


Number of 
Salesmen 


Sales per 
Employee 


Sales per 
Salesman 





INDUSTRIAL DISTRIBUTION ©® MARCH, 1949 

















mates: 





ON THE AVERAGE distributors did a good job of 
forecasting sales in 1948. In our survey taken 
last January, the estimates of distributors aver- 
aged out about +-5 percent for 1948 over 1947. 
The actual figures according to this year’s sur- 
vey showed sales in 1948 up 8.1 percent over 
1947. We asked distributors again this January 
for their forecasts—this for 1949. Generally, dis- 
tributors do not view 1949 with the optimism 
which prevailed last year. Here are the esti- 


Distributors Look at 1949 


Estimate sales 





in 1949 will be: Distributors 

More than 20% above 1948........... 1.5 

10 to 20% above 1948................ 8.3 

ey 8. Serer rer rere 15.9 

About the same as 1948............. 35.1 

De Bre WR TB i occ cc dabees scons 19.6 

10 to 20% below 1948................ 174 

More than 20% below 1948.......... 2.2 
100.0 


Percent of 








HE above question was posed of 
T each distributor in our survey 
form. High on every list of prob- 
lems troubling the management of 
supply firms were prices, inven- 
tories, high “break even” points, 
better sales performance, mounting 
expenses and stationary margins, 
price cutting, better training aids 
for salesmen, and the difficulties of 
giving the type of service that is 
the backbone of the industry. 

Here are a few of the comments 
of distributors that highlight the 
thinking in the industry: 


“Hold expenses down by in- 
creased efficiency and push harder 
for sales in 1949.” 

—Georgia Distributor 


“Certain manufacturers need to 
be represented by better salesmen 
in the field. From our experience 
too many have performed poorly 
at our sales meetings and in doing 
missionary work.” 


—Rhode Island Distributor 


“The most important problem 
facing the industrial distributor is 
that involved in sales effort. We 
have geared our organization for 
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What are the pressing problems of the industry? 


more intensive selling which we 
think is going to be necessary if the 
1949 volume is to equal or better 
that of 1948.” 


—Texas Distributor 
e 


“Price cutting by new competi- 
tion that will be struggling for ex- 
istence in a buyers’ market.” 

—West Virginia Distributor 


“T believe the most important 
problem that we have is training 
our salesmen and educating them 
to do a thorough selling job.” 

—North Carolina Distributor 


“Declining margin of gross 
profit. Reduction of costs to meet 
the above. Pointed constructive 
analysis of profitable and unprofit- 
able lines.” 


—California Distributor 
« 


“Combating rising operating 
costs and taxes together with a ten- 
dency toward reduced gross profits; 
this latter due to more severe com- 
petition and reduced profit mar- 
gins offered by quite a number of 
our suppliers.” 


—New York Distributor 
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“Manufacturers are forever try- 
ing to have their distributors work 
on a reduced percentage rather 
than give them a better break in 
discounts. This coupled with the 
fact that we are always faced with 
the problem of ever-increasing 
wages for our employees.” 

—California Distributor 


“Potentially higher taxes which 
must be paid in money but not 
acceptable in inventories or receiv- 
ables.” 


Ohio Distributor 
e 


“Small orders—all at a loss. An 
analysis of one month’s billings 
totaled 8805 invoices of which 
3755, or 42.6 percent, were for less 
than $5—the average was actually 
$3.13 and made up only a small 
fraction of our total dollar vol- 
ume.” 

—New York Distributor 


“Squeeze on distributor profits 
from many angles such as freight 
increases, manufacturers changing 
to f.o.b. pricing and the 2 percent 
cash discount problems.” 


—Ohio Distributor 








ROLL ON 
TO MORE 


Protits | 


with Osborn Power Driven Brushes! 


F you would roll on to greater profits in ’49, 
get aboard the Osborn line of fast moving 
industrial brushes! 


For Osborn, world’s largest manufacturer of 
power driven, paint and maintenance brushes, 
keeps your customers alerted constantly to the 
need for these better built industrial “tools” 
through an aggressive, continuous campaign of 
full-page advertisements in leading national 
magazines and business publications. 

This intensive, hard hitting advertising, slanted 
to your customers, highlights the fact that there 
is hardly a product—or material—or service— 


which cannot be made better and for less money 
by the use of Osborn brushing tools and new 
brushing techniques. 


Every one of your customers uses brushes. 
Make the most of this Osborn advertising help 
by selling brushes wherever you call—and roll 
on to more sales and profits in ’49. 


THE OSBORN MANUFACTURING COMPANY 
Dept. 115, 5401 Hamilton Avenue Cleveland 14, Ohio 














WORLD’S LARGEST MANUFACTURER OF BRUSHES FOR INDUSTRY.* POWER DRIVEN BRUSHES + PAINT BRUSHES » MAINTENANCE BRUSHES 
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THE SALES INDICATOR—Supply Sales in 
December gained back four points of the 18 


Supply 





lost in November, showing 347 at the year’s end. This was 4% 
lower than the figure for December 1948. 


Sales Trends 
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Month Coast Western Central South Atlantic 
Sales N. 290 425 299 356 388 
Indicator D. 412 445 297 341 383 
Orders per Salese N 4 — 7 7 9.8 
man per Day D 5.2 5.8 7.6 7.9 9.5 
Volume per N. $13,660 14,320 16,500 17,660 15,520 
Salesman D. 11,920 16,040 15,300 17,000 17,000 
Size of MM. BORNO sues 42.60 39.50 44.80 
Average Order OD. 58.20 63.40 40.70 39.40 47.80 
Orders per N 96 eee 85 131 98 
D. 183 36.5 101 116 94 


Working Day 











REGIONAL TRENDS varied by regions. The Pacific 
Coast made a good recovery of the November loss— 
rising to 412 points. The West also showed a slight gain 
but the North Central, South and North Atlantic regions 
all showed slight losses. 
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ORDERS PER WORKING DAY were 102, down 
only one from November. Orders per salesman per day 
were 7.8, almost the same as November. 
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SIZE OF AVERAGE ORDER was $43.50, up $1.70 
from November. Volume per salesman was $16,100, 
down $100 from the November figure. 
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OSTER NO. 662 


“CUT MASTER’ 


Pipe Cutting Machine 








70 
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~ CUT MASTER” 


Capacity 14" to 2” 


Top quality features and low price make the new 
Oster “‘CUT MASTER" a machine you can sell to a 
broad market. 

Everyone who cuts off pipe in the range from %4” to 
2” inclusive is a good prospect for this speedy 
machine. Point out these examples of ‘‘CUT MASTER” 
production to your prospects: 


150 pieces of 2” pipe cut off in 10 minutes. 60 
pieces of 2” pipe cut off in 10 minutes. (Proportional 
speeds are obtained on other sizes of pipe within 
range of the machine.) 


HOW IT OPERATES 


Cutter shaft is driven by the motor through an idler 
gear. Motor, idler shaft and cutter shaft are mounted 
as a unit on a plate hinged to the base. 


THE OSTER MANUFACTURING CCMPANY 
2041 East 61st Street, Cleveland 3, Ohio, U.S.A. 
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An arm cast integral with the motor mounting plate 
extends into the base. A feed screw engages with a 
bronze nut on the end of this arm. 


As the handwheel is turned in the bronze nut, the 
cutter wheel is moved up or down. The screw feed 
mechanism reduces to a minimum the operator's 
effort in cutting off pipe. 


PLENTY OF TALKING POINTS! 


The ‘‘CUT MASTER” combines every essential feature 
of modern design, high quality materials, accurate 
workmanship, speedy performance, easy operation, 


and LOW COST. 


Don't delay . . . write NOW for a complete descrip- 
tion of the NEW Oster No. 662 “CUT MASTER.” 










SELECTED BUSINESS INDICATORS 


Sources: Dept. of Commerce 
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Steel production slumped over the holidays .. . 





+ « » power output was down seasonally. 





‘so Wednesday close 
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Industrial stock prices were low and unsteady .. . 
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1948 1945 


1946 1947 1948 


. « » department store sales, stocks turned upward. 


Keeping Up With Business 


Business Aids Emphasize 
Letters, Books, Advertising 


Distributors interested in improving 
internal operations in_ letter-writing, 
handbill advertising, sales estimating, 
and the reduction of handling costs 
may find useful several “Small Busi- 
ness Aids” recently made available by 
the Department of Commerce, free of 
charge. 

“Eleven Tests For a Good Business 
Letter” (No. 473) and “Making Effec- 
tive Use of Handbill Advertising” 
(No. 474) illustrate various kinds of 
direct mail approach to customers. 

“Reducing Storage and Materials 
Handling Costs” (No. 173); “Estimat- 
ing As a Sales Tool” (No. 186) and 
“Machine Accounting For Small Of- 
fices’” (No. 188) also are available, as 
are “Using a Controlled Credit Sys- 
tem” (No. 111) and “Elements of 
Purchasing” (No. 124). The latter 
lists eight steps involved in any pur- 
chasing operations, and six principles 
for buying which have stood the test 
of experience. 


NICB. Charts Compare 
Work Hours and Food Bill 


Twelve hours of work in 1948, com- 
pared with thirty hours in 1914, will 
purchase the week’s food for the av- 
crage wage earner’s family, according 
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to a study which has just been com- 
pleted by the National Industrial Con- 
ference Board. ‘The board points out 
that the work week has declined from 
50 to 40 hours in the 34-year period 
“but the 1948 wage earner need spend 
only one-third of his working hours to 
pay food bills, while the worker in 
1914 had to spend almost three-fifths 
of his wages on food.” 

Surveying the changes in food prices 
over the last third of a century, it is 
found that food costs “have increased 
only a little more than 150 percent, 
while hourly carnings have risen six- 
fold over the 25¢ rate in 1914.” 


Shifts Observed 


In National Economy 


Marked shifts in the industrial 
structure of the economy have occurred 
since 1929, and the relative contribu- 
tion to the national income of the two 
biggest industrial divisions, manufac- 
turing and trade, is currently much 
larger than in 1929. It’s the estimate 
of the Office of Business Economics, 
Department of Commerce. 

Contract construction’s share in the 
economy is about the same, the de- 
partment finds, while there have been 
marked reductions in the percentage 
of the total contributed by mining; 
communications and public utilities; 
the service industries; transportation; 
and finance, insurance, and real estate. 
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The latest data (1947) show manu- 
facturing contributing 30.5 percent, 
and wholesale and retail trade 18.5 
percent, of the total national income. 

The group of industries most sub- 
ject to cyclical variation includes all of 
the metal manufacturing imdustries; 
stone, clay and glass products; lumber 
and timber basic products; products of 
petroleum and coal; nonmetallic min- 
ing and quarrying; and metal mining. 


BRIEFS: 


. . » Machinery is the answer: Since 
1900, production of goods per person 
has doubled while working hours have 
dropped off 30 percent. 


. . « By January 1, 1949, the totai in- 
got capacity of the steel industry ex- 
ceeded 95,200,000 tons. 


.. . Watch foreign orders: From 
1929 to 1932 they fell off from $5 
billion to $1.5 billion. Imports fell off 
too, about 70 pereent. 


. . . Six million autos are coming up 
in 1949. It’s the forecast of C. E. 
Wilson, president of General Motors 


Corp. 


.. . Production of television sets have 


increased from 6,476 in 1946 to 178,- 


571 in 1947 and about 900,000 in 
1948. 
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Users tell us the most convincing salesman of Yarway 
Impulse Steam Traps is the trap itself. In plant after 
plant, now 100% Yarway-equipped, the maintenance 
engineer started with one Yarway trap. In less than ten 
years over half a million Yarways have been bought by 
utilities, institutions, industrial plants and ship-operating 
companies. Here are the reasons: 


ONLY ONE MOVING PART No levers, buckets, weights, 
bellows or floats. The only moving part is a simple valve. 
Result—Easy maintenance and small inventory of parts. 








SMALL SIZE. . . LIGHTWEIGHT. Hardly larger than a pipe 
union, Yarways require no support other than the pipe 
line. Installations are simpler, neater, more practical. 








600000 Salesmen 





TYPICAL APPLICATION — Yarway 
Impulse Steam Traps with Yarway Fine- 
Screen Strainers draining liquid heater. 











GOOD FOR ALL PRESSURES Yarways are good for all pres- 
sures within a broad range without change of valve or 
seat. Factory set. 


EFFICIENT OPERATION. yYarways discharge condensate 
rapidly. Users from coast-to-coast report they get equip- 
ment hotter, sooner, and maintain peak efficiency. 
Small amounts of condensate discharge continuously 
through control orifice in valve; at medium loads, main 
valve opens and closes at short intervals; under heavy 
loads, valve opens wide. 


Low COST. 


Often it costs no more for new Yarways than 
to repair old type traps. See your nearest Mill Supply 
Dealer or write for Bulletin T-1739. 


YARNALL-WARING COMPANY - 111 Mermaid Ave., Philadelphia 18, Pa. 


YARWAY IMPULSE STEAM TRAP 
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INDUSTRIAL propucrion-Continues Firm 


The high volume of business and 
trade reached in the late summer of 
1948 has carried over into the first 
part of 1949—though the price situa- 
tion tends to continue in decline. The 
leveling off in industrial prices reflects 
the better adjustment of demand and 
supply, particularly in lines of produc- 
tion where factors like the weather 
have little effect on the output rate. 


1948 Spelled Prosperity 


Durables goods concluded the year 
at about the same,rate of output as at 
the close of 1947. (See the accom- 
panying table for confirmation, and 
for specific data on other categories 
of industrial production of particular 
interest for distributors). The heavy 
industries did have a few disturbing 
moments, production-wise, early in 
the year, but rapidly recovered their 
losses. By October, 1948, durables pro- 
duction had established a new record 
for peacetime. 

The mid-year drop in non-durables 
production, as was suggested here 
earlier, was due primarily to the de- 
clines registered in “Textiles and 
Products” and in “Leather and Prod- 
ucts.” Both industry groups experi- 
enced fairly sharp setbacks in July, 
(see chart), and coupled with “Ma- 
chinery” they brought down total pro- 
duction and total manufacturing to 
their low points for the year. 


Effects of the Coal Strike 


The coal strike threat in March and 
April, 1948, had a substantial effect 
on durables production in subsequent 
months—on steel, particularly. Steel 
production declined in May to the low- 
est index figure since June, 1947. Its 
recovery however, was immediate; the 
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industry finished the year at a produc- 
tion index figure 8 percent higher than 
its output in December, 1947. 
Distributors and their customers 
have been aware for some time that a 
situation was developing in machinery 
lines that meant trouble for several 
of them. The index bears out their 
concern. “Machinery”, which began 
the year at 286, had fallen off six 
months later to 268, a 6 percent de- 
cline in output. Nor has it been able 
to regain the ground lost; the industry 
closed in December 1948 still 5 per- 
cent behind output for a year ago. 
Lumber and its product industries 
opened 1948 at the high point of the 
year (156). Six months later, produc- 
tion had fallen 10 percent, and at the 


close of 1948 output still was off by 
6% as against production a year ago. 


Advances In Petroleum 


While production in petroleum and 
products has risen only 2 percent 
above that of a year ago, the industry 
has shown the most consistent, month 
by month rise. Both the bituminous 
coal industry and the anthracite indus- 
try produced 12 and 7 percent less re- 
spectively. 

The conclusion one reaches, after 
studying the table, is that durables did 
actually “take the curse” from the de- 
clines that were general in non-durables 
lines. It’s a question, whether 1949 will 
find the heavy goods manufacturers re- 
peating their life-saver activities. 





CROSS CURRENTS 


Total Production 
All Manufacturing 
Durable 
Non-durable 
Minerals 


Specific Industries: 


Machinery 
Trans. Equipment 


Lumber and products 


Textiles and products 
Leather products 


Bituminous coal 
Anthracite 
Crude Petroleum 


* Figure For November 
December Not Available 
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Non-ferrous metals, products. nie 
Stone, Clay, glass products. seeieeas 
Manufactured food products. : , se 


ee 


Dec. Dec. 

1947 High Low 1948 
.. 192 195 186 192 
.. 199 202 191 198 
oie mae 230 217 228 
. 176 180 169 174 
-« 155 162 142 156 
.. 205 223 177 222 
.. 288 286 268 275 
.. 244 244 215 240 
. 188 200 185 185 
. 153 156 140 144 
. 205 211 199 205 
. 162 179 153 157 
. 114 123 96 103* 
. Bb 164 154 158 
. 145 171 97 164 
. 103 119 100 111 
. 166 177 167 177 


IN A BOOM YEAR 
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11.6875 27.8437 
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Extreme accuracy in the machining of 






stainless steel castings on a mass pro- 





duction basis is the keynote of the 


Stainless Engineering and Machine 





Works, the division of Cooper Alloy 
cas eidlate responsible for keeping pace with the foundry’s out- 
put of nearly 1,000,000 Ibs. per month * Heading 


BONNETS this department of experts in the machining of stain- 


REPLACEABLE OPERATING NUT. 


F less steel is M. J. Robert, a pioneer in the develop- 
STUFFING BOX ——————— ment of the advanced techniques employed in the 
machining of Cooper Alloy valves, fittings and spe- 


pise UNIT cial castings. Every machinist under his supervision 





has completed a rigorous training course and the 


ease TO PAGE BIMENDION department's rejection rate is one of the lowest in 





the entire steel industry. 


YOURS FOR THE ASKING! 


Write for folder on “Suggested Methods of Threading 
and Assembling Stainless Steel Pipe & Pipe Fittings." 





THE COOPER ALLOY FOUNDRY COMPANY = anusive, new sersey 


THE WORLD'S LARGEST FOUNDRY DEVOTED EXCLUSIVELY TO THE CASTING OF STAINLESS STEEL 
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wes: HOW They oA 


- « e make basement storage efficient 
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A CONCRETE RAMP at the Cordes Supply Co. Inc. of A LIFT TRUCK to pick up material at the warehouse load- 


Milwankce runs from the warchouse floor to the basement of ing dock and in one handling operation store it :n the base- 
the adjoining main building thus making it possible for . . . ment of the adjoining building. 








- « - constructed racks to meet special needs 


CHARACTERIZED by unusual size and structural strength, 
this rack of the Thomson-Diggs Co., Sacramento, Calif., will 


A SPECIAL BELTING RACK has been worth many times 
over the trouble and expense it took to construct it, according 











hold 46 wire reels, loaded and unloaded by overhead cranes. to R. W. Sperling, owner and manager of Richmond Indus- 
The inclined stringers, 11 in number, consist of six-in. I-beams. trial Supply Co., Richmond, Indiana. Small sizes of leather 
The bottom and vertical members, together with one vertical and rubber belting fit into individual slots of varying sizes 
post for each stringer, arc of the same heavy six-inch beams, on the upper part of the rack while large sizes are stored 
the whole welded togethcr. below. 
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solve it . . . tailor your service to fit the customer’s needs . 





K. G. WOODLEY: 


“Openers” in Selling 
Are All Important 


“Have you ever experienced a lull or 
blank space after your first remarks to 
a prospective purchaser?” asks Mr. K. 
C. Woodley of the Atwood Machinery 
Co., Los Angeles. 

“I know I have, and in my opinion, 
starting the sales interview correctly is 
all important. 

“So firmly do I believe in this that I 
try to plan that opening remark or 
start for every call. Actually, it may be 
a question or it may be an informative 
statement. For example, it might be 
customary to say: “What are your 
sawing (or woodworking) problems? 
We would like to be of service.” 

“Nine times out of ten, he says: ‘No 
particular problems today. Everything 
going on as usual. How is it with you?’ 

“That’s bad. You have to start all 
over again. Instead, I say, from previ- 
ous thought in connection with the 
call, something like this: 

“On the interior finish work of that 
American housing contract you just 
landed, I understand there will be an 
unusual amount of shaping. You could 
save considerable time and money and 
do a better job with these ground-to- 
pattern shaper steel knives.’ (And I 
show the sample.) 

“Another good start is to ask a par- 
ticularly good question regarding some 
piece of equipment you have recently 
sold him. “How do you like the ease of 
adjusting the Blank radial saw from the 
cut-off to rip position?’ 

“If I am calling on a purchasing de- 
partment and it is my desire to get out 
into the production department, I pose 
the most technical question I can think 
of at the start, so as to get a reply 
something like this: “Well, you had 
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Sales Tips From Salesmenn. .. 10 tor trouble ana neip 


. « get past that opening lull 


better see Bill Jones, the foreman in 
that department.’ 

“Any salesman who avoids the trite 
opening and who will put a definite 
amount of time on planning the start- 
off of his interview, will find that his 
sales curve will begin to slope upward.” 





JAMES R. GRANT: 


Sell to Meet 


Customer’s Needs 


Many a salesman of industrial supplies 
would be discouraged if after six 
months of efforts he lost the business. 
But not J. R. Grant of S. Donald Fort- 
son Co., Augusta, Ga. 

The loss of the order to a competitor 
on a steam generator eventually won 
a good customer. 

It seems that the steam generator 
sold by the competitor was of smaller 
capacity, and price, than the one of- 
fered by Mr. Grant. It was the price 
difference that lost him the sale. 

However, the smaller capacity was 
not adequate for the customer’s needs 
and therein lies one secret of success- 
ful selling, in the opinion of Mr. 
Grant. 

The fact that Mr. Grant lost the 
sale did not keep him from calling on 
his customer. Each time he called the 
customer indicated that something was 
wrong. Mr. Grant surveyed the situa- 
tion and convinced his customer that 
he would obtain more satisfactory re- 
sults if he installed a steam generator 
of adequate size. His sales efforts, 
directed in the interest of customer 
service, won out. He replaced the unit 
with one of proper rating and has had 
a satisfied and exclusive customer ever 
since. 

Mr. Grant’s advice is to survey cus- 
tomer needs, sell to meet those needs 
and never sell a smaller unit just be- 
cause it is lower in price. 
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AUGUST PAVEL: 
Looking For Trouble 
Makes Sales 


Going out looking for trouble is not 
always the best way for a fellow to stay 
healthy. Still, when it comes to selling 
industrial supplies, tools and equip- 
ment, August Pavel, Salesman, Ander- 
son Machine Tool Co., St. Paul, finds, 
“looking for trouble”, an excellent way 
to build his sales volume. 

Mr, Pavel figures there is always a 
better way to do some of the difficult 
jobs that his customers are faced with 
so when calling on his accounts, he has 
acquired the habit of keeping his eyes 
open and looking for customer troubles. 

Recently, when calling on a muni- 
cipal garage account, he spied a me- 
chanic tugging heavily on a four foot 
piece of pipe, drawing up the series of 
lug bolts on a dual truck wheel. 

“There is a better way to do that”, 
Mr. Pavel told the foreman of the 

arage, “we have an impact wrench 
that will do the job in a quarter of the 
time.” 

Doubtful, but interested, the fore- 
man called for proof, “if your wrench 
will do that job as you say it will, I'll 
requisition six of them.” 

Like the sidewalk huckster, Mr. 
Pavel, “just happened to have a sample 
with him”, in his car. The proof was 
positive and to make doubly sure, the 
foreman took up the four foot piece of 
pipe, slipped it over the wrench handle 
and tried to draw up on the load just 
a little bit more. He couldn’t do it, 
so Mr. Pavel left with an order. 

“That’s the type of service custom- 
ers appreciate”, says Mr. Pavel, “regu- 
larity of calls, stocking of merchandise 
and making fast deliveries are services 
that are taken for granted but helping 
the customer solve his problems is a 
service unlooked for but appreciated. 
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For More Hot Water 
At Lowest Cost 


TYPE “SU” INSTANTANEOUS WATER HEATER 
for heating water with steam 


Here’s the economy heater for industrial plants where 
large volumes of water are required continuously for 
service water supply or process work. No storage tank 
is required, thereby saving space and money. The 
abundance of heat transfer surface in these units heats 
water instantly as it is needed. 

The tube bundles of “SU” Heaters are of “U”’-bend 
construction which provides full compensation for ex- 
pansion strains. The tubes are amply supported, pre- 
venting wear and assuring proper steam distribution. 

B & G Type “SU” Water Heaters are made in 2 and 
4 pass units and in a complete range of capacities. They 
are easily connected to any steam boiler or system. 


Write today for catalog. 


B & G CENTRIFUGAL PUMPS 


B&G Series 1 510-15 flexible coupled 
Centrifugal Pump 











B & G Series 1522 Centrifugal Pump 
with integral motor 


TYPE “WU” INSTANTANEOUS WATER HEATER 
costs less to install—less to operate 


The “WU” Heater (water to water heat transfer) 
is equipped with a B & G Booster which pumps 
boiler water through the shell, thereby greatly in- 
creasing the capacity of the Heater. It is properly 
baffled for maximum heat transfer. 


Whenever water temperature goes below the 
desired degree, the Booster pumps boiler water 
through the shell of the heater until service water 
is again at the correct temperature. 

Because of pumped circulation, the connecting 
pipes and fittings are radically reduced in size and 
cost. No storage tank is needed. 





will be sent to you upon request 


Hydre -Fis propucts 


Forced Hot Water Heating Systems . . . Heat Exchangers 
... Water Heaters... Pumps... Refrigeration Equipment 


BELL & GOSSETT COMPANY 


Dept. AX-35, Morton Grove, Illinois 
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These catalogs of B & G restos Pumps 


“Reg. U. S. Pat. Off. 





Amazing, New 
: 1, The POSITIVE, sure-fire way Blick & Decker 
mina heme foe em ae 
einen IMPACT WRENCH 


running speed: 1600 R.P.M.) 
| id [8 Fo ke PRICE) 


For SPEEDY Running and Removing /of .. . 


CAP SCREWS BOLTS NUTS LAG SCREWS 



















2. Delivers 2000 blows per 





3. Weighs only 814 Ibs., yet 
has DRIVING CAPACITY of 
/ conventional nut runner 
weighing almost 30 Ibs.! 
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4. Operator fatigue reduced | 
to an amazing minimum... 
jarring 
O< twisting 
fighting the Wrench! 
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5. So well-balanced, operator 
can control Wrench by holding 
it lightly, with one hand! 


eeeeeeseeoeee7neee#e7eeee © 


6. Trigger switch for easy 
operating control, either hand. 
Toggle reversing switch posi- 
tioned for fast thumb operation! 


eeeseeaoeoeoeeeeee28ee0868 


7. Full-powered motor oper- 
ates from standard power line. 
CAN’T BE STALLED — even 
when spindle is stopped dead 
—no overload or burn-out! 

























SOLD BY LEADING 


Yack Decker. 


PORTABLE ELECTRIC TOOLS 
|=] i om dl Whom mokoy™ 


The Black & Decker Mfg. Co., 617 Pennsylvania Ave., Towson 4, Maryland 


8. Sturdy cast - aluminum 
housings combine strength 
and lightness . . . mofor is ball- 
bearing mounted and amply 
ventilated . . . all spindles and 
gears are of special heat- 
treated alloy steel for extra 
stamina under shock! 
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SELL Them for 
Saving Time and Labor 


in @ Metal Fabricating 

@ Assembly Lines 

@ Railroads 

@ Engine and Machinery Rebuilding 

@ Construction 

@ Garages E 

: ao Work > HEAVILY ADVERTISED 

a ril 23r nd e Saturda 

“ty Hivsamannven® inca yr stn oe 8 , 


and a Large Group of Leading 


DISTRIBUTORS EVERYWHERE Trade Papers Reaching... 


Management, production, purchasing and 
maintenance men in METALWORKING 
industries . . . RAILWAY equipment and 
right-of-way maintenance shops . . . CON- 
STRUCTION executives and foremen... 
SCHOOL authorities and shop teachers... 
AUTOMOTIVE PRODUCTION men... 
and many others... 


portaBieetectric FOOLS a en eee 


The Van Dorn Electric Tool Co., 717 Joppa Road, Towson 4, Maryland 
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W. E. Tromanhauser 


Buffalo Fire Appliance 


Names Tromanhauser 


W. E. Tromanhauser has been ap- 
pointed sales manager of Buffalo Fire 
Appliance Corp., Dayton, Ohio. Mr. 
Tromanhauser has been associated 
with the company for the past eleven 
years. 

Since the war he has been district 
manager of the New York and Penn- 
sylvania area, and has been engaged in 
training new field men. Mr. Troman- 
hauser shortly will move from Buffalo, 
N. Y. to Dayton where he will make 
his headquarters. 


Central States Association 
Announces Name Change 


The Central States Mill Supply As- 
sociation will be known hereafter as 
the Central States Industrial Distribu- 
tors Association, according to A. K. 
Greene, executive secretary of the 
association. The members of the asso- 
ciation voted unanimously in favor of 
changing the name. 

Miss Greene reports, also, that: the 
Chicago Mill Supply Club has 
changed its name and will be known 
hereafter as The Chicago Industnat 
Distributors Club. 


Armstrong-Blum 
Appoints Field Engineers 


The Armstrong-Blum Mfg. Co., 
Chicago, announces two recent ap- 
pointments to its field enginecring 
personnel to provide closer distributor- 
manufacturer cooperation. 

Walter A. West, Jr. has been ap- 
pointed to handle the Boston terri- 
tory and George A. Volk to cover the 
Milwaukee area. Both appointees were 
trained at the Armstrong-Blum Chi- 
cago plant and are thoroughly con- 
versant with the products of the firm 
and their applications. 

The addition of Mr. Volk and Mr. 
West to the staff brings the total of 
field engineers to twenty, each located 
in a highly industrial area. 





THE ENTIRE SALES STAFF of Syracuse Supply Co. attended the firm’s general 


sales conference held recently in Syracuse. 
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THE NEW MANAGER of sales at 
Garrett Supply Co., Los Angeles, is 
F. W. Nelson, who succeeded to the 
position after P. S. Omohundro re- 
signed to establish his own firm. 





Seth Marshall Wins Award 
Of Philadelphia Association 

Seth Marshall, president of Mar- 
shall-Wells, Duluth, Minn., was given 
the annual award of the Hardware 
Merchants & Manufacturers Associa- 
tion of Philadelphia at the 63rd an- 
nual banquet held recently at the 
Benjamin Franklin Hotel. 

The award was presented by Nelson 
D. Perine, chairman of the jury of 
awards. 

Toastmaster at the occasion was 
L. A. Hoeflich, president of the asso- 
ciation. 


Belmont Packing & Rubber 
Elects Wagner President 


O. W. (“Bill”) Wagner has been 
made president of The Belmont Pack- 
ing & Rubber Co. of Philadelphia, Pa. 
Mr. Wagner joined the company in 
1928, as assistant to Mr. Restein, the 
owner of the firm. 

He started his career as clerk and 
stenographer for the Crandall Packing 
Co, and in 1927 was appointed gen- 
eral sales manager of that firm. 


Thaler Appoints Menge 


Larry Menge has been appointed 
assistant sales manager of Thaler Pipe 


& Supply Co. of Oakland, Calif. 


























A SPECIALIZED FASTENER engineering service is provided to distributor cus- 
tomers by Shakeproof’s news “Traveling Laboratory’. 


Shakeproof Launches 


A special automatic trailer unit, to 
serve as a complete mobile demonstra- 
tion of modern fastening methods and 
devices, recently was launched by 
Shakeproof, Inc. of Chicago. The ex- 
hibit will be available to manufactur- 
ers, educational institutions and pro- 
fessional groups. 

The trailer interior is lined with 
exhibits and special testing equipment 


of the new mobile unit. 


Traveling Laboratory 


for illustration and demonstration of 
the firm’s various products and is 
equipped for sound projection. 

The unit is so designed a complete 
engineering department can view the 
exhibit simultaneously, and a tour of 
the trailer averages about one hour. 
Shakeproof field engineers serve as 
tour guides and provide detailed infor- 
mation on items that arouse interest. 





ott 


TESTING EQUIPMENT, fully operative, and special exhibits, line the interior 





A-C Supply Co. 
Under New Management 


The A-C Supply Co., Inc., Milwau- 
kee, has changed its management, 
with J. W. Dadmun now president 
and treasurer; W. L. Secord, vice- 
president; and P. L. Mangold, secre- 
tary. 

The principals in the new manage- 
ment are veterans of World War II 
and all are experienced in industrial 
selling and the production field. Sev- 
eral new salesmen have been added. 








NEW MANAGEMENT at A-C Sup- 
ply Co. includes W. L. Sccord, P. L. 
Mangold and J. W. Dadmun. 
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New Products Displayed 
At Materials Handling Show 


More than 230 manufacturers gath- 
ered the best and most up-to-date of 
their new and improved products re- 
cently to put them on exhibit at the 
Third National Materials Handling 
Exposition, held in Philadelphia’s 
Convention Hall. Their object was to 
emphasize the increased importance 
of materials handling to American in- 
dustry, and their exhibits included 
overhead and floor equipment, mech- 
anized and manual; carriers, contain- 
ers and accessory equipment used to 
move materials. 

A feature of the four-day display 
was a discussion of the tremendous 
problems involved in “Operation Vit- 
tles”, probably the most dramatic ma- 
terials handling project of 1948. 

Among the several eminent speak- 
ers heard in the various panel discus- 
sions which were daily highlights of 
the —— were A. R. Walkley, 
general sales manager, Shaw-Box 
Crane & Hoist Division, Manning, 
Maxwell & Moore, who spoke on “De- 
velopments in’ Crane, Hoist and Ele- 
vator Design and Application;” Ste- 
vens H. Hammond, president of The 
Whiting Corp., speaking on “Mate- 
rials Handling as an Element of Cost”; 
and an address by Dr. Charles F. 
Roose, president, The Econometric 
Institute, Inc., whose talk on “The 
Outlook For the Capital Goods and 
the Materials Handling Industries” an- 
ticipated a 15 to 20 percent decline in 
1949 in the unit sales or physical vol- 
ume of production of materials hand- 
ling equipment. 

The show was sponsored jointly by 
the materials handling and manage- 
ment divisions of the American So- 
ciety of Mechanical Engineers, and 
the Material Handling Institute, and 
covered more than 100,000 sq. ft. of 
exhibit space. 


Charles H. Besly & Co. 
Elects New Officers 


At the recent directors’ meeting of 
Charles H. Besly & Co., the following 
officers were promoted or newly ap- 
pointed: 

K. Y. Taylor, vice-president in 
charge of manufacturing will be execu- 
tive vice-president; W. C. Olson, 
comptroller, will be vice-president and 
secretary. Newly appointed officers are 
Everett Addoms, formerly sales promo- 
tion manager, vice-president; and 
H. G. Haarz, formerly assistant treas- 
urer, treasurer. 
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TECHNQUE OF SELLING was the theme of the sales conference of J. M. Tull 
Mctal & Supply Co., Atlanta, Ga., as W. J. Greene, vice-president and sales’ manager 
of L. S. Sterrett Co. points out in his talk. Left to right: Joseph A. Naylor, vice- 
president and sales manager of Tull; President J. M. ‘Tull, Mr. Greene, J. Pollard 
Turman, assistant to the president, and K. C. Saunders, vice-president. 


EXECUTIVE ASSISTANT to John 

A. Proven, Gencral Sales Manager of 

Porter-Cable Machine Co., Syracuse, is : ‘ 

John I. Dean shown above. Below is PRESENTATION of first prize is made to winner ‘of “Unusual Skil Tool Appli- 
Richard J. Shanahan who was desig- cation” contest. Left to right: A. M. Driscoll, Howard Corp., St. Louis; Walter W. 
nated as Porter-Cable’s Mid-West Zone Kemphert, vice-president in charge of sales for Skilsaw, Inc., Chicago, sponsor of 
Sales Manager. the contest; Blake C. Howard, Jr., Howard Corp., winner of $250 first place award; 

and Arthur F. Backer, Skilsaw manager in St. Louis (story on page 209). 


ay Morning? erst 
MO45AM OCT 


Sermon Malye 
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REPRESENTING a chain as well as a hoist company, Mr. E. N. Turner, Cleve- 
land District Manager, Columbus McKinnon Chain Corp., couldn’t resist having 
his picture taken beside this sign. He came across the sign in front of a church. 
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A MESSAGE TO AMERICAN 


b 


**Give us the tools...’ 


McGraw-Hill Surveys 
BUSINESS NEEDS 


If it can get the money American industry in 1949 
will go full steam ahead with a vitally-needed program 
of improving its facilities. This program since V-J 
Day has kept business expanding and has made be- 
lated headway in modernizing industry. 


Furthermore, if it can get the money American in- 
dustry will carry on for the next five years with its 
unprecedented program of expenditure for new plant 
and equipment. Plans already made call for spending 
about $55 billion. 


These are findings of the McGraw-Hill national sur- 
vey of “Business’ Needs for New Plants and Equipment.” 
Major results of the survey, which have been rechecked 
since election day, are summarized on the following 
page. They report what American industry is now plan- 
ning to spend for new plant and equipment. They do not 
and cannot show what will be done if the plans are ham- 
strung by political action. 

In 1949, the survey shows, American industry plans 
to spend $14.1 billion for new plants and equipment. That 
is only about 5% less than was actually spent in 1948, 

If these plans are carried out, actual capital expendi- 
tures this year may be somewhat larger than they were 
in 1948. That is because expenditures usually prove to 
be larger than planned. 

Fulfillment of American industry’s plans for invest- 
ment in new plant and equipment this year would no 
doubt mean a continuation of general prosperity. The 
record shows that when capital expenditures are high 
general business thrives. ¥ 

Even more remarkable than the 1949 prospect is the 
fact that: © 


Industry already plans to spend $41 billion in the 
years 1950-53 to improve its plants and equipment. 

Plans tend to taper off, of course, as they are pushed 
further into the uncertain future, five years from now. 


But the striking fact is that plans for expenditures so far 
ahead are as great as they are. They show American in- 
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dustry’s need for tremendous improvements in its plants 
and equipment. ; 

Again, jet there be no mistake. These survey findings 
are not a five-year forecast. They report what leading 
corporations now are planning to do —if they can get 
the money. 

But — won’t industry be top-heavy with plants and 
equipment if it carries through any such program? 

The answer is clearly — “No”. 

Here are some of the reasons why not that were dis- 
closed by the McGraw-Hill survey: 

First, manufacturing industries are shifting emphasis 
from expansion to improving efficiency. 

They have increased their total capacity 56% since 
1939. Their expenditures in 1948 went almost 50-50 for 
expansion and improvement. But in the next five years 
they plan to spend three-quarters of their funds to replace 
and modernize facilities, only one-quarter for expansion. 

Second, the prospective rate of expenditure for new 
plant and equipment is relatively low. 

Planned expenditures for new plant and equipment in 
1949 represent about 7.5% of the present value of all 
plant and equipment. That rate of capital expenditure is 
no higher than the rate during previous periods of pros- 
perity. And industry must overcome years of starvation 
for new equipment, caused first by the depression of the 
30’s, then by diversion to war production. 

Third, industry is following an extremely cautious 
policy in buying new equipment. 

Three out of four companies report that they will not 
buy equipment unless it will pay for itself within five 
years. And a third of the companies report that they 
expect new equipment to pay for itself within three years. 
The reason most frequently given for such expectations 
was that all the money available can be spent on equip- 
ment which does pay for itself quickly. 


The program of capital expenditure planned by Amer- 
ican industry is one of the greatest bargains ever 
offered to the American people. 

To pay for itself in a few years, as equipment must if 
most companies are to consider buying it, that equipment 


continued on next page 











1. Industry now plans to spend $14.1 billion in 1949 — and 
almost $41 billion in the four years beyond, 1950-53. 


2. Manefocmnsing industries alone plan to spend $7.2 bil- 
lion in 1949. This is 7.5% of the estimated value — $96 
billion—of all manufacturing facilities. 


. Manufacturers estimate conservatively that it would cost 
$136 billion to completely replace their facilities with the 
most modern plants and equipment available. 


. Postwar e ion is virtually complete in most manu- 
facturing lines. Major exceptions: steel and petroleum 
refining. 


. Expansion programs of railroads, utilities, and oil com- 
panies still have two to five years to run. 


. Manufacturing industries have increased their capacity 
56% since 1939, But expansion is slowing down. Increase 
planned in the next five years is only 13%. R 





WHAT THE SURVEY SHOWS 


@ HERE ARE THE MAJOR FINDINGS Of McGraw-Hill’s survey of “Business’ Needs for New Plants and Equip- 
ment”. Rechecked since Election Day, results show what industry is now planning to spend for new plants 
and equipment. They do not forecast what will actually be spent. The survey shows: 


@ A copy of a complete report on “Business’ Needs for New Plants and Equipment” may be obtained by 
writing me at McGraw-Hill Publishing Co., 330 West 42nd St., New York 18, N. Y. 


7. Efficiency is emphasized more and more in planning new 
facilities. Manufacturers plan to devote almost three- 
quarters of their funds to replace and modernize. In 1948, 
58% went to increase efficiency this way. 


. Equipment should pay for itself in five years or less, sa’ 
three out of four manufacturing companies, New build- 
ings, say 77% of them, should pay out in 15 years or less. 


. Profits and reserves are counted on to pay for new build- 
ings and equipment y three out of four manufacturing 
companies. Some 15% expect to borrow, only 9% plan 
to sell stock. However, 20% would like to sell stock, only 
4% want to borrow. . 


. More liberal depreciation allowances for income tax pur- 
poses would prompt almost two-thirds of the companies 
to speed their purchase of new plants and equipment. 








must promise to produce much better products or make 
great savings in labor and material. The savings go first 
to the companies buying the equipment but, as they al- 
ways have, they soon spread to everyone in the form of 
better products at lower costs. 

Where does industry expect to get the money to buy 
this bargain for the American people? 

Most of the companies covered by the McGraw-Hill 
survey (76% of the total) count on their own resources 
— largely profits — to pay for new plant and equipment. 
About 15% of them expect to borrow money, although 
only 4% like the idea of getting saddled with fixed debt. 
Only 9% of the companies expect to sell stock to in- 
vestors, although twice that many report they wish they 
could. 

What are the chances that business can get the money? 

The survey provides no answer to that question. No 
survey can. 

The answer will come from Washington —in what 
Congress does about taxes on profits and taxes on the 
millions of-Americans who might invest a part of their 
income in industry’s new plants and equipment. 


The answer will be found also in the energy and skill ) 


shown by investment bankers, particularly in mobilizing 
the resources of the millions of Americans whose incomes 
have increased enough since 1940 to make them potential 
direct investors in industry. 

Still another important part of the answer will be given 
by labor leaders. About half the companies surveyed by 
McGraw-Hill are holding back on new construction — 
primarily because of high costs. What organized labor 
does about wages and productivity can swell or shrink 
that percentage. 


The McGraw-Hill survey leaves no doubt that Ameri- 


can industry is fulfilling its responsibility. It is plan- 
ning the capital improvements needed to make the 
nation secure, prosperous, and progressive. 


But business today lacks confidence and badly needs 
added incentives. Proper taxation and increased deprecia- 
tion allowances are vital if we are to open the capital 
markets to finance industry. 

What will happen now depends in large part on what 
is done in Washington. In his State of the Union message, 
the President said that “business should plan for steady, 
vigorous expansion.” But in his budget message he pro- 
posed new taxes which would divert a substantial share 
of the money industry is using for expansion and im- 
provement. Moreover, he said nothing about the vital 
issues now freezing the capital markets. 

It is not possible to have it both ways. Fulfillment of 
the President’s tax program means cutting industry’s pro- 
gram for new and better equipment. It means slowing 
down industrial progress. It means delaying the advance 
toward much higher standards of living tomorrow in 
order to have a little more government spending today. 


I urge you to see that your Representative and your 
Senator have all the facts on industry’s needs for new 
plant and equipment. What they do to this program 
will have a decisive bearing on the nation’s security 
and welfare. 


President, McGraw-Hill Publishing Company, Inc. 


This is the fourth editorial of a special series on industry's needs for 
new plants and equipment —and what these needs mean fo all Americans. 











BECAUSE CUSTOMERS GET—A simple, 
easy-to-operate hoist that lifts faster, does 
more work per day, speeds the handling of 


material, cuts his cost. 


} BECAUSE YOU GET—The following out- 
"| standing sales advantages: it is the only 
‘hoist with positive load brake lubrica- 
tion and exclusive air-cooling design. 
Rugged power. Comes in capacities from 


; to 12 tons. 


sae 


And to give yourself extra hoist divi- 

dends, sell the Yale Spur-Geared Hand 

Chain Hoist, Midget King and Load King 

Electric Hoists and the portable Pul-Lift. 

Keep yourself informed about the “hoists 

rant 5008 that are in demand.” Address: The Yale & 


SALES se SERVICE 


om im Towne Mfg. Co., Roosevelt Boulevard 
and Haldeman Ave., Philadelphia 15, 
Pennsylvania. 


MATERIAL HANDLING MACHINERY 


CUTS PRODUCTION COSTS...SAVES TIME...SAVES EFFORT...PROMOTES SAFETY 
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for the answers. 


1. 


Nm 


4. 


How’s your volumetric effi- 
ciency—sales-wise, we mean? 
Are you losing pressure? 
Chug through these 16 ques- 
tions, then turn to Page 162 


Match the following common 
troubles that may be encountered 
in air compressor servicing: 
QO motor will not start due to 
tight compressor 
C) motor will not come up to 
speed in starting against 
load 
C) scored cylinders 
1 pressure control 
leaks around head 
O thermal relay links open 
circuit 
with the 
remedies: 
(a) replace with proper amp- 
erage links 
(b) rebore or replace, or ex- 
change the compressor it- 
self. 
repair or replace bleeder 
or check valve 
replace rubber diaphragm 
remove belts, turn com- 
pressor by hand to check 
for easy turns against no 
load 


switch 


following suggested 


(c) 


(d) 
(e) 


“Perhaps the primary requisite for 
long compressor life is that it 
should be supplied with clean in- 
take air.” 0 True. 0 False. 


If it isn’t possible to locate a com- 
pressor where the air drawn in 
will be clean, do the next best 
thing: 

Q rig up an electric fan near- 
by to blow cool air at the 
compressor 

OD pipe the intake outside the 
building 

0 tunnel under the plant it- 
self and pipe the air out of 
a dry well 


Before starting the motor of a 
belt-driven machine, the first 
thing vou should do: 
- 1) is remove the belt and start 
the motor to check rotation 
1 is check the name plate 
specifications with the cur- 
rent you are using 
0 is check the oil reservoir 
and the crankcase 


. 


10. 


rf 


In belt-driven compressors, belts 
should be tight enough to pre- 
vent excessive whipping. D) Truc. 


O False. 


Compressors should be sect level 
and plumb because: 
QO) it will reduce vibration 
C] it will insure running accu- 
racy 
OJ it will minimize wear on 
the belts 
CL] it will give you a_ better 
flywheel action 
CL} it will minimize noise 


Intake valves of the poppet type, 
sometimes used in air compres- 
sors will break or fail at about 


2,000 rpm. O True. O False. 


For pressures up to 150 Ibs. 

gauge, you would be inclined to 
recommend: 

QO the single-stage 

sor 

QO) the 

C) the 


Generally, where pressures be- 
tween 150 and 250 psi are re- 
quired, the three-stage compres- 
sor will be found most suitable. 
O True. O False. 


A compressor is “unloaded”: 
1) when it is dead and won’t 
start up 
) when it is running, but is 
not pumping air 
O when it is running and is 
pumping alr 


compres- 


two-stage Compressor 
three-stage compressor 


Loading and unloading of a com- 
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TO SELL Air Compr C€SSOPFS. YOU NEED THE ANSWERS 


16. 


pressor is controlled by: 
1) the intake valve 
1) the discharge valve 
LJ) the pilot valve. 


Generally speaking, the lower the 
lift, the longer the life of the 
valve. 0 Truc. O False. 


A customer complains that his 
compressor doesn’t have a capac- 
ity sufficient to supply his needs. 
The first thing you would do to 
check the job is: 

(J determine the percentage 
of time the compressor is 
loaded and unloaded 

1 determine the air pressure 
carried during peak load 

(] pull out the old compressor 
and test run a new com- 
pressor of the same horsc- 
power which will deliver 
more air 


A change of oil in the engine 
should be made every 100 hours 
of operation; in the compressor 
every 200 hours of operation. 


O True. © False. 


The only rating or capacity that 
really interests the user of an air 
compressor is: 
C1) the bore and stroke of the 
cylinders 
1 the piston displacement 
(] the actual free air delivery 


It is always best to have the air 
enter the receiver at a point some 
distance from the air outlet. 
1 True. O False. 
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SIMONDS 


makes them 











GRINDING 
WHEELS 


In sizes and shapes for every 
grinding job onall types of metal, 
stone, glass, porcelain and plas- 
tic. Made from top quality abra- 
sives manufactured in Simonds 
own electric furnace plant. 


ABRASIVE 
SEGMENTS 


—For grinding 
large flatsurfaces 
or surfacing a 
number of small 
pieces together. In shapes and 
sizes to fit all standard chucks. 
Top quality manufacture — 
Simonds only quality. 


, MOUNTED 
WHEELS 
& POINTS 


Versatile assort- 
ments of abra- 
sive tools for 
everyday jobs in factory and 
shop. Carefully selected and as- 
sembled into compact utility kits. 


POLISHING 


GRAIN 


Hard, sharp, tough. 
For polishing auto- 
mobile parts, all 
omnes of machinery, tools, cutlery, 
glass and lenses. Also for pres- 
sure blasting, tumbling, anti- 
slip, and refractory uses. 









Write for Grinding Data Book 


SIMONDS 


ABRASIVE CO. 






PHILADELPHIA 37, PA, 
Grinding Wheels and Abrasive Products 


Flecinc Furnace Abro 
SIMONDS ABRASIVE COMPANY 
is a division of 


SIMONDS 


SAW AND STEEL CO 






Fachburg, Mass 
Saws, Machine Knives, Files 
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pecial Steels 1onds Products for Conede 




















BUILDING TOP 
DISTRIBUTOR 
SALES through 


‘TOP LEVEL’ advertising 


DISTRIBUTORS 


Here’s an example of the pre-selling 
help you can count on when you carry 
Simonds Grinding Wheels. The adver- 
tisement shown here is one of a series 
appearing in BUSINESS WEEK, regu- 
larly read by industry’s top executives. 
This is part of a year round campaign, 
currently reaching every buying influ- 
ence through the pages of leading 
metal working publications. Look for 
a Simonds ad—every week in 
Business Week! 


Write now for complete information 
on Simonds Abrasive’s complete line 
of grinding wheels—recognized, top 
quality products you can sell to every 
mill, shop and factory in your territory. 


SIMONDS 


ABRASIVE CO. 





SIMONDS ABRASIVE COMPANY 


Tacony & Fraley Streets 
Philadelphia 37, Pa. 
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NEW PRODUCT 


WITH SALES 
POSSIBILITIES 





Fluid Drive Unit 


For Use With High Speed 
Self-Propelled Hoists 


The adaption of fluid drive to high 
speed self-propelled hoists provides 
many advantages including complete 
flexibility of acceleration and decelera- 
tion, closer control of heavy, bulky 
loads in limited space areas and 
smoother braking. A double-action hy- 
draulic coupling, connecting the motor 
and a simple gear train, provides a sus- 
tained flow of power to impart an 
unusual smoothness of operation to 
the hoist. Employing basic hydraulic 
fundamentals, the coupling eliminates 
jetks and jolts by absorbing shock loads 
and dampening out torsional vibra- 
tions. Transmitted entirely by the 
mass and velocity of the enclosed fluid, 
the full torque of the motor is evenly 
applied at all output speeds. Cush- 
ioned starts and stops prevent unneces- 
sary damage and abuse resulting from 
operator overcontrol and mechanical 
ineficiency. The unit is said to be 
equivalent to a variable-speed, slip- 
ring motor drive-—Robbins & Myers, 
Springfield, Ohio. — Industrial Distri- 
bution, March 1949. 


Burring Machine 


Splines May Be Chamfered 
In Root As Well As On Sides 


A new spline burring machine is said 
to be the only flytool machine that 
can burr a spline where the adjacent 
shaft diameter approaches the root 
diameter of the spline. While mainly 
a single purpose device for spline bur- 
ring of involute or straight spline, the 
machine can handle more than one 


124 


size, if the parts lend themselves to 
the general machine specifications. An 
average 10-tooth spline can be burred 
in about three seconds. Machine and 
loading time will average seven sec- 
onds. In many cases, splines may be 
chamfered in root as well as sides. 
The machine is in continuous motion 
at all times and after the part has made 
a complete revolution, burring all 
splines, the operator is signaled by a 
light. He then unclamps the part and 
it is ejected by a spring collar.—Shef- 
field Corp., Dayton, Ohio.—Industrial 
Distribution, March 1949. 


Centrifugal Pumps 


Self-Lubricated Shaft Seal, 
Fully Automatic Priming 


Iwo new models of self-priming, 
centrifugal pumps have 2-in. suction 
and discharge openings with a respec- 
tive capacity of 7,000 and 10,000 
gallons per hour. Main feature of the 
pump 1s a self-lubricated shaft seal 
which is entirely enclosed in a welded, 
pressed steel cartridge. ‘The entire 
unit may be quickly and easily re- 
placed, eliminating much cost and 
labor. Other features include fully 
automatic priming after pump is once 
in service, direct line flow of water 
through suction opening to impeller, 
built-in suction check valve which 
holds liquid in pump for re-priming 
and eliminates need for foot valve in 
the hose, non-clogging impeller and 
wear plate which are easily replaceable. 
—Rice Pump & Machine Co., Milwau- 
kee, Wis.—Industrial Distribution, 
March 1949. 
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Bronze Globe Valve 


9 Threads Assure 
Less Load & Longer Wear 


Main feature of a new plug type bronze 
globe valve for 300-lb. service is the 
armor scat and slip-on, stay-on plug. 
This is simple in design, with ‘T-slot 
for cngaging spindle head and _ is 
stronger, trouble-free and permits free 
flow. Another advantage is the design 
of the spindle made of hard, tough 
aluminum bronze—a new corrosion- 
resistant alloy. Larger in diameter, it 
has a long thread—15.9-in. for the 
l-in. size valve. Nine threads are in 
contact at all times, assuring less load 
per thread and longer wear, especially 
in the close throttle service for which 
this valve is so well-suited. Liberal 
dimensions of body, bonnet and bon- 
net ring provide ruggedness to with- 
stand rough usage and to contain pres- 
sures far beyond those for which the 
valve is rated. The valve is available in 
sizes from 4 to 2-in.—Jenkins Bros., 
New York, N. Y.—Industrial distri- 
bution, March 1949. 


Paper Tape 


Eliminates Packaging Equipment 
Prevents Cuts and Injuries 


A new, thin (13-15 mils), flexible 
paper tape has a tensile strength of 
180 Ibs. per inch of width. It has a 








— Summins 


INIER 


ADVERTISING BACKS YOUR 
SELLING EFFORT 


MODERN . 


Machine siean 


Winter advertising appears 
a “i regularly in such publications 
STEEL wane? -as AMERICAN MACHINIST, 
: MACHINERY, TOOL ENGINEER, 

WESTERN MACHINERY, and 
MODERN MACHINE SHOP. 
Every ad, in addition to 
making your customers 
more familiar with Winter tools, 
tells them to call on 
their distributor for every 
staple industrial product. 
Currently featured are 
Winter Chip Driver Taps 
(shown in illustration). 
Later issues will discuss 
the rest of the Winter line, 
which includes hand, 
machine screw, nut, pipe, 
pulley, stove bolt, 
and tapper taps, and a complete 
selection of dies. 


fa 


WINTER BROTHERS COMPANY «+ Division of the National Twist Drill and Tool Company 
Rochester, Michigan, U.S.A. Distributors in Principal Cities + Branches in New York, Detroit, Chicago, San Francisco 





NATIONAL SERVICE ENGINEERS 
ARE TRAINED TO HELP 
YOU AND YOUR CUSTOMERS 


When you are faced with a difficult metal cutting problem, 
coll your nearest National service engineer. 

He is factory-trained to recommend the right tool 

for every job and the right way to obtain 

the highest production and longest life from it, 

and he is thoroughly familiar with the characteristics of 
every one of National's complete line of rotary 

metal cutting tools. In addition to twist drills 

(shown in large illustration), the National line includes 
reamers, milling cutters, counterbores, 

end mills, hobs, and special tools. 


NATIONAL TWIST DRILL AND TOOL COMPANY 


Rochester, Michigan, U.S.A. 


Distributors in Principal Cities + Factory Branches: New York + Chicago + Detroit + Cleveland + San Francisco 





pressure-sensitive adhesive w hich grips 
immediately upon contact. ‘The tape 
is designed for use in packaging mctal 
pipes, conduits, rods, rolls, sheets, etc. 
by wrapping it once around the load 
and back on itself. Strength is at- 
tributed in part to reinforcing the 
paper backing with threadlike fibers 
running lengthwise. Other advantages 
include speed in wrapping, elimination 
of gouging or scratching the shipment 
by the wrapping material.—Minnesota 
Mining & Mfg. Co., St. Paul, Minn.— 
Industrial Distribution, March 1949. 


Self-Locking Nut 


For Use Where Temperatures 
Range From —65° to +-1200° F. 


Providing pcrmanent _ protection 
against vibration, impact and stress re- 


versal in fully seated and positioned 
settings, a new nut for high tempcra- 
ture applications will retain repeated 
re-use characteristics. ‘The series is 
particularly suited for use on exhaust 
manifold systems, aviation gas turbine 
tail cones and other installation where 
high temperatures create strength and 
scizure problems in ordinary fasteners. 
The clastic deflection built into the 
locking beams makes it possible to re- 
use them interchangeably like the 
fiber insert nuts. The wide degree of 
interchangcability makes possible rapid 
ficld service replacements and simpli- 
field maintenance operations. The sc- 
ries is available in hex and anchor 
styles —FElastic Stop Nut Corp. of 
America, Union, N. J.—Industrial Dis- 
tribution, March 1949. 


Portable Shears 


May Be Held in Any Position 
Cutting Blade Always Visible 


A new portable shear greatly expands 
the range of shearing capacity in a 
variety of metals by cutting 12-gage 
standard shect steel while cutting two 
gages thinner in Moncl metal and 
stainless steel and about 50 percent 
above the rating in sheet copper, alu- 
minum, lead and other non-ferrous 
metals. Simple in design, light in 
weight and sturdily constructed, the 
shear will follow an irregular pattern 
because the cutting blade is visible and 


will cut on a radius as small as 14-in, 
It may be held in any position, over- 
top to rear-end. The handle contains 
an instant-release trigger switch with 
locking pin for continuous usc. The 
shear is full ball-bearing equipped ex 
cept the eccentric which operates in 
a phosphor bronze block. Standard 
equipment includes one set of blades, 
a set-screw wrench, 3-wirc cable and 
plug, trigger switch with locking pin 
and a universal motor which opcrates 
on either AC or DC.—Black & Decker 
Mfg. Co., Towson, Md.—Industri| 
Distribution, March 1949. 


Gear Lathes 


Have Improved Headstock Spindle 
Tailstock Base and Oiling System 


A new scrics of 13-in. swing toolroom 
and quick change gear lathes feature an 
improved headstock spindle with in 
creased bore and collet capacity, new 
tailstock base with improved bed way 
wiper system and onc-point oiling sys 
tem for reverse lever bracket and twin 
gear bearings. The spindle has a 18-in. 
bore and will take collets which have a 
maximum capacity of l-in. This in 
creased spindle capacity permits ma 
chining 13-in. bar stock fed through 
the spindle and a suitable chuck. Gen 
cral specifications of the 13-in. lathes 
are: 134-in. swing over bed; 73-in. 
(Continued on page 130) 
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Safety Clamp 
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Immersion Heater.. 
Feed Controller. . 
Slitting Shear... 
Electric Polisher 
Copperite Finish 
Clamp 

Elevating Table. . 
Press Assembly. . 
Wagon Drill 


Locking Unit... . 
All Purpose Machine. 
Recorder. . 


Ring Packing 
Soldering Tool Set 
Take-Up Unit.... 
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SOMETHING NEW IN ALLENS 


The Allenut* is the precision 
counterpart of Allen Hex-Socket 
Cap screws. A ‘“ready-made’”’ 
threaded hole, one end tapped to a 
Class 3 fit, the opposite end with a 
double hex socket for wrenching. 
Greater holding power, easier 
assembly, more compact design, all 


are made possible by the new 
Allenut*, now available from No. 4 
to 1”, NC or NF threads. Here’s 
another instance to prove that the 
Allen dealer is the man to see first 
for the answer to a_ precision 
fastening problem. For technical in- 
formation, write the factory direct. 


Popular sizes of Allen Hex-Socket Set Screws 
and socket head cap screws now standard and 
available in stainless steel from distributors’ 
stock. New methods, new alloys, new designs 
are constantly being investigated, and the best 
put to use to make every Allen socket screw, 
dowel pin and pipe plug the best money can buy. 





WARNING 


Allen-TYPE screws aren't 
necessarily Allen-MADE. Be 
sure to get genuine ALLENS 
in the black and silver box. 








*Patent applied for 





' 
NEW YORK, CLEVELAND, DETROIT, CHICAGO, LOS ANGELES 
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| THE 
ADVERTISEMENT 
AT THE LEFT 


Emphasizes Allen’s 
100% 
Distributor Policy 


Our policy, as stated in 1910, was 
‘We adhere to distribution through 
authorized distributors, in recogni- 
tion that prompt and _ intelligent 
attention to customers’ needs 
requires on-the-ground contacts 
and acquaintance with individual 
manufacturer’s problems as well as 
on-the-ground stocks.” We stand 
by this policy to the letter, today. 


@ Allen affords distributors full 
protection and handles all direct 
orders and inquiries in keeping 
with its confirmed policies. 


@ Allen believes in and practices 
selective distribution to make 
the Allen line a real profit builder 
to those fortunate enough to 
handle it. 


Allen makes a determined effort 
to see that its suggested reason- 
able competitive prices are 
maintained. 


Allen factory salesmen, advertis- 
ing, sales promotion helps and 
engineering service are all de- 
voted to making the Allen line 
saleable in the highest degree. 


» Allen has no non-stocking dis- 
tributors’ discount as all orders 
are referred to an Allen dealer. 


» All Allen products are absolutely 
guaranteed. 


IT PAYS TO PUSH 
THE ALLEN HEAD LINE 






















































i 
“ALWAYS DEPENDABLE” 





DARNELL 


CASTERS & WHEELS 


@e Save Money, 

Floors, Equipment 

and Time by using 

DARNELL Casters 
EY ave Ma Aal=1-9 3 





DARNELL CORP. LTD 60 WALKER ST., NEW YORK 13, NLY. 
LONG BEACH 4, CALIFORNIA 36 N. CLINTON, CHICAGO 6, ILL. 
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swing over saddle cross slide; 48 pitches 
of screw threads, 4 to 224 per in. R.H. 
or L.H.; 48 longitudinal power feeds— 
.0015-in. to .0841-in. R.H. or L.H.; 48 
power cross-feeds—.0006-in. to .0312. 
in.; 8 spindle speeds, 34 to 875 rpm; 
4, 5, 6 or 7-ft. bed lengths——South 
Bend Lathe Works, South Bend, Ind. 
—Industrial Distribution, March 1949, 


Portable Electric Drill 


Used with Accessories As 
Drill Press, Bench Grinder 


A heavy-duty portable electric drill is 
built to stand up under continuous op- 
eration in heavy production work te- 
quiring precision standards. With ac- 
cessories, including a bench drill stand 
and bench clamp stand, it serves as a 
drill press or bench grinder. A set of 
polishing accessories is offered for 





those having cellulose polishing tre- 
quirements. Specifications include: 
steel drilling capacity %-in., wood 3-in.; 
spindle speed running light 750 rpm, 


on full load 450 rpm (delivery maxi- 


mum efficiencies).—S. Wolf & Co., 


London, England—Industrial Distribu- 


tion, March 1949. 


Multi-Purpose Machine 


For Grinding, Polishing 
And Deburring Operations 


One of the outstanding features of the 
belt grinding, polishing and deburring 
machine is its adaptability for the use 
of two different quality grit belts at 
the same time. This results in a speed- 
up in production of small parts that 


| require more than one finishing opera- 
| tion. A completely condensed unit, 
| the machine uses coated abrasive belts 


instead of “wheels”, saving time, labor 
and material. All four of the basic 
models consist of the arbor head, an 
idler unit, a straight-faced contact roll 
and abrasive belts. The sturdy arbor 
head is strongly constructed of finc 
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Square and shank fit 
correctly in chucks and 
holders, no wobble to 
cause over-size holes. 


peed- Sales Helps that SELL 


that 
pera- 


tor build his company into headquarters for 


— 
The Tap That’s Tops in Sales Power al 
— 
— 
— 
It’s the New, Finer 
UNSURPASSED 
4 3 
Besly “Forty-Niner_ —— ACCURACY 
-_ ‘ 
wa At These 
Fa 
—_ e * 
ill ge Vital Points! 
— 
— 
ries As -— ° 
Grinder | The new Besly “Forty-Niner” High Speed Tap Unequalled Sales 
drill is i ie italia ba Opportunities For 
ous op- offers the distributor an even bigger oppor- asly Distributors 
= re- | tunity for more than his share of the cutting ee 
I ac- 
ll stand tool business, with the higher turnover that Micro finish, concen- 
es as a . . . cee toe toate 
- set of makes for highest net profit per dollar invested. and to size without 
od for burring or welding. 
) “Right” 
= Bg New automatic precision equipment at Besly secu vent 
. g-in.; is taking the guess work out of tap making and cort gee ice wen 
m, ardness. 
| ma tap inspection; producing the world’s most Stecas Binich 
rE Ge, ‘ FLUTES 
stribu- accurate tap to give your customers and pros- Simutdeiunh te 
. ' provide freer chip 
pects tapping that’s really better at a new low flow and longer tap 
e cost per tapped hole. Solid Ground 
THREAD FORM 
ishing " Niner” BESLY’S “HELPING HAND” For angle and lead 
aac Ask us about the new “Forty-Niner” Besly Tap. nen e canadian accuracy. elimination 
Ask us to tell you about our faster deliveries of ae 
Fast Delivery iameter enths © 
of the thousandths. Ground 
uring high speed specials: Find out how Besly Taps A’ Coreg sine — 
Top Tap Quality Tru-Sauare 
e€ use = : . se u-Sque 
its at and Besly’s selective policy helps the distribu- Engineering Counsel DRIVER | 


cutting tool sales. Write or call today! 





_ This Trade Mark Identifies The World's Most Accurate Tap 
elts ' 
ase BESLY TAPS © BESLY TITAN ABRASIVE WHEELS 
|, an BESLY GRINDERS AND ACEO SS Oty s 
roll 

bor CHARLES H. BESLY & COMPANY, 118-124 N. Clinton Street, Chicago 6, Illinois 
fine Factory: Beloit, Wisconsin 
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The Popular 
Fast- Selling 


Ee icsclb Pipe Vises have handy 


pipe rests and benders—a real sales feature 


@ rircaip bench vises make work extra easy, fast, 
efficient. Integral pipe rests support pipe firmly. Handy 
built-in benders won’t mar or flatten pipe. LonGrip 
jaws of heat-treated tool-steel have bulldog grip but 
are easy on polished pipe or tubing. 8 sizes for pipe 
to 6." mimaip bench, post, stand and Tristand vises, 
yoke and chain types give your customers more for 
their money. Their popularity means fast turnover, 
greater profits for you. 





grained grey iron casting. Aluminum 
oxide belts in four different grits are 
available for use on steel, brass, forg- 
ings, die castings and some plastic ma- 
terials. Silicon carbide belts are rec- 
ommended for hard materials of low 
tensile strength. Virtually any desired 
finish may be had with this new ma- 
chine-—Delta Mfg. Division, Rock- 
well Mfg. Co., Milwaukee, Wis.—In- 
dustrial Distribution, March 1949 





Radius Brake 


Eliminates Possibility of 
Fracture or Disintegration 


With a 24-in. capacity in 16 gauge 
sheet steel, the radius brake is valuable 
for forming ductile materials where 
radius bends are desired to enhance 
the design of a product. The angu- 
larity of all bends is accurately con- 
trolled by the new style precision 
angle degree stops which are quickly 
adjustable and positive. The base and 
body are of sturdy construction—spe- 
cial alloy cast iron. Two different han- 
dle positions allow operator choice for 
both convenience and greater produc- 
tion in forming either light or heavy 
weight materials. Contact surfaces are 
completely adjustable in all planes and 
angles making it possible to obtain a 
true radius over the entire material 


width at the point of forming.— 
O’Neil-Irwin Mfg. Co., Lake City, 


WORK-SAVER PIPE TOOLS 
THE RIDGE TOOL co. e ELYRI A, OHIO ee Distribution, March 
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PACKED WITH SALES APPEAL! 


ELECTRIC 


IMPACT WRENCH 


& 


i 
{ 
2 


AMAZING ALL-PURPOSE IMPACT 
TOOL FOR SCORES OF JOBS! 


For complete information about this great new Thor Silver Line 3" Electric 
Impact Wrench . .. including data on the scores of accessories that can be 
used with it .. see your Thor distributor or write for Circular 1025. 


INDEPENDENT PNEUMATIC TOOL COMPANY 
Aurora, Illinols 
Export Division: 330 West 42nd Street, New York 18, N.Y. 
Boston Buffalo Chicago Cincinnati Cleveland Denver 
Houston Los Angeles Milwaukee New York Philadelphia 
St. Louis St. Paul Salt Lake City Seattle 
Toronto, Canada Sao Paulo, Brazil London, England 


PORTABLE POWER 


me Ss eS 


PNEUMATIC TOOLS ¢ UNIVERSAL AND HIGH FREQUENCY ELECTRIC TOOLS ¢ MINING AND CONTRACTORS TOOLS 
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Cutting Attachment 


Maintains Smooth Bevel 
And Square Cutoff 


A new cutting torch attachment has 
ANN, been developed for use with the manu- 
gc FLUX | facturer’s power unit. The principal 
-—— = CORE NW | features are its provision for easy and 
; é 5 fast adjustment of the cutting torch in 
i handling a wide range of pipe sizes 
and its ability to maintain a smooth 
bevel and a square cutoff across the 
end of the pipe. The wide adjustment 
of the cutting torch attachment per- 
é; , ‘ mits its use on pipe from 3-in. to 3-ft. 
] YY i) . — : : in diameter and on tanks up to 10-ft. 

| in diameter when turned on a roller 
rack. An important feature of the 
power unit with the cutting torch 
attachment is the patented split link 
chain drive which permits rapid fasten- 
ing and unfastening of the work being 


t "eee t Mfg. Co., Glendale, 
the Greatest Name a ee 
1949. 
in Solder! 





HERE is a reason for Kester’s trade the finest flux-core solders 
tremendous success in the in- made for industrial use. 
dustrial field. A staff of highly- When your customers ask for 
trained technical engineers and solder, they expect Kester . . . the 
a half-century of Kester “know standard industrial solder for the 
how” are teamed to bring your past half-century. 


A FREE TECHNICAL SERVICE FOR YOUR CUSTOMERS 


Increased sales are assured by having 
your customers consult Kester’s Tech- 
nical Department on any soldering 
problem. There is no obligation to you. 


Caulking Guns 


Available in 7 Sizes 


1 Pt. to 2% Qt. Capacity 
KESTER SOLDER COMPANY 


4201 Wrightwood Avenue, Chicago 39, Illinois KESTE R Several new additions to the manufac- 
| turer’s line of featherweight caulking 


guns are made of steel, bronze and 
FACTORIES ALSO AT NEWARK, NEW JERSEY « BRANTFORD, CANADA OLDER aluminum and finished in hard gun- 


metal enamel, or cadmium plate on 
| special order. Four of the models 
| (illustrated) use bulk caulk only and 








INDUSTRIAL DISTRIBUTION © MARCH, 1949 





BLACKMER PUMPS are... 





“41 PROV ED: 


nanu- 
1Cipal 


chin) A service from Blackmer pumps 
oath TTL CeO Te ee 
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roller 
the 
torch 
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ein 
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larch 


What do you look for in a pump? Dependability? . . . 

All Blackmer pump parts are designed with an exceptionally 
high factor of safety for extra dependability. Rated 
capacity? . . . Blackmer pumping elements which are 
self-adjusting for wear assure continuous full delivery. 
Elimination of costly shutdowns? . . . Simplicity of 
Blackmer design makes maintenance quick, easy and inexpensive. Blackmer 
performance, sturdiness and economy have been proved-in-use. Make your own 
comparisons. Get all the facts. Telephone your Blackmer representative, or write: 


MODEL 1203: Pump with re- 
movable liner. Made in capac- 
ties from 10 to 750 GPM. For 
general industrial use. Handles 
pressures to 100 PSi and 
liquids up to 600° F., 


BLACKMER PUMP ee, Grand Rapids, Michigan 


es Sef - meee i 





ind SI, OS = , 
° Sanitary Pumps e Truck Pumps ° Strainers ° Hand Pumps 


Power Pumps ° Dry Cleaning Pumps 
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REASONS WHY UTICA TOOLS ARE BETTER 


TOOLS have 
smooth-working | aint 


The smooth-riding balanced 
pivot gives UTICA TOOLS 
a joint that works easily... 
lessens wrist fatigue... as- 
sures thousands of clean cuts 
with a minimum of effort! 


Choose UTICA TOOLS for 
better performance! 


PONE OF J 


Six precision machining TOOL No. 259-P 
New England 
Head Lineman’s 
Side Cutting Pliers 
7” and 8” 


operations on the joint 
are completed at one 
setting on this machine 
... three-thousands of 
an inch accuracy! 


[qecsa 


FOR UTICA TOOL LEADERSHIP 


1. Special alloy steel 

2. Electronically hardened edges 
3. Smooth working joint 

4. Perfectly aligned cutting edges 
5. Complete variety of tools 

6. Hand-honed cutting edges 


Sold Through 
Recognized Distributors 


UTICA DROP FORGE and TOOL CORP. 
UTICA 4, NEW YORK 
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are furnished with speed-thread end. 
caps. The other three models use bulk 
caulk or cartridge-load caulk and have 
breech-lock end-caps. All nozzles are 


| interchangeable with the company’s 
| caulk-stop nozzle which incorporates 


a g-in. stop-cock.—Vital Products Mfg, 
Co., Cleveland, Ohio.—Industrial Dis- 
tribution, March 1949. 


Tub-Type Truck 


Used Where Sanitary Units 
Can Be Readily Cleaned 


For use in paper mills, meat packing 
and food-processing plants, a stainless 
steel sanitary tub-type truck has a ca- 
pacity of 1000 lbs. The specifications 
are: inside length 57-in., outside length 
60-in., inside width 29-in., outside 
width 30-in., depth 17-in., overall 
height 25-in. The large wheels have an 
8-in. diameter, small wheels 6-in. Sani- 
tary corners are furnished. The weight 
is 200 Ibs. and the truck is also avail- 
able hot dip-galvanized. — Market 
Forge Co., Everett, Mass.—Industrial 
Distribution, March 1949. 


Sponge Mats and Runners 
Increased Production by 
Preventing Foot and Leg Strain 


A new line of sponge rubber mats and 
runners has been introduced and is 


| available in two sizes-—214 x 47-in. 
| and 214 x 23-in. The former size has 
| beveled edges; both mats are made of 
| resilient rubber and are available in 


black or green, other colors on special 


| order. Runners are available in 47-in. 
_ units. Chief advantages are safety, a 
| reduction in floor noise and breakage, 


and an increase in production by pre- 
vention of foot and leg strain on con- 
crete or tile floors—Atlas Sponge Rub- 
ber Co., Los Angeles, Calif.—Indus- 
trial Distribution, March, 1949. 


Chipping Hammer 


Features Replaceable Bits 
No Balls, Springs Used 


A new weld shipping hammer makes 
replacement of worn bits practical. 
No balls, springs, screws or clamps are 
used. A simple taper locks both bits 
securely in the head in any position 
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Customer confidence begins here 


Quality control in every step of the 
manufacture of Hewitt Hose and 
Belting builds customer confidence 
for you. 


It is the reason why the most exact- 
ing users of hose and belting have 
specified Hewitt products for years. 
They know that for nearly a century 
Hewitt has pioneered in the design 
and engineering of many industrial 
rubber products. 


Remember, too, that Hewitt backs 
you with trained field technicians 
whom you are free to call upon for 
engineering advice to your hose and 
belting users. Reason enough why 
Hewitt enjoys such long association 
with its major distributors! 

As a Hewitt distributor you also 
capitalize on a complete line of Hewitt 


Hose and Belting. Compare the out- 
standing Hewitt franchise advan- 


tages which are listed at the right. 


Write for complete details about 
your sales and profit opportunities 
as a distributor of Hewitt Hose and 
Belting. Address Hewitt Rubber 
Division, 240 Kensington Avenue, 
Buffalo 5, New York. 


HEWITT 





HEWITT RUBBER DIVISION 
INDUSTRIAL HOSE e BELTING e PACKING 


6 REASONS 


WHY YOU CAN PROFIT WITH 
HEWITT HOSE AND BELTING 


1. Cust confidence. Preferred 
by many of the largest and 
most particular users for gen- 
erations. 





2. Advanced engineering. You 
benefit by nearly 100 years of 
Hewitt experience in develop- 
ing improved hose and belting. 


3. Top quality. Quality control 
in every step of the manu- 
facture of Hewitt Hose and 
Belting gives you a big sales 
advantage. 


4. Complete line. Asa Hewitt dis- 
tributor you offer an outstand- 
ing product for almost every 
hose or belting need. 


5. Technical service. A_ skilled 
staff of Hewitt field technicians 
is as near to you as your 
telephone. 


6. National advertising. Hewitt 
supports you with a steady 
flow of sales-stimulating 
messages in leading business 
papers. 


HEWITT-ROBINS HR) INCORPORATED 


INDUSTRIAL DISTRIBUTION ©® MARCH, 1949 





WITT CANS 


Tue sturdy, straight sides of WITT Corrugated 
Cans provide far more than attractive appearance. 
Structurally, they represent far greater strength and 
stamina than can be obtained with the “tapered” 
design common among lower-grade cans. 

Other points of superiority are evident in a glance. 
WITT Cans have a smooth, straight inside surface 

. absence of ‘“‘swedges’’ and other obstructions 
eliminate “clinging” of refuse, make WITT Cans 
easier to clean. 

The one-piece, lock seamed and electrically welded 
body is rolled into deep corrugations, the strongest 
known! Then the complete WITT Can is hot-dip 
galvanized—a hand process which gives the Can a 
rust-proof surface unequalled by any other method. 

This overwhelming total of superiority means sales 
and profits. The WITT Cans you buy sell quickly 
... THERE IS NO STORAGE PROBLEM! 


THE WITT CORNICE COMPANY 


CINCINNATI 14, OHIO 
“Originators of the Corrugated Can" 
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desired. The blades have been rede- 
signed to provide better visibility, 
longer life, easier access to tight spots 
and a wider chipping edge. The ham- 
mer is offered in 12 and 16-0z. weights 
with a choice of Flex-o-steel or wood 
handles.—Atlas Welding Accessories 
Co., Detroit, Mich.—Industrial Dis- 
tribution, March 1949. 


Disc Wheel 


Has Fast Free Cutting Qualities 
Produces Superior Finishes 


A bonded disc wheel for rotary sanders 
may be specified for roughing and fast 
metal removal as well as for finishing 
operations. The discs are supplied in 
a standard 7-in. diameter, }-in. thick- 
ness and %-in. hole. Speeds up to 
6000 rpm are recommended for best 
operating efficiency. Other advantages 
claimed are much longer life, uniform 
cutting action, increased production, 
reduced grinding costs, greater ease in 
handling, less operator fatigue and 
greater safety. The discs have the fast 
free cutting qualities necessary in fabri- 
cating stainless steel and other alloys 
which must be ground and finished 
without generating excessive heat.— 
Raybestos-Manhattan, Inc., Passaic, 
N. J.—Industrial Distribution, March 
1949. 


Air Valves 


Direct Acting, Positive in Operation 
Without Use of Pilot Valves 


The most outstanding feature of a new 
line of solenoid operated air valves is 
the fact that a single interchangeable 
and quickly replaceable valve assembly 
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Dys ‘ ts The demand for Harper Everlasting Fastenings 
ed is increasing daily as more and more manufacturers 
ie, learn of their many advantages and immediate availability. 
ch The Harper Distributor Policy provides you with a profitable 


item with rapid turn-over, and enables you to give your customers an 


additional needed service. 


6000 INDIVIDUAL ITEMS IN STOCK 


The widest assortment of bolts, nuts, screws, washers, rivets, and accessories 
in Brass, Bronzes, Copper, Monel and Stainless Steels available from 
one source... large quantities of each. Specials made to order from 


ample stocks of raw materials. 


WRITE TO GENERAL OFFICES, DEPT. F, FOR OUR 134 PAGE COLOR 
CATALOG giving blue print drawings, dimensions, threads, heads and 
sizes of each item. Special Stainless Steel Catalog also available upon 


request. 


THE H. M. HARPER COMPANY 


General Offices and Plant 





n 

3S MORTON GROVE, ILLINOIS 

; (Suburb of Chicago) 

Ww New York Office and Warehouse 

is NEW YORK 13, 200 HUDSON STREET 

le Branch Offices—Atlanta, Cambridge, Cincinnati, Cleveland, Dallas, Denver, 
Detroit, Grand Rapids, Los Angeles, Milwaukee, Philadelphia, St. Louis, San 


Francisco, Seattle, Toronto (Canada) 
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“SL” SHEAVE 


10 point superiority 


This new sheave is a result of Medart’s 12 years research and experience in manu- 
facturing taper bore bushed type sheaves. The basic principle of a split bushing and 
a tapered bore which has proved its advantage for years in Medart TS pillow blocks 
and in Medart keyless compression shaft couplings is now incorporated in a V-belt 
sheave that features simplicity of design and application. 


}. Simplicity of design—Tapered bore, 
one-piece bushing and two cap screws. 


Simplicity of mounting—Sheave and 
bushing assembly slip on shaft and two 
cap screws are tightened. The sheave 
and bushing are thus locked to the shaft. 


3. Simplicity of dismounting—Same two 
cap screws are backed off, unlocking 
the bly and disengaging the shaft. 





Bushing is split for entire length on 
one side to ossure full length fit on an 
oversize, standard, or undersize shaft. 


Cap screws are the keys... no con- 
ventional key between sheave and 
bushing. The screw heads are in the 
counter bored holes providing metal 
backing for heads and eliminating 
shear and bending stress from screw 
threads, 


4. Bushing is flush with sheave hub on 
both sides—no flanges, no projecting 
parts. 


Cap screws permanently located — 
the same two cap screws are used to 
lock the sheave and bushing to the 
shaft and also to unlock them. 


3 The bushing is a simple one-piece 
split construction with two milled slots 
—no flanges, no drilled or tapped holes 
and no requirement for special align- 
ment. 


9. The keyway in the bushing is oppo- 
site the slit to assure flexibility and uni- 
form width on the shaft. 


10. The sheaves are made of special 
high test hard iron for maximum groove 
life .. . longer belt life! 


EDART 
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is used on all valves up to 3-in. and 
larger, whether 3 or 4-way and 3, 4 
or 5 port. The design of this standard- 
ized valve assembly is also largely re- 
sponsible for the high operating speed 
of which the valves are capable (up 
to 600 strokes per minute), the quick 
filling and dumping of cylinders ob- 
tainable and their smooth action and 
quictness. One valve assembly is used 
in 3-way and two are used in the 4-way 
valves (illustrated). The standardized 
interchangeable valve assembly is of 
the double opposed type, being com- 
pletely balanced, reversible and remov- 
able from the valve housing from 
either end. To service, it is only neces- 
sary to remove a cover plate, slip out 
the valve assembly, insert a new one 
and replace the cover plate. The 
valves are designed for operation as 
standard with 110-v 60-cycle AC and 
with air pressure up to 105 psi or more. 
Solenoids for other frequencies and 
voltages can be supplied, where de- 
sired.—Viking Products Co., Hazel 
Park, Mich.—Industrial Distribution, 
March 1949. 





Safety Clamp 


Push-Pull Design Sets 
Pressure Bar in Any Position 


Discarding full-threaded method of ad- 
justment, quick-acting safety clamps 
use a push-pull design that sets the 
pressure bar in any position from full 
open to full closed in an instant. An 
eccentric spline arrangement enables 
the operator to lock or unlock the bar 
with a single twist. The device is also 
available in four sizes of drill presses 
and bench vises. Other features of 
the safety clamp include: a safety roller 
clutch which prevents frame distor- 
tion; the ballbearing foot cannot creep 
or mar material held and eliminates 
twisting; the new, deep throat frame 
is available in  super-strong, heat- 








SIMONDS 


Cutting-Tool Specialists 


Work Shoulder-to-Shoulder 
with 
DISTRIBUTORS 
and their 
SALESMEN 
to Build Business and 
Keep it Sold 


Simonds’ “know-how” in engineering and the dis- 
¢ tributor’s “know-who” in selling make an unbeat- 
¥ able team for building and keeping business. That’s 

why, for years, Simonds has channelled the distribu- 
tion of its famed, ribbon-etched cutting tools through 
selected distributors .. . so that those who buy cut- 
ting tools will get top value for their dollar both in 
product-quality and in personal service that never 
slacks off between orders. 





Today, Simonds backs up distributors with a fully 

4 rounded program of engineered merchandising that 
+) includes publication advertising, direct mail, educa- 
7) tional moving pictures in color and sound, and quick 
courses for distributors’ salesmen... courses that 
“are loaded with information that will help them do a 

> better job, beginning right now, both for themselves 
and for their houses. And in any sales problem on 
any product, the Simonds man is on deck whenever 
wanted. Just call the nearest Simonds distributor. 


a 

MA ® 
W AND STE! ° ' 
FITCHBURG, MASS. 


Other Divisions of SIMONDS SAW AND STEEL CO. 
making Quality Products for Industry 
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treated alumimum in sizes from 2 to 
6-in. with larger sizes on request. 
There are no exposed threads and the 
rod and frame are spatter-resisting. 
The safety clutch prevents frame dis- 
tortion from welding heat.—Richards’ 
Industries, Grand Rapids, Mich.— 
Industrial Distribution, March 1949, 








:. Immersion Heater 
HERE’S A | Thermostatically Controlled 


Prevents Overheating 


cd - W A new thermostatically controlled elec- 


tric immersion heater can be con- 
nected to any hot water tank or boiler 
to provide electrically generated heat. 
The heater is fitted with a bushing 


} = having a l-in. tapered pipe thread, 
The Versatile which will fit standard hot water boil- 


ee 19 Be ers, and a pilot light. Simple to install, 
C L ARK i Page: ; the heater is inserted in the boiler and 
a et | Oe then connected to a convenient elec- 
' tric rceptacle. In addition, the unit 
Ss T E A M ¥ R A Pe | can be used as a booster in existing hot 
water installations.—Vulcan Electric 
The ever increasing demand Co., Salem, Mass.—Industrial Distribu- 
for the new CLARK 60” Steam Trap Re tion, March 1949. 
proves that Clark engineers “hit the 
jackpot” again on this one! It is small, 
costs less, yet it does a better job in more places than any other trap in its class! 








The CLARK “60” is “the small trap with the big trap features’’ such as positive 
seating with guided disc. It is equipped with two inlets and two outlets for 
easy installation on horizontal or vertical lines. 


THE CLARK MANUFACTURING CO. 


1844 EAST 38TH STREET + CLEVELAND 14, OHIO 


CLARK “70" CLARK “70-T" 4 CLARK "80" 
STEAM TRAP STEAM TRAP . g STEAM TRAP 





“CRY” 
PRESSURE aie. CLARK “430" [ : CLARK 
REGULATOR | | /y |steamtrap| © >, | STRAINERS 











Feed Controller 


Retards Speed, Eases Pressure 
sancti At Points of Feed-Travel 
complete story 


on Clark Traps A precision feed controller consists of 
and Valves. a hydraulic (oil) cylinder and an oper- 
ating rod on which simple fittings are 
quickly spaced and pre-adjusted. This 
provides a retarding pull up to 1,000 
TRAPS — FLOAT, INVERTED BUCKET, OPEN BUCKET Ibs. at the desired “control” points of 
NOR a CMOS ET ege | ccdtravel. |The unit is completely 


self-contained, with no external fluid 
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broaden 
your range 


of selling services 


. AS A MEANS TO LOWER 
OPERATING COSTS! 


E LINCOLN 


LueniCAne? 


Far-sighted industrial managemerit is continually seeking ways of standard- 
izing all operations and practices. Lubrication practices, too, can be standardized 
by using the system of lubrication designed for each particular requirement. 
Lincoln Lubricating Systems will contribute the ultimate to low operating costs 
by providing economies, increased production, higher product quality, and longer 
machine life. 
Broaden your range of selling services—Sell Standardized Lubrication Practices 
as a means to Lower Operating Costs. Lincoln Industrial Lubricating Equipment is 
distributed through Industrial Wholesalers—under a plan of selective representa- 
tion. Your territory may not be completely covered. Write for information. 
Explain the ball-in-head con- 
struction of Lincoln Kleenseal 
Surface Check Grease Fittings 
—show your customer how 
they keep dirt out of bearings. 
Have him compare them with 


the ordinary fittings he is now 
using and he will quickly real- 


vs eeu Gains Builders of complete Lubrication Systems fora quarter of a century 


of Lincoln Kleenseal Surface 
Check Grease Fittings. 


LINCOLN ENGINEERING COMPANY + 5739 NATURAL BRIDGE AVE., ST. LOUIS 20, MO. 
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FOR SAFETY PLUS 


For better rubberized Work Gloves, look for thee HOOD 
Trade Mark—a sign of quality since 1896. Styles to suit every 


requirement. Send for folder. Order from your jobber. 


HOOD RUBBER CO., WATERTOWN, MASS. 


OOP A Division of the B. F. Goodrich Company 











TIPS for ROPE 
PURCHASERS 


You can’t tell a book by its cover— 


nor can you judge good rope by its ex- 
terior appearance. That’s why the repu- 
tation of a Manufacturing Company is of 
paramount importance. 

For 145 years, Fitler has produced the 
highest quality rope manufactured from 
the finest fibers obtainable. 

Look for the registered Blue & Yellow 
Colored Yarn Trademark in all Fitler 
Brand Pure Manila Rope. 


THE EDWIN H. FITLER CO. 


PHILADELPHIA 24, PA. 


Manufacturers of Quality Rope since 1804 


NEW YORK @ CHICAGO @ LOS ANGELES @ SAN FRANCISCO 
NEW ORLEANS @ HOUSTON @ PORTLAND 
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connectors or reservoirs, and the oj. 
filled cylinder is leakproof. The unit is 
available with 2-, 3-, 4- or 6-in. stroke, 
with other length strokes obtainable 
on special order. The precision con. 
trol eliminates scrap produced by ex. 
cessive pressure upon breakthrough ~ 
National Pneumatic Co., Rahway, 
N. J.—Industrial Distribution, March 
1949. 


Slitting Shear 
Unique, Adjustable Shoe 
Provides Support at Toe 


With slitting capacity of 4-in. in mild 
steel and 10 gauge in stainless, a port- 
able slitting shear features an adjust- 
able shoe which provides additional 
support at the toe of the upper blade 
holder. A heavy frame is used to pro- 
vide necessary rigidity and strength to 
assure sharp, clean cutting and to pre- 
vent any side play or movement of 
blades when making cuts in heavy 
gauge steel. The powerful toggle 
action of the upper blade holder as- 
sures easy, effortless operation. The 
shear blades are interchangeable and 
adjustable. ‘The shear is furnished 


| with tempered and drawn tool steel 


blades or high carbon high chrome 


| blades for working in stainless steel.— 


Beverly Shear Mfg. Co., Chicago, III. 
—Industrial Distribution, March 1949. 


Electric Polisher 


Smoother-Running Since 
Bevel Gears Not Required 


A 10-in, vertical-type portable electric 
polisher is particularly suited for auto- 
motive work. Smooth power is trans- 
mitted in a straight line from motor to 
spindle. All gears are made of alloy 
steel, helical cut, hardened and amply 
lubricated. Heavy-duty ball bearings 
are used throughout. A strong, light- 
weight aluminum housing encloses the 
tool. The rear grip has an instantane 








the oil. 
> UNIt is 
stroke, 
ainable 





Shoe 
it Toe 


| mild 
port- 
djust- 
tional 
blade 
) pro- 
th to 
) pre- 
nt of 
heavy 
oggle 
er as- 
The 
» and 
ished 
steel 
rome 
eel.— 
», Il. 
1949. 


ince 
lired 


ctric 
1uto- 
rans- 
or to 
alloy 
nply 
ings 
ight- 
the 


ane 


For our Stlver Inniversary oP 
Milwaukee Elechic Fool Presents . «+ 


THE WORLD'S 


DRILL FOR ITS 


MOST POWERFUL PISTOL-TYPE 
WEIGHT... 7HE HOLE- SHOOTER! 


Split body enables speedy inspection of 
switch, brushes, commutator, and wire 
connections while tool is running! 


THE HOLE-SHOOTER has every feature big users of pistol- 
type power drills want, Its light weight (only 314 lbs.) 
means easy all-day handling. Its high power comes from a 
motor of our own manufacture — specifically designed and 
built for the job— perfectly balanced for long bearing-life. 
Sizes from 1/4,” to 3g” drill capacity with spindle speeds from 
650 to 5,000 rpm. Send for new bulletin and prices. 


MILWAUKEE ELECTRIC TOOL CORPORATION 
5340 West State Street © Milwaukee 8, Wisconsin 
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BM ers le Including: 

Balata Belting 

Solid Woven & 

Canvas Stitched 
Belting—row, 
impregnated, coated, 
Many widths and plies. 
Belting Specialties 3 
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Ad LINE 
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Victor Batata & Textite Betting Co. 
53 Park Place, New York 7 - 300 W. Hubbard Street, Chicago 10 
' Factory: Easton, Pa. 
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ous trigger switch with positive lock 
for continuous operation. The polisher 
is driven with a universal AC/DC 
110-v motor, 25-60 cycles, 5.5 amps 
at 1,000 rpm free speed, 700 rpm load 
speed. Net weight of the tool is 10 
Ibs. Accessories furnished include a 
9-in. backing pad, a 10-in. lamb’s wool 
bonnet and 15-ft. of rubber-covered 
3-conductor cable with plug and cable 
strain reliever—Bradford Machine 
Tool Co., Cincinnati, Ohio—Indus- 
trial Distribution, March, 1949. 


Copperite Finish 


Adds to Appearance, 
Service Life of Oilers 


The manufacturer announces the use 
of a new copperite durable finish on 
its line of spring bottom bench oilers 
and on pump oilers. The finish is at- 
tractive, giving the can a “new look” 
of coppery brightness and cleanliness 
and prolonging its life under normal 
conditions.—Eagle Mfg. Co., Wells- 
burg, West Va.—Industrial Distribu- 
tion, March, 1949. 


Toggle-Action, Air-Operated 
For “Around the Corner” Jobs 


The main feature of a new clamp is its 
plier-like grip produced by the toggle 
bar, which acts as a supporting mem- 
ber, and the toggle jaw which does the 
actual clamping. In use, both the 
toggle bar and the toggle jaw swing 
clear out to allow free removal of 
work. The clamp performs efficiently 
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A COMPLETE LINE 





Skilled machinists get an important 
advantage from the wide range of 
Brown & Sharpe fine precision tools. 
It gives them a single, — 
supply of tools for all their needs . 
from micrometer calipers to the very 
latest type of electronic, measuring 
equipment. The uniform high quality 
makes every tool the wisest possible in- 
vestment. Brown & Sharpe Mfg. Co., 
Providence 1, R. I., U.S.A. 


BROWN & SHARPE TOOLS [25 





OUT OF 1001 TEST TUBES 


FORWARD- 
LOOKING 
is the Word 


Recommend Chica- 
go Mounted Wheels 
for all finishing jobs. 
These were the first 
wheels ever to be 
mounted on their 
own steel shanks— 
and are today’s 
finest. 


The Chicago Mounted Wheels used in industry 





_ today look simple gh—abrasive wheels 


mounted on stee] shanks, but 


Those little wheels are the result of more than 
50 years of know-how and more than 1001 tests 
to determine the most exactly perfect combina- 
tion of grain, grade, bond, shape, shank length 
and steel analysis to do each job. 


AND, the same expert craftsmanship that has made Chicago Mounted Wheels the most 
widely used in industry today accounts for the outstanding results obtained with Chicago 


Grinding Wheels and Cut-Off Wheels. 
FREE ENGINEERING SERVICE 


Let us help your customers with their grinding problems. We furnish special Engineering 
Data Sheets making it easy for anyone to submit information from which we can recom- 


mend the abrasives to do the job better. 


CHICAGO WHEEL & MFG. CO., 1101 W. Monroe St., Dept. MB, Chicago 7, Ill. 





Write for Free 

Literature and 

Attractive Fran- 

chise open on all 

nationally adver- 
i tised Chicago 
| Wheel products 





a ra ON 


148 


C] Send Catalog 


[] Franchise Data for Supply Houses 
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in locations where ordinary clamps 
would prove impractical and incon- 
venient to operate, in multiple instal. 
lations controlled by a single valve and 
in multiple installations requiring se. 
quence valves to operate certain 
clamps at determined intervals. Over. 
all dimensions with clamp closed are: 
length, 13¥e-in.; height, 44-in. With 
clamp open the height is 748-in. and 
the width 24-in.—Lapeer Mfg. Co, 
Lapeer, Mich.—Industrial Distribution, 
March 1949. 


Ba 


Elevating Table 


Suited for Die Handling 
Reduces “Down” Time 


A standard 4,000-Ib. capacity model 
hydraulic elevating table has a 30 x 30- 
in. top which revolves fully or can be 
locked in a fixed position. ‘The top has 
a 14-in. range of elevation. Being 
portable, the table can be used to trans- 
fer dies between storage racks and 
presses. The elevating features allows 
each die to be transferred at press bed 
or storage rack level, eliminating the 
need for a three or four man die chang- 
ing crew. Faster changeovers between 
production runs reduce “down” time 
and increase press room production 
when a die table is used. The range of 
elevation allows work to be positioned 
at a convenient working height for 
welding, grinding, die repairing and 
other bench jobs. Heavy overhanging 
work can be supported evenly because 
of. the adjustable height. The unit 
can also serve as a modified sheet feed- 
ing table for handling heavy sheets.— 
Lyon-Raymond Corp., Greene, N. Y. 
—TIndustrial Distribution, March 1949. 


Press Assembly 


For Foot Or Arbor Press, 
High Production Marking 


By using a “V” block as a nest or 
stamping block assembly in a foot, 
punch or arbor press, cylindrical and 
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- Sa Beat sPRING WASHERS 
i —the accepted type of fastener—is immense 
ities and constantly expanding. Almost every one 
nge of of your customers who buys nuts, bolts and screws—indus- 
ened trial plants, machine and equipment manufacturers, etc.,— 
at for now uses or can be sold BEALL KANT LINK SPRING 
y and WASHERS. 

ging One sale leads to another and to continuous repeat busi- 
ecause ness for industrial distributors. 

Prory THE BEALL HELICAL SPRING WASHER is the only 
Sad type that has adequate “live action”, regardless of wear, 
N.Y breakdown of paint, scale, rust and bolt stretching. 





1949. q . nies INKS Nationally advertised to industry and purchasing agents. 


rositiv ‘ ; i 
IN STOCK in all standard sizes (in cartons and bulk); 
carbon steel, stainless steel, Everdur, Duronze and other 


- BEALL 1001 DIvIsion 





aa HUBBARD & COMPANY « EAST ALTON, ILL. 
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Here's how 


VICTOR 
helps you sell 
more blades 


HaRT—All about hack saw 


' 
use, care — free. 


icTOR WALL C 


blades — selection, 


OOK-Free tips 


tool kit. 


METAL CUTTING B 


blades — fits pocket Of 


VICTOR 


re} al 


VERTISING - Effect 
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ive advertising 
ry year. 


VICTORAD 


blankets your ma 


% 


VICTOR “C 


p roducts for u 


A: he 

uTS”’ —Free electros of Vict¢ 
Sn Pe 

se in your catalog 


plus Victor’s complete line 

— hand, band and power hack 

saw blades and the specially de- 

signed hand hack saw frame — 

your assurance of more sales...more repeat sales. 
Put these Victor “salesmen” (free) to work for 

you. Write today —tell us what to send and how 

many. 


SAW WORKS, INC. 
MIDDLETOWN, N. Y., U.S. A. 


Makers of Hand and Power Hack Saw Blades, Frames and Band ~Saw Blades. 
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other shapes of parts can be stamped 
with parts numbers or other identifi- 
cation. The stamping die may be flat 
or sharp face, engraved on a flat sur- 


_ face because the lettering or numbering 


(if not too large) will stamp full upon 
the cylindrical surface unless the cylin- 
der or rod radius is less than double the 
size of the characters to be marked. 
The illustration shows a foot press with 
a shank style stamping die in the ram 
and a “V” block in the shoe, centered 
so that when a bushing or other cy- 
lindrical part is placed on it, the press 
blow will stamp the mark in exact 
center of the part, regardless of diam- 
eter, but above the mentioned limits. 
—Acromark Co., Elizabeth, N. J.— 
Industrial Distriction, March 1949. 


Wagon Drill 


Reversible Pneumatic Motor 
Feeds & Raises Drill 


Equipped with a 1}-in. drifter rock 
drill, a new wagon drill eliminates the 
need of a hoist. The motor driven 
feed permits throttle control, allowing 
feeding speed to be reduced when nec- 
essary. The drill’s mast can be swung 
360 degrees vertically or horizontally 
to permit drilling of holes at any angle. 
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And they doubled production — 





Standards stocked 
by authorized dis- 
tributors in 82 cil- 
ies coast to coast. 
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without adding men, 
materials or machines: 


HOW WOULD you like to see: 


Your production of pieces per 
tool grind upped 300%? Rough 
grinding operations eliminated? 
Work speeds quadrupled? Fin- 
ishes improved? More work 
squeezed from your machines? 
Wear problems licked? Work 
held to closer tolerances? 


Get these results with Carboloy 


In the manufacture of dairy 
equipment, a simple change to 
Carboloy brought every one of 
these advantages. 


Production more than doubled, 
and despite a 16% raise in labor 
rate and increases in material 
costs, cost per piece was not 


increased. 


How can you get these results? 
The benefits of Carbide can 


CARB 


EMENTED 


Ae 


apply to your operations, too. 
Find out how: call ina Carboloy 
engineer. 


His knowledge of carbides, with 
your engineers’ knowledge of 
your production problems, can 
cure many of your production 
ills, even if you're already using 
carbides to some extent. 


Call in Your Carboloy engineer 


He'll gladly assist you. And he 
can help you select the most 
economical tooling from any of 
Carboloy's 600 standard tools and 
blanks, or special Carbide-tipped 
tools made by more than 150 
tool manufacturers. 


So why not get in touch with 
him?—or write us direct: 


CARBOLOY COMPANY, INC. 
11131 E. 8 Mile Road, Detroit 32, Mich. 


LOY. 


CARBIDE 


eons 
eee 
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ne of the reasons Carboloy Distrib 
ridDutors 


you with your poten 


Carboloy Products. 


sweat With other Car- 
€s another contact for 
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RIPLEX 22ahes om 


The proof of a product 
is in its performance. 
TRIPLEX threaded fasteners 
have demonstrated their 
rugged holding power 
on all types of 
heavy equipment. 
They're made right! 
They hold tight! 


If you don't already have our complete 
catalog, just drop us a line — today. 


TRIPLEX SCREW COMPANY 
5307 Grant Avenue, — Cleveland 5, Ohio 


Wy “oucwness 


BOLTS, 


CAP AND SET SCREWS NUTS AND RIVETS 
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The new model has a nominal steel 
change of 6-ft.; an actual feed travel 
of 8-ft.; regular road gauge of 4-ft., 
84 in.; length of rig is 8-ft. greatest 
width 5-ft. 10-in.; height when drilling 
down holes is 10-ft. 6-in. and weighs 
1425 lbs._Independent Pneumatic 
Tool Co., Aurora, Il].—Industrial Dis- 
tribution, March 1949. 


Fluxes 


Cling to Heated Rod, 
Leave Finished Braze Clean 


Four new fluxes have been developed 
which effectively clean both parent 
and filler metal. The No. 3 flux is for 
brazing brass and bronze, steel, clean 
cast and malleable iron; the No. 5 for 
moderate heat brazing of cast and mal- 
leable iron; the No. 7 for high heat 
brazing of cast and malleable iron 
where base metal gets exceptionally 
hot and the No. 9 flux for fast, effec- 
tive welding of cast iron. No useless 
or toxic ingredients are contained, and 
the fluxes effectively “tin” burned 
spots in cast iron brazing. They do 
not encourage cooling of cast iron 
welds.—Victor Equipment Co., San 
Francisco, Calif.—Industrial Distribu- 
tion, March 1949. 


Locking Unit 


Has Powerful, Pinless Hinge 
And Ribbed Safety Hasp 


A new locking unit combines a strong 
safety hasp, sliding bolt and laminated 
padlock. It is constructed of hard 
wrought steel and plated throughout 
with pure cadmium to prevent rusting. 
Features include a powerful, new-type 
pinless hinge for extra security, recessed 
and reinforced screw head seatings, a 
modern safety hasp that is ribbed for 
maximum strength and a heavy flanged 
padlock eye. The laminated padlock is 
permanently attached to the bolt and 
swings freely, permitting use of the 
unit on either right or left doors. All 
screws are covered when the hasp is 
closed.—Master Lock Co., Milwau- 
kee, Wis.—Industrial Distribution, 
March 1949. 





HERE’S WHY 
NEOPRENE PRODUCTS DO 
SO MANY JOBS SO WELL 


Q 
AVE? 


They resist 
ORIDATION by air, oxygen, ozone— 
have outstanding resistance to aging. 


<j 


/ 
/ 
} 


They resis? 
WEAT—are exceptionally stable or 
temperatures up to 250° F. 
er, 


They resis? 
SUNLIGHT AND WEATHERING—in oa 
class by themselves in resistance to 
rubber's worst enemies. 


ar 


They resist 
ONS, SOLVENTS, MOST CHEMICALS — 
set the standard for oil resistance 
throughout industry. 


ABRASION, CUTTING, CHIPPING —ore 
tough and durable under severe serv- 
tee conditions. 


FREE! THE NEOPRENE NOTEBOOK— 
Interesting stories... new unusual applica- 
tions of neoprene. Write E. |. du Pont de 
Nemours & Co. (Inc.), Rubber Chemicals 
Division C-3, Wilmington 98, Delaware. 





Better rubber products are 


made with 


Du Pont NEOPRENE 


It pays to sell compressor hose 


made with Neoprene 


After two years of continuous service, 
the air hose pictured above is still on 
the job! Conditions were tough, too.. . 
many lengths of hose blew out in a short 
time. No whip ends were used, and fre- 
quent overloading caused plenty of 
heat. But the neoprene cover and tube 
show no signs of failure. 


Even though the neoprene tube is 
covered with oil film and dried residue, 
it’s not swollen. Original fittings are 
still being used. And there are no soft, 
mushy spots in the hose . . . no tube 
disintegration . . . the cause of tool 
clogging and blowouts. The cover has 
been exposed to searing sun, driving 
rain, sub-zero cold. It’s been yanked 
and pulled over jagged terrain. Yet 
there are no cracks. . . no cuts or chips 
of any consequence. 

You’ll know why it’s good business to 
sell air hose made with neoprene—when 
you hear customers tell success stories 
like this. In air hose—and in any rub- 
ber product—neoprene means efficiency 
and long, trouble-free service . . . im- 


portant factors in sales success and cus- 
tomer satisfaction. And neoprene can 
be compounded to supply exactly the 
right combination of excellent proper- 
ties required for a specific job. That’s 
why it pays to sell your customers neo- 
prene products. 

E.I.du Pont de Nemours & Co. (Inc.), 
Rubber Chemicals Division, Wilming- 
ton 98, Delaware. 


NEOPRENE 
co PONT 


REG. U.S, PAT.OFF. 
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Look at the Places to Sell 
RUST-OLEUM 


Every Plant You Call on 
Needs Protection Against 
Rust-In Dozens of Ways 


a Bip an f43 
Pn ~ 
a eas poe 
sé 


All of your customers are possible buyers of Rust-Oleum—because all of your 
customers have properties that can be damaged by rust. Check this as you make each 
call. Think of buildings and factories in terms of potential rust losses. Wherever 
there’s metal, there’s a constant threat from rust damage. RUST-OLEUM fills this 
universal need for positive rust protection. Rust-Oleum is ideal for maintenance 
work . . . and for,many production jobs. It provides complete, low-cost protection 
indoors or out—from roof to sub-basement. You'll find Rust-Oleum easy and profitable 
to sell—a large volume line. 


YOU PROFIT 7 WAYS! 


e Rust-Oleum is a good profit, REPEAT SALE line that offers time, 
labor and money-saving advantages to every buyer. 

e An exclusive formula provides a powerful sales story that gets 
new business and wins more volume from established accounts. 

@ Rust-Oleum assures lasting protection to metal—at a big saving 
over any other anti-rust method. It is not only a rust preventive, 
but also a decorative finish in aluminum, all colors and white. 
Dries firm and hard like paint. 

@ It’s very easy to apply. No sandblasting or chemical cleaners are 
required. Brush, dip or spray after wirebrushing. 

e@ Sales facts are simple. Rust-Oleum: is easy to sell. SALESMEN 
REQUIRE NO COMPLICATED TECHNICAL KNOWLEDGE. 

@ Increased schedule in Time, NewsWeek, Business Week, Factory 
and hard-hitting trade papers—plus direct-mail advertising, direc- 


tories and our complete catalog in Sweets’ draws more inquiries | 


for distributors. 


@ A proved sales program, backed by Rust-Oleum’s trained field | 


engineers help you to get volume sales faster. 
Write today for complete information on Rust-Oleum 
tested promotion plan based on selective distributor plan 

and sales promotion program. 


7 
\3 
} 





2413 Oakton Street, Evanston, Illinois 
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All Purpose Machine 


Complete Saw Shop 
In One Machine 


Especially designed for small shops, an 
all purpose machine features a 1 hp 
motor driving a 10-in. diameter saw 
blade. Technical improvements in- 
clude a heavy-duty four ball bearing 
roller travel head riding on machined 
tracks inside the arm and mechanical 
aligning adjustments at all moving 
positions to maintain precision ac- 
curacy. The unit can be used as a cut- 
off saw, a miter saw, a rip saw, a 
tilting arbor saw or a double miter 
saw. By using the proper tool, it be- 
comes a dado machine, a gaining ma- 
chine, a grooving machine, a rabbet- 
ing machine or a shaper. This machine 
can be used for carpenter mainte- 
nance, pattern shop work, crating and 
boxing, salvage, outside construction 
and wood cutting operations.—De- 
Walt, Inc., Lancaster, Pa.—Industrial 
Distribution, March 1949. 


| Time-In-Process Recorder 


Readings Given Directly 
With No Calculations Needed 


A new instrument for recording time- 
in-process gives a reading on a uniform 
scale and chart of rate of conveyor 
movement, directly in terms of the 
total time consumed by work in travel- 
ing through a process. Therefore, it 


| simplifies the problem of establishing 


the correct conveyor speed for the de- 
sired time in process for a given prod- 
uct and eliminates errors. The re- 


| corder is especially suitable for such 
| equipment as continuous furnaces for 
| metal annealing, tempering and hard- 
| ening, continuous drying and baking 


4\ RUST=-QLEUM corporation 


| Waterbury, Conn.— Industrial Dis- 


ovens, continuous ceramic kilns and 
continuous glass leirs.—Bristol Co., 


tribution, March 1949. 





Here's a Tip 
On DRILLING PLASTICS 


Actual Tests Show Importance 
of Selecting the Right Drill 


Drilling deep holes in plastic can be a problem... if 
you're using the wrong drill. Take these nitro-cellulose 
screw driver handles, for instance. An eastern manufac- 
turer was getting only 600 holes per grind, until a 
Cloveland Service Representative ran a test on the 
CLE-FORGE High Speed Drill shown at the left. Now 
the handles are being drilled at the almost unbelievable 
rate of 3,000 holes per grind! <> Cveland Service 
Representatives are trained to help you cut your 


drilling costs. Contact our nearest Stockroom, or... 


Telephone Your Industrial Supply Distributor 


THE CLEVELAND TWIST DRILL CO. 

1242 East 49th Street Cleveland 14, Ohio 

Stockrooms: New York 7 * Detroit 2 * Chicago 6 « Dallas 1 + San Francisco 5 
Los Angeles 11 + London W. 3, England 





ASK YOUR | NDUSTRIAL S UPPLY ™ ISTRIBUTOR FOR THESE AND OTHERCLEVELAND TOOLS 


j— ———"tomy, ~>, Co > 
fc Ly g 
Cleveland Distributors everywhere 
are — to serve you. 


This advertisement reaches your customers who read the leading magazines in the metal-working field. 
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_AVINCENT DRESSER 





T 
MORE SALES 
FOR YOU... 


There is a style and size of Vincent Dresser 
for every job. This means that on every appli- 
cation, by using the right dresser, your custo- 
mers will get maximum satisfaction. It also 
means that no matter what your customer's 
needs, you have just the dresser to sell him. 


There is a bonus of several extra dressings 
from every Vincent Dresser Cutter, too. Made 
of special steel and heat treated to exact 
hardiness, these cutters stand up on the 
toughest applications. 


Stock the entire line of Vincent Dressers 
and Cutters for immediate delivery to your 
customers... and for sure repeat sales. 


Heat Treaters of Metals—300 Tons Capacity Daily 





Pipe Cutting Machine 


Operator Effort Reduced 
By Feed Screw Mechanism 


Easily transportable, a new machine is 
designed for cutting off small or large 
quantities of pipe from } to 2-in. The 
motor is 4 hp, 10,000 rpm universal, 
variable speed, geared head type for 
light socket operation with a gear ratio 
of 29.25 to 1. The motor, idler shaft 
and cutter shaft are mounted as a unit 
on a plate hinged to the base casting. 
As the hand wheel is turned, the cut- 
ter wheel is moved up or down. 
Grooved rollers, supporting the pipe 
to be cut off, are mounted on needle 
bearings to minimize friction, permit- 
ting the pipe to turn freely. Regular 
equipment includes the complete ma- 
chine for bench mounting.—Oster 
Mfg. Co., Cleveland, Ohio.—Indus- 
trial Distribution, March, 1949. 


Ring Packing 


No Damaging Effect of Extrusion 
Between Mating Parts 


A new ring packing is supplied in two 
styles—external or piston type seal (il- 
lustrated) and internal or rod type 
seal. The ring packing consists of a 
resilient sealing ring of synthetic rub- 
ber in a T-section backed up or sup- 
ported on each side by two non-extru- 
sion ring retainers or guards. These 
non-extrusion rings are split and are 
made of laminated phenolic material. 
The simple installation is such that 
the synthetic rubber member is under 


| STEEL PROCESS COMPANY 


Producers of GRINDING WHEEL DRESSERS AND CUTTERS © HSS TOOL BITS 
CONICAL CUTTERS AND HOLDERS * DIAMOND DRESSING TOOLS 
| TUBE CLEANER CUTTERS ¢ HIGHWAY SURFACER CUTTERS 


slight compression which provides the 
static seal. Applications cover all sys- 
tems except those employing continv- 
ous rotary motion. Typical hydraulic 








2424 Bellevue Avenue Detroit 7, Michigan 
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Handsome, easy-to- handle 
boxes. Packed with the most 
popular sizes of Dayton V-Belts. 
Each box is prominently marked 
with the belt size. Filling orders 
is quicker, easier. Stocking and 
inventory control much simpler. 
Result, you save time and 
money. Give your customers 


better service. 


PACKAGED 


to save you time 
and money filling orders 


Ys aS 


When you sell Dayton V-Belts, you sell the best in quality, 
performance and dependability. In addition, you, as a Dayton 
Distributor, enjoy these seven additional advantages: 


1. Unsurpassed V-Belt Quality! 5. Sales and Advertising Helps 
Designed to Fit the Distribu- 


Sales Manager, _ 2, Most Complete Catalog in —_tor’s Needs! 


5. E. Haseltine & Co. 


the Industrial V-Belt Field! 


Portland, Ore. 6. A Complete V-Belt Line to 


ie 
-Belts are on nt 
ive us © 
rs. They & v 3 


ay 





3. Factory Man in the Distrib- Fit Every Power Drive Need! 
utor’s Territory ! 
; 7. Warehouse Stocks Strategi- 
4. Complete Training Program cally Located to Back Up 
for Distributor's Sales Force! Distributor'’s Stocks ! 


That makes 8 BIG REASONS WHY it will pay you to sell the 
Dayton Complete Line of Industrial V-Belts. Write for details 
‘y 5 today te The Dayton Rubber Company, Dayton 1, Ohio. 


* Ay Me OR ae ae 
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THE MARK OF TECHNICAL EXCELLENCE IN NATURAL AND SYNTHETIC RUBBER 
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Faster and Paster 


On fabrications 


modern portable‘p fools enable manufacturers 


sembly and installation, 


Your assemblers can drive Corbin screws faster, hour after 
hour — without hitting a bad one — because they are- 
uniform in material, finish, size, head style, and quality. 
Corbin uniformity pays by helping you turn out a better 
product — and by helping you realize the cost-cutting 


potentialities of your best power drivers. 


Corbin makes machine screws, tapping screws, wood 
screws, and Sems, both slotted and Phillips, in sizes and 
styles to meet your needs for wood, metal, or plastic. Use 


them — faster! 


MILL SUPPLIERS: 


\CORBIN-PHILLIPS £ CORBIN-PHILLIPS 
OR , OR 
SLOTTED SLOTTED 














CORBIN SCREW 


DIVISION 
THE AMERICAN HARDWARE CORPORATION e NEW BRITAIN, CONN. 
Warehouses: New Britain e New York e Chicago 
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systems especially suited for this rin 
packing are shock absorbers, contro. 
valves, actuating cylinders, wheel brake 
cylinders and swivel fittings—Greene, 
Tweed & Co., North Wales, Pa.—In- 
dustrial Distribution, March 1949, 


Soldering Tool Set 


Thumb Switch Permits 
Close Heat Control 


A new light duty soldering tool oper- 
ates on the resistance heating princi- 
ple. Touching the work with the tool 
completes the secondary power circuit 
and causes the part touched to heat 
almost instantly. It conserves power, 
drawing current only when the tool is 
in direct contact with the part to be 
soldered. The set includes a plier at- 
tachment, a fork attachment and a 
pencil attachment. All attachments 
have lightweight, phenolic handles 
that are sturdy and designed for a 
cool, sure grip. Electrodes are replace- 
able.—Ideal Industries, Sycamore, IIl.— 
Industrial Distribution, March 1949. 


Take-Up Unit 
Pre-Lubricated and 
Ready for Installation 


Especially adaptable for conveyor con- 
struction, shaft adjustment and belt 
tightening devices is a new series of 
take-up units. In shaft sizes ranging 
from 7 to 2%%-in., the units incorporate 
pre-lubricated, self-aligning wide inner 
ring ball bearings with exclusive self- 
locking collars. The construction pro- 
vides the effective sealing operation of 
an unusually long labyrinth plus that 
of an external slinger. An inner steel 
plate shield attached to the bearing’s 
outer ring retains lubricant, while a 
rotary slinger attached to the inner 
ring throws off contaminants.—Fafnir 
Bearing Co., New Britain, Conn.—In- 
dustrial Distribution, March 1949. 
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THERMODYNE + 





TWERWODYNE. 


IMLco F-83 


FOR EVERY BEARING NEED! 


Most white metal bearing problems can be successfully 
solved by using one of the Federated Big 4 Babbitts— 
Thermodyne, XX XX Nickel, Merit and Record. 
Thermodyne and XXXX Nickel are tough, dense- 
grained tin-base babbitts for heavy bearing loads at high speed operation. 


omer — 

AMERICAN 

REFINING eaine AND 
ANY 


Merit and Record are ductile, low-cost lead-base babbitts for lighter loads 





= at more moderate speeds. 
ion ‘ : <a ‘ 

The Federated Big 4 branded babbitts are scientifically designed to answer 
>on- most white metal bearing needs, and thus to simplify your bearing problems. 
or For special requirements, alloys of any composition can be supplied. 

3 0 : " : ‘ 

sing To order, or to obtain more information, call or write the nearest of 
> " = 

rate Federated’s 11 plants and 24 sales offices across the nation. 

elf. Federated also makes many other non-ferrous products, 

) e . . . . 

Dr0- including copper-base alloys, aluminum and magnesium alloys, 

1 of solders, die casting metals and fabricated lead products. 
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Division of American Smelting and Refining Company, 120 Broadway, New York 5, N.Y. 
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SUPER TOOL COMPANY 


21650 HOOVER ROAD DETROIT 13, MICHIGAN 


SURPLESS-DUNN CO. 


National Distributors 


34 N. CLINTON ST 


74-76 MURRAY ST. 
CHICAGO 6, ILL. 


NEW YORK CITY 7, N.Y. 
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Product Exhibitions 


And the Salesman 
(Continued from page 96) 





at the various booths. The plant men 
discussed their problems freely. In 
many instances, they obtained solu- 
tions to problems they were encount- 
ering. Some of the problems were 
solved by the manufacturer’s ‘repre- 
sentative demonstrating an adaptation 
of his product. 

Mr. Grubbs made note of each cus- 
tomer’s problems and the products he 
showed most interest in. At the first 
opportunity, he talked with the manu- 
facturer’s representative about the 
sales possibilities of each customer. 
Each customer’s problem was analyzed 
and sales possibilities of related items 


probed. In some instances the pros- 


pect of the manufacturer’s representa- 
tive and the salesman making a joint 
call on the customer was indicated. 
Or, the manufacturer’s man might 
suggest a few things for Mr. Grubbs to 
check when making his next call on 
a particular customer. 


Follow-Up Call 


The payoff of industrial exhibitions 
for the industrial supply salesman, Mr. 
Grubbs learned, came on the follow- 
up call. Mr. Grubbs found out that 
he had “meaty” subject matter for the 
round of calls following the exhibi- 
tion. The subject matter, of course, 
were the leads developed at the exhibi- 
tion. Some of the leads he turned 
into actual orders. Others promised 
favorable results, increasing his appre- 
ciation of the exhibitions as a sales aid. 

Where the distributor makes a prac- 
tice of contacting practically every 
industrial prospect in his territory, Mr. 
Grubbs doesn’t think that an exhibi- 
tion will produce much in the way of 
new customers. By new customers, 
Mr. Grubbs means concerns with 
which the distributor is not doing any 
business. Since Mr. Grubbs’ concern 
makes it a point to cover every 
prospect in its territory the results in 
this direction were very meager. 

However, Mr. Grubbs pointed out, 
there is a difference between “new 
customers” and “new business”. As 
far as obtaining “new business” was 
concerned, the exhibition was out- 
standingly successful, according to Mr. 
Grubbs. During this exhibition, he 
met, for the first time, many operat- 
ing men from various other depart- 
ments of concerns from which he had 
been securing orders regularly. For 
instance, an analysis of the types of 
engineers who visited the show re- 








NOW... 
there’s a big change 
in this picture 





jon ) | ae’ : And you see it in quicker 
| lm oe (ome P-K Self-tapping Screw 
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a REMEMBER THIS PICTURE? We used it in an 
ita- aaa August, 1946 advertisement to illustrate the 
serious shortage of raw materials, a main 
ght reason why deliveries of P-K Self-tapping 
Screws were so slow. 
Now, there’s a big change. Supplies of 

steel wire are almost normal. Backlogs have 
os been worked down. Stocks have been built 
I. , x 
W- up. As a result, on most sizes of screws, in 
“a all types, prompt deliveries are again be- 
1¢€ + 
bi- ) ing made. 
Se, ‘ i 
bi. Today, there is no longer any reason why 
ed ey i\ any manufacturer need accept a substitute when he 
sed " ° 
“a b ‘e wants P-K Self-tapping Screws. 
A ikp * Likewise, today, the opportunity for P-K Distribu- 
ery fi) SG tors to build up sales of P-K Self-tapping Screws is 
- \ \\ at again wide open. Parker-Kalon Corporation, 200 Varick 
of |) Street, New York 14, N. Y. 
TS, . 
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- yours OK win PK ... nase EXTRAS env AVAILABLE THROUGH | 1 ACCREDITED DISTRIBUTORS 
As @ ORIGINATORS OF SELF-TAPPING SCREWS * is a 
ras @ ONLY COMPLETE LINE 
4 @ 35 YEARS’ APPLICATION EXPERIENCE C A Q K e R - A L '@) N 
te @ EXPERT ASSEMBLY ENGINEERING 4 y, 
at- @ UNSURPASSED QUALITY CONTROL LABORATORY FIF- 1 p ING SCRE Ws 
. @ STRONGEST SALES PROMOTION S TAP 
“ @ UNIQUE JOBBER PROTECTION POLICY FOR EVERY METAL AND PLASTIC ASSEMBLY 

OTHER PARKER-KALON PRODUCTS: Cold-Forged Socket Screws, Wing Nuts, Thumb Screws 
of a a Hardened Screwnails and Masonry Nails - Shur-Grip File and Solder Iron Handles 
” Metal Punches - Damper Regulator: and Accessories 
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hreadwell Tools 
do many jobs 
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try them on your tough ones 


e Over 25 million ads with eye appeal will give 
Threadwell Tools buy appeal during the next year. Buyers 
PE «s« 


“Whoa!” you say. “25 million . . .?” 


That's right. The total circulation of the magazines, industrial 
and general, to be used by Threadwell for the next year aver- 
ages 2,145,777 per month, or 25,749,327 for the year... and 
Threadwell Distributors helped us choose the papers. If you... 


“How can I cash in on the mush- 
rooming demand for Threadwell 
Tools?” you say. adh 


Why, just wire, phone or drop us a 
line and we'll give you all the info 
on building your cutting tool sales 
with Threadwell’s 100% Distributor 


Sales Policy. crime) 


THREADWELL TAP & DIE COMPANY, Greenfield, Massachusetts 


s ® Dies © Drills © Counterbores © Keyway Broaches ® Screwplates ® Gages ® Pipe Threaders 
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vealed 14 different kinds were present 
—electrical, combustion, research, 
mining, field, experimental, operating, 
plant, mechanical, service, consulting, 
chemical, safety and power. Several 
of these came from the same plant 
and were responsible for much busi- 
ness Mr. Grubbs did not know about, 

“This was one of the most success- 
ful phases of the show in my estima- 
tion,” Mr. Grubbs remarked. ‘“‘As a 
result of the show we established con- 
tacts with many such men whom we 
had either been unable to contact, or 
were unaware of their functions as 
related to our sales efforts.” 

Since Mr. Grubbs had been secur- 


| ing orders from only a part of such 
| customers’ organizations, contact with 


the remaining segments was the same 


| as finding new customers. The value 
| of such contacts does not have to be 
_ elaborated upon to any _ industrial 
| salesman, Mr. Grubbs stated. He 


made a special effort to call on thes, 
operating men following the exhibi- 
tion. Some of the calls resulted in 
sales. From his interviews with other 
operating men he had met at the ex- 
hibition, he is optimistic of increasing 
sales to their companies. 

Personal contact, Mr. Grubbs said, 
is the best means of following up the 
show as far as the industrial salesman 
is concerned. It is merely a matter 
of capitalizing on the favorable im- 
pression created at the exhibition by 


| the distributor, the salesman and the 


manufacturer’s representative. 





Know the Answers 


to quiz on page 122 





. For thermal relay links shorted 
out (a) replace with proper amp- 
erage links; for scored cylinders 
(b) rebore or replace, or ex- 
change the compressor itself; for 
a motor that will not come up to 
speed in starting against the load 
(c) repair or replace bleeder or 
check valve; for a pressure con- 
trol switch that leaks around the 
head (d) replace the rubber dia- 
phragm; for a motor that will not 
start due to a tight compressor; 
remove the belts and try turning 
the compressor flywheel by hand, 
(it should turn easily under no 


load). 
. That’s certainly true. 


. Where inside air isn’t clean, you 
would want to pipe the intake 
outside the building. 

(Continued on page 165) 
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WHEN MINUTES COUNT... 
DEPEND ON YOUR 


RELIANCE DISTRIBUTOR 
FOR SERVICE 


You can: depend on your Reliance Distributor to help save valuable 
time when you need spring lock washers in a hurry— 


—when a rush job demands quick action 
—when you need spring lock washers to finish up a job 
and find your own inventory exhausted 
—when you neéd spring lock washers to get a big job 
started pending delivery of a mill order 
—when the requirements of a job do not justify a mill order. 


He is organized to save time for you with quick delivery of Reliance Spring / 
Lock Washers from his stock backed by a plant ' 
inventory of more than 200,000,000 units. 


You can count on him for quality. He stocks Reliance Spring Lock Washers 
in A.S.A. sizes, in carbon, stainless, phosphor bronze, aluminum and 
K-Monel, manufactured to provide uniform high, non-fatiguing reactive 
pressure to maintain tension, to keep bolted assemblies tighter longer. 


They're packed in the Red Seal package and plainly marked 
with quantity and American Standard size, with a quality 
guarantee certificate in every package. 


If you need Spring Lock Washers in 
a hurry and want the name of the 
Reliance Distributor nearest you, 
wire or phone the nearest 
Reliance sales office collect. 


RELIANCE 20-7 
Nowe) \ | LOCK WASHERS 


Tataiincmaiuylim@ . . . RELIANCE DIVISION, MASSILLON, OHIO 


Sales Offices: New York, Cleveland, Detroit, Chicago, St. Louis, San Francisco, Montreal 





We have a 
copy for you: 


WHITLOCK 


The Utmost In Rope Value 


WAITLOCK CORDAGE (Co. 
46 South Street - New York 





+ facts dow industry's 
rating of gauges that you 
will want to know... 


You may well have read some of the 
Marsh advertisements contained in 
this folder. Brought together they 
tell a story about gauge preference 
in field after field of industry that is 
important to you. Everyone who 
handles pressure gauges will find 
this presentation profitable reading. 

Your copy, sent on request, will 
demonstrate two things: (1) that 
Marsh Gauges are the right gauges 
for you to handle, and (2) that 
Marsh, through such advertisements 
as these, drives home to your cus- 
tomers unremittingly the story of 
Marsh acceptability. 


JAS. P. MARSH CORP. 
Dept. C, Skokie, Ill. 
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The Marsh * ee 

touch to GO 
Sold 100% 

through Distributors only | 


Send for Comprehensive catalog 


GAUGES © VALVES © TRAPS. 
DIAL THERMOMETERS 
HEATING SPECIALTIES 
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course, is check the name plate 

—_ against the current avail- 

able. Having done that, you may 

IT remove the belt and start the 
& 


a . The first thing you should do, of 


motor to check rotation of the 
flywheel. But you won’t want 
to run the compressor until you 
have checked the level of oil in 
the reservoir and crankcase. 


That’s true, but don’t have your 
belts so tight as to put an exces- 
sive load on motor or compres- 
sor bearings. 


Compressors should be set level 
and plumb for all five reasons. 
You should have checked all of 
them. 


That’s wrong as can be. Poppet 
type intake valves seldom break 
or fail, and certainly not at only 
2,000 r.p.m. They’ve rendered 
outstanding service and have 
given long life above 4,000 r.p.m. 


The single-stage compressor ordi- 
narily would be recommended 
for pressures up to 150 Ibs. gauge. 


That’s false. The two-stage com- 
pressor generally will be found as 
efficient on the job for such pres- 





Is sures, and will be more economi- 
cal. 
u . A compressor is “unloaded” 
when it is running, but is not 
= pumping air. 
in . The pilot valve controls load- 
4 ing and unloading of a compres- 
is sor. The intake or suction valve, 
10 opens to admit air on downstroke 
id of piston; closes on upstroke. 
8. The discharge valve opens to re- 
lease compressed air to the tank. 
es . That’s true. 
at 
ts 3. You would determine the air 
s- pressure carried during the peak 
of load. That’s what he wants, 
isn’t it—capacity to carry the 
peak? 
That’s true, and good practice. 
The only rating or capacity that 
really interests the user is the ac- 
" tual delivery of free air. The 
_ other two mean little to him, 
- though a great deal to the manu- 
son facturer when writing up the 
Th 


order. 


. That’s true. Then the com- 
pressed air has a chance to drop 
out its moisture (and/or oil) be- 
fore entering the supply line. 





The price of progress is trouble... 
If any two men in this office agree con- 
tinuously, one of them is unnecessary. 























when you stock Migdagit POWER 
The minute you place Mall T © 0 L S 
Portable Power Tools in 


stock, you start to share in the continuous sales and advertising 
assistance that keeps demand steady and makes for faster turnover. 

You get the benefit of live leads from Mall National Magazine, 
Farm Paper and Trade Paper advertising. A demonstration truck 
that literally brings a Mall Tool shop to your store to increase floor 
traffic. Colored motion picture films that pack your store with in- 
terested prospects. High-powered direct-mail pieces to mail with 
statements, wrap with merchandise or hand to customers. Sales 
building road signs. Window and counter displays. Missionary 
work with your salesmen. With these and many other continuous 
helps, no live dealer can fail to make a substantial profit the year 
*round with Mall Portable Power Tools. ; 


Write at once for catalog, and details of our 
complete merchandising program. 


Mall Portable Electric Screwdriver. A fast, ac- 
curate lightweight assembly tool. Capacity: 4" 
Hex Bit; up to No. 10 flat or No. 12 round head 


screws. 


Electric MallSaws cut everything from wood to steel. 5 ca- 
pacities—2", 244", 2%", 3%" and 414". All crosscut, rip and 
angle cut; 4 largest models also bevel to 45°. 


60—2" 
CAPACITY 


Mall Flexible Shaft Grinders. Direct Drive, Countershaft, and 
Geared Head models available with attachments for Grinding, 
Dise Sanding, Wire Brushing, Polishing and 

Drilling. 7 


MaltDrills. Light- 

weight, compact, elec- 

tric tool with power 

and stamina to spare. 

Available in a capacity, torque and 
speed for every need. 


3 HP. 


Preferred by Master Crestemen MALLDRILL 


MALL TOOL COMPANY 


7802 SOUTH CHICAGO AVENUE @ CHICAGO 19, ILLINOIS 
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IT DOESN'T MATTER what branches 
of industry your customers and prospects 
are engaged in. Whenever they look in 
their trade papers, Roebling advertise- 
ments tell them about the extra perform- 
ance and service economy of Roebling 
wire rope. Still other advertisements in 
“Fortune” and “Business Week” are ad- 
dressed to business owners and executives 
... Every month, Roebling tells your com- 
plete market about Roebling products— 
helps sales by boosting the demand for 
Roebling quality. 


ROEBLING DISTRIBUTORS get lots of 
help without increasing their payrolls. 
Roebling Engineers and your Roebling 
Field Man, for instance, are always ready 
to help you suggest the best rope for any 
particular service or equipment. They'll 
find you the right answers for tough tech- 
nical problems . . . show your customers 
how to install and maintain wire rope for 
utmost economy . . . Use this assistance 
freely! It brings repeat business and new 
customers. 





ROEBLING DISTRIBUTORS can be 
sure of filling rush orders and quantity 
orders as fast as necessary. Their nearby 
Roebling branch warehouse always car- 
ries the full line of wire rope, and plenty 
of it. When a distributor's stock is too 
small, he can count on prompt deliveries 
from the warehouse to help him meet cus- 
tomers’ needs on time and right. Every- 
one at your branch warehouse wants to 
help you give fast, efficient service. 
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JOHN A. ROEBLING’S SONS COMPANY ¢« TRENTON 2, NEW JERSEY 


BRANCH OFFICES AND WAREHOUSES IN PRINCIPAL CITIES 


Atlanta, 934 Avon Ave. * Boston, 51 Sleeper St. * Chicago, 5525 W. Roosevelt Rd. 
*® Cleveland, 701 St. Clair Ave., N. E. * Denver, 1635 17th St. * Houston, 6216 i? Ee BL F nN 
Navigation Blvd. * Los Angeles, 216 S. Alameda St. * New York, 19 Rector St. * 
Philadelphia, 12 S. 12th St. * Pittsburgh, 855 W. North Ave. * Portland, Ore., 
1032 N. W. 14th Ave. * San Francisco, 1740 17th St. * Seattle, 900 First Ave. 
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DE-STA-CO 


Display carton avell 
able containing ten 
boxes of feeler stock 
in most popular sizes, 
Demanded by name for years, by machinists and mechanics 
in all phases of close tolerance work. Your stock is incomplete 
without a good supply of these convenient precision pack- 
ages. Fourteen standard thicknesses from .0015 thru .O15. 
Available in 12” strips, 2” wide, each identified by thickness 
and encased in moisture-proof cellophane envelope, 12 
pieces each thickness to a box. Coil is 25’, thickness indi- 
cated every 12”, packed in clear plastic case. See our adver- 
tisements under ‘‘Arbor Spacers’’ and “Shim Stock’’. Write 
for price sheet and stocking distributor's discount plan. 


DETROIT STAMPING COMPANY 
Midland Avenue Detroit 3, Mich. 








A BETTER WAY—A BETTER MEANS 


Plant operators everywhere say there's t™%: ADVERTISING 
no faster way—no better means of <7 LIKE THIS 
cleaning machinery and equipment 
than with a Clements-Cadillac com- 
bination blower-suction cleaner. 

5 1] LTS ° * U TS ° R | Vy E TS This powerful, portable electric 


cleaning tool blasts damag- 


if ESIGNED T 
AND SCREWS ing Dust, Dirt, and Grit out / aa . 


STIMULATE 
RUYING INTREST 
IN THIS NEEDED 

AND MUCH IN DEMAND 
CLEANING TOOL 


of motors, generators, 
switchboards, wood - 
working machinery, 

tool bins, stock 


GLARK BrosRott aioe 


MILLDALE CONN. 


APPEARS MONTHLY 
IN LEADIN( 
INDUSTRIAL 
MAGAZINES 








TIME + MONEY A iF you 
Made in 5 models 
PREVENT DAMAGE with attachments for WANT A 
TO MACHINERY P ‘ 
alvae every cleaning job. Pp. 
PORTABLE COMBINATION 


SELLER 
BLOWER-SUCTION CLEANER 
WRITE US 
CLEMENTS MFG. CO. @ FOR DETAILS 


6624 S. NARRAGANSETT AVE. CHICAGO 38, ILL. 


ASK YOUR MILL SUPPLY DEALER OR WRITE US FOR DATA 
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Customers—Know, 
Respect & Serve Them 


(Continued from page 87) 





roduct. Less mechanically inclined, 
Mr. Murphy emphasizes sales poten- 
tial and prospects. 

All three rely on the manufacturer’s 
men in helping customers solve prob- 
lems of a technical nature. In laying 
out calls, they come to an agreement 
with the manufacturer’s man on the 
length of each call, subject matter and 
any other factor over which there 
might be some disagreement. The re- 
sult is a considerable saving of time 
for the salesman, manufacturer’s man 
and the customer. 

In the matter of serving customers, 
all three stressed the importance of 
carrying out promises to customers as 
soon as possible. They do it either 
right away or take a note of the nl 
ise. The notes are checked each day 
and necessary action taken when pos- 
sible. If it is possible to obtain the 
information needed over the phone, 


they call the office from the customers’ 


place. 

Such service may not mean a direct 
sale all the time. By encouraging such 
requests, as Mr. Blood put it, the 
salesman is assured of not missing 
potential business. Inquiries are good 
sales leads, either for the product men- 
tioned or for related items. The in- 
quiries also give clues as to what is 
going on within the plant of the cus- 
tomer such as retooling, new installa- 
tions, new products, etc., all of which 
mean supply sales. 

Each of the three salesmen has 
adapted various selling techniques to 
suit his own personality but all have 
built on the sound foundation of 
knowing, respecting and serving their 
customers. 





Stepping Stones 
to Successful Selling 





Reflections of a veteran sales- 
manager, culled from bulletins 
to his salesmen. 


You meet all kinds in our profes- 
sion, and no one approach will cover 
the situation. 

One of my prospective customers— 
this was some while ago, remember— 
was an egotistical character, conceited 


(Continued on page 173) 





SHELDON 


Precision Machine Tools 





12" Shaper 


here 5 “Jools... 


are needed 


These five tools con- 
stitute the leading 
line of moderate 
priced machine tools 
. tools your cus- 
tomers need fre- 
quently... tools you 
need to complete 
your power tool de- 
partment. 


WRITE FOR NEW 
G48 CATALOG 


No. TS 56 
jv 1/4." Swing Lathe 


No. TU 1248P 
1314" Swing Lathe 


“SHELDON MACHINE CO. Inc. 


sfat stg Knox “AVENUE . tHIcAco 4i “LLENONS: u S a 
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Habits? Certainly! We all have them. You know 
yours, We know ours. Toughest things in the world to break. 


Stop and think. What about your valve business? Are you handling a par- 
ticular line of valves purely from “habit” —or because it’s a real money- 
maker? Perhaps you’ve been thinking of switching to OIC, Pace-Setter in 
Valves, but haven’t been able to shake off a habit of long standing. 

If that’s the case, it will pay you to take action on your valve franchise. 
Chances are, you'll waste no time calling in your OIC representative to show 
you exactly what the OIC selective franchise will do for you! 
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COOPERATION—NOT COMPETITION—RIGHT DOWN THE LINE! 


All too often, the valve sales you ought to be making In addition, OIC gives 
are lost through out-and-out your atlteninain the 
competition rather than coop- —_ proper sales tools. OIC 
eration from your manufac- ~~ furnishes a complete, 
turer. : ° modern catalog. 
If this has a familiar ring, call 3 The famous OIC Cross 
in your OIC representative. ~ Reference Chart makes 
He'll explain frankly and in application of the right 
detail how OIC works with > valve easier. 
you, tight down the line, to : 
build your profits on valve 
You can handle your 
customers’ COMPLETE 
In the first place, requirements. The OIC 
you’ll have the complete long line of 
powerful backing of cast steel, forged steel, stainless steel, iron and bronze 
more than two mil- valves assures the right valve for the job. 
lion “written sales 
calls’’ per year. 
These two-color ads 
in leading trade 
papers save selling 
time for your sales- 
men. 


To make that selling 
time as productive as possible, your OIC representative 
will be happy to hold training meetings for your sales- 
men. Modern visual training methods are used, and these 
meetings arm your men with important product informa- 
tion and proven sales techniques. 


OIC keeps in touch with your requirements, and builds 
stocks accordingly. Since OIC is located in the heart of 
industrial America, with ready access to the nation’s 
finest transportation facilities, your orders are routed 
to save valuable time. 








iF you’D like to have an OIC representative explain 
what the OIC selective franchise will do for you, drop 
us a note. 


THE OHIO INJECTOR COMPANY 
WADSWORTH, OHIO 


VALVES 


STEEL > IRON « BRONZE 


0249-27 
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‘NEW! FEATHER WEIGH 


PATENT 
PENDING 


Now: An iron so light, so well balanced, its weight 
is scarcely noticeable. When customers call for an 
iron for long delicate work where fatigue works 
against quality, HEXACON FEATHER WEIGHT BAN- 
TAM is the answer. The 
new BANTAM is completely 
comfortable, more practical 


HEXACON MODEL 30H. Weight 
5% oz. (less cord). 40, or 60 Watts. 
Both %” and 4” tips furnished. 


than a pencil iron and re- 
quires no transformer. Write 
for prices and discounts, ‘to- 


cS EE Gh Ge ee 


| 
a 
s 
3 
is 


AT LAST... 


Here’s a rule | can 


Ask for literature on complete line 
of screw tip, plug tip and hatchet 
irons. 


HEXACON ELECTRIC CO, 


138 W. CLAY AVE., ROSELLE PARK, N. J. 


Pee ee oe es 





6-foot folding rule | 


A brand new rule at 98c with the 
greatest visibility yet. 

Large, jet black numerals and gradu- 
ations on snow white slats make meas- 
uring with the Evans Rule easy. Stays 
easy to read because markings are fused 
into material, You can clean it quickly 
with ordinary soap and water. 

Accurate to within 1/64”, full length. 
“i Brass plated steel joints withstand long 





wear, resist rust. Slats have no weak 
point at joint. 

Men in every trade will ask for the 
Evans FR-1. Be ready, contact Evans 
now ... limited quantities available... 
greater quantities soon. 





capacities / 





* MADE OF 


Ewamex 


A material manufactured 
especially for Evans & Co. 
by Monsanto Chemical 
Company. Won’t shrink, 
stretch or warp. Bows tip 
to tip without breaking, re- 
gardiess of heat or cold. 


ee ne me 


That's right ... with a Viking, you get a tough, rugged pump, 
one with long life, one with only two moving parts, one that will 
pump any clean liquid regardless of viscosity and the most com- 
plete range of capacities, sizes and styles from which to choose. 


But added to this, you get... 

Self priming (no added gadgets) 
= Smooth, even discharge 
I 1 Low speed—tlong life 
FRENG ||| Ant, 5 dependtbte pump, thot i 
Mm i ilt to do ob intended. 

|| AN HONORED NAME || especies ; 

IN PUMPING = Dt ge you get the right pump 


Ask for free folder 49SMM today. 





TRADE MARK 


Vand & CO. 


57A BRANFORD STREET + NEWARK 5,N. J. 


Pume Company 


Cedar Falls, lowa 
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and know-it-all. I approached him in | 


the usual business-like method; ex- 
plained the merit of my product; and 
paused to let him make a reply. That 
was my big mistake. 

He proceeded to knock every one of 
my arguments into a cocked hat. 
Being the breed of animal that he was 
(and he had the ears for it, too) he 
showed me to his own satisfaction why 
] didn’t know anything about my sub- 
ject and practically 7 my person- 
ality to smithereens. Then he sat back 
at his desk, puffed out with pride, 
while I put my tail between my legs 
and disappeared as unobtrusively as 
I could. 

That wasn’t the end of it, though. 
In one of my quieter moments I went 
over the whole business and decided 
that I had made a mess of my attack; 
I had analyzed just how I would make 
the sale, completely ignoring the man 
himself. The only way to catch that 
particular buyer was to give him what 
he wanted—and what he wanted was 
not a long list of effective arguments. 

On my next call at his place I found 
him sketching something on a draw- 
ing board. What it was I’ll never 
know. But I looked long at it and ex- 
pressed surprise that he could do such 
wonderful work. He laid down his 
pencil and explained at length how he 
had come by such perfection. I lis- 
tened with apparent interest and mar- 
velled—with becoming moderateness 
—over his accomplishments. He was 
in the “trap” from that day and he 
became a large and steady customer. 

But I’ve been wondering what the 
devil that thing was that he had 
smeared across his drawing board. 
Was it some prehistoric monster he’d 
seen in some museum, or maybe a 
self-portrait? Those were the days, 
you know, when impressionism was all 
the rage—high art and the hungry 
look. Say, it must have taken real 
salesmanship to sell that stuff. 





Our greatgrandmother (editorially 
speaking) told us this story: It hap- 
pened at one of her famous Thanks- 
giving dinners. After the usual intake 
of food and fuel, the gents settled back 
in their chairs, wreathed in tobacco 
smoke, holding forth on the hardships 
of man’s lot and gradually worked their 
way back to the struggles of the Pilgrim 
Fathers who had to put up with stony 
soil, disease, famine, and the aborigines. 
My grandmother (or was it great?) sat 
back taking it all in and then slyly 
proposed a toast: 

“May | be so bold as to offer a toast 
to the Pilgrim Mothers? They had to 
stand all the Pilgrim Fathers stood, and 
then they had to stand the Pilgrim 
Fathers, too.” 





Built to Protect! 
Priced to Sel]! nm_m.[j 


CHICAGO Locks really do a job—for your customers and you. 
That's because they’re engineered for maximum security, and 
sensibly priced to move fast for steady profits! 


Built to resist all known types of hazards and abuses. Stay 
Smooth-functioning in spite of dust, frost, salt air and other 
unfavorable climatic conditions. Designed for quick, easy 
installation. 


Wide Choice—just name your need—you'll find a CHICAGO 
Lock for practically every new and replacement use. Drawer, 
Locker, Cabinet Locks. Padlocks with double-locking, case- 
hardened shackles. Utility Cylinder, File Cabinet, Luggage, 
Switch Locks. 


You even have a choice of locking mechanism on most models 
—single-bitted disc tumbler, double-bitted criss-cross tumbler, 
regular pin tumbler and the famous ACE 7 pin tumbler 
mechanism. 


So for top protection—priced to sell—stock CHICAGO Locks. 
Write today for complete Catalog and Price Sheet ID. 


BETTER BUILT — INSIDE AND OUT 








Chicago Lock Co. 


2024 NORTH RACINE AVENUE 
CHICAGO 14, ILLINOIS 
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BREAK PROOF 
SHOCK PROOF 


VACO 





Screw Drivers 





“ ALL business .. . 


28 colorful pages 
and other tools. Cc 
. items! 
‘fic the driver to 
buying aid .. . sen 


@ Big business . . . little business . . . 
is buying more Vaco 
screw drivers! And the magic name ‘‘Vaco”’ 
is your best bet for greater dollar volume 
in the months ahead. Why? Because you 
can fill every order . . . including stock or 
custom built units . . . from ove source 
with the finest screw and nut drivers made. 
More than 250 stock styles and sizes! All 
handles of fire-safe, break and shock proof 
Amberyl* plastic! Blades of heat treated 
chrome vanadium steel meet U. S. Gov- 
ernment specifications! And each tool per- 
fectly designed and balanced for easy 
operation, 


of newly designed drivers 
»mplete listings of all stock 


Application tables for all drivers to 


the screw.”’ An invaluable 
d for it, today! 














Os 





FIRE-SAFE Handles... 
handles are listed under the reexaminat 


service of Underwriters’ Laboratories . . 


end the old nitro-cellulose fire hazard t 


Vaco Ambery!* 


Vaco REVERSIBLES ... typical of many 
new items in the Vaco line. Reversible blade 
has regular bit on one end, Phillips bit on 
the other. New interchangeable bit sets also 
available for Phillips and regular styles. 








ion 





he at 


barred many plastic handle drivers from 


large shops. Handles available in a w 
variety of sizes. 


DISPLAYS ... There's a Vaco display 
every purpose! Square blade, round bl 
and recessed head blade displays sho 
here are sure-fire business getters on 
counter, 


*Trade Mark Registered 


any 


ide 


BERYLLIUM Drivers .... with practically 
same strength as ordinary drivers . . . but 
will not spark. The opening wedge to many 
large orders! 


for 


ade 


wn 


se 


All Items Fully Covered In Our New Catalog 


PRODUCTS Co. 
317 East On 


tario St., Chicago 11, Illinois 


: y fi 
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OBITUARIES 





Gaylord L. Jones 


G. L. Jones, 
Osborn Mfg. Co. 


Gaylord L. Jones, sales representa- 
tive for the brush division of the Os- 
born Mfg. Co. in the southeastern 
states, died at his home in Orlando, 
Fla. on New Year’s Day. Mr. Jones 
joined Osborn in 1932 and was widely 
known ‘throughout _ southeastern 
United States, which he covered for 
the past 16 years. 

He is survived by his widow, two 
children and two brothers. 


Guy H. Knowlton 
Root Neal & Co. 


Guy H. Knowlton, manager of the 
retail store of Root Neal & Co., Buf- 
falo mill supply firm, died on January 
3. He was 66. 

Mr. Knowlton came te Buffalo in 
1909 as a power engineer for the mill 
supply company and three years later 
he became manager of the store, where 
he remained until his illness began six 
months ago. 

Surviving him are his wife and two 
daughters. 


J. Eugene Gibson, 
Clipper Belt Lacer Co. 


J. Eugene Gibson, factory represen- 
tative of the Clipper Belt Lacer Co., 
Grand Rapids, Mich. died on January 
11. He had made his headquarters in 
Dallas. 

Mr. Gibson represented the firm in 
the Southwest for the past 13 years. 
His territory consisted of Texas, Ar- 
kansas, Oklahoma, Missouri, Kansas, 
Iowa and Nebraska. 

Surviving are his wife, two daugh- 
ters, his father and his sister. 
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MODERN 
MATERIAL HANDLING 





@ The very name of this electric 
hoist—“\SPEEDWAY’—is geared to the 
modern idea in production efficiency. 


Where material and labor expense 
is fixed, the only place to cut costs 
is in the movement of material into, 
through and out of the plant. Here, 
speed is economy. 


Get in touch with the nearest 
WRIGHT District Office for informa- 
tion about the WRIGHT “Speedway” 
—and about the line of WRIGHT 
HOISTS—TROLLEYS—CRANES. They 
will fit into your customers’ current 
or future plans for more efficient 
material handling. 


¢o York, Pa., Chicago, Denver, Los Angeles, New York, Portland, San Francisco, Bridgeport, Conn. 


WRIGHT HOIST DIVISION 
AMERICAN CHAIN & CABLE 


XN , C; aA 
TRADE \W ec y/ . i 
MARK NW In Business for Your Safety 
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“Bull Dog” Machinists 


VISES 


Backed by 80 years of time 
proven acceptance by indus- 
try. 


THEY GIVE 
SERVICE THAT SATISFIES 


Hundreds of plants have used 
them and still do. 


Sell PRENTISS for 
“REPEAT” vise orders. 
IN A FEW SECTIONS 


TERRITORIES ARE OPEN 
ARE YOU INTERESTED? 


THE COMPLETE LINE: 


MACHINISTS 

TOP SWIVEL JAW 
COMBINATION PIPE 
HINGE PIPE , 
WOOD WORKERS 
UTILITY 


those 


The Sales Policy is 100% through Distributors 
PRENTISS VISE DIVISION, MERIDEN, CONN., U. S. A. 


OF THE CHARLES PARKER CO. 











WILLEY'S CUTTING TOOLS 


They Sure Cut Clean- 


WRITE for 
CATALOG 


Use your business 
letterhead, please. 


Designed for the high speeds required by modern 
production methods. Made in a full range of sizes. 
Full information on hundreds of standard and 
special tools, diamond and mechanical dressers 
in catalog. 


A strong distributor policy protects your sales 


WILLEY’S CARBIDE TOOL CO. 


SOLE MAKERS OF WILLEY’S METAL 


1342 W. Vernor Highway Detroit 1, Michigan 
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Satisfied users re-order MAGOR 
shovels, scoops and spades—why? 


PRECISION BALANCE — 
easier handling 


NORMALIZED STEEL BLADES — 
non splitting —non turning edges 


SEASONED ASH HANDLES — 
greater lifting strength 


Stock the MAGOR simplified 
line for more repeat sales .. . 
more profit the year ‘round. 


4 @ 4752 


CAR CORPORATION. 
SHOVEL DIVISION 


| 50 CHURCH ST., NEW YORK 7,N.Y. 
7 
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Harry G. Leighton 


Harry G. Leighton, 
Brown & Sharpe Manager 


Harry G. Leighton, for many years 
manager of the Philadelphia office of 
Brown & Sharpe Mfg. Co., died sud- 
denly in Mt. Airy, Philadelphia on 
January 18. 

Mr. Leighton retired from his posi- 
tion on December 31, 1946 after more 
than 40 years of service with the com- 
pany. He entered their employ in the 
advertising department, of which he 
later became head. On January 26, 
1914 he was transferred to the Phila- 
delphia office of the firm where he 
was appointed manager. 

He is survived by his widow and two 
daughters. 


George Wells, 
National Supply Executive 


George Wells, 65, former Toledo 
resident and controller of the Spring- 
field, Ohio plant of the National Sup- 
ply Co., died at his home in Spring- 
“" on January 16. He was 65 years 
old. 

A native of Buchanan, Mich., Mr. 
Wells had been employed by the firm 
since 1904. In 1926, he was appointed 
controller of the Toledo plant and 10 
years later was assigned to a similar 
position in Pittsburgh, remaining there 
until 1944 when he was transferred to 
Springfield. 

Surviving are his wife and two sis- 
ters. 


Lee Dale Mercer, 


Republic Steel Corp. 


Lee Dale Mercer, 74, assistant sales 
director in the sheet and strip division 


Multiply these reports by thousands: 





( , “Have yet to find a better brand of files.” 





oo be 
il 














The Result: Greater Volume, More 
Repeat Sales When You Sell 


AMERICAN SWISS 
SWISS-PATTERN FILES 


Naturally users praise “American Swiss” Swiss-Pattern 
files. They are made to the most exacting standards of 
the highest grade of file steel . . . some with tolerances of 
+.002 in. They are heat treated with automatic control 
to within + 5°F. to assure uniform hardness. 


This precision manufacture means constant quality per- 
formance . . . continuing user demand. Tool and die 
makers, model makers, watch makers and metal craftsmen 
in every industry rely on these quick-cutting, smooth- 
finishing “American Swiss” Swiss pattern files. You can 
offer 3000 different shapes, cuts and sizes, so your cus- 
tomers can always choose “the right file for the job”. 


What’s more, you can count on 50 years’ experience . . . 
extensive national advertising .. . and our 100% distribu- 
tor policy backing up every sale. That’s why you get 
greater volume and more repeat sales when you sell 
“American Swiss” Swiss Pattern Files. 


American Swiss File & Tool Co., Elizabeth, N. J. 


Cmerican Swiss kee 








of the Republic Steel Corp., died on 
January 11 at his home in Cleveland. SW | SS PATT = > Ni e i LE S 
Mr. Mercer entered the employ of 
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Builders of Rotary Pumps for All Industries | 


It’s a valuable guide for those interested in the operation, main- 
tenance, or selection of pumps. It’s designed to aid the beginner 
as well as the experienced pump engineer. Step by step with 
illustrations and plain language it outlines the basic fundamentals 
used in estimating requirements of the average pumping job. 
It contains time-saving charts and tables 
covering friction loss in pipes, viscosity 
conversions, etc. Just mail the coupon 
below and your copy will be sent free 
and postpaid. 


caracoeim 
WEET'S 


GEO. D. ROPER CORPORATION, 333 Blackhawk Park Ave., ROCKFORD, ILLINOIS 
Please send Booklet ‘How To Solve Pumping Problems’’ and Catalog No. 949. 
NAME POS. 





COMPANY 





CITY STATE 
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the Stark Rolling Mills Co. in Canton 
in 1905. Various consolidations 
brought that group into the Central 
Alloy Steel Co., which in turn formed 
a part of the Republic Steel grouping. 

Born in Bladensburg, Knox County, 
Ohio, Mr. Mercer was a graduate of 
the class of 1898 from Denison Uni- 
versity. 


William Robert Clark, 
Linde Air Products Co. 


William Robert Clark, 51, district 
manager for the Linde Air Products 
Co. at Seattle, Wash., died on January 
12 at Spokane while on a business 
trip. 

Born in Salt Lake City, he had 
moved to Seattle four years ago from 
Kansas City, Mo. 


George W. Emrick, 
Ettco Tool Co. Chairman 


George W. Emrick, chairman of the 
board of the Ettco Tool Co., Brook- 
lyn, N. Y., died suddenly in Palm 
Beach, Fla. on January 19. He was 64. 

Mr. Emrick, who was with the 
Ettco firm for 30 years, was chairman 
the last two years and president the 
preceding ten. 

Previously, he was associated with 
R. H. Emrick & Son, a former Brook- 
lyn concern which manufactured ele- 
vators. He was a member also of the 
American Society of Tool Engineers. 

Surviving are his wife and two sons, 
both of whom are associated with the 
Ettco company. 











NEW LINES 
taken on by 
DISTRIBUTORS 








Anniston Hardware Co., Anniston, 
Ala., has been appointed distributor 
for Truscon Steel Co. sashes, Lyon 
Metal Products Co. cabinets, and 
R. O. W. window units. 

New distributors recently appointed 
to carry products of Alexander 
Brothers’, including leather belting and 
packings and transmission belt in- 
clude: 


e Degen-Fiege Co. 
Los Angeles, Calif. 
e Lane Belt & Equipment Co. 
Springfield, Ore. 
e U. S. Supply Co. Inc. 
Norfolk, Va. 
(Continued on page 181) 
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... IN EVERY TEST! 


MEANS SATISFACTORY SALES IN EVERY QUAKER 
PACKING ... ‘“‘PRE-TESTED’’ FOR TOP QUALITY 


Packings to build repeat sales must be perfect in fit... must form 
a tight seal in pumps, flanges, valve stems, piston rods to pre- 
vent leaks . . . must be of exact quality to meet operating tem- 
peratures of specific conditions. 

That’s why Quaker Packings . . . as well as the entire Quaker 
line... are pre-tested to assure satisfactory performance . .. to 
build satisfied customers for you. You'll find Quaker quality is 
tops in any product—conveyor belts, V-belts, hose, packings 
and molded products—because they're pre-tested for peak 
performance. 

To vitalize your sales .. . Quakerize your line in '49! It’s pre- 
tested for quality ... proved by performance... and backed up 
by one of the fastest sales producing promotion campaigns in 


the field. Write for "Your Gold Mine In '49.” PRODUCTS 
HOSE THAT LASTS FOR PEAK HORSEPOWER 


° - because it has Quaker Belts are pre- 
been ppre-tested to tested for every indus- 
stand pressure and trial need . . . belts of 
resist wear. Quaker all kinds that assure 
Hose is available in all peak efficiency .. . 
types for all industrial customer satisfaction 
purposes ...acomplete - «repeat sales. 

line to help you build 

more sales. 


QUAKER RUBBER CORPORATION 


PHILADELPHIA 24, PA. + New York 7 + Cleveland 15 + Chicago 16 + Houston | 
Western Territory 
QUAKER PACIFIC RUBBER CO. - San Francisco 10 + Los Angeles 21 + Seattle 4 
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For Your > 
CORROSION: 
CONSCIOUS 1 
CUSTOMERS! , 


STAINLESS © 


STEEL 
FASTENERS 





You can always assure your 
customers of prompt deli- 

very when you purchase 
ALLMETAL Stainless Fas- 
teners. From our large and 
complete stock you can 
obtain immediate delivery of 
Stainless Screws, Nuts, Bolts, 
Washers, Rivets, Pins, Nails, etc. 


WRITE, ON YOUR LETTERHEAD, FOR CATALOG No. 49H 








HESS MANUFACTURERS SINCE 1929 
~» 
r 











Y v Constant Consumer Demand 
Y No Factory Sales to Users 
W Nationally Advertised 
NY v Firm Resale Price Policy 
Y v Highest Uniform Quality 


Sold ONLY 


Sy Through Authorized Distributors 
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Available Now 
and 


Better Than Ever! 


SWIVEL 


Seymovr Smitx 


<snap-Jock 


PLIER-WRENCH 


CAPACITY 
INDICATOR 


1. Swivel Jaw 
holds odd- 
shaped pieces. 
2. Capacity Indicator 
pre-sets jaw spread. 
3. Release unlocks jaws in- 
stantly by a touch of the 
finger. 
Tremendous grip. Use as a plier 
or, when locked closed, for holding 
articles to be drilled, welded, ground, J 
etc. 1000's of uses around Pp 
home, farm, garage, shop. ~ 
No. 2607, 7”, $1.75; No. ~ 
2610, 10”, $2.25. ar INSTANT 


At your, jobber, or write us LOCK 
giving his name. 


SEYMOUR SMITH & SON, INC, 


\ 900 B Main St., Oakville, Conn. | 


aa 
Join with 
GARDINER 
SOLDER! 


Federated Gardiner Brand 
ACID CORE SOLDER is scien- 
tifically alloyed from the 
purest metals, resulting in a 
precise composition which 
will give strong, lasting bonds. 
For automotive and general 
work. Comes in all commer- 
cial sizes and quantities. 








METALS DIVISION 


AMERICAN SMELTING AND 
REFINING COMPANY 
WHITING, INDIANA (CHICAGO) 











PACITY 


e Cascade Industrial Supply Inc. 
Klamath Falls, Ore. 

e Oliver D. Landis, Inc. 
Charlotte, N. C. 

e Ralph Gossett 
Greenville, S. C. 


The Worthington Pump & Machin- 
ery Corp. announces the appoint- 
ment of the following distributors 
for Multi-V Drives: 


e Hajoca Corp. 
Tampa, Fla. 

e Gillespie Machine & ‘Tool Co. 
Erie, Pa. 

¢ Union Supply Co., Inc. 
Artesia, N. Mex. 

e Republic Supply Co. 
Houston, Tex. 

@ Reagan Tool Co. 
Natchez, Miss. 

e The Redwoods Supply Co. 
Grants Pass, Ore. 


Distributors who will handle Wor- 
thington’s industrial products include: 


e Mansfield Hardware & Supply 
Co. 
Mansfield, Ohio 
e Decota Bros. 
Yakima, Wash. 
e Castello Supply Co. 
Wilmington, Calif. 





émember 


Mar. 1-21—German Industry Show, | 
Museum of Science & Industry, 
New York City. 


Mar. 14-17—Chicago Technical Con- 
ference & Production Show, Hotel 
Stevens, Chicago, IIl. 





Mar. 21-25—International Exposition 


of Textile Machinery, Equipment | 


& Supplies, New York City. 


Mar. 29-Apr. 1—International Light- 
ing Exposition, Stevens Hotel, Chi- 
cago. 


Apr. 11-14—National Association of 
Corrosion Engineers, The Nether- 
land Plaza Hotel, Cincinnati, Ohio. 


Apr. 11-15—Sixth Western Metal Con- 
gress & Exposition, Shrine Auditor- 
ium, Los Angeles, Calif. 

















. 


James N Ohlen 
Founder 


SAWS THAT MEET EVERY 
DEMAND OF THE TRADE 


There’s almost a century of saw 
making experience back of Ohlen- 
Bishop saws. Wood workers and 
master carpenters will tell you that 
this wealth of experience shows in 
every saw produced by our trained 


workmen. 


The Ohlen-Bishop line of carpen- 
ter and mill saws is complete. 
Every handle and every blade is 
designed to provide the greatest 
ease of operation and working 


efficiency. 


Recommend and sell Ohlen-Bishop 
saws with confidence that you are 
giving the purchaser the finest 
product that can be made and one 
that he knows by name and experi- 


ence to be truly good. 


OHLEN-BISHOP MFG. CO., 1302 Kinnear Rd., Columbus, Ohio 





J 
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RICE PUMPS Have Everything 


| 

| 

for RICE self-priming centrifugal 
| Pump 


ble pumps embody proven develop- 
endd ments in pump design .. . fea- 
| D ep | tures that set high standards in 
| nce Hy centrifugal pump performance: 
fa, 


v e ri 1) if mi | @ AUTOMATIC PRIMING — simply fill 


pump body and start engine. Pump 
primes automatically thereafter. 
DIRECT LINE FLOW — liquid flows 
through suction opening to impeller in 
direct line. Large openings, no sharp 
turns, minimum friction. 
ILL A °o Y f SUCTION CHECK VALVE BUILT-IN — 
e DR TER! . \ holds liquid in pump for re-priming. No 
4 TIMES FA \,) for > - © P } foot valve needed in hose. 
° d or round shan ° a eee f SELF-LUBRICATED SHAFT SEAL — Big- 

y= as “he / gest improvement in pump seals in a 

allow drill : . . ( decade. Entire seal enclosed in welded, 
s ee % yrs f pressed steel cartridge. Quickly and 

longer —— ox / easily replaced. 
asonry to 50 times re or ky ~ vy ‘ 4 NON-CLOGGING IMPELLER and WEAR- 
y sharp = tary drill pres* et : : / PLATE — Rice Pump impellers are of 
standard ” setly 7) . : eal the open type; handle liquids with a 
a holes - *,° quire oe : man “al high percentage of solids. Hardened 
accurate - - ondy kits © f por, | eon] steel wear-plate and impeller replac 

in 3 , able when worn. 

Industrial Distributors! 
Write for New Illustrated Bulletin 
on 2”, 7M and 10M models, the 
two most popular sizes of centrifu- 
gal pumps for construction and in- 


A ' * = a 
THE Y 5 El | dustrial use. 
er ie) ankson ace. RICE PUMP & MACHINE CO. 


SS Rating Plate. Division of Milwaukee Chaplet & Mfg. Co. 


as fast as they drill sal . LY-P, 2 @ 1031 S, 40th St., Milwaukee 4, Wis. 
--.and they’rean | ) CENTRIFUGAL PUMPS 


tan’ 
OPEN LINE! sivention 
€ 


ES, THESE Carboloy Masonry Drills 

drill such accurate holes, so quickly 
and easily, and they last so long—that 
they almost sell themselves! 














‘ : In a wide range of sizes and 
’ * may 
If you’re interested in customer finishes JOHNSON offers 


satisfaction, and a steady flow of profits, 


you're eligible to sell these drills. you geoction Nigh enten 


. ‘ ’ wire with high quality lab- 

Don’t wait. Send us the coupon today, Ww ‘ , oratory control. Scientific 
and we'll give you the full story on this : . chemical and physical an- 
profitable opportunity . .. no cost or VR  \A alyses at Johnson‘s begins 
obligation. ‘ NS . m with the selection of ma- 


terial and carries on with 
CARBOLOY COMPANY, INC. control of processing opera- 


11131 E. 8 Mile Road, Detroit 32, Michigan SA Wd Ee tions—heat ‘treating, die 


NY te) Kod Ae || \ NS peel enaoamgen 


quirements are more ex- 


M A S ) N R Y ») R | L L S i . EN a . BE acting than commercial de- 


SEND COUPON TODAY TO FIND OUT MORE ABOUT Ae il mands. Warehouse stocks, 
THIS PROFIT OPPORTUNITY ia. SS SS Worcester, Chicago, Los 
‘ Angeles. 


CARBOLOY COMPANY, INC., 
11131 E. 8 Mile Road, 
Detroit 32, Michigan 
Gentlemen: 
Send us your resale proposition on 
Carboloy Masonry Drills. 


NAME 





TITLE_- 





JOHNSON 


STEEL AND WIRE COMPANY, INC, 
WORCESTER 1, MASS. 


NEW YORK PHILADELPHIA CLEVELAND. DETROIT AKRON CHICAGO 
ATLANTA HOUSTON TULSA LOS ANGELES TORONTO 


COMPANY 





ADDRESS 











ZONE. STATE 





a ce ee SS SD SS SD SS SS SE SD 
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Apr. 22-23—Petroleum Industry Elec- 
trical Association, Tulsa, Okla. 


Apr. 25-27—Triple Mill Supply Con- 
vention, Cleveland, Ohio. 


Api. 25-28—Third Southern Machin- 
ery & Metals Exposition, Atlanta, 
Ga. 


Apr. 25-29—American Society of Me- 
chanical Engineers, Oil & Gas 
power division, Hotel Sherman, 
Chicago, IIl. 


May 2-7—International Textile Indus- 
tries Exposition, New York City. 


May 2-13—British Industries Fair, 
London, Birmingham. 


May 8-15—Southwestern Industrial 
Exposition, Will Rogers Memoria) 
Coliseum, Ft. Worth, Texas. 


May 9-12—American Mining Con- 
gress Coal Convention & Exposi- 
tion, Public Auditorium, Cleveland, 
Ohio. 


May 10-12—American Management 
Association, Packaging Convention, 
Atlantic City. 


June 6—National Industrial Service | 


Association, Hotel Jefferson, St. 
Louis, Mo. 


June 20-22—National Association of 
Purchasing Agents, Stevens Hotel, 
Chicago, II]. 


June 20th week—Third International 
Store Modernization Show, Grand 
Central Palace, New York City. 


Aug. 9-12—Western Packaging Ex- 
position, Civic Auditorium, San 
Francisco. 


Aug. 23-26—National Association of 
Power Engineers, Hotel Sherman, 
Chicago. 


Sept. 11-14—National —_ Industrial 
Stores Association, Ambassador 
Hotel, Atlantic City. 


Sept. 12-16—National Instrument 
Conference & Exhibit, Municipal 
Auditorium, St. Louis, Mo. 


Sept. 19-22—Allied Railway Supply 
Association, Sherman Hotel, Chi- 
cago, Ill. 


Sept. 21-23—Direct Mail Advertising 
Association, Congress Hotel, Chi- 
cago, Ill. 


Oct. 12-15—National Hardware Show, 
Grand Central Palace, New York 
City. 

Oct. 17-21—National Metal Exposi- 
tion, Cleveland, Ohio. 


Oct. 31-Nov. 4—National Safety Con- 
gress Exposition, Chicago, II]. 





| 





they say it’s 
SLICK AS A WHIPPET! 





the New FORD 


WHIPPET 


_»-—L_ ELECTRIC HOIST 


MB The new FORD Whippet Electric Hoist is fast, 
safe, rugged, dependable. Low in first cost—in oper- 
ating and maintenance upkeep. It’s your way to sell 
reduced materials handling costs, a big part of pro- 
duction expense. Capacities from 250 to 2000 pounds. 
Send today for a copy of folder DH-1325 for all the facts. 


FORD Chain Block Divi- 
sion also offers a wide 
range of high quality 
spur-gear, screw and 
differential hoists— 
other special hoisting 
equipment. 


York, Pa., Chicago, Denver, Los Angeles, Philadelphia, Portland, San Francisco, Bridgeport, Conn. 


FORD CHAIN BLOCK DIVISION 
AMERICAN CHAIN & CABLE 


In Business for Your Safety 
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STAR DRILLS 


PUNCHES 


3 
oO 
F 
: 
: 


SCREW DRIVERS 


ARCH PUNCHES 


CUTTING NIPPERS 


COLD CHISELS 


DAMASCUS STEEL PRODUCTS CORPORATION e ROCKFORD 


, ILLINOIS, U 


CAR MOVERS 


EFFICIENT 
TOOLS 
FOR 
PROFITABLE 
SELLING 





* power king 
never slip 
* slip proof 


Order through Your Jobber * safety car 


EMBURY MFG. CO., WARSAW, N.Y. | 9 Wrench 
. P 

| Shifting, spot- 

| ting, and moving 

| freight cars quickly and 

| safely is very important to 
| shippers and_ receivers of 
| freight. There is a BADGER car 
mover to do these things with the least pos- 
| sible outlay of expense or effort. We suggest 
that users buy through their local distributors 
+ Gre you ready with your stocks? 


| Advance Car Mover Co. arrstox 














SELL VERSATILITY...SELL CAPABILITY... 


sAGIMAM AGIWAW Lo 


WHEELS, CASTERS AND 
CONVEYOR PARTS 
Add this stimulating, profit-building line to your 
business! Benefit from strong trade advertising, 
publicity, and hard-hitting, helpful sales aids. Cash 
in on your profit potential to the utmost! Write 
for your FREE Saginaw Profit Resume... Today! 


SAGINAW PRODUCTS CORP. 


107 RIVER + SAGINAW, MICHIGAN 
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FROM THE 


FILES = 


25 Years Ago 


There was keen interest in the cur- 
rent “Better Business” campaign. 
Prominent mill supply dealers ad- 
vanced sound economic arguments for 
the “selling for profit” campaign, the 
only sane policy to pursue. W. M. 
Pattison, president of The W. M. Pat- 
tiscon Supply Co., Cleveland, writing 
in support of the program, reported 
his belief that “under normal condi- 
tions it is quite difficult to secure a 
profit that will cover your expenses 
and the bad debts contracted during 
any one year’s business.” 

Alvin M. Smith, president, Smith- 
Courtney Co., Richmond, Va., on the 
same subject, was of the opinion that 
“a great many jobbers would have lost 
considerable money in 1923 except for 
some of the advances made by the 
manufacturers during that year.” 

L. U. Noland, president, Noland 
Co., Inc., Newport News, Va. thought 
there was only one wav to anticipate 
hard times: “It’s to follow the market 
up and follow it down and every sale 
that is made must carry a legitimate 
profit.” 

To speed up deliveries, the Fulton 
Supply Co., of Atlanta, Ga., had taken 
the habit of opening the morning mail 
an hour earlier. It had saved as much 
as half a day’s time on express package 
deliveries. 

Under the auspices of the Simpli- 
fied Practice Division of the Depart- 
ment of Commerce, representatives of 
the National Association of Farm 
Equipment Manufacturers met to “do 
something” to reduce the hundreds of 
existing sizes of nuts and bolts then 
used on farm implements and machin- 
ery—as an aid to the farmer, the 
manufacturer and the distributor. 

The first coke screening and han- 
dling plant of its kind, designed and 
manufactured by the Link-Belt Co., 
Chicago, was installed in Japan. 

The Baltimore Purchasing Agents’ 
Association played host to representa- 
tives of the various supply houses in 
that city. 

A new Newark Supply house, 
Squier, Schilling & Skiff, opened for 
business at 357 Washington Street, 
an organization of former employes 
of the well-known, Ludlow & Squier 
Co. of Newark. O. R. Schilling was 
named president; Arthur H. Squier, 








PIPE TAPS BY 


GROUND 
INTERRUPTED 
THREAD 


GROUND 
REGULAR 
THREAD 


REGULAR THREAD 


High Speed Ground Carbon 
High Speed Ground for Steel Dryseal Taper NPTF 
High Speed Cut Dryseal Straight NPSF 


INTERRUPTED THREAD 


High Speed Ground 
High Speed Cut 
Dryseal Taper NPTF 


On Nearby Shelves of Your Industrial Supply Distributor 


BAY STATE TAP & DIE COMPANY 


MANSFIELD, MASSACHUSETTS 
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MAKES QUALITY 
\ og SCREW MACHINE PRODUCTS 


U It’s no question... it’s a fact! 


When your customers need cap screws, set screws, 
milled studs or coupling bolts of any machineable 
material and with any thread, they know . . .WHO 
makes them better. 


WHO is . . Wy. ik Ottimllervesr. PA. 


Ottemiller products are sold through Mill Supply Houses. Write 
for free folder which illustrates and describes the complete line. 
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Handle heavy reels easily and 
safely; remove wire or cable from 
top or bottom, front or back of 
reel with 


ROLL-A-REEL 
~~ 


al 


Style A: 

2.000 Ibs. cap. 

37.50 

Style B: 

4 700 Ibs. cap. Low slanted front and 

75.00 positive front lock 
— . insure quick loading 

F.O.B. Cincinnati or unloading. 

Eliminate jacks, cum- 

bersome handling. 


Carried easily 
to reels, job 
or storage. 

Sold through 
wholesalers only, 























YOU CAN SELL MORE SHIM STOCK 


Here’s how, why, and where... 


HOW YOU CAN SELL MORE 


By handling the line that 
has all the sales points! 


QUALITY —highest grade, precision-thin, 
accurate gauge. 


SAVINGS —No waste. Only the required 
omount of stock is handled. The carton pro- 
tects the user's stock. Saves time and space 
ond bother. 


CONVENIENCE —Hanay dispensing cartons 


for the light gauges—sturdy flat envelopes 
for the heavier stock. 


WHY YOU CAN SELL MORE. Because it's used to save time and money 


on precision adjustments of spacing, clearance and alignment of machinery and its 
components. Accurate gauge makes minute changes possible in the positioning of two 
machine elements. 


WHERE YOU CAN SELL MORE. Just about every user or maker of 


machinery you call on is a prospect. 


SELL PACKAGES INSTEAD OF INCHES. The Laminated Shim Com- 


pany line offers easy-to-stock wall racks and special assortments which 
mean larger units of sale for you. Write today for catalog and price 
sheets, explanation of distributor protection and cooperation policy. 


LAMINATED SHIM COMPANY 


INCORPORATED 
GLENBROOK, CONN 


VARIETY —Brass and steel, in 16 gauges, 
001 to .032” plus LAMINUM (Reg. U. S. 
Pat. Off.), the laminated brass stock that 
simply p-e-e-l-s for adjustment, in 10 gauges 
from .006 to .125”. 


NY s © 0.) Gace BO) C8 0 AN-COR-LOX NU 
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QUICK: AY PUSH- 
ACTING AA PULL 


Drill Press Vise 


P 
VISES 


Four outstanding 
examples from our 
latest work-saving 
devices. Send for 
descriptive circu- 
lars describing our 
‘ull line. 


TWISTITE SIX-BY-SIX 


Model V-6: Weight 30 Ibs.; jaw 6” wide, 17%” deep; 

opening 6”; overall length 14”; overall heig t 3%”. 

one Supply and Factory representatives wanted. 
rite: 


RICHARDS’ INDUSTRIES, INC. 


20 Leonard St., N. W. Grand Rapids 5, Mich. 
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ont and 
it lock 
loading 


$, cum- 
ling. 


fasily 
, job 
e. 

ough 
only. 


ETAILS 








treasurer; and Samuel Skiff, vice-presi- 
dent and secretary. 


10 Years Ago 


The Ides of March by-passed W. C. 
Teare, (Sterling Products) Bill 
Hunter of Ross Willoughby and Hugh 
Hirshon of W. S. Wilson Co., in 
Florida and writing home to shivering 
friends about the balmy breezes. 

In a national competition which 
embraced nearly 11,000 entries, a sales 
promotion piece sent out by Lewis 
Supply Co., Memphis, was judged one 
of the year’s best business letters. 

A pneumatic tube system was the 
latest step in a program of moderniza- 
tion at Barrett Hardware Co. that was 
transforming an old tractor plant into 
an up-to-date supply house. 

Winter shows rang the bell in 
Moline, Ill., where everybody and his 
brother journeyed to see the exhibit 
of Sterling Products Co., Chicago— 
and in Perth Amboy, N. J., where 
Perth Amboy Hardware’s four-day 
30th anniversary celebration drew 


1700 visitors. 


The Buyer Looks 
a Business 








Composite opinion of purchasing | 


agents who comprise the N. A. P. A. 
Business Survey Committee. 


Manufacturing business did not | 


bound back from the slump of Novem- 


ber and December. Purchasing Agents | 


report a slight further reduction in 
production and a continuing decline 
in back-order schedules. The declin- 
ing trend of prices is more pronounced. 
Employment is somewhat lower than 
December. While, generally, the con- 
sensus of the reports is not en- 
couraging, there is a bright spot in the 


satisfactory “purchased inventory” con- | 
dition of industry. Greater reductions | 


in inventory are reported and the turn- 
over ratios are increasing, despite the 
lower production and employment. 
Sixty-two percent report this favorable 
situation. 


As to the effect on business of the | 


proposals in the President’s Fair Deal 
message, the general opinion is that 
it is too early to make any realistic ap- 
praisal; the presently reported attitude 
is to “wait and see.” However, there 
is a strong opinion expressed that 
much of the proposed, disturbing legis- 
lation may not become law. On the 
whole, the present situation calls for 
extreme caution, which seems to be 
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IT’S THE ‘BLUE FACE’ LINE 
.. . for early delivery 
.. . for customer 
satisfaction 


\SRRUN 


— for 
profit-minded 
Industrial 
Distributors ! 


OR years Sprout-Wald- 

ron Cast Iron ‘Blue 
Face’ Pulleys have been 
the natural choice for 
both users and Industrial 
Distributors. 


Their careful balance 

. their rigidity . . 
their belt saving quali- 
ties — these are only a 
few of the features 
which make S-W ‘Blue 
Face’ Pulleys click! 

Get your copy of the 
New Pulley Bulletin 
P-848 today. Write 
Sprout-Waldron & Co., 3 
Waldron St., Muncy, Pa. 


NNW 


\ MA orudedoariun, Unspnan> 


MUNCY 
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OLD FAITHFUL 
LUMBER 
CRAYONS © 


Their marks are permanent, bright, legible 
and clear. Rain, sleet and sun will not affect 
them. Will not brush off, wash off, or fade. 
For green or seasoned lumber. 


The result of 114 years of crayon manu- 
facturing. 

Send. for the FREE Industrial Crayon Guide 
listing the complete line of Old Faithful 


Crayons to efficiently meet every marking 
need. Dept. ML-42 


ree a 
~ o FAST-SELLING 


EY--TITE SEALING COMPOUNDS 


WATER PROOF _— Ta Your KEY to y-Velol-Yo| 


a 


on, 


| 
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KEY GRAPHITE PASTE KEY-TITE 


...the ideal sealer for all lines carry- ....for sealing pipe joints on lines carry. 
ing oil, gasoline, kerosene, and high- ing water, gas, low-pressure steam, 
pressure steam. Listed by Underwriters’ compressed air, etc. Does not affect the 
Laboratory. taste or odor of potable liquids. 


Pipe joints sealed with Key positively will not leak, yet are easily opened, for Key 
will not freeze in the joints. Nationally advertised. Attractively packaged in litho- 
graphed containers. Immediate delivery. 


A few territories for distributors are still 


available — write for free samples and 
full information. 
Ee 


KEY COMPANY 
2621 McCasland Ave., East St. Louis, Ill. Gompan A 








NEW 4-SPEED Sztraudflex 
FLEXIBLE SHAFT MACHINES 


provide the newest and only outstanding improvement in 
Flexible Shaft Machinery in 25 years. It’s another Strand 
step forward in quality precision tools for faster, easier and § 
more economical production work. The Strandflex 4-Speed 
gear drive employs a patented, new type of quick change 
gear drive utilizing 4 POSITIVE speeds by a unique and 
easy method of instantly changing from one speed to another. 
Powered with totally enclosed ball-bearing motors (having 
speeds from 850 to 9000 R.P.M., depending on motor) 
means years of smooth, trouble-free service. Send for Bulletin 

No. 43-A for full details. 


Standard 3 speed counter shaft type Strand machines also 
available for portable rotary power at constant speeds for 
grinding, buffing, drilling, wire brushing and rotary filing, in 
all types and models from 14 to 3 H.P.—for every specific 
requirement. Send for Catalog No. 30. 


Distributors in all principal cities 


(Strand - A. STRAND & co. 
(Strand 5001 NO. WOLCOTT AVE. 


CHICAGO 40, ILL. 
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evident in the current short-range 
buying and inventory policy of pur- 
chasing executives. 


Prices 

Except for the increase in freight 
rates, the price trend is down, for 
January. To a considerable extent a 
buyers’ market is in evidence. Com- 
petition is stronger in many lines. Vol- 
untary allotments of critical materials 
by producers are covering more con- 
sumer requirements. Outside markets 
are Offering price inducements, to 
move inventories. Price protection is 
being obtained on long-term commit- 
ments. 


Inventories 


That purchased industrial invento- 
ries are keeping in balance with lower 
production activity, is shown in the 
maintenance of the higher turnover 
rates established in 1948. This is, per- 
haps, the healthiest trend showing in 
the January survey. Some few who re- 
port higher inventories attribute them 
to some stock-piling of scarce mate- 
tials which are being received under 
voluntary allotments, and are in ex- 
cess of current production require- 
ments. With supply exceeding demand 
in many lines, and the easing position 
of even the most critical industrial ma- 
terials, any proposal for government 
controls should be unnecessary, unless 
this situation is reversed by events. 
Buying Policy 

Forward commitments remain well 
within 90 days, with the accent on 60 
days and under. The — of keep- 
ing inventories at the lowest possible 
working minimum requires a most 
careful screening of requisitions. The 
greater availability of many more 
items gives purchasing agents more 
time to negotiate for price values, bet- 
ter quality, consideration of new 
sources of supply. Buyers do not now 
have to search for competition, as in- 


creased selling effort brings it to them 


in most lines. 


Commodity Changes 


The list is predominantly down, in | 
January, except for the effects of in- | 


creased freight rates. Premiums for 
lead, copper and steel have about dis- 
appeared. Many more products are in 
easier supply. 

On the down side are: Acetate, al- 
cohol, burlap bags, belting, building 
materials, corrugated cartons, caustic 
soda, cable, chipboard, clothing, cocoa 
butter, cotton buffs, coal, fats and oils, 
foodstuffs, steel forgings, furniture, 
fuel oil, gelatine, scrap iron and steel, 
alloying charge on lead mixtures, lubri- 
cants, lumber, manufactured parts, 
paper, plywood, printing, rubber, salt 








‘ 
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Advantages to Distributors 


DEMING — the COMPLETE line — gives you the 
following important combination of advantages: 











1. A 100% Distributor Policy. Deming Pumps and Water Systems 
are sold only through Distributors. 


2. An Exceptionally COMPLETE line that makes it possible for 
every Deming Distributor to meet the lions’ share of demands 
for pumps and water systems. 


3. A High Quality line built to high standards of engineering 
to assure maximum pump performance at low operating cost. 


4. Complete Catalog Service. The Deming “Library of Pump 
Data” in the form of catalogs and bulletins is recognized by im- 
partial authorities to be the most comprehensive and informative 
for Distributors and their customers. 


5. Engineering Cooperation. Deming maintains complete and 
competent engineering facilities and services for cooperation with 
Distributors, when required. 


6. Sales Promotional and Advertising Helps to assist Distribu- 
tors in building increasing volume of pump business. 


THE DEMING COMPANY 


511 BROADWAY «+ « © SALEM, OHIO 








Step Up MUSIC WIRE Sales 
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Dispenser 
carton 


Let this ingenious dispenser carton give you a “new look" 
on Music Wire sales! See how easily it can help you put music 
wire sales in the profit making class by eliminating fuss and 
muss, by stepping up unit of sale. 


The carton—exclusive with Precision—has center opening; 
wire is drawn as needed from inside of coil; natural tension 
holds coil neatly in box. It's convenience that makes it just 
as easy to sell the carton as a few feet. You'll save time; get 
more in profits! 


TOP QUALITY SHIM STOCK 


Carefully selected brass or steel packaged to save your time 
on sales and handling — those are the big advantages you 
get with Precision Brand Shim Stock. Dispenser cartons, Four- 
in-One Assortment or Packaged Fiat Shim. All plainly marked. 


with just 4 worps! 





REPLACE END! 











—SS> 


PRECTS 
» 


.004 to .180 Diameter. 
immediate delivery! 





COMPLETE LINE OF GROUND FLAT STOCK 


A practical product for the practical machinist — now available in both 
oil and water hardening types with many new sizes added. Made of first 
quality electric furnace tool steel, precision ground to within .001”. Ready 
for scribing, shaping, tempering and drawing. Each standard size oiled, 
wax wrapped in protective envelope, marked with size and heat treatment. 


You'll sell more and sell it faster, whatever Precision Brand product you 
choose. You'll get top quality, with highest accuracy and uniformity plus 
extra packaging features that step up sales. Why not check with Precision 
today — see how much more Precision can give you in over-the-counter 
sales advantages! Also plete stocks of Drill Rod and Thickness Gauge 
or Feeler Stock. 


PRECISION STEEL WAREHOUSE, ine. 








MANUFACTURING DIVISION 
4409-25 WEST KINZIE STREET © CHICAGO 24, ILLINOIS 


SHIM STEEL @ BRASS SHIM @ MUSIC WIRE 
DRILL ROD @ THICKNESS GAUGE STOCK @ GROUND FLAT STOCK 
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cake, shellac, soap, stearic acid, gray 
market steel, tallow, small tools. 
Easier to get: Automobiles, trucks, 
brass, cartons, cement, electrical equip- 
ment, oils, pig iron, hose, lumber, pa. 


| pers, valves and fittings, wire. 


A few important commodities are 
reported up: Ammonia, asbestos prod- 
ucts, caustic potash, dyestuffs, fluor- 
spar, mercury, nitrate soda, metallic 
pigments, starch. 

In tight supply: Aluminum, steel, 


| lead, copper, zinc, tin, nickel, am- 


monia, cellophane, chromic acid, nails, 
pipe; but improving, spiegeleisen. 


| Employment 


Employment continued to drop in 
January, and at a faster rate than in 


| December. Forty-seven percent report 


lower pay-roll population or reduced 
working time. Productivity is increas- 
ing—fewer strikes, skilled and semi- 
skilled workers are now available in 
several areas. This, coupled with the 
declining cost of living, indicates the 
fourth wave of wage increases may not 


| be such a serious threat to further in- 


flation of production costs and prices. 


Canada 


Canadian production increased in 
January, but back orders slipped al- 
most as much as in the States; com- 
modity prices are trending down faster 
than in the United States. Invento- 
ries are being reduced; employment is 
sharply off. Buying policy is strongly 
on the near side of the “hand-to- 
mouth to 90-day” bracket. 


SALES HELPS 
from 








MANUFACTURERS 





INDUSTRIAL BEARINGS — Infor- 


mation on several new sizes of general 


| purpose bearings, electric motor bear- 


ings and universal bronze bars is in- 


| cluded in an 84-page catalog. A new 
feature is the section on self-aligning 


bearings, a product of powder metal- 


_lurgy—Johnson Bronze Co., New 
Castle, Pa. 


MASONRY DRILLS—A new folder 
_ describes applications and advantages 


of the company’s line of spiral fluted 
carbide tipped masonry drills. It lists 
sizes, diameter, shank and_ overall 
length and prices. Sets and kits of as- 


| sorted sizes are also illustrated and 


priced.—Super Tool Co., Detroit, 


| Mich. 





etallic 


Steel, 
» am- 
Nails, 


ay not 
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prices. 
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is in- 
A new 
ligning 
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New 


folder 


fondo Whipcord V-Belts are Pre-Stretched 


Uneven stretch in a multiple V-Belt drive overloads 


some belts while others ride slack. Power is lost and 
V-Belt life is shortened. Manhattan engineers have 
designed Condor Whipcord V-Belts to insure the most 
uniform team performance possible. 


During manufacture, the stout Whipcord Strength 
Member, endless wound to form the load-carrying 
core of the belt, is pre-stretched. This Whipcord 
Strength Member is placed in the neutral axis area of 
the V-Belt and surrounded by heat dissipating, slow 


aging Flexlastics. Thus, the percentage of stretch is 
practically nil. 


On your multiple V-Belt drives, every Condor Whip- 
cord V-Belt wedges firmly in the sheave and delivers 
all the power you are paying for. Send for free engi- 
neering data applicable to your drives. 


Manhattan's line of rubber products for Industry is 
consistently dependable—outstanding in quality. Make 
MANHATTAN your choice. 


(“Flexlastics” is exclusive with Manhattan) 


MF 
EINIISALUN 


MANHATTAN RUBBER DIVISION 


im Raich MANHATTAN INC. 


PASSAIC, NEW JERSEY 
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Sure sales--- 


You have a most convincing point — 
when selling ‘Budgit' Portable Electric 
Hoists — in the way they save time 
and money while increasing each 
day’s output on production, assembly, 
and inspection lines or anywhere that 
load handling and load lifting is a big 
factor in the day's work. Management 
always listens to the man selling such 


products and, once convinced, buys. 


Mention the factories, print shops, 


stores, bakeries, service 
‘Budgit' 


Hoists are installed; the loading plat- 


foundries, 


stations where you know 


forms and receiving docks where 
‘Budgit’ Hoists are in constant use lift- 


ing loads with ease and speed. 


Here, then, are sure sales for you 
for Management, compelled by the 
present economic situation to cut oper- 
ating costs, increase production, keep 
down compensation claims arising 
from sprained backs, torn ligaments, 
or rupture due to manual lifting 
would recognize a ‘Budgit’ Hoist as a 


good investment. 


If your supply of Bul- i 
letin No. 371 is low, - 


write us for more. 


‘BUDGIT™ 
Hoists 


MANNING,MAX WELL & MOORE, INC. 
MUSKEGON, MICHIGAN 
Builders of ‘Shaw-Box' Cranes, ‘Budgit' and 
‘Load Lifter’ Hoists and other lifting specialties. 
Makers of Ashcroft Gauges, Hancock Valves. 
Consolidated Safety and Relief Valves and 
‘American’ industrial instruments. 


MAXWELL 
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= 
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Available again for - 


















IMMEDIATE DELIVERY 


theo KEYLESS 


SELF-TIGHTENING 


DRILL CHUCKS 


ees happy to announce that we have 
caught up with the big demand for 
these chucks and can once more, make 
prompt shipments. This will be good news 
to the thousands of shopmen who know 
from experience the big time-and-energy- 
saving advantages of the “keyless” fea- 
ture. Drilling action does the tightening 
—the heavier the load, the tighter they 
hold. There’s no drill slipping, no dam- 
aged shanks, no retightening. Yet they 
are easily released by hand. Because no 
strength is needed Ettco chucks are par- 
ticularly suited for women operators. 
When it comes to holding drills tight, 
rigid and true, Ettco chucks are unsur- 
passed. When it comes to quality and 
ie there are no better chucks 
made. 


ETTCO TOOL CO. 


MADE IN 5 SIZES 
FOR No. 0 TO 
¥e"" DRILLS 


600 Johnson Ave., Brooklyn 6. N. Y. 











CUT ASSEMBLY TIME WITH A 
POWRARM POSITIONER 


Positions work 180° on a vertical plane 
and 360° on any coaxial plane. 


Your salesmen invariably will walk out with an order when they 
show how the Wilton Powrarm Positioner reduces waste motion and 
provides greater worker convenience on small assembly work. One 
rominent manufacturer reports time savings up to 36%. Ideal also 
or maintenance and repair. Furnished with a Wilton 2” or 242” Vise 
or with a number of special holding fixtures. 


MECHANICAL MODEL HOLDS UP TO 70 LBS. 
HYDRAULKC MODEL HOLDS UP TO 150 LBS. 











TORCO 

Utility 

Vise 
Sizes 314" & 4” 


WILTON 
Precision 

Built Vise 
Sizes 2” to 6” 





A stand out in the low priced 
field. No wobble or dead motion, 
With or without pipe jaws or 
swivel base, 


Write for catalog sheets 
and discount information 


Enclosed design keeps 
out chips and dirt. Grease packed spindle 
and unbreakable nut—broached keyway—no 
wobble. 





Wilton Tool Mfg. Co. 


936-D Wrightwood Ave. ¢ Chicagol4, Ill. 


WILTON VISES 


ALSO POWRARMS AND PISTON SETTERS 
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DRILLS—Containing 2165 items and 
considerable technical data, a new cat- 
alog contains information in its tech- 
nical section on cutting fluids, crank- 
shaft pointing and pointing the drill. 
Also contained are tables of tap drill 
sizes, cutting speeds, and consecutive 
listing of regular drill sizes—Ace Drill 
Corp., Detroit, Mich. 


ELEVATING TABLES—Bulletin 
#261 describes the use of hydraulic 
elevating tables for transporting and 
leveling strips and sheets to proper 
working height. Actual installation 
ep ae and complete specifica- 
tion of various models are included.— 
Lyon-Raymond Corp., Greene, N. Y. 


LAB MILLS—A data and order sheet 
has been issued, giving pertinent in- 
formation on the manufacturer’s line 
of #s-in. diameter shanks lab mills. A 
diagramatic table gives the shape il- 
lustrated, the shape name and the 
prices for the various head diameters. 
—Severance Tool Industries, Saginaw, 
Mich. 


LIGHTING EQUIPMENT-Subject 
of the 6-page bulletin is the “Shield- 
Flo 40” unit which increases shielding 
angle from 13 to 27 degrees. Detailed 
specifications are given on separable 
construction, porcelain enamel reflec- 
tors, longitudinal shield, ballast and 
starters, power consumption and a 
comprehensive lighting data table.— 
Benjamin Electric Mfg. Co., Des 
Plaines, II]. 


STEAM SEPARATORS-Descriptive 
information is given in a new catalog 
on 29 types of steam separators which 
are furnished in more than 145 sizes 
in pipe size range of 4 to 16-in. Charts, 
tables and diagrams provide data re- 
quired for selection and descriptive 











3 


FACTORY TESTED 
RATED CAPACITY 






IER BUILT 


RAM HEAD 70 BASE! 










pRESSURE BY-PASS 
PREVENTS OVER- 
TRAVEL OF RAM 





MALLEABLE RON 
HANDLE SOCKET 






PRECISION 
MACHINED 
THROUGHOUT 






FoR TEN TIME 
GREATER WEAR 


Hein-Werner Hydraulic Jacks 
Give FASTER....SAFER Service! 


Made in models of 11%, 3, 5, 8, 
12, 20, 30, 50 and 100 tons 
capacity. Write us for complete 
details. ; 





HEIN-WERNER CORPORATION * WAUKESHA > WIS. 
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Di H “A 99 | types are inciuded. A new kind of il- ope 
iscover Ow lustrated index simplifies quick loca- tior 
' CL0G- ® tion of data needed.—Wright-Austin bui 
' Co., Detroit, Mich. pict 
2 HOSE CLAMPS 
PRECISION TOOLS—A new ata- vey 

log and handbook has been issued on 





























precision tools for automotive, avia 
tion, marine and farm equipment 
maintenance. ‘The catalog section lists 
sizes and prices. ‘The handbook sec 
tion tells the best and most efficient 
ways to go about precision repair and 
overhaul jobs, including simplified in- 
struction for reading a micrometer.—- 
L. S. Starrett Co., Athol, Mass. 





= 
‘Th 
ue 
Ex 
& AL 
More than one skeptical jobber has seen the light — for ‘ bot 
here is a superior hose clamp whose four basic sizes fit Ne . i usc 
practically all ordinary requirements — an engineered hose > 
clamp which appeals to the reason and pocketbook of the oe = 
customer with these advantages — | te bo Fos rm 
pla 
tak 
« UNIFORM ro 
7, CLAMPING its 
od: 
Aero-Seals are self-locking and vibra- True tangential take-up and curved UNIT HEATERS—“A practical work- Ge 
tion-proof, have extra long take-up saddle form provide absolutely uni- book on unit heaters” is the way this 
and are available in both slotted and form clamping action around 360°, catalog is described. It contains both HL 
wing-nut type of worm-drive. leak-proof, ideal for thin-walled tubes. isistieten. TR ; Pe ‘ : 
a graphic and topical index, uses pho- pri 
tographs and drawings liberally. A the 
complete description of the Btu meth- clu 
EASY TO USE AGAIN od of estimating head requirements is pit 
INSTALL and AGAIN given.—Ilg Electric Ventilating Co., De 
Chicago, III. 
You can install an Nine lives is noth- SP 
Aero-Seal with one ing for Aero-Seals, 5 i Fu 
hand if you want to They're ready to go PAINT CIRCULATING SYSTEMS : 
— and fast! They're self-feeding once back to work after plenty of hose —Mcchanical and engineering details dri 
‘the clamp-end engages with the changes. Also available in. stainless are included in a colored, illustrated in 
worm. Wo loose parts to drop. steel for marine use. folder, which also Aeesstiens fully the pr 
, advantages derived from paint circu- ph 
Put an Aero-Seal in a customer’s hands and he'll “ea caves ' One Seles te honed th 
buy it — it’s a precision job of engineering applied cnet deusiilin ‘ehhh cee the ie. val 
to a simple, everyday problem. No ordinary hose va 2 Ft 8 Se ae “a | de 
clamp can match its advantages. ciple of the manufacturer's system. “es 
Binks Mfg. Co., Chicago, III. : 
sp 
SCI 
Please send free sample by BOILER FEED PUMPS—A 12-page bu 
FREE SAMPLE: chan eal id lao. illustrated booklet outlines the speci- 
fications of the manufacturer’s high SI 
pressure centrifugal pumps. One page th 
is devoted to a historical survey of m: 
—_ COMPANY installations from 1923 to the pres- a 
[BREEZE] § ent.—Worthington Pump & Ma- ' 
iw ARK années : . te 
PRODUCT 2 chinery Corp., Harrison, N. J. in 
BREEZE CORPORATIONS, INC. JRMSOe - 
AIRCRAFT STANDARD PARTS CO. DIVISION ise el pecs hyo - wknd ar 
33 South Sixth Street, Newark 7, N. J page book presents aan Se Renee 3 
Ee. ized handling, coordination of plant tic 
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operations and straight-line produc- 
tion regardicss of ‘atrangement of 
buildings. Ovcr 80 illustr: ations de- 
pict actual installations and show the 
flexible adaptability of trolley con- 
vevors.—Link-Belt Co., Chicago, IIl. 


ALLOY STEEL CHAIN — A new 
booklet on the inspection, care and 
use of alloy steel chain contains many 
special features. Among them are a 
check list of things to look for when 
inspecting chain, factors entering into 
and governing proper use of chain, 
plan for assuring necessary care, a 
table giving maximum wear limits for 
each diameter, safe-working load lim- 
its of each size and the correct meth- 
ods of repair.—S. G. Taylor Chain 
Co., Hammond, Ind. 


HAND TOOLS—A 7-page, illustrated 
price and specification folder covers 
the company’s line of hand tools, in- 
cluding pliers, clippers, parers, nippers, 
pincers and hammers. — Champion 
De-Arment ‘Tool Co., Meadville, Pa. 


SPEED DRIVES & CONTROLS— 
Fully illustrated with photographs and 
drawings, a 16-page booklet discusses 
in detail the functions of automatic 
production control and means of ap- 
plying it to production machinery 
through use of the manufacturer’s 
variable speed drives and controls. Hy- 
draulic, mechanical and differential 
automatic control, as well as various 
speed indicating mechanisms, are de- 
sctibed.—Reeves Pulley Co., Colum- 
bus, Ind. 


STEAM HUMIDIFIERS—Describing 
the effects of relative humidity on hu- 
midity or human comfort and health, 
a 12-page bulletin explains how main- 
tenance of proper humidity will elim- 
inate fire and explosion hazards of 
static electricity. Tables and charts 
are included on desirable relative hu- 
midity in various industries. Installa- 
tion, operation, selection and price 








Desmond 


3-STAR PLAN FOR REPEAT BUSINESS 


MONTH AFTER MONTH ; 





EYE CATCHERS. Practical Tips on Fast- 
er Grinding will feature Desmond’s com- 
plete line advertising program in leading 
metal working publications this coming 
year ... will give users helpful application 
data .. . will remind them that Desmond 
makes the only complete line, sold exclu- 


sively through industrial distributors. 


*« 


DOOR OPENERS. The Desmond Guide 
to Faster Grinding, a convenient, practical, 
picture-style wall chart to help users select 
the right grinding wheel dressers and cut- 
ters will be available to the trade through 
distributors . . . will carry dealer imprints, 
and will help salesmen get back in the 


shop for extra sales effectiveness. 


ol 


ORDER PRODUCERS. Desmond offers 
a variety of folders, booklets, and other 
helpful literature, backed by a name fa- 
mous for the only complete line of dressing 
tools, famous for service. Tie in with this 
3-star plan for ’49 to maintain and build 
steady, month in, month out repeat orders. 
The Desmond-Stephan Mfg. Co. 
Urbana, Ohio 








\ 


the only complete line of grinding wheel 


DRESSERS & CUTTERS 








GF ~ SM 


erpnestens 


REVOLVING 
CUTTER TYPE DRESSERS 


DIAMOND pod TOOLS WHEEL TYPE 


SIMPLEX 


AND DRESSERS STEEL-SLIDE VISES 
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Class discussion 


- WENDTWSONIS 
MEA AnvanceD TRAINING SCHOOL 


ON CARBIDE 
CUTTING TOOLS 


CARBIDE CUTTING TOOL PRACTICE 


New uses — new techniques are constantly being discovered for carbide 
cutting tools — practices which make for a better cutting job with less 
time, labor and expense. The Wendt-Sonis Advanced Training School 
packs into one week of comprehensive instruction all the latest proven 
carbide cutting tool methods and applications which can help do the 
job better at ower costs. Special instruction is devoted to proper main- 
tenance of all types of carbide tools. 


LEARN FROM EXPERTS 

@V-S instructors are practical, factory men who know their subjects 
well from actual experience gained in solving the many cutting 
tool problems of industry. 


LEARN BY DOING 


Learn by actual doing or seeing demonstrated, all the new 
ways of making carbide tools do a finer more efficient job, 


ABSOLUTELY FREE! 


° No registration fee — no tuition —no books to buy. 
Se *. All that is required is the desire to keep ielenned 
> *, on modern trends in carbide tooling. 
FACTORY ~ 
SUFERINTENDENTS UE WE FILL IN — TEAR OUT — MAIL TODAY MRR SNH 
DISTRIBUTOR 
SALSSMEN WENDT-SONIS Training School, DEPT. D-1 
MACHINISTS Hannibal, Missouri 
e f Gentlemen : 
FOREMEN I am interested in more details about your Advanced 
PRODUCTION 4 


Training School on Carbide Cutting Tools! Please send 
SUPERVISORS complete information. 





NAME 





WRITE TODAY OCCUPATION 
FOR FULL 
DETAILS 





FIRM 





ADDRESS 





CITY STATE 
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data on eight models of the company’s 
steam humidifiers are also given.— 
Armstrong Machine Works, Three 
Rivers, Mich. 


PNEUMATIC TOOLS — Complete 
specification data and design feature 
are given on the manufacturer’s line 
of rotary tools, vertical piston tools, 
grinders and sanders, chippers, rivet- 
ers and rammers, compression rivet- 
ers, air hoists and accessories in this 
48-page, profusely illustrated catalog. 
—Keller Tool Co., Grand Haven, 
Mich. 


REFRIGERATION EQUIPMENT 
—One of two new catalogs issued pro- 
vides engineering data on the manuv- 
facturer’s hydro-flo direct expansion 
evaporator line. It includes a. section 
on simplified selection procedure and 
diagrams of typical refrigeration and 
cooling systems. The other catalog 
features finned tube condensers in 
straight tube and “U” bend models. 
Methods of correct selection, capac- 
ities, dimensions and engineering data 
are given.—Bell & Gossett Co., Mor- 
ton Grove, IIl. 


LATHES-—The complete line of swing 
precision quick-change gear and tool- 
room lathes and collet capacity turret 
lathes is described in a 64-page general 
catalog. Eight pages are devoted to 
illustrations and descriptions of major 
lathe attachments and accessories. 
Drawings showing required floor space 
for various sizes of precision lathes 
appear on the inside back cover.— 
South Bend Lathe Works, South 
Bend, Ind. 


MACHINE TOOL EQUIPMENT-— 
Data concerning the manufacturer’s 
motors, drives, controls and coolant 
pumps are contained in an 8-page bul- 
letin. Illustrations show the wide ap- 
plication of the company’s equipment 
on lathes, planers, grinders, presses 
and chucking, milling and boring ma- 
chines. — Allis-Chalmers, Milwaukee, 
Wis. 





Some years ago, a Detroit executive 
said, “There’s too much ME and not 
enough YOU in our selling.” 














John D. Rosebrough 


Rosebrough Will Manage 
Herman Nelson Branch 


John D. Rosebrough has been 
named manager of the St. Louis, Mo. 
branch office of The Herman Nelson 
Corp., Moline, Ill. He will handle 
sales of unit heaters, unit ventilators, 
propeller fans, centrifugal fans and 
unit blowers, in the new St. Louis 
sales office now located at 2188 Rail- 
way Exchange Building, 611 Olive 
Street. 

Mr. Rosebrough, a graduate of 
Washington University in St. Louis, 
has been a sales engineer for the past 
ten years, with special experience in 
the introduction and marketing of 
new products. 


Spartan Saw Works, Inc. 
Opens Chicago Branch 


The Spartan Saw Works, Inc., of 
Springfield, Mass. has opened up a 
branch office in Chicago for the con- 
venience of its distributors in that 
area. 

The office is under the direction of 
P. D. Baer and is located at 4822 
West 25th Street, Cicero 50. 


Carlock Adds Dale 
As Sales Representative 


Ewing Dale has been added to the 
sales force of Harris B. Carlock, of 
Atlanta, Ga. 

Mr. Carlock is well known as a manu- 
facturers’ representative to distribu- 
tors in the southeastern section of the 
country. 





BELMONT PACKINGS 
incorporate distinctive 
mechanical principles and 
extra construction fea- 
tures to give better on the 
job performance. 


Here, we illustrate just 
three, but ... There’s a 
Belmont Packing for 
EVERY Service — and, 
Belmont consumer ad- 
vertising promotes 
these extra features— 
creates sales leads for 
you—directs the reader 
to the Belmont Dis- 
tributor. 
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The Caster That Had To Be Babied 


“Oh my aching back,” it moaned under 
heavy loads. *‘No, no,” it winced under 
the strain of sudden shocks. Swivel? 
Workmen cussed at the turns. This 
“baby” sure snarled up handling. 








| 


Here is the Bond all-steel caster that welcomes 
brutal punishment—day in, day out. Heavy metal 
construction removes danger of breakage. The 
Bond 40-A swivels with ease on hardened ball 
races. It is pressure lubricated. This sturdy caster 
does many good turns during its long service life. 

Every caster in the complete Bond line is 
designed for actual working conditions. You'll 
find the caster that’s exactly right for your needs 
in the Bond Catalog K-38. Send for your free copy. 


BOND FOUNDRY & MACHINE COMPANY 
MANHEIM « PENNSYLVANIA 





No. 140-A (shown). Ball 
bearing swivel caster with 
roller bearing semi-steel 
wheel. Wheel sizes from | 
4"' to 12''; capacities 
from 425 Ibs. to 4500 Ibs, 
per caster. 


* ITS A 


PO 
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E. W. Ristau 


Ed Ristau Joins 
Cummins Business Machines 


E. W. Ristau has been appointed 
vice-president in charge of sales for 
the Cummins Business Machines 
Corp. of Chicago, Ill. Mr. Ristau will 
direct the sales and advertising activi- 
ties of the Portable Electric Tool Divi 
sion. 

He has had more than 20 years ex- 
perience in selling and merchandising, 
principally in the industrial field. In 
addition, he has a broad knowledge of 
distribution channels and their rela- 
tionship to changing market condi- 
tions. 

Mr. Ristau will work closely with 
Paul Jones, president, and Leonard I’. 
Parker, vice-president and general man- 
ager of Cummins, on matters relating 
to the company’s policies and the ex- 
pansion of its line of products. 


Black & Decker Institutes 
Personnel, Service Changes 


A new factory service station was 
opened by the Black & Decker Mfg. 
Co. of Towson, Maryland, recently, 
in Cincinnati, Ohio; several shifts 
have been made in the firm’s field 
personnel, and the Denver service sta- 
tion has moved to a new building 
located at 1010 Bannock street. 

The addition of the Cincinnati 
branch, located at 1094 Gilbert Ave- 
nue, increases the number of service 
stations operated by the company to 
25 in the United States. 

The new building in Denver was 
built to specifications and will be 
manned by factory-trained personncl 
to repair and service the more ‘than 
100 products of the company. The 
Denver branch continues under the 
direction of Elmer Sitton, service en- 
gineer. The Cincinnati branch will 
be in charge of Robert A. Brown, serv- 
ice engineer. 

Among recent changes in field per- 
sonnel instituted by Black & Decker 























was the assignment of James F. Moore | 
to the Chicago sales department as 
sales engineer. T. J. Waters has been erst 1 
appointed service engineer for Chi- 
a 
V. E. Boyles, service engineer at k 
the New Orleans branch, has been ...@a name Known 
transferred to the Cleveland branch h h Il ‘Ne. 
as sales engineer and R. B. McClellan t roug! out a - pipe 
has been appointed service engineer d f 
agi — using industries jor 
in New Orleans to the vacancy 
created by Mr. Boyles’ promotion. 
Thomas Rogers has been promoted S$ & RV | & & 
to sales engineer at the Dallas branch. 
Jefferson's ability to meet ALL industrial piping 
i installati ds with a complete line of na- 
Orgill Bros & Co. denally ‘haowe. “time-tested ood time-proved 
nally - oe 
Purchase Tract Wrial distributors, because it opens the doors to 
an ever-present, volume busi It bl 
A 35-acre tract has been purchased SS ee eee 
by Orgill Bros. & Co. Memphis, and completely. Lege me eg 
Tenn. for possible use in future ex- can sae aes te i Gee 
: i the > j prepared to render prompt 
es — and, when the need arises, for eo ceeiee. 
oe warehousing. 
_ The property is about three miles If you as an industrial ais 
’S C y tributor are not making Jef- 
ca from the firm’s present offices. It was eseem your senten of sUUty 
~ purchased for about $60,000. for pipe unions, it will pay 
wil! you to ncahago an a a 
tivi- you ‘iaew whet is meant by 
ivi Supply Department ae 
| s 
ex I -_ New Service Room Every Jefferson Union is 
Pica Tl industrial lv d , made of air-refined mallea- 
ing, rhe industrial supply department ble iron having a_ tensile 
a of the Atlas Supply Co. of Winston- an «SS oes 
> of Salem, N. C. now services its cus- union is air-tested. : 
ele. tomers from its own department quar- er 
rdi- ters in the firm’s main building. The Se Bee. Made alse 
: . . in All-Female style. 
plumbing and heating department and e 
sith administrative offices are located in 
E. the left half of the building on 236 The JEFFERSON 
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of the building but the supply depart- Yeasure responsible for the 
; ment has an entrance at the right for canting Sets on ee 
“will-call” visitors and prospects. sclves. It is an important 
>s 4 " ° and convincing sales feature 
, Industrial supply stocks are main- because it assures protection 
. ai : hi from pipe ends, free flow 
vas tained directly behind the counter. and easy make up of the  Male-Female Union 
fg. Alongside the counter is considerable I union itself. Investigate. Tee with Union on 
. . ale-Female 45° Union th utlet. Made 
ly, space for the display of many stand Elbow. Made also in due in AiSemale 
fts tools as well as for display cases which All-Female style. style. 
old show the varicty and types of small 
ta- tools sold. 
ng Hal Nifong, vice-president, is in 
charge of the industrial supply de- 
ati partment. 
ve- 
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to 
/as ope oe 7“ - Flange 
’ le “B’, 3-part Flange Style ““E”’, 2-part Flange Style “D’, 2-part Flang 
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| = JEFFERSON UNION CO. 
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¥- DISPLAY surrounds the “will-call , prs pea = 73. Moss 
counter on three sides at the new in- 49 Fletcher: Ave.» Sena = 

Te dustrial supply department of the Atlas 

er Supply Co., Winston-Salem, N. C. 
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You get all the 


advantages of 
Marlow’s lively 


“DISTRIBUTOR-VIEWPOINT” 


sales policy! 


The basic reason for the continuing profits that distributors make with 
Marlow Pumps is that Marlow backs up its excellent line of pumps with 


a “distributor-viewpoint” sales policy . . . 


one that gives the distributor 


the opportunities he desires to build a substantial business in industrial 
pump sales. It is a personalized policy that makes each distributor an 
individually important business associate—not just another sales outlet. 


HERE ARE SEVEN OF THE THINGS YOU GET UNDER THIS POLICY... 


1 Self-Priming centrifugal pumps 
of proved merit and performance 
that help strengthen your customer 
relationships 


2 Leadership in pump research and 
development, with test and labora- 
tory techniques that keep the prod- 
uct ahead. 


3 Substantial profit margins for 
you. 


4 The support of an organization 
that is old enough and large enough 
to appreciate its responsibilities— 


yet is small enough to offer the 
personal interest of its principals 
and is young enough to have a ro- 
bust enthusiasm that makes for close 
and friendly cooperation with you. 


5 The reputation as ‘“Manufactur- 
ers of the World's Largest Line of 
Self-Priming Centrifugal Pumps”. 


6 National advertising that makes 
it easier to sell Marlow Pumps. 


7 Sales literature and other busi- 
ness-getting assistance that is second 
to none in its field. 


Marlow gives you more pumps in the line, more good features in the 
pumps — more to sell. It is the line that is preferred ... for sales, 
profits and prestige. There may be a Marlow distributorship open in 
your area. Information will be sent promptly. 


MARLOW PUMP 


RemGSGEwWOdcdD * 


i 


JE R-DES 
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Dan J. Cantillon 


| Personnel Promotions 


_ Made At Ferry Cap 


Dan J. Cantillon has been made as- 
sistant manager of industrial sales, and 
William H. North, assistant to the 
president, in recent advancements of 
personnel at The Ferry Cap & Set 
Screw Co. of Cleveland, Ohio. At the 
same time, F. A. Schmiedt was made 
manager of office sales, and F. A. 
Perko, assistant controller. 

Mr. Cantillon was promoted to the 
industrial sales department, as sales 
engineer, three years ago, after having 
served two and one-half years in the 
production department. 

Mr. North, prior to joining Ferry 
Cap as distributor sales representative 
three years ago, was sales representa- 
tive for the Charles H. Phillips Chem- 
ical Co. 


William H. North 





“Salesmanship is the art of so suc- 
cessfully demonstrating the merits of 
the goods and the service of a house 
that a permanent customer is made.” 

John Wannamaker 














jJ. H. W. Conklin 


Conklin Made New Head 
Of Materials Handling Inst. 


J. H. W. Conklin, sales manager 
of the industrial truck division, Clark 
Equipment Co., Battle Creek, Mich. 
was elected president of the Materials 
Handling Institute at the annual elec- 


tion of officers held recently in Phila- _ @ Every plant which moves raw 
delphia. Mr. Conklin succeeded S. 
W. Gibb, Yale & Towne Mfg. Co. materials or finished product . . . and that’s just 
sales manager. chested for 1949 wane: about all of °em ... is a prospect for Conveyor Belting. 


J. G. Bucuss, Acme Steel Co., first Your calls on any of these plants will bring bigger and 
vice-president; J. P. Lawrence, The : : 
American MonoRail Co., second vice- better profit returns if you offer the BUFFALO line... 
president; and R. Kennedy Hanson, 
secretary-treasurer. 

Elected to the board of directors complete selection of finest-quality belts for standardized 
were L, C. Backart, the Rapid-Stand- — r 
ard Co., Inc. G. J. Berry, The Elec- or specialized industrial use. 


tric Products Co.; E. C. Hamm, Serv- 

ice Caster & Truck Corp. W. A. (2) ea 
Meddick, The Elwell-Parker Electric 

Co.; G. G. Raymond, Lyon-Raymond | } 

Corp.; W. G. Reycroft, The Bassick oO FFER ™ ESE BU F FALO PRODUCTS 


Co.; F. F. Seaman, Robbins & Myers, ays * 
Inc.; L. West Shea, the Union Metal -_..- Buffalo som Woven Buffalo RF & C 


Mfg. Co.; W. C. Stuebing, Lift es Cotton ene ' (rubber-covered) Belting 
Trucks, Inc., and Messrs. Conklin and e 


— Buffalo PlasTex Buffalo Glazed - 
(plastic impregnated) ‘ (nitro-cellulose coated ) 
Belting e@ Belting 
- Buffalo Latex Belting (neoprene synthetic -or natural) 
Buffalo Solid Woven Cotton Belting also available 
diana ae or Paraffin impregnation. 


with customer satisfaction assured, through BUFFALO’S 














her. information and samples . 


* BUFFALE WEAVING & BELTING CO. 


PURCHASING correspondence is dic- 209 Chandler Street 
tated to Marie Mochi, secretary, by CHICAGO © BUFFALO 7, N.Y. © NEW YORK 


Frank S. Crompton, buyer for Olm- DETROIT PHILADELPHIA ° SAN FRANCISCO 
stead-Flint Corp., Cambridge, Mass. ¢ 
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Good Fellowship Reigned 
at Southern Meeting 


Ir WASN’T ALL work at the Southern Association’s mid- 
year meeting in Biloxi. After the Forum and Southern 
business sessions, members and guests joined with their 
wives in attending cocktail parties and impromptu 
gatherings in parlors. A complete story of the meetings 
with pictures of the speakers will be found on pages 
82, 83 and 84. 


THE YOUNGEST person at the mecting was Joanne Hol- 
den. She’s talking with her father, Dick Holden, Silliter-Hol- 
den, Hartford, and Arch Morris, InpustRiAL D1sTRIBUTION. 


OFFICIALS get together and agree the party is a success. 
They are Ted Pugh, Southern secretary; Dick Alcott, South- 
ern president, and Jim Geddes, American president. 


WERE meen ; 
BEFORE THE BANQUET. Mr. and Mrs. Paul Griner, 
Oliver H. Van Horn; Mr. and Mrs. A. D. Gugenheim, 
Gugenhcim Co., Amarillo, and J. C. Kuhn, Morse Twist 
Drill, relax on the terrace. 


A REPRESENTATIVE of the National Association cx- 
presses his thanks for being invited. He’s President Ed Mc- 
Laughlin of Union Hardware, Los Angeles. 


AN EXPERIMENT produced this portrait of Joe Pitts, 
Brown-Roberts. Mrs. Alice Pye tricd her hand at being 
a photographer. 
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Show Your Customers 





Where Savings and Profi 
i 
ae ja" 


Brightboy 


The SOFT RUBBER binder 
CUSHIONS the abrasive 


Weldon Roberts 
Rubber Co. WELDON ROBERTS 


— |Brightboy, 


REC .U.G, PAT.OFF, 


‘Jo% ONE-OPERATION 
TIME-SAVING 


BURRING : FINISHING 
Because of increasing labor and materials costs, your customers CLE ANING . POLISHING 


are exhaustively surveying and utilizing time saving methods 
and materials. Brightboy, for example. 


RECOMMEND TIME-SAVING BRIGHTBOY 


The unique action of rubber and abrasive Brightboy frequently 
covers, in one operation, all of the production steps following 
the coarse grind right through the buff. Here are big Brightboy 
selling points: 


(1) Its action burrs, finishes, cleans and polishes simultaneously, 
saving time-taking operations. (2) It can be used for a very wide 
range of conventional and special finishing. (3) It can be shaped 
to contours. (4) It works to precision tolerances. (5) It doesn’t 
gum, load or fill, and requires no before-use preparation. 


ROUND OUT YOUR ABRASIVES SERVICE 


You need Brightboy to complete your abrasives service to cus- 
tomers. There are many firms in your territory now using 
Brightboy--and many more who will buy it readily and in 
volume, once you recommend it for its wide application. Our 
service department will help you solve customers’ production- BRIGHTBOY INDUSTRIAL DIVISION 
time problems; suggest new methods. Write us for information 


on a profitable Brightboy dealer franchise. Weldon Roberts Rubber Co. Newark 7, N. J. 
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A PRIVATE CHAT is being enjoyed by Mrs. J. D. Nichol- READY FOR FUN are Mrs. Richard Alcott and Mr. and 
son and Harold Young, the Murray Co., Dallas. George Weaks (Weaks Supply, Monroe, La.) 


A SONG being rendered by Mrs. B. B. Lowe and Mrs. Dan TIME FOR TALK. In the group are Mrs. Paul Reinking, 
Northup makes Mr. Northup (Henry G. Thompson) close Mrs. Ashley DeWitt, Doug Graham and Willis Horner. 
his eyes while Mr. Lowe, Ellis & Lowe, Tampa, smiles. Both men are from Allen Mfg. 


RESTING for a few minutes are Mrs. Ted Pugh and Mrs. THE DISTAFF SIDE gathered in Inpustriat Distrisv- 
Ben Barker. They're with Arch Morris, publisher of TION’s parlor. Pictured are Mrs. ey Pitts, Mrs. + Mc- 
InDusTRIAL DisTRIBUTION. Donald, Mrs. John Pye, Mrs. A. M . Mortis and ed Pugh. 
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THREE HUNDRED AND FIFTY of 
Hajoca’s customers trouped in to sec 
its new Lansdowne, Pa. warehouse and 
office at 130 East Baltimore Avenue. 


Hajoca Dedicates 
New Lansdowne Branch 


Hajoca Corp., distributors and man- 
ufacturer with 31 sales offices and 
branch warehouses in eastern seaboard 
cities, held “Open House” recently for 
350 of its customers at its new ware- 
house and office building, 130 East 
Baltimore Avenue, Lansdowne, Pa. 

The event marked the third occa- 
sion within one month when the firm 
formally opened new branch _ build- 
ings. Hajoca’s Jacksonville, Fla., new 
branch offices and warehouse were ded- 
icated last November, and on Decem- 
ber 1 and 2 its new Erie Avenue, 
Philadelphia branch was formally 
dedicated. 

The Lansdowne, Pa. branch is com- 
pletely modern in every respect, with 
spacious showrooms and offices and 
with plenty of parking space available. 


Osborne of Westinghouse 


To Speak Before ASTE 


Members of the American Society 
of Tool Engineers will have L. E. Os- 
borne, senior executive vice-president, 
Westinghouse Electric Corp., as fea- 
tured speaker at their National Ban- 
quet on Saturday evening, March 12, 
in the Hotel William Penn, Pitts- 
burgh. The banquet will climax the 
Society’s 17th Annual Meeting, sched- 
uled for March 10, 11, 12 in Pitts- 
burgh. 

The ASTE’s three day meeting will 
emphasize technical discussions, fea- 
turing talks on industrial methods, 
machines and operations by leaders in 
the various fields, as well as tours of 
many plants in the Pittsburgh area. 


Terry Named To Post 
In American Brakeblok 


Maynard B. Terry has been ap- 
pointed vice-president of the American 
Brakeblok division of the American 
Brake Shoe Co. 

Mr. Terry, formerly general sales 
manager, has served in various sales 
capacities since joining the Brake Shoe 
Co. in 1943. He has been associated 
with the industry for nearly 20 years. 





BIG MARKETS 


ee Se 
MO DOUBLE off<-; ——————_ 


FFSET PATTERN 


MASTER SERIES 
HEAVY DUTY 
BOX WRENCHES 


SELL them to Manufacturers for 
Original Equipment Service Sets 


to go with machine tools, diesel engines, power plants, 
construction equipment, refrigeration plants, airplanes, 
trucks, tractors, ships and other lines. 


SELL them for Maintenance Jobs 
in Many Fields —in mills, factories, railroad 


shops, shipyards, mines, utility plants, etc. 


Light weight with great strength and sure grip are at- 
tained in OTC MASTER SERIES BOX WRENCHES of 
high grade alloy steel, properly heat-treated. 12-point 
accurately broached openings prevent slipping, spread- 
ing or twisting of wrench. Improved handle stop and 
positive safety locking feature eliminate chance of handle 
turning on stub end of wrench, or slipping off. Cadmium 
plated with heads polished. The finest tools of this type 
available. Complete range of sizes—14%" to 3%". Seam- 
less Steel Tubular Handles—3 sizes fit all 60 different 
wrench heads. 

OTC PULLERS, Pulling Attachments, Service Sets and Special 
Tools also add to the big-volume profits of the OTC Line. 


Your Customers are Being Told to Look for the OTC Dis- 
tributor Sign — in our extensive advertising 
in industrial trade journals. 


Write for the OTC Merchandising Plan. 


OWATONNA TOOL CO. 


312 Cedar St., Owatonna, Minn. 
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YY Oar 


\ : 4 
_ ; ™s 
323) \S 
< No 87 TORCK 
MADE IN.USA , 


AS DESIRED y 


EST. Som DIETZ COMPANY 


BS NEW YORK 





Swift has a complete line of low and high pressure 
water gauges . . . self cleaning, automatic or plain, 
rough or polished, and with or without shut-off valves. 
These can be supplied with any length, size and style 
of Pyrex gauge glass and guards. 

Swift liquid level gauges are used as standard 
equipment by leading manufacturers of boilers, tanks, 
traps, filters and similar products. 

Swift products are backed by more than 
60 years experience in the manufacture of 
quality brass goods. 

Write for your copy of latest catalog. 











Water Gauges 
LUBRICATOR Gauge Cocks 


COMPANY, INC. 
24 Home Street, Elmira, N. Y. 


Air and Pet Cocks 
Lubricators 
Grease and Oil Cups 


Tubular Gauge Glasses 
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CHECKING back orders is James 
Luther, assistant purchasing agent, 
Cordes Supply Co., Milwaukee. 





Manhattan Rubber Division 
Completes 55 Years 


The Manhattan Rubber Division of 
Raybestos-Manhattan, Inc., Passaic, 
N. J. recently completed its 55th year. 

Manhattan traces its ancestry to the 
dawn of the rubber industry, to the 


first chartered rubber company in- 


America, the Roxbury Rubber Co. of 
Boston. 

In 1893, Frank Cazenove Jones, 
Col. Arthur Farragut Townsend, god- 
son of Admiral Farragut and George 
Woffenden, the rubber _ expert, 
founded the Manhattan Rubber Mfg. 
Co. with a newly built plant at Pas- 
saic. Mr. Jones became first president 
but he retired in 1903 in favor of 
Col. Townsend, who served as presi- 
dent until 1929, when the company 
merged to form Raybestos-Manhat- 
tan, Inc. 

Today about 4,000 persons now are 
employed at the plant, which covers 
more than a million sq. ft. of floor 
space. 


Sales Division Changes 
Made at Fairbanks, Morse 


A series of promotions and changes 
in the sales division of Fairbanks, 
Morse & Co., Chicago, has resulted 
in the promotion of O. O. Lewis to 
sales manager and the transfer of 
Harry L. Hilleary to the company’s 
headquarters office in Chicago as as- 
sistant sales manager. 

L. A. Weom, manager of the pump 
division, has been transferred to St. 
Louis to become branch house man- 
ager, wcieags | Mr. Hilleary. 

Donald T. Johnstone, assistant man- 
ager of the pump division, succeeds 
Mr. Weom as manager of the cor- 
poration’s pump division with offices 
in Chicago. 





WHY DART UNIONS 
Pay Off in 








Camille L. Gairoard 


Gairoard Celebrates 
53 Years In Hardware 


Camille L. Gairoard, president of 
Kraeuter & Co., Inc. of Newark, N. 
J., currently is celebrating his 53rd 
year in the hardware business. 

He first entered the ficld in 1896 
as a clerk for Charles R. Ruegger. In 
1897, he took a position with John IH. 
Graham & Co. of New York City and 
in 1899 he became the office manager 
of the National Shear Co. in New 
York. When the latter firm liqui- 
dated in 1900, Mr. Gairoard joined J. | 
Wiss & Sons Co, and became their | 
single salesman. Later, he became 
sales manager. In 1906, in addition | 
to the Wiss line, Mr. Gairoard took 
charge of the sale of the Kraeuter line 
of pliers and hand tools made in New- | 
ark, N. J., and in 1933 he purchased | 
Kracuter and became its president and | 
general manager. He resigned from | 
Wiss in 1943. Until that time he was 
president of the Shears & Scissors | 
Mfrs. Association of the United States. | 





Demonstrate these 
advantages of DART 
UNIONS — it means 

steadier profits. 


7; 
In” 


mi\\ 


Li 


@/. 
Te 


| __ E. M. DART MANUFACTURING CO. 
PLANNING sales drives is a regular PROVIDENCE 5, RHODE ISLAND 
activity for Frank R. Robinson, sales ses 


manager of Jefferson Brick & Supply 
Co., Birmingham, Ala. 
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HOISTING NEEDS 


from 


z to 20 TONS 


THE NEW ATLANTA WARE- 
HOUSE of Chain Bclt Co. will serve 
the entire Southeast. 


Chain Belt Establishes 
New Atlanta Warehouse 


The Chain Belt Co. of Milwaukee, 
Wis., has established a new warehouse 
at 878 Ashby Street, N. W., in At- 
lanta, Ga. The Atlanta district office 
also will be located at this address, 
under the direction of J. S. Moore, 
district manager. The new warehouse 
will be under the supervision of G. J. I= 


— formerly of the Milwaukee FOOT & CHECK VALVES 


end leakage troubles... save their 
cost many times over in service calls 
they eliminate. Ideal for jet type pumps. 
Ask for bulletin 401. 


Onder from your Jobber 


re 


Timken 
Equipped 





The warehouse will serve the entire 
southeast, including the states of 
North Carolina, South Carolina, Vir- 
ginia, Georgia, Florida, and Alabama. 
A 24-hour delivery service will be 
available to most parts of the territory 
served. 





Cutler-Hammer, Inc. 
Moves Indianapolis Office 


Cutler-Hammer, Inc., _ electrical 
manufacturers of Milwaukee, Wis., an- 
nounce the move to new quarters by 
their Indianapolis sales office. Located 
at 644 E. Maple Road, Indianapolis 
5, the new offices provide expanded 
facilities for sales activities in that 





....are met.... with 


PHILADELPHIA 
CHAIN HOoIsTs 


Distributors are meeting the industrial 


pat) =) 
SCRAPERS 


hoisting requirements of their custom- 
ers effectively, satisfactorily and prof- 
itably with Philadelphia Chain Hoists 

. the sturdy, modern, safe and 


area. 
F. W. Gilchrist manages the office 
as a branch of the company’s Chicago 


INGALLS 
ENGINEERS’ 


district office. 


FAVORITES 
ELLIPTICS 
ABRAMS 


FINE WIRE & 
SPIRAL BRUSHES 


TUBE BLOWERS 


Gauge Glare 


Complete Stocks — Im- 
Send for 18-page fully illustrated cata- : : ag 
log 4-A covering the complete ‘Phila- . mediate Delivery Ask 
delphia’ line. us about attractive 


PHILADELPHIA we 


CHAIN BLOCK & MFG. CO. 
Mascher & Norris Sts. 
PHILADELPHIA 22, PA. 


economical line which includes Spur 
Gear Hoists, Screw Gear Hoists and 
Differential Hoists. 


Here is a source of supply that can 
be depended on. Design features are 
easily demonstrated sales points such 
as: hollow load sheave shaft of 
bronze-bushed malleable iron; solid 
one-piece driving pinion shoft, heat 
treated and ground; fully enclosed 
bearings, etc. . . . all contributing to 
low cost, long-lived service. 


Let Philadelphia Widen Your 
Market. Increase Sales and 
Profits. 





MANUFACTURER 


A. W. CHESTERTON CO. 


6 ASHLAND ST., EVERETT 49, MASS. 


PAUL E. BUTZIN has been ap- 
pointed director of engineering for the 
Delta Mfg. Division of the Rockwell 
Mfg. Co. in Milwaukee. 
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Blake C. Howard, Jr. 
Wins Skilsaw Contest 


Blake C. Howard, Jr. of the Howard 
Corp. in St. Louis, was the winner of 
the $250 first prize (see picture on 
Page 120) awarded in the “Unusual 
SKIL Tool Applications” contest held | 
recently by Skilsaw, Inc. of Chicago, | 
for distributor salesmen. Fourteen 
other cash prizes were given. 

Second prize of $100 went to David 
S. McLean of Cameron & Barkley Co. 
in Jacksonville, Fla.; third prize of | 
$50 was won by Ben Levy of Simon | 
Daniels Co. in Corsicana, Texas. 

Winners were chosen for the best 
letters telling of outstanding perform- 
ance records or unusual applications 
for SKIL tools. Judges were N. McK. 
Kneisley, vice president and general 
manager of Jobber Topics magazine; 
Arch Morris, publisher of INDUS- 
TRIAL DISTRIBUTION; and Frank 
Knight, executive secretary of Asso- 
ciated Equipment Distributors. 

The winners of the $25 awards for 
fourth to fifteenth place included: 
Matthew Janecek of Knives & Saws, 
Chicago; Everett A. Haygood of 
Cameron & Barkley Co.; W. E. Galli- 
paue of Delta Eqpt. Agency, Oakland; 
Kemp E. Yorke of Harron, Rickard & 
McCone, Los Angeles; Paul Brown of 
Auto Parts Distributing Co., Kansas 
City; Albert M. Savage, Chandler & 











Farquhar Co., Boston; W. Allan Fos- 
ter, Eastern Pennsylvania Supply Co., | 
Wilkes-Barre; John J. O’Leary, Port- | 
able Tool Sales & Service, Chicago; | 
Thomas E. Belcher, The Mine & | 
Smelter Supply Co., Denver; Wynn 
Greene, Chandler & Farquhar Co.; 
Patrick Bradley, Harron, Richard & 
McCone Co., Los Angeles and George 
William Shelby, Haven Saw & Tool 
Co., San Francisco, Calif. 


Sanson & Rowland, Inc. 
Open New Warehouse 


Sanson & Rowland, Inc., Philadel- 
phia, Pa. distributors, have opened up 
an additional warehouse at 26 North 
Fifth Street, Philadelphia. 





Socket Set Screws 

New precision- 
ground threads on 
“Blue Devil’ socket 
set screws assure fin- 
est, super-smooth 
finish. Safer because 
they’re recessed—es- 
pecially when used on 
collars, hubs, pulleys. 


Socket Pipe Plugs 


Safer and stronger 
than common malle- 
able iron pipe plugs. 
Heads don’t pro- 
trude. Made of high 
grade alloy steel. Pre- 
cision-cut threads 
provide an excellent 
seal. 


Socket Cap Screws 
Sturdy, cold formed 
head continuous 
fibre structure. 


Flat Head 

Socket Cap Screws 
New flush type sock- 
et cap screws — fit 
standard counter- 
sink. 


Socket Stripper Bolts 


—also used for cam 
motions, link attach- 
ments, and other ap- 
plications which re- 
quire a long-wearing 
stud. 


Socket Screw Keys 
In all sizes—short or 
long arm series. 


Set Screw Point Styles 
e Cup Point 

e Oval Point 

e Flat Point 

e Cone Point 

e Half Dog Point 


Full Dog Point avail- 
able on special order 


NEW 1949 catalog of ‘“‘Blue Devil’ 
socket screw products—lists prices, 
styles and sizes. Well illustrated, thumb 
indexed. 


SAFETY SOCKET SCREW COMPANY 


A TRIPLE CHECK on a customer's 
order is done by Frank Huff, Frank 
Reeves and Robert Barker of S. Donald 
Fortson Co., Augusta, Ga. 


4459 N. KNOX AVENUE ° 
1) Park Place 


CHICAGO 30, ILLINOIS 
New York 7, N. Y. 








’ 
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SELL JOBS LIKE THIS? 


WANT TROUBLE FREE PROFITABLE 
WRENCH SALES THAT REPEAT? 


LOWELL WRENCH CO. 


WORCESTER 8, MASS. 


DO YOU 


HAVE LOWELL 


LISTINGS IN 
YOUR 
CATALOG? 


Send for 
Catalog A 
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NOT WHAT THEY DO 


* 6@ 6 @ 


but WHAT THEY Do FOR You! 


@ MORGAN VISES get full approval from plants large 
and small in all lines of manufacture. We don’t have 
to convince you that they DO a good job but we'd like 
to assure you thot our distributors make nice profits 
selling MORGAN VISES. Almost every one of your cus- 
tomers needs a vise—it’s up to you to sell a MORGAN. 
We'll back you up with a reliable and dependable tool 
that will do a good job for the user and for you. Write 
for information on our selective distributor policy. 


MORGAN VISE COMPANY 


108-112 N. JEFFERSON ST. CHICAGO 6, ILL. 
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@ machinists’ bench 
® combination pipe 
* woodworking 


@ sheet metal workers 


® garage vise 


@ solid nut continuous 


| 
| 
| 
| 
| 
| 
| © quick action 
| 
| 
| 
| 
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George Black 


Black Named Manager 
Of Cooper Public Relations 


The coordination of all advertising, 
publicity and public relations activity 
of The Cooper Alloy Foundry Co., 
Hillside, N. J. will be under the direc- 
tion of George Black, recently ap- 
pointed public relations division 
manager. 

Mr. Black’s former experience in- 
cludes five years as a foreman in the 
detail manufacturing section of the 
Glenn L. Martin Co., where he com- 
bined writing and teaching abilities 
with technical knowledge. Early in 
1947, he joined the nickel sales divi- 
sion of The International Nickel Co., 
where his primary concern was pub- 
licity activity relating to nickel steels 
and irons, stainless steels and nickel 
electroplating. His numerous pub- 
lished articles have appeared in a wide 
selection of trade journals. 





NEW ENGINEER on district sales for 
the Threadwell Tap & Die Co, of 
Greenfield, Mass. is Reger Hubbell. He 
will cover the New England Territory. 














Ross T. Reed 


Wood’s Co. Names Reed 


District Representative 


Ross T. Reed, Woodford, Va. has 
been appointed district representative 
of T. B. Wood’s Sons Co., Chambers- 
burg, Pa. manufacturers of power | 
transmission equipment. Mr. Reed 
will represent the company in the| 
states of West Virginia, Virginia and | 
North Carolina. 

Formerly, Mr. Reed was with | 
Browning Mfg. Co. and has had more 
than 14 years of practical selling ex- 
perience in metropolitan New York. 





25-Year Members 
Honored By Diamond Bolt 


The Diamond Expansion Bolt Co., 
Inc. of Garwood, N. J. recently hon- 
ored 28 of its employes who had been 
associated with the firm and its predc- | 
cessor, New Jersey Foundry & Machine | 
Co., for more than 25 years. 

President Carleton H. Bunker pre-| 
sented pins bearing the company’s 
trademark and the number of years 
of service in divisions of five years, 
and further identified with different 
arrangements of pearls, rubics and dia- 
monds. 





INTERESTED group inspects large 
lathe, one of the exhibits in a recent 
machinery show staged by the Char- 
lotte, N. C. branch of The Henry | 





Walke Co. 


Write for att 








Metal alloy specifications are getting tougher... requiring 
drills with special speeds to insure faster and cleaner drilling, 
reaming and countersinking! 

ARO offers controlled gear speeds of 17,000, 4,000, 2,500, 
1,100, 750 and 450 RPM. Take your choice—There is a 


pistol grip lever or button throttle model in every speed range! 


| THE ARO EQUIPMENT CORPORATION 
| Bryan, Ohio 


Without obligation, send illustrated 
catalog on ARO Air Drills. 


HYDRAULIC EQUIPMENT... AIRCRAFT 


| 
| 
Also... LUBRICATING EQUIPMENT... | 
| 
PRODUCTS ... GREASE FITTINGS | 

L 
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Ever been pusked by * ban in need 
of a 2-ton ‘Budgit’ Cc int Block to do 
the manual lifting areu his place, 
how many inen he'd Weee 
the Block ‘and then 

lifting? Wes 

answered, | Ine man’ 


‘to hang up 
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eight fa ‘Budgit’ Chain 
ts sturdy strength in lift- 
ads is surprising but it's 


ih pick upia ‘Budgit’ Chain 

it front; one load-lifting 

er any place in the plant, 

hang it upby himgelf, and lift the 


: id fool 





superior mechan- 
Gdigit’ Chain Blocks 
4 How all shafts, 
thaft, are supported 
arings. How the 
load brake —4@ complete separate 
unit like those used in electric hoists 
— operates in grease in a sealed 
housing as does the entire mechanism. 
Explain that the load chain is roller 
type and will not stretch, stiffen, nor 
bind — that it may be lengthened or 
shortened in the field. Explain about 
the safety features, the hooks and 
how they operate, and all the other 
features of ‘Budgit’ Chain Blocks that 
make them steady, reliable perform- 
ers under all conditions. 


Explain he 
ical features’ 


Send for a supply of Bulletin No. 367 
to help you sell. 


mil BUDGIT’ 
Chain Blocks 


MANNING,MAXWELL & MOORE, INC. 
MUSKEGON, MICHIGAN 
Builders of ‘Shaw-Box' Cranes, ‘Budgit’. and 
‘Load Lifter’ Hoists and other lifting specialties. 
Makers of Ashcroft Gauges, Hancock Valves. 
Consolidated Safety and Relief Valves and 
‘American’ industrial instruments. 


MANNING 


212 











Black & Decker Opens Chicago Office 


The official opening of The Black & 
Decker Mfg. Co.’s new Chicago build- 
ing was featured by an open house 
party for more than 250 dealer guests. 

The new building, 40x120 ft., 


houses a service department, a com- 
plete stock of repair parts, an effective 
display room, 32 by 16 ft. and sales 
ofhce. At the rear is a parking area, 60 
by 125 ft., for customers. 


EARLY ARRIVALS to the “Open House” were a group from Barrett-Christie Co., 
Chicago: Jim Christie, Bill Christie, John Banks, Jim Lee, Marshall Mabie and Dick 
Kemp. R. A. Horner (host) and Fay Reynolds are from Black & Decker. 


pack BDECUER® 





estes 


A COMPLETE SERVICE DEPARTMENT, sales office and display room ar 
among the features of Black & Decker’s new Chicago building. 


: PS se, 
‘ ; s 


THE DISPLAY ROOM is fitted with specially designed movable display islands that 
permit customers to handle the tools and make close inspection. 
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J. T. Gillespie, Jr. 


Gillespie Named To Sales 
By Watson-Stillman Co. 


J. T. Gillespie, Jr. has been ap- 
pointed sales manager, Watson-Still- 
man Co., Roselle, N. J. The previous 
sales staff remains unchanged. 

H. E. Elliott will continue as assist- 
ant sales manager over the railroad, 
metal-working and general industrial 
equipment division. 

James Wilson is assistant sales 
manager in charge of the plastics mold- 
ing machinery division and John P. 
Bittenbinder is assistant sales manager 
directing distributor products sales. 


The three offices are under the direc- | 


tion of Mr. Gillespie, who is directly 


responsible to A. G. York, vice-presi- | 


dent in charge of sales. 


For ten years prior to joining | 


Watson-Stillman Co., Mr. Gillespie 
held sales and administrative positions 


with the Air Reduction Co., Inc., New 


York City and with its subsidiary, 
Wilson Welder & Metals Co., where 
he was assistant to the president. Mr. 
Gillespie joined Watson-Stillman in 
1944 as director of export sales, in 
which capacity he remained until ap- 
pointment to the new post. As part 
of his new position he will continue to 
supervise the company’s export sales. 


Edmund Orgill Receives 
His Second Award 


For the second time within recent 
months, Edmund Orgill, head of Or- 
gill Bros. Memphis, ‘Tenn., has been 
named the recipient of an award for 
good citizenship in Memphis, Tenn. 

Most recently he was named the 
winner of the annual Outstanding 
Citizenship Award presented by Lieu- 
tenant Guion Armstrong of the Vet- 
erans of Foreign Wars. Last Sep- 
tember he was similarly honored when 
the Newspaper Guild of Memphis 
presented him with its annual Good 
Citizenship Award for 1948. 











VY Modern Design 
J Leadership 
VY (Quality... 


give Jackmanco Distributors 
the Edge in Sales Results ! 


Success in business is rarely an accident. In most 


cases, it takes plenty of time and hard work. It 
can be made easier when your name is associated 
with quality of product and service. You'll find 
both, in abundance, when the product is made by 





WHEELBARROWS DRAG SCRAPERS 


CONCRETE CARTS mORTAR TUBS AND 
SALAMANDERS MIXING BOXES 


LAWN ROLLERS 


Superior Products Since 1876 
JACKSON MANUFACTURING CO. 


HARRISBURG ¢ PENNSYLVANIA 
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tiie wae eed a that’s why it’s 

easy to sell the Calder line of 
dressers and tool steel cutters. 
They are available in the right 
size for every job. Dressers have 
Right and Left hand Threaded 
Bushings for automatic tighten- 
ing—feature extra weight for 
easy use. 





We also feature a fine line of 
diamond dressing tools. 


Sold Only Through Distributors 


EE CALDER MANUFACTURING CO. 


Lancaster, Penna. 
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-..even when 
the pipe is not 
perfectly aligned! 








HOT FORGED from solid, rectangular steel bars, Catawissa 
Pipe Unions are free from sand and blow holes. The ball-to- 
angle seat design plus their ability to expand and contract 
with the pipe give you sure fire dependability . . . a pere 


NOT SORaeD Sone fect seal for every application! 


STAINLESS STEEL 
Full ACME Threads or 
U. S. V-Threads in 


Union nuts and on fe- 





WRITE FOR COMPLETE ENGINEERING “ak 
AND YOUR COPY OF BULLETIN 10-A 





SANA anD CATAWISSA VALVE & FITTINGS CO. 
HEAVY 300 Mill St. »© CATAWISSA. PENNSYLVANIA 
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Frank J. Whelan 


Whelan Will Head 
Worthington Welding 


Lhe sale of welding positioners and 
turning rolls manufactured at the Dun- 
ellen Works of the Worthington 
Pump & Machinery Corp. will be 
supervised by Frank J. Whelan, vice- 
president, with headquarters at the 
company’s executive offices at Harti- 
son, N. J. 

Mr. Whelan also will continue to 
supervise the sale of Worthington’s 
standard pumps, compressors, and 
mechanical power transmission equip- 
ment sold through industrial and oil 
ficld distributors, as well as sales to 
original equipment manufacturers. 

I’, J. Connolly will continue as man- 
ager of the welding positioner and 
turning roll sales division, and A. B 
Kime will continue as eastern regional 
supervisor, both operating from the 
Dunellen Works. P. J. Patton, Jr. 
will remain at Worthington’s Chicago 
District office as central regional super- 
visor. 








by Harry Alderman and Hunter Satter- 
white of Georgia Supply Co., Savannah, 
Ga., on display in the firm’s store areca. 
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and you do a 
profitable business in 
Western Socket 


J. L. Schulte 
J. L. Schulte Is Made 


1 New Stow Sales Manager 
\- J. L. Schulte has been appointed 
n gencral sales manager of Stow Mfg. | 
e Co., Binghamton, N. Y. Prior to his 
- appointment at Stow, Mr. Schulte was 
e employed in a sales and administrative | 
- capacity at The Keystone Bolt & Nut | 
Corp., New York. | 
0 His first employment was in engi- | , . 
§ neering and caiaeiee sales in ~ af There’s profit in telling your customers about the extra strength 
| power plant field. The major part of and holding power they get in Western Socket Cap and Set 


: his working experience has been with Screws. Made of alloy steel, heat-treated in electric atmos- 








| the Rawlplug Co., Inc. and its sub- | . ; 

. sidiaries, Die Cast & Forge Corp., and phere-controlled furnaces, these modern screws give maximum 
Grip Expansion Bolt Co. He was vice- tensile strength with essential high Izod impact value. 
president in charge of sales, secretary- 

' treasurer and general manager of the | It pays you to tell them about these other extras, too: 

: first two companies and technical ad- 

visor to the third. He also served on % Western Socket Screws are Safer . . . because 

d the board of directors of all three com- : , , : 

panies internal wrenching permits flush-to-surface appli- 

) Mr. Schulte is at present active in cations, does away with dangerous, protruding - 
the A. S. M. E. and 1s a licensed pro- bolt heads on moving parts and exposed shafts— 


fessional engineer, New York State. 
He was active, too, in the Hardware | 
Trade Association, the Sales Execu- | , , 
tives Club of New York, and the New % They’re Economical . . . fewer screws will do 


York Credit Men’s Association. the job and do it better, resulting in faster assem- 


bly, savings of time, money, manpower. 
Bob Russell Addresses . . , 


Lumbermen’s Association Western carries complete and extensive stocks of socket cap 


“Credits Can Make or Break You” screws, set screws, stripper bolts. A few distributor territories 
was the subject of an address delivered 
by Robert H. Russell, treasurer of J. Sait nies d full detail 
Russell & Co., Holyoke, Mass. at the COEEY COS CHIRIOGS AAS Ta Cotaus. 
recent 55th Annual Convention of 
the Northeastern Retail Lumbermen’s 
Association at the Hotel Statler in 
New York City. 

Mr. Russell, who is an authority on 


“credits”, dealt with their increasing We ste rl Au to matt C 


importance in business and industry, Machine Screw Company Ts 
particularly as regards the number and 722 Lake Ave., Elyria, O \\ SS 
amount of accounts receivable carried he ee oe SS 

by a firm as an indication of its ability 


to repay. 


and essential in post-war products. 





are open. You'll like Western products and policy. Write 





Precision Screw Products, Parts and Assemblies Since 1873 
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OFFERS A BIG 
PROFITABLE MARKET 
with Steel Laid & Solid Steel 


TINNERS SNIPS 


REGULAR PATTERN 


These rugged snips are in 
demand for cutting stain- 
less steels, galvanized iron, 
other sheet metal .. . as 
heavy as may be cut with 
the hand. High carbon 
Crucible steel welded to 
the inside of each blade 
provides a tough, lasting 
cutting edge. Black baked 
enamel handles and pol- 
ished blades. Also avail- 
able in Curved and Com- 
bination patterns. 


Duck Bill 
CUTTING SNIPS 


These snips are designed 
for cutting both straight 
lines and intricate curves, 
cleanly and smoothly with- 
out bending or “chewing” 
the metal. Combine in one 
tool the advantages of 
both straight and curved 
snips. Red baked enamel 
handles, polished blades. 


REGULAR PATTERN 
No. Full Length Length of Cut 
12 9 in. 2 in. 
Bi 10 in. 2% in. 
10 12 in. 2% in. 
9 13 in. 3% in. 
8 14 in. 3% in. 


DUCK BILL CUTTING SNIPS 


No. Full Length Length of Cut 
16JR 7 in. 1% in. 
22JR 10 in. 2% in. 
93JR- 12 in. 3 in. 


Built for rugged duty and precision 
cutting, Clauss Tinners’ Snips will help 
build a profitable volume for you. 


ORDER FROM YOUR JOBBER OR WRITE DIRECT TO 
THE HENKEL-CLAUSS CO. 
FREMONT, OHIO 


New York Office: 
07 Broadway * WaAtkins 9-6797 
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THE NEW WAREHOUSE AND OFFICES of Moore-Handley Hardware Co. in 
Nashville, Tenn. have every facility for handling the firm’s lines, and every con- 


venience for its customers. 


Moore-Handley Hardware Constructs New Buildings 


The Moore-Handley Hardware Co., 
Inc., of Birmingham, Ala., has “just 
completed construction of a 117,000 
sq. ft. warehouse and office in Nash- 
ville, Tenn. The plant is located on 
Craighead Avenue, and is of concrete 
construction, all on one floor, with air- 
conditioned offices and a warehouse 
suitable for use of the most modern 
electric warehouse materials handling 
equipment. 

Earlier the firm had opened another 
branch at Mobile, Ala., where remod- 
cling is underway on 168,000 sq. ft. 


Norton Names Brickman 
Abrasive Engineer 


John N. Brickman, formerly field 
engineer for Norton Co., Worcester, 
Mass. has been appointed abrasive 
engineer in an additional territory re- 
cently created in the city of Chicago. 


of warehouse to make a modern, up-to- 
date plant. Moore-Handley’s present 
Birmingham “home” operation covers 
625,000 sq. ft. of warehouse and of- 
fices, in addition to 35 acres of indus- 
trial property for future expansion. 

Organized in 1882, the firm now 
employs 815 people, including 103 
salesmen. The company maintains a 
fleet of 34 trucks and tractors, with 
additional semi-trailers and fans and 
three display buses loaded with sam- 
ples. The buses cover the company’s 
entire territory. 


Imperial Bolt & Screw Co. 
Names Hubler To Sales Post 


Richard (“Dick”) Hubler now is 
associated with the Imperial Bolt & 
Screw Co., Inc. of New York, N. Y., 
in the position of sales manager of the 
hardware division. 





THE SALES MEETING AND CONFERENCE held at the Cullman Wheel Co. 
recently was attended by Otto Cullman, Oliver J. R. Troup, Norman B. Wienke, 
Fred Kess, John Pitera, Robert M. Miller, Roy C. Heinz, Edward W. Meyers, 
Orville Schmidt, Charles Boedecker, John Graf, Ward E. Duncan, Carl J. Meister 
and Lester Hornbrook. All are associated with the Cullman Co. except Mr. Troup, 
(second from left) and Mr. Meister, (second from right) who are with the Atlas 
Chain & Mfg. Co., co-sponsors of the meeting. 
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Carlton S. Phillips 


P 


Walter W. Haskins 


Four Sales Managers Named 


By L. S. Starrett Co. 


Carlton S. Phillips, formerly New 
York branch manager, has been ap- 
pointed eastern sales manager of The 
L. S. Starrett Co., Athol, Mass. 

Walter W. Haskins, formerly Chi- 
cago branch manager, has been ap- 
pointed western sales manager. 

Carl O. Newton has been named 
New York branch manager to succeed 
Mr. Phillips. 

Robert J. Norwalk has succeeded 
Mr. Haskins as Chicago branch man- 
ager. 

Mr. Phillips has been associated 
with the firm since 1912. He was 
New England representative prior to 
becoming New York branch manager 
in 1946. Mr. Haskins has been asso- 
ciated with the company since 1927 
and served as sales representative in 
Ohio before his appointment as Chi- 
cago branch manager in 1946. Mr. 
Newton has been with Starrett since 
1929, as New England sales representa- 


“DIX-LOCK” AIR HOSE COUPLING 


The modern air hose coupling ... streamlined, lightweight, quick-acting, strong and 


durable. Meets every requirement for convenience and efficiency on all but the 
heaviest-duty rock drilling operations. A ‘‘natural’’ for riveting, chipping, tamping, 
pavement breaking and similar outdoor and indoor services. Universal male and 
female heads for all hose and threaded pipe sizes ... no “matching-up” required. To 
connect, simply press two ends together and apply a quarter-turn. Coupling cannot 
be disconnected until locking sleeve is pulled back and another quarter-turn applied. 


Made of brass or steel, and interchangeable with other standard air hose fittings. 





SIZES: Hose ends with male or female coup- 
ling heads, ¥%", Y" and %". lron pipe 
thread ends with male or female coupling 
heads, 4%", %", Y" and %". 


RENEWABLE SLEEVE, SPRING: The pat- 
ented locking sleeve assembly receives ten- 
sion from a single sturdy spring which is 
easily replaceable on the job, should repairs 
be necessary. 


Sold in Accordance With Our Established Distributor Policy 


OD IN 7 


\ 


PRODUCERS OF JAhe Quality Line COUPLINGS * NIPPLES * MENDERS + CLAMPS 


“BOSS” “GJ-BOSS”’ 
PHILADELPHIA, PA. 


“DIXON” 
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“KING” 


BRANCHES: CHICAGO «+ BIRMINGHAM *+ 


“AIR KING” “DIX-LOCK”’ 


LOS ANGELES * HOUSTON 





@ ASSURES unmatched self-prim- 
ing speed. Advanced Centrifu- 
gal Design. Exclusive CMC dual 
jet construction and open thrash 
type impeller mean peak per- 
formance and dependability. 


@ GIVES top performance even 
under adverse conditions. Extra 
air handling ability permits de- 


@ UNMATCHED 
PRIMING SPEED 


@ “NEVER FAIL” 
FLOAT SWITCH 


@ NON—CORROSIVE 
FLOAT AND STRAINER 


@ FLOAT CONTROL 
EASILY ADJUSTABLE 


@ SIMPLE TO CLEAN 
JUST UNSCREW PIPE 


pendable performance when 
ordinary centrifugal pumps 
become air bound. 





@ AVAILABLE IN 
WIDE RANGE 


@ YOUR BEST BUY! 
OF SIZES 


Easily installed. Readily port- 
able. May be placedaway from 
pit. Suction lifts of at least 25 ft. ~~ 


ae 


Ti i RS 
Write for full details of CMC DUAL PRIME PUMPS 


( ONSTRUCTION Mycuers ( 0S. Cee 
WATERLOO, IOWA, U.S.A. 


A Vital Need and Good Sellers E-v-e-r-y-w-h-e-r-e 


@ Sell this positive and adequate protection for indoor, outdoor, heated, and 
unheated buildings. Anywhere that presents a fire hazard is the logical spot for 
some one of the DIENER units. Every customer you call on is a prospect—you can 
help them to save lots of money by proper storing of combustibles and by having 
DIENER equipment handy for emergency. Send for loose leaf catalog sheets which 
give details. 


“-FIRE PREVENTION EQUIPMENT 


FOAM TYPE FIRE 
EXTINGUISHER 
2% Gal. cap. Ejects 
20 gals of thick, dur- 
able foam which has a 
blanketing effect on 
burning tiquids. This 
smothers the fire and 
the thick air-tight 
blanket of foam cuts off 
oxygen and prevents 
fire from re-igniting. 
A vital necessity where 
gasoline, naphtha, oil, 
enamel, grease, or lac- 
quer is used and stored. 

















PERFECTION 
EXCELSIOR CAN 


For storing excelsior, straw, 
waste, paper for packing, and 
other combustibles — also helps 
to keep packing material neat 
and clean and prevents waste 
and floss. Made of heavy gal- 
vanized steel. Useful in manu- 
facturing plants, airports, gaso- 
line stations, ete, 


GEO. W. DIENER MFG. CO. 


400-420 N. Monticello Av., 
Chicago 24, Illinois 
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Carl O. Newton 


Robert J. Norwalk 


tive and more recently in special sales 
work at the home office. Mr. Nor- 
walk, with the company since 1939, 
was engaged in sales work in Ohio and 
Illinois prior to serving as sales repre 
sentative in the St. Louis territory. 


Beatty Named Manager 
Of Westinghouse Division 


William A. Beatty, a veteran of 32 
years service with the Westinghouse 
Electric Corp., has been appointed 
manager of the company’s Feeder 
Division. 

Mr. Beatty studied engineering at 
the University of Pittsburgh and was 
employed in a supervisory capacity by 
the Ford Motor Co. for two years be- 
fore joining Westinghouse in 1916. 
Successively, he served as foreman, 
general foreman and assistant super- 
intendent in the Motor Division from 
1916 to 1945, and became manager 
of manufacturing the following year. 

Recently, Mr. Beatty was awarded 
the Westinghouse Order of Merit for 
his managerial ability. 

Westinghouse also has advanced 
Leonard H. Loufek to the position 
of industrial manager of the Central 
District. Mr. Loufek succeeds C. H. 
Weaver, who has been named man- 
ager of the company’s newly-formed 
Atomic Power Division. Formerly, 
he served as assistant industrial man- 
ager of the Central District. 








WHEN THE BOSS is out, Ione Jones 
takes over the managerial duties of the 
office. The boss is her dad, Arthur 
Jones, Jones Machinery & Supply Co., 
Des Moines. 





Materials Handling Vital 
To Lower Production Costs 


Management’s failure to evaluate 
the dollar cost of lifting and moving 
goods is the principal national over- 
sight in cutting production costs, ac- 
cording to James S$. McCullough, man- 
ager of sales promotion and advertising 
for The Yale & Towne Mfg. Co. (Phil- 
adelphia division). Mr. McCullough 
spoke recently in that vein to the Hart- 
ford Chapter of the Society for the 
Advancement of Management. 

He urged the appointment of per- 
manent committees and specialists for 
the continuing study of handling costs, 
even as cost accountants today follow 
processing costs. According to onc 
survey quoted, only 27% of our com- 
panies even keep records of handling 
costs. 

After a company has learned what 
its handling costs amount to, Mr. Mc- 
Cullough asserts, the next step involves 
planning a system. He believes it is 
lamentable that while most of indus- 
try now employs material handling ma- 
chinery, only a small percentage of it is 
used as part of a system. He presented 
suggested forms for isolating handling 
operations, and for motion studies and 
cost-computations. Films were shown 
to demonstrate the latest evolutions 
in equipment and their applications. 





CELEBRATING old friendships, with 
Chicago Precision Supply Co., Chi- 
cago as hosts, are Art Thiel, Chuck 
Spark, Jim Reid entertaining F. Morley, 
R. Richards of J. H. Williams Co. and 
Walter Haskins, L. S. Starrett Co. 











CHESTER SPUR GEARED CHAIN HOISTS, 
made by the Hoist Division of The National 
Serew & Mfg. Co., are expertly designed and 
built to give you rapid lifting and lowering 
with utmost economy. ‘They are strong, safe 
and dependable. 

Timken Bearings reduce friction on all work- 
ing parts and insure smooth operation and 
long life. A retaining brake holds the load at 
any position. 

In sizes from 4 ton to 40 tons, this com- 
plete line of cost-saving hoists is furnished in 
many adaptations, such as Extended Hand 
Wheel, ‘Twin Hook and close headroom types 
such as Army, Clevis Connected, ete. 


CHESTER DIFFERENTIAL HOISTS are 
designed for use where occasional lift- 
ing is required at a minimum expense. 
Made in 14, 4%, 1 and 1'%-ton sizes, 
these lower priced hoists are light and 
portable, hold their load at any point > 
and will not self-lower. 


CHESTER TROLLEYS are furnished in 
either plain or geared types, with 

« either Timken Roller or plain bearings. 
They are well balanced and give ex- 
cellent service. 


Send Coupon or Write for Full Information 


THE NATIONAL SCREW & MFG. 


Chester Hoist Division 


Name 


Please send information on 


Lisbon, Ohio 


The National Screw & Mfg. Co., Chester Hoist Div., Lisbon, Ohio 





Address 





Company__ 
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The spring in the handle 
puts an extra push into 
the sale of this “Yankee” 
Driver. The“quick-return” 
feature keeps the bit in 
the screw slot, helps one 
hand do the work of two, 
easier and faster. Gives 
you an “extra” to talk 
about that’s a real talking 
point any place where the 
assembly line needs an 
extra push. Ask your men 
to show a “Yankee” 
Spiral Screw Driver... 
and let it earn its weight 
in orders. 


Quick-Return Style 
Nos. 130A, 131A, 135. 


Standard Style (without 
Quick-Return Spring ) 
Nos. 30A, 31A, 35. 


Accessories available: 
Extra Bits, Drills, 
Sockets, Countersinks. 


Write today for a copy of the 
“Yankee” Tool Book 


YANKEE TOOLS NOW A PART OF 


STANLEY 


THE TOOL BOX OF THE WORLD 











Philadelphia 33, Pa. 





NORTH BROS. MFG. CO. 











THE SALES FORCE and factory representatives of Lewis Supply Co., Memphis, 


sat in, too, at the event. 


Lewis Supply Employees 
Share $25,000 Bonus 


A bonus totalling $25,000 was dis- 
tributed to all employees who had 
been with Lewis Supply Co., Mem- 
phis, Tenn. for a year or more, at the 
firm’s annual sales conference. 

Representatives of 16 national man- 
ufacturers attended the event and 
their products were displayed in the 
firm’s spacious new exhibit room. 

The business sessions were held at 
the Hotel Peabody, with John West, 
vice-president, presiding. On the pro- 
gram the opening day were: Pyrene 
Mfg. Co., C. O. Two Equipment Co., 
Minnesota Mining and Mfg. Co., E. 
C. Atkins Co. and Fafnir Bearing Co. 
The second day saw the Stanley Elec- 
tric Tool Co., Paasche Airbrush Co., 
Dodge Mfg. Co., Manning, Maxwell 
& Moore and Continental Gin Co. 
in attendance. The third day Sylvania 
Electric Products, Tnemec Co., and 
Reliance Electric & Eng. Co. partici- 
pated, and on the concluding day 
Manhattan Rubber Mfg. Co., Shaw 
Box Crane & Hoist division and 
Graton & Knight Co. 
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Kuhn, Carr And Lindh 
Advanced By Morse Co. 


John C. Kuhn has been advanced 
from sales manager to vice president 
and director of sales of Morse Twist 
Drill & Machine Co., New Bedford, 
Mass. 

A. L. Carr has been promoted to 
sales manager. Formerly, he had been 
assistant sales manager. 

Stanley B. Lindh, recently engaged 
in the paint industry in Boston, has 
been named to the newly created post 
of sales promotion manager. 

Morse is a division of Van Norman 
Co. in Springfield, Mass. 


J. J. Smiley, Jr. 
Named Manager By Carey 


J. J. Smiley, Jr. has been appointed 
commodity manager for the sale. of 
fans manufactured by The Philip 
Carey Mfg. Co. Formerly, Mr. Carey 
was assistant advertising manager for 
Carey. More recently he was an asso- 
ciate of Morris Messick, Inc., Dayton, 
Ohio. 





oper 
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G.E. Lamp Department 
Opens New Ohio Plant 


The Lamp Department of the Gen- 
eral Electric Co., Nela Park, Cleve- 
land, recently opened a new plant at 
Circleville, O. for the manufacture of 
slimline fluorescent lamps. Costing ap- 
proximately $2.5 million, when in full | 
operation the plant will employ ap- ; aR if A TM 
proximately 500 persons, of whom 80 | gator because it can be put on with a hammer 
ercent will be women. —_ and it drives straight. Its compression grip 





ae ey ar a ; ae protects the belt ends and there is no ply sepa- 
— a =x — > ; 4 ration. It embeds in the belt and is smooth on 
long ut only one inch in diameter, both faces. The two piece rocker hinge pin 
will be produced by the Circleville . greatly increases the service life, and yet the 
lamp works, one of 43 factories being | ' ’ joint can easily be separated at any time. 
- operated by the G.E. Lamp Depart- ’ Made in 12 sizes for joining thin tapes and 


ment. " : = belts up to 4” thick. In boxes for narrow belts 


5 i a intl Riliiicast ‘ or in long, continuous lengths for wide belts. 
gov per: a - pis “JUST A HAMMER TO APPLY JT" Available in steel, “Monel” and “Everdur.” 
story factory building having nearly 


200,000 sq. ft. of floor space and a Bulletin A6é0 gives complete details. 


two-story office building. It is situated ~ 
on a 26-acre site southeast of Circle- | FLEXCO HiL)) i487: Sill AND RIP PLATES 
ville and will be managed by Edward "ies. whee eaeaimiaaial 


R. Crigg. The latter joined G.E. in conveyor belt maintenance like Flexco HD 
1936. Belt Fasteners because they make a tight butt 
joint with long life. The recessed plates embed 
in the belt and prevent ply separation. Patch- 
























































° ing and other repairs with Flexco Fasteners 
Packaging Problems and Rip Plates save expensive conveyor belt 
Feature Business Aids replacements and extended shutdowns. 
5 1 il onattiaicas packaging For conveyor and bucket elevator belts from es - 
everal userul M S YY," to 12" thick. Made in steel, “Monel,” ” 7 
and labeling are dealt with in two “Everdur” and “Promal.” 
o new “Small Business Aids” recently Bulletin F-100 gives complete details. 
- made available by the Department of 
Commerce. “Package Planning and HIN GED FLE ) & o om :} ELT FAST ENER S 
Development,” discusses the various . 
steps in planning a package and points The No. 500 HINGED 
” out the requisites and characteristics ' - — hyena on se was gecclaped puiony 
l : “a : so or use on underground extension coal mine 
of one _ 5 eo ng bel eo oo “as ee i) conveyor belts. Other industries may find 
Aid o. 3 ,» 4ntormative Labels a Ew this separable joint has advantages. Inter- 
Do a Job,” describes and illustrates the locking end plates are bolted to the belt. 
ingredients of a good label and its ef- ' “Ses. Belt ane me be eagueend cong by remov- 
. pyle: " mas ing the coiled spring hinge pin. Made in just 
-” fective positioning on the package. | des-cen clan der halle 447 ta 10" hich, 
lent . Bulletin HF 500 gives complete details. 
wist 
ord, = eT ee oe a 
TT] ‘ieee {i 
to “sr ‘ 
Bos ap, These fasteners are 
designed for joining open-end (long 
length) V-belting which has a cross- 
ged : woven fabric center. They are not to be 
has _ eZ used to repair endless cord belts. 
post ‘ The FLEX-V Fastener is made in two 
sizes for A and B belts. Used on light duty 
drives only. 
nan Bulletin V-14 gives complete details 
on FLEX-V Fasteners. 
ALLIGATOR V-Belt Fasteners are for 
normal duty industrial drives and railway 
service. Made for the “B”, “C” and “D” 
V-belts and the 1” and 2” railroad V-belts. 
y Bulletin V¥-205 gives complete details 
ited : on ALLIGATOR V-Belt Fasteners. 
of 
\ilip 
arey nee 
for Did you notice the surprised look on , _ These cutters greatly speed up 
$50- his face when I released his lapel and a the preparation of belts for fastening. They 
' said, “All right, don’t buy!”? Why, = : make clean, square cuts. 
on, I'll just bet he’ll be on the phone beg- Bulletin No. BC-350 covers the ALLI- 
ging to talk to me when we get back to Bis, GATOR Wide Belt Cutter. Four sizes: 24”, 





the office. 7 2a 36”, 48” and 60”. 


Bulletin No. BC-300 covers the ALLI- 
GATOR No. B-8 Belt Cutter for belts up to 
4” thick and 8” wide. 





ANS MTT 
MISSING 
< A MARKET 


CASH-ACME Type A‘16” 
Pressure Reducing Valve 


Write fer your free copy ef 
our new 1948 Catalog, giving 
full details about casu-acuc 
Products, or ask your mill 
supply dealer for— 


ff your equipment requires uni- 
form pressures fo operate cor- 
rectly, don't let it bother you. 
cASH-ACME manufactures all 
types of pressure control equip- 
ment from {" te 2" pipe sizes 
for water, air, oil, steam, gas 
and liquid service. 

ff one of our standard models 
doesn't do the job, we'll try and 
develop a special valve for you. 


UNM Automatic Vales 


W.CASH VALVE MANUFACTURING CORPORATION 


6662 EAST WABASH AVENUE, DECATUR, ILLINOIS, U. S. A. 














Industrial Brushes and Brooms. 
Brushes and Brooms are noted for their long 
wearing qualities—every plant man in your 
territory will appreciate this one fine quality 
alone. 
season and we urge users to buy through 
their local distributor. 


INDIANAPOLIS— 


BRUSH AND BROOM MANUFACTURING CO. 
CORNER BRUSH AND BROOM STS. Est. 1890 


Many Advantages in 
Selling this LINE ... 


There isn’t a plant, mill, school, public build- 
ing. or place of business that isn’t a prospect 
for some one of the broad line of CAPITAL 


LAA We TAN 


INDUSTRIAL 


BRUSHES+-BROOMS 


CAPITAL 


This is equipment that is always in 





INDIANAPOLIS 7, IND 








222 


INDUSTRIAL DISTRIBUTION * MARCH, 1949 








PRODUCT PRESENTATION by James 
H. Prout (center) has an interested audi- 
ence in customer (left) and Robert E. 
Birch, also a salesman at Hl. M. Sanders 
Co., Boston. 





Six Sales Representatives 
Named By Allis-Chalmers 


Allis-Chalmers recently appointed 
six sales representatives to district 
offices. 

J. I. Onarheim and R. T. Ward 
have been assigned to Allis-Chalmers 
Milwaukee district office. Jay Seefeld, 
has been named to the San Antonio 
ofice. W. H. Sanford has been as- 
signed to the company’s Houston dis- 
trict office. A. Joseph Mestier, Jr. has 
been appointed to Allis-Chalmers New 
York district offices as petroleum sales 
representative; and Robert E. Bender 
has been assigned to the Grand Rapids 
branch office. 

Mr. Onarheim has had more than 
20 years of design and sales enginecr- 
ing experience in the company’s elcc- 
trical department. Mr. Ward has been 
an employee for the last four years in 
the administrative office of W. C. 
Johnson, executive vice-president of 
the general machinery division. Mr. 
Seefeld, a 1943 electrical engineering 
graduate of the University of ‘Texas, 
was employed formerly by Tennessee 
Eastman Corp. at Oak Ridge. He is a 
member of the AIKE and the Texas 
State Society of Professional Engineers. 

Prior to joining the company, 
W. H. Sanford was associated with the 
Fort Worth Steel & Machinery Co. 
Mr. Mestier, a petroleum geology 
graduate of MIT, joined the firm in 
1946 following his discharge from the 





COUNTER DISPLAYS at Samuel 
Harris Co., Chicago, are kept in trim 
by Dick Sclle. 





E. F. Tomlinson 


Goodrich Division 
Undergoes Name Change 


he Industrial Products Sales divi- 
sion of The B. I’. Goodrich Co. has 
become the Industrial and General 
Products Division and now includes 
plastic products sales and production 
departments. E. I’. ‘Tomlinson is 
division general manager. 

Chester F. Conner has been ap- 
pointed manager of the Industrial 
Products Sales department of the In- 
dustrial and General Products Division 
of The B. F. Goodrich Co. Mr. Con- 
ner has been with the company for 
39 years, all in the industrial products 
sales field. He started in 1910 as sales 
correspondent. 

Clyde D. DeLong has been named 
manager of the Plastic Products sales 
department, which will be moved 
from Akron, Ohio to the company’s 
plastic products plant near Marietta, 
Ohio. Bert S. Taylor is plant man- 
ager. Going to Marietta with Mr. 
DeLong will be W. M. Gaston and 


FOR SMOOTH, 


¢ 


ACCURATE BENDS: , |. 


RIGHT ON 
THE JOB 


ge 


4 


GREENLEE HYDRAULIC BENDER 


Whatever the job location, the port- 
able GREENLEE Hydraulic Bender can 
be taken right to the spot where the work 
is to be done. 

Bends are quickly made exactly 
where and when wanted . . . tailored 
to the exact requirements of the in- 
stallation. For example the GREENLEE 
Bender owned by the Griffin Electric 
Company of Owensboro, Kentucky, 
is shown above on job location where 
it was used to bend various sizes of 
conduit from %" to 4%". 

“Where promptness and swiftness 
are the main factors on a job, the 
GREENLEE is always used to save time 
and materials and eliminate need for 


manufactured fittings,’ 
company. 

With the GREENLEE, ove man quick- 
ly makes smooth, precise bends in 
pipe up to 4%”, rigid and shin-wall 
conduit, tubing, bus-bars. This means 
as high as 75% labor savings, many 
owners report, with material spoilage 
reduced to practically nothing. 

Get facts today on the timesaving 

GREENLEE Hydraulic Bender which 
often pays for itself on 
the first few jobs. Write 
Greenlee Tool Co., 
Division of Greenlee 
Bros. & Co., 1923 Her- 
bert Avenue, Rockford, 
Illinois. 


reports this 


GREENLEE 


OTHER GREENLEE TIMESAVING TOOLS FOR ELECTRICAL WORK 


Hand Benders + Joist Borers * Cable Pullers °* 





Chester F. Conner Radio Chassis Punches * Pipe Pushers 
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Our Intelligent Cooperation 


HELPS YOU SELL----:- 


We want to attract to our fold alert distributors who want to put 
their sales effort back of products that have earned a good reputa- 
tion for service. CENTRAL Pulleys and Couplings are backed by 
more than 30 years of practical engineering experience which is 
yours for the asking to help your customers solve unusual or special 


problems. Let us send you our data book—find out what it means to 
you to be a CENTRAL Distributor. 








FLEXIBLE COUPLINGS 
Diamond-bored, perfectly bal- 


.anced, scientifically designed 
to exacting standards—silver- 
aluminum finish. Protect mo- 
tor and driven machinery and 
add to life of bearings. Ex- 
treme simplicity of construc- 
tion cuts assembling costs and 


Clyde O. DeLong 


R. W. Wisnom, handling consumer 
markets; R. L. Hill, R. R. Speicher 
and C, J. Mischler, handling industrial 
markets; and N. P. Singleton, han- 


All 
To 


eliminates need of constant dling packaging markets. \ 
adjusting and servicing. snail ciat 


Carboloy Advances Crump and 
CENTR A DIE CASTING & MFG. CO., INC. 
2935 W. 47th St., Chicago 32, Ill. 











To Assistant Sales Manager Nii 
Harry Crump, for the past year por 

manager of Cutting Tool sales engi- Mf, 

neering, Carboloy Co., Inc., Detroit, ) 

has been named assistant to the sales ters 

manager. diat 
J. S. Gillespie, formerly in charge firn 

of Wear Parts sales engineering, has diai 

been appointed manager of Tool and will 

Wear Parts sales engineering, succeed- wat 

ing Mr. Crump. Mi 
A. F. Dobbrodt, formerly Special 

Products sales engineer, has been ad- 

vanced to manager of mining sales 

engineering. Mr. Dobbrodt will be 

responsible for all sales engineering 

activities in connection with develop- 

ing markets for various products. 








PLATEGRI 


LATE FASTENERS FOR CONVEYOR BELTS 














Make strong dust-tight 
joints in belts of any width. 





Special design spreads tension 
across belt, allow natural 
assures smooth 

—— nem 


rea 


INSIDE DETAILS at the Jackson, 
—— Miss., branch of J. E. Dilworth Co. of 
Mississippi, are handled by J. D. Mc- 
Gill, Jr., office manager, who - served 
three years with the parent firm at 
Memphis, Tenn. 


ARMSTRONG BRAY & CO. 


Also— , 5356 Northwest Highway, CHICAGO 30. U.S. A. 
Repair Plates 


For Mending Belts 
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. Parabolic 
William E. Hensel Inner Valve insures 


Allen Mfg. Adds New Men | ~ teliable control 


To Field Sales Staff | x on all load 





William E. Hensel, formerly asso- 
ciated with Lyon Metal Products Co. 
and Ben E. Stair, until recently man- 
ager of Tubular Micrometer Co.’s 
Milwaukee branch, have been ap- 
pointed representatives of the Allen aleuie 
Mfg. Co., Hartford, Conn. | seat design 

Mr. Hensel will make his headquar- for tight shut-off 
ters at 1221 North Downey Ave., In- in dead end You can remove - 
dianapolis, Ind. and will represent the service. and renew any) 


frm in southern Ohio, southern In- working part without. 
diana and Louisville, Ky. Mr. Stair sssaiead hiaia 
will be at 4925 North 19th Place, Mil- FOOVING HO VEINS | 
waukee, Wis., and cover Wisconsin, For rugged build, convenient size from the line. 

4 2c . P . q al- . 
Minnesota, and N. and S. Dakota. and “close tolerance” regulation of : 
steam—you just can't beat K&M’s valve type 481. 


It's an internal pilot-operated pressure regulating 
valve, widely used in process services and marine work 
as a primary valve on two stage reductions. 

Changes in pressure reduction are made by setting 
the hand wheel. For complete specification data, ask for 
Bulletin 1000. 

The Rieley & Mueller policy of continued pioneering 
has helped the K&M reputation grow constantly through- | 
out the past 69 years. Look to K&M for: BACK PRESSURE 
REDUCING VALVES + PRESSURE REDUCING VALVES > 
STRAINERS «+ ATMOSPHERIC RELIEF VALVES - STOP and 
CHECK VALVES+*STEAM SEPARATORS» GREASE EXTRACTORS. 








FOR ACCURACY + RUGGEDNESS 
COMPACINESS ° ACCESSIBILITY 
Ben E. Stair 


SPECIFY 
“The man who says it can’t be done kere 4 & M S 
is pushed out of the way by somebody 


‘481 
doing it.” NORTH BERGEN N. J Mo TOR | 


Slogan in a boiler room 
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& TIMES MORE 
POTENTIAL PROFIT 


60% Savings in Space 


MAUREY 


MANUFACTURING CORP. 
2909 S$. Wabash Ave.,Chicago 14, lil 


Front? Alumet 5-6269 


— MAUREY manuracturine core. 

2909S. Wabash Ave..Chicage 16, Ill 

~ Please. send us~ further information 

regording: Maurey-Mede  Interchange- 

able ¥. Pulleys'and Bushings. 
Be Sense 





BETTER STOCKING FACILITIES, and adequate parking space for customers, 
feature the new branch of Samuel Harris & Co., Waukegan, Ill. 


Samuel Harris & Co. 
Renames Branch 


Since 1930, The Frank Burke Hard- 
ware Co., Waukegan, has operated as 
a separate corporation owned entirely 
by Samuel Harris & Co., Chicago. 
Recently the two corporations were 
consolidated and all future purchases 
and sales will be made under the name, 
Samuel Harris & Co. 

The Waukegan branch has been 
moved to a new address: 1720 Grand 
Ave., Waukegan, to provide better 
store layout and parking facilities for 
customers. 


Owatonna Tool Co. 
Opens New York Warehouse 


To speed up deliveries and give 
faster service to its distributors in the 
New York trade area, the Owatonna 
Tool Co. has opened a warehouse at 
54 Macdougal Street, New York City. 





12% Rise In 1948 
In Manufacturers’ Sales 

Due chiefly to increased prices with 
only a slight gain in volume manufac- 
turers sales last year totalled $210,- 
000,000,000, an increase over 1947 of 
12 percent. 

Sales of the durables goods indus- 
tries increased 15 percent over 1947, 
the largest individual increases regis- 
tered in iron and steel and the auto- 
motive industries. 

Inventories in 1948 were at a record 
high, $31.7 billion, an increase fot 
the year of about $3.7 billion, some- 
what below the gain registered in 
1947. More than two-thirds of the 
1948 increase in inventory book values 
was in non-durables, and almost en- 
tirely in finished goods. Inventories 
of non-durable goods manufacturers 
totalled $17 billion; those of durablc 
goods industries amounted to $14.7 
billion. 











‘ ie 


THE ANNUAL DINNER PARTY of 


ye ~ | 
the Parker-Kalon sales department, held 


recently at the New York Advertising Club included among the guests: (seated) 
F, Schell; E. Ogulnick, comptroller; J. J. Mathe; G. A. Mitchell; S. S. Kahn, sales 
manager and J. Schwartz. Standing are R. N. Schlee; 1. Ungerleider; P. Tine; 
J. Kursman; J. Harper; A. Dickson; H. Goldburg, treasurer; C. J. Geis, sales promotion 
manager; H. G. Stewart; M. Rones; T. Murphy; W. Stenger and H. Elfenbein, adver- 


tising manager. 
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Richard W. Schreck 


Schreck Wili Represent 
Watson-Stillman Co. 


Richard W. Schreck has been 
named Michigan divisional sales repre- 
senative for the Watson-Stillman Co. 
Mr. Schreck will work out of the com- 
pany’s Chicago office under the direc- 
tion of F. G. Helander, district man- 
ager in charge of midwestern sales. 

For two years prior to the appoint- 
ment Mr. Schreck was associated with 
the Hydraulic Press Mfg. Co. at Mt. 
Gilead, Ohio, as sales engineer for that 
company’s metal working and plastics 
molding presses. He will continue to 
specialize in these fields for Watson- 
Stillman. 


Bowers, Sweat and Ray 
Made Managers By Coffing 


J. S. (Jack) Ray, E. A. (Tug) Sweat 
and J. Donald Bowers have been ap- 
pointed district sales managers for The 
Coffing Hoist Co. of Danville, Til. 

Mr. Ray’s territory embraces the 
states of Missouri, Kansas, Nebraska 


J. Donald Bowers 





SAFETY APPAREL LINE 


te 


MANY TYPES OF PROTECTIVE GLOVES 
IN OUR LINE 


PROTECTIVE 
CLOTHING IN 

GREAT ASSORTMENT, 
FOR ALL PARTS ; 
OF THE BODY 


"ULUSTT UA, 
GLOVES COMPANY 
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OLD HICKORY. 


STEEL CRIP 


MADE INUSA 


ar 


FINGER GUARDS 


GET QUICK ATTENTION 
AND SALES ACTION... 


%* Let us give you the complete FINGER 
GUARD story—then see the profit 
possibilities for yourself. The bulletin 
featured is but one of numerous bul- 
letins we have of our complete line. 
Included is a 20-page catalog. _— 
want them all. 

FINGER GUARDS give en 
tion to fingers and thumbs in burring, 
grinding, buffing, sanding, assembly, 
machine, punch press, and many other 
factory operations, That means you 
have an item that gets you in and 
gets you sales in one factory after the 
other—and you make quantity sales 
as you go. 

FINGER GUARDS open doors 
wide for the sale of OLD HICKORY 
STEEL-GRIP Safety Clothing that 
you will read all about in our catalog. 
STEEL-GRIP Safety Clothing is well 
designed, comfortable, and durable. 
Every need is amply provided for 
due to our long experience in the field. 


Steel-Grip offers the most complete 
line of Protective Work Handlers and 
Safeguards. 











1647 Garfield St. 
Danville, II. 





‘Trimo 


-AALLoy 


INDUSTRY’S BIG, TOUGH, 
ALL-ALLOY STEEL 


PIPE WRENCH 
DROP FORGED 


Whatever size Trimo-Alloy Pipe Wrench you need, buy and 
use, you get “oversize” power and durability —because it’s 
the only wrench on the market that is entirely made of drop 
forged alloy steel. The teeth are hardened by modern induc- 
tion heat-treatment—and the whole wrench is tough in the 
tight places to stand tremendous stress. Trimos are the most 
powerful wrenches ever built for industry. Put them to work 
wherever other wrenches are found wanting. 


EVERY PART IS GUARANTEED 


Trimo Alloy Pipe Wrenches are 

mode to exceed Government 

ogee * ..Type Il Heavy 
GGG-W-651a. 


Only Trimo Pipe Wrenches are 
manufactured throughout from 
alloy steels. 


Only Trimo Wrenches have teeth 
hardened by modern induction 
localized heat-treating process to 
close Rockwell specifications. 


Tests prove Trimo drop-forged 
steel handle capable of bearing 
strains up to 40,000 inch-pounds 
— more than double that of cast 
malleable handles in same size 
wrench. 


Trimo’s frame design is on the 
efficient “knee-action” principle— 
making possible one-hand use on 
otherwise two-hand jobs. 


one! 





4 All around flux in 

powder form 

soders all metais but 

aluminum . 

quick bites and holds 
+. non 


° ac 
packed in metal or 
glass container. 


Stendens Formula 

for all metals 

- a7 000 pounds to 

the square inch with 

no gumming, + 
or corrosion. Use AL 

LEN Stainie Formula 

ERING for ainless ee 
soortt and Aluminum. 


FLUXES 


for 








SODERING 
BRAZING 
WELDING 


@ Standard Formula 
. fast working, 

corrosion free, 

form of flux ° 

heres to surface while 
- makes 
fluxing. 

Underwriter Ap- 

proved. 


, Cleans and brightens 
sodering copper . 
outlives fibrous lumps 
does not crumble SOLID 
or corrode metal work SAL 
or tools on the job. > AMMONIAC 


TRIMONT MANUFACTURING CO. 
DIVISION OF AETNA INDUSTRIAL CORP. soDERING 
71 AMORY STREET, ROXBURY, BOSTON 19, MASS. PASTE 


Pipe Wrenches © Chain Wrenches ®© Monkey ee ® Stillson Type Wrenches © Spud 
‘General Utility Wrenches © Saunders, Barnes and Other Type Pipe Cutters © Pipe Vises, 
Chain Vises ®© Saw Vises © Kit and "Portable Vises 


L. B. ALLEN CO., Inc. 
6731 BRYN MAWR AVE. 
CHICAGO 314, ILL. 


™ O,iginality 


LOOK TO I 














DETACHABLE REAMERS 
to ADD to Your Profits! 


They fit your XCELITE “‘Combination-Detach- 
able’ Screwdrivers and No. 14 Nut Drivers. 


Safets Bil LACING 


na eee 


is easy to apply with any standard 
make belt lacing machine, lacer, or it 
can be applied with a hammer by A terriffic selling combination! Short enough 
using the inexpensive Safety Tu-way to work where longer reamers can’t get in! 
Lacer. 3 sizes: Vg to 5/16", 4 to 12", 2 to 11/16", 
Safety's patented binder bars hold pon —— a 
every hook in exact alignment, dis- viaiitaiiiiacctteltaleanen 
tribute tension uniformly over the full 

width of the belt assuring efficient per- PARK METALWARE CO., Inc. 
formance and long life. They also lap Dept. F Orchard Park, N. Y. 


snugly over and protect belt ends and 
Quality Tool 


prevent belt fraying. 
PREFERRED BY EXPERTS 


SAFETY BELT-LACER CO. || _ prertrnen sy exeents 


5388 N. Menard Ave. Chicago 30, U.S. A. 
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E. A. Sweat 


J. S. Ray 


and Iowa. Mr. Sweat’s territory in- 
cludes Arkansas, Mississippi, western 
Tennessee, southwestern Louisiana, 
Alabama and Florida. Mr. Bowers 
will be in charge of a territory that em- 
braces lower Michigan, northern Ohio, 
northwestern Pennsylvania, and out- 
state New York. Mr. Bowers served 
as sales manager of the aluminum door 
division of Wilson Foundry & Ma- 
chine Co, He has been engaged in 
sales promotion for the Illinois division 
of the Whizzer Motor Corp. 


Wilson Will Handle Sales 


For Whitlam in Illinois 


Henry I’. Wilson of Elgin, Ill. has 
been named sales representative of the 
J. C. Whitlam Mfg. Co. for the entire 
state of Illinois. Mr. Wilson is well 
known to the jobbing trade throughout 
the country, having been sales manager 
of Wade Mfg. Co. 











TEC 


CEMENTED 
CARBIDE 


TOOLS and BLANKS 


: a 


QUICK FACTS 


on TECO 


High-production carbide 


Complete line of standard 
tools and blanks 


Priced in line 
Attractively Packaged 
Well-advertised for years 
Prompt service 


Full cooperation — both 
sales and engineering 


Strong distributor policy 





INDUSTRIAL DISTRIBUTION © MARCH, 1949 





EMENTED carbide cutting tools 

have become almost a staple among 
metalworking, woodworking and plastic 
fabricating plants. Each year the volume 
grows, as plants discover its greater pro- 
ductiveness over other materials. 


And that’s the reason why TECO Ce- 
mented Carbide is fast becoming the 
preferred carbide . . . its unusual pro- 
ductiveness among carbides. In the past 
few years, Improved TECO has shown 
remarkable superiority in feeds, speeds, 
pieces per grind, grinds per tool, re- 
duced downtime. It sells itself by actual 
demonstration on your customers’ ma- 
chines—and stays sold on its consistent 
performance, to provide steady, profit- 
able repeat business. 


We are offering exclusive franchises for 
the sale of TECO Cemented Carbide. 
Many excellent territories are open. Why 
not investigate the rich possibilities of 
this well-established carbide line? 


Write sales manager 


TUNGSTEN ELECTRIC CORPORATION 


564 39th St. Union City, N. J. 


Manufacturers of Tungsten Carbide—-from ore to 
finished material—for over a quarter century 


CEMENTED 
CARBIDE 





For the first time 


| 


gives you 
FLARED-TUBE 
FITTINGS 


in 


316 STAINLESS 


They're acid-resistant to cut corrosive 
action. They're double-sealed to stop 
leaks. And they're easily installed to 
minimize maintenance costs. That's the 
story of Koncentrik Fittings . .. now avail- 
able in Type 316 Stainless Steel . . . now 
ready to help you solve your customers’ 
tough coupling problems. 


Send for details today. Descriptive bul- 
letin K-149 shows how Koncentrik's pat- 
ented, floating seat centers automatic- 
ally to eliminate line losses . . . how each 
fitting is designed to withstand excessive 
pressures and vibration shock. And how 
part interchangeability keeps your stock 
low ... and your profits high . . . with 
Koncentrik. 


Distributor Franchises. Available 


THE SPECIAL SCREW 
PRODUCTS CO. 


5447 Dunham Rd., Bedford, Ohio 
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THE NEW HOME for Hibbard, Spencer, Bartlett & Co. is one of the most modern 


hardware buildings in: the world. 


Hibbard, Spencer, Bartiett Holds “Open House” 


The Hibbard, Spencer, Bartlett & 
Co., with the H. Channon Co., in- 
dustrial sales division of the firm, re- 
cently staged an “open house” at its 
new $5 million building in Evanston, 
Ill., with more than 700 guests in at- 
tendance. Customers and dealer guests 
were escorted through the entire plant 
where they observed actual demonstra- 
tions on how merchandise is ware- 
housed, orders filled, processed and 
shipped. 

The new plant represents more than 
an increase in company facilities. It 
is, according to F. B. Kaufman, presi- 
dent, one of the largest decentraliza- 
tion projects in the Midwest, and, in 


addition to following the city to sub- 
urb trend in industry, it changes com- 
pany operations from vertical to hori- 
zontal occupancy because of its 
one-story height. 

The plant has 792,000 sq. ft. of 
floor space, on a 35-acre tract. Freight 
trackage within the warehouse allows 
freight cars to be spotted and un- 
loaded under cover at an average of 
75 ft. from the place where the mer 
chandise will be stored. The ware- 
house itself is capable of housing 38 
freight cars at one time. Eighteen 
thousand pallets are used to store mer- 
chandise, and materials are handled 
with the aid of fork trucks. 





Williams Named Manager 
By A. Schrader’s Son Co. 


Selden T. Williams, vice-president 
of Scovill Mfg. Co., Inc., has been 
appointed general manager of A. 
Schrader’s Son division. Mr. Williams 
joined the latter firm in 1929, and in 
1944 was appointed vice-president of 
Scovill Mfg. Co. in charge of manu- 
facturing of Schrader domestic and 
foreign plants. 

W. T. Hunter, who entered his 
50th year of service last June, con- 
tinues as vice-president and director 
of Scovill Mfg. Co, Waterbury, Conn., 
and as president of A. Schrader’s Son, 
Inc., Brooklyn, N. Y. 


Lewis Succeeds Hoffman 
In Norton New York Office 


B. Harold Lewis, formerly machine 
sales representative for the New Eng- 
land area has succeeded Paul Hoff- 
man, machine division district man- 
ager of Norton Co.’s New York Office, 
now retired. 

Oscar E. Nordstrom, Norton Co. 
machine division consultant for the 
Chicago territory also has retired from 
active service after 44 years with the 
company. 

Mr. Lewis joined the Norton Co. 
in 1915 and entered machine division 
sales in 1922. He became New Eng- 
land sales representative in 1947. 





FROM ALL SECTIONS of the country sales representatives of The Lufkin Rule Co. 
journeyed to the home office in Saginaw recently to sit in on the firm’s annual sales 
mecting presided over by E. H. Meibeyer, general sales manager. 
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STOCK SHELVES and counter are 
utilized for display in the will-call de- 
partment of Remco Supplies, Inc., 
Greensboro, N. C. 





Sandberg To Aid Manager 
Of Stewart-Warner Division 


E. L. Sandberg has been appointed 
assistant general manager of the 
South Wind division of Stewart- 
Warner Corp. and T. M. Redmond 
has been appointed plant manager, 
according to A. R. Collins, general 
manager. Mr. Collins recently was 
appointed to head the Indianapolis 
division of the company. 

Mr. Sandberg, in addition to his 
duties as assistant to Mr. Collins, will 
retain his former responsibilities as 
controller or chief fiscal officer of the 
Indianapolis operations. Mr. Red- 
mond, recently head of aircraft heat- 
ing equipment production, has been 
with the firm since 1936, when he 
began as a timekeeper in the com- 
pany’s main plant in Chicago. 
































“No, thanks —I just came down to 
finish a story I started last week when 
I was here.” 





‘Mighty Midget” 
Sellen (500 fb.) 


. WITH ADS IN 28 macazines 
SUCH AS THESE 


_ 
tlt 
vail 


puuti® 


. . . HELPFUL COOPERATION, RIGHT DOWN THE LINE 


— Including easy-to-get engineering consulta- 
tion. Simply send in filled-out data form on 
prospective job — our experienced Engineers 
will recommend best equipment for the job. 
Results in greater customer satisfaction, extra 
sales, more profits. 


..- A COMPLETE, QUALITY LINE THAT SELLS! 


Spur Geared 
Chain Hoists 
(4 to 5 tons) 


Hoist-Jacks 
(2,000 & 
4,000 lb.) Safety Load 

inders 
(3,000 & 
6,000 lb.) 


“Quik-Lift” 
Electric Hoists 
(500 to 4,000 lb.) 














Safety-Pull Ratchet 
Lever Hoists 
(3% to 15 tons) 
Differential 
Chain Hoists 
(2 ahd 1 ton) 


Cash in on Coffing Sales Helps! Stock and 
PUSH Coffing Lifting and Pulling Equipment. 


COFFING HOIST COMPANY 


DANVILLE, ILLINOIS 


(—also I-Beam 
Trolleys) 


S) 
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Moto -Tool 


THE “POCKET-SIZE 
MACHINE SHOP” 


Round out your present line of electric power tools with this in-between- 


size grinder and watch it catch on with the trade! 


Shopmen like 


Moto-Tool because it’s small and easy to handle, yet saves time and 


does a good job in finishing operations . . 


. burring, grinding, polishing, 


etc. Moto-Tool proved itself during the war in such plants as G.E., 


Westinghouse, Ford and others . . 
There’s always a ve for Moto-Tool . 


for Dremel accessories 


° ve used by the Armed Forces, 
- and a continuous demand 


SHOW THEM THESE 14 FEATURES 


¢ Patented automatic 
chuck flock pin. 

e Instant-action, 
wrenchless chuck 

© Oil-less, sealed, 
trouble-proof bearings 
© Oversize armature 
shaft, hardened, 
ground and polished. 
¢ 110-volt, universal 
type motor. 


e Easily replaced 

commutator brushes. 

© Dust-filtered 

air-cooling system. 
About 27,000 

R. P.M. Cuts cleaner 
» . Saves cutters. 

¢ Sturdy, shockproof 

bakelite housing. 

¢ Housing has “‘pen- 

cil-type’’ finger grip. 


¢ Sliding snap 

type switch, 

e Handy hanger 

hook; cord pro- 

tector. 

¢ Weighs only 13 oz. 
. shaped to fit the 


an 
e Dynamically bal- 
anced for vibration- 
less operation. 


APPROX. 


Sell Moto-Tools for 
use in tool room and 


on production lines. 


Indispensable For Light 
Grinding and Finishing” 


FAST SELLING MOTO-TOOL KIT 


Moto-Tool Kit No. 2, with 28 accessories (high-speed 
steel cutters, grinding wheels, polishing accessories) 
and heavy-duty professional Model 2 Moto-Tool in natu- 
ral finish, hardwood case ... list price $23.50. Moto- 
Tool No, 2, with one emery point... list price $16.50. 


Write Today for Catalog and Distributor Prices 


DREMEL MFG. CO., . Dept. T439-C . Racine, Wis. 





WEINBERG & McKEE 
Compiled Catalogs- 


HAVE THESE MODERN FEATURES/ 


e 
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the pace— 


leads the field 


Substantial business with good profits— 
that’s what ATLAS Distributors are sure 
of. ATLAS Car Movers have been set- 
ting a good sales pace for many years and 
they‘re still leading. They are sturdy, 
reliable, and easy to use. They in- 
corporate modern improvements which, 
combined with the same fundamentals of 
construction that have built up their 
reputation, make them the outstanding 
Car Mover of today. Write for latest 
bulletin which fully describes the ATLAS 
line. 


APPLETON-ATLAS CAR 
MOVER CORPORATION 


1421-25 S. 2nd St. Milwaukee 4, Wis. 





© Double 


Ball Race 


© Semi-Steel 


Wheel 


° e 
priced ws 


High pressure lubricating fittings in wheels 
as well as hangers. Grease retaining cham- 
bers prevent destruction of balls. Large balls 
in upper outer races take load as well as 
side thrust and both races are protected from 
dust and water by over-lapping lips on plates 
and hangers. Swivel nuts provided for adjust- 
ing bearings in case of wear. We serve resale 
dealers and original equipment manufac- 
turers. 


Action illustrations demonstrate the use 
of many products. 


SPECIFICATIONS 
Bolt Hole 


Nationally Advertised 
with manufacturers g 
of their trade-marks, 


Lines are tied up 
dvertising by use 


WEINBERG & MCREE, Inc. 


600 West Jackson Bivd., Chicago 6, Ill. 


INDUSTRIAL DISTRIBUTION © MARCH, 1949 


Caster 
No 





Height 
55% 
6 


Centers Capacity 


CASTER 
& WHEEL CORP. 


187. Breckenridge St., Buffalo, N.Y. 





Leonard G. Taggart 


Sylvania Names Taggart 
Director of Purchasing 


Leonard G. Taggart has been ap- 
pointed director of purchasing for Sy1- 
vania Electric Products, Inc. | ‘ormerly 
manager of purchasing for the compa- 
ny’s Radio Tube Division, Mr. ‘Tag- 
gart will establish purchasing policy 
and coordinate purchasing activities. 

He started with the company in 
1933. He will make his headquarters 
at 500 Fifth Avenue, New York. 


North Jersey Association 
Elects New Officers 


At their monthly meeting held re- 
cently, the North Jersey Mill Supply 
Association elected the following new 
officers for the year 1949: 

President, J. E. Madsen, vice-presi- 
dent of Madsen & Howell, Inc., Perth 
Amboy, N. J.; Vice-President, A. D. 
Wilcox, secretary of Wilcox-Sliddcrs, 
Inc., Newark, N. J.; Secretary-Treas- 
urer, Paul C. Auerbacker, Jones & 
Auerbacher, Inc., Newark, N. J 

Tribute was paid to the fine work 
done by James Lindsay, president of 
the Abrasive Machinery & Supply Co. 
of Newark, who was the president of 
the association for the past two years. 


Sweeney Named Sales Head 
Of American Manganese 

Harry D. Sweeney has been ap- 
pointed sales manager of welding prod- 
ucts for the American Manganese Stecl 
division, American Brake Shoe Co. 
Formerly, he held the position of sales 
engineer. 

Mr. Sweeney has been with Brake 
Shoe since 1945. Formerly, he was 
associated with the Acme Steel Co. 
He will continue to be located at the 


division’s headquarters in Chicago 
Heights, Il. 








No. 201-NE Stream- 
lined Side-cutting 
Plies. 6, 7,8 

and 9 inches. 


There is 


ALWAYS 


a Market 


for Quality Tools 


Good workmen know it’s poor 
economy to compromise with 
inferior tools. 

Figured onthe years of service 
a good pair of pliers will render 
—figured on the work they do 
—the finest in quality becomes 
the most economical in the long 
run. 

Klein Pliers are favorites with 
men who know good tools. 
Men who know good tools are 
your best customers. 

Be sure you have an adequate 
supply of high quality Klein 
Pliers for your customers who 
want the best. 


The Klein Pocket Tool Guide, show- 
ing the Klein line and containing 
usefultool information, willbe mailed 
_ on request. 
af. 


<a 
< 


No. 201 Origi- 
nal Klein Side- 
cutting Pliers. 

» 6, 7, B and 9 
m inches. 


No. 242 Klein 
Oblique Cut- 
ting Pliers 
(heavy duty), 
6 inches. 


No. 203 Long 
Nose Pliers. 
ee Ae 


VELUIEE oom KLEIN 
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LEY crinbers 


Accuracy and Performance 
Records already established 


In the more than 30 years that Valley Grinders have been 
used by many of the country’s largest industrials, they 
have established fine records where accuracy and per- 
formance count. These grinders are all powered by 
Valley Motors and every unit is built to a single. high 
standard of quality. This means complete satisfaction in 
service which builds profitable demand for these efficient, 
low-cost tools. 


Valley Electric Corp. 


4221 FOREST PARK BLVD. e ST. LOUIS 8, MO. 











Originators 
of the 
packaged vise 


4% YOUR COLUMBIAN 
._ DISTRIBUTOR IS ALWAYS 
READY TO HELP YOU 


COIVMBIAN VISES 


THE COLUMBIAN VISE & MFG. CO. 


9025 Bessemer Ave. . Cleveland 4, Ohio 
the Worlda Largest Makers of Vises 


STRENGTH + ACCURACY + WORKMANSHIP + DEPENDABILITY 





INDUSTRIAL DISTRIBUTION © MARCH, 1949 











BRIEFING Earl Appleby, (center) 
new salesman for Mill Supply & Ma- 
chinery Co., St. Louis, are Gene Voigt, 
sales manager and J. W. Miller, vice- 
president of the firm. 


Mill Supply & Mach’y 


Adds New Salesmen 


Gene Voigt, sales manager, Mill 
Supply & Machinery Co., St. Louis, 
recently announced the appointment 
of two new salesmen to the firm’s 
sales force. 

One of their regular representatives, 
F. M. Daniel, will represent the firm 
as a carbide specialist. He will cover 
the St Louis area. Mr. Daniel’s ex- 
perience in the carbide field stems from 
his five year association with the 
Wendt-Sonis Co., where he repre- 
sented them in the field and taught 
at their technical school for distributor 
salesmen. 

Earl Appleby will represent Mill 
Supply & Machinery in the Peoria and 
surrounding central Illinois area. Mr. 
Appleby will sell the general line of 
industrial supplies, tools and equip- 
ment handled by this firm. 


Chain Belt Co. 


Opens New District Offices 

Clarence R. Studer, district sales 
engineer, will direct a new St. Louis 
office recently opened by the Chain 
Belt Co. of Milwaukee, and David B. 


{’ 
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David B. Hill 


Hill will be in charge of the manu- 
facturer’s newly established Jackson- 
ville office in Florida. 

Mr. Studer has handled the firm’s 
products in the St. Louis area for the 
last four years. His earlier experience 
in the power transmission field in- 
cludes 19 years with General Electric 
Co. as application and sales engineer. 

Mr. Hill has had 25 years of ex- 
perience, covering design, installation, 
service and sales in this and closely 
related fields. Prior to his new ap- 
pointment he was district sales engi- 
neer in the firm’s Chicago and At- 
lanta offices. 


Revision Upward Expected 
For Wage-Hour Law 


It is generally accepted in Wash- 
ington today that Congress will raise 
the statutory minimum wage this year 
to some point above the present 40- 
cent figure. None of the 25 members 
of the House Labor Committee have 
seriously questioned the step at hear- 
ings recently held in the capital. 

Major parts of a bill presently be- 
ing heard before the House Commit- 
tee would: 


1. Raise the minimum wage to 75 
cents an hour. 

2. Work toward an eventual $1 
minimum on recommendations by 
industry committees. 

3. Transfer authority to the Sec- 
retary of Labor. 

4. Permit the Secretary to make 
binding rulings and to file court suits 
for back wages due employees. 

5. Increase the statute of limita- 
tions to four years. (It is now two 
years under the portal-to-portal act of 
1947.) 

6. Meet the “overtime on over- 
time” problem by excluding most 
premium payments from the “regular 
rate” on which time and a half over- 





York, Py Chicago, Denver, Los Angéles, N 
ae Portland, San Francisco, 


AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CABLE 


In Business for Your Safety 
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TAGCGERED 


At Templeton, Kenly & Co. 


Also: 
“Dart” 
“Gold Label" 
“Brass King” 
Nozzles 


Brass Hose 
Clamps 


“Tulip” 
Sprinklers 


Full line of 
Whirling 
Sprinklers 
and Hose 
Accessories 


Sherman 


and Couplings With 


Yes, Sherman again has some- 
thing new, something better, 
something with greater sales 
appeal! The superiority of 
these improved “long-grip" 
Couplings and Menders shows 
at a glance. Every one of 
those alternate long and short 
fingers takes a separate, inde- 
pendent grip on the hose, in- 
suring a connection of lasting 
strength and permanence. 


These improved clincher cou- 
plings and menders are just a 
sample of what Sherman offers 
in today's Lawn Hose Fitting 
line. Find out about this line. 
Write today for new catalog. 


H. B. SHERMAN MFG. CO. 
BATTLE CREEK, MICHIGAN 


BRASS LAWN HOSE FITTINGS 





time must be paid (The regular rate 
is not defined). 


7. Extend the law to most business | 
by making it applicable to all activities | 


affecting commerce. 


8. Tighten the child labor protec- | 
tion by directly prohibiting the use | 
of child labor in connection with any | 


activity affecting commerce. 


Presently about 22.6 million work- 
ers in 638,000 establishments are cov- 
ered by the law. The bill would ex- 
tend it to all employees working in 
businesses whose activities “affect” 
commerce. Exemptions would con- 
tinue for employees in transportation, 
farming, food processing, local retail- 
ing and service establishments and 


for executive, administrative and pro- | 


fessional employees and outside sales- 
men, but some of the exemptions 
would be narrowed. 


National Bearing Advances 
James J. Nelson In Sales 
James J. Nelson, formerly sales rep- 
resentative, has been appointed eastern 
sales manager of the National Bearing 
Division of the American Brake Shoe 
Co. Prior to first joining the com- 
pany, Mr. Nelson served as a divisional 


| vice-president of the Baldwin Locomo- | 
. oo | tive Works. 
‘long-grip”’ Menders | 


| is a member of the United States 


A native of Brooklyn, New York, he 


Naval Engineers and the Society of 
Naval Architects & Marine Engincers. 


GahIl Made Chief Engineer 


William F. Gahl has been ap- 
pointed chief engineer of ‘Templeton, 


| Kenly & Co., Chicago, to succeed F’. J. 


Jakoubek who has resigned to enter 
the manufacturing field for himself. 

Mr. Gahl has been active in steel 
and heavy industry in various engi- 
neering capacities for the last 18 years. 
He joined Templeton, Kenly & Co. in 
1929. 





William E. Gahl 
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ECONOMY 
PRODUCTS 











...@ MUST for 
Particular Customers 


@ Distributors who want to make a 
profit are certainly on the right 
track when they sell ECONOMY 
Screw Machine Products. They are 
backed by many years of sound 
manufacturing experience. ECON- 
OMY products have “holding 
. they HOLD 
. they HOLD your 
customers. Our line includes hollow 
set screws—socket head cap screws 
—headless set screws. 


ECONOMY MACHINE PRODUCTS CO. 


5217 Lawrence Ave. Chicago 30 











ge 
ght application necessary 


s and seals belting from for- 


contains’ no: injurious ingredients such 
as resin, grease, etc. 


keeps belting pliable in all kinds of 
atmosphere and under all conditions. 


good for all types of belting 


Help users to get EFFICIENCY PLUS from their flat 
belt drives. The regular use of CANTOL Belt Wax will 
a plish this. Cust s of 45 years standing are still 
satisfied customers. Descriptive circulars will give you 
moneymaking facts. We always urge users to buy 
through their local distributor. 


CANTOL WAX PRODUCTS CO. 


BLOOMINGTON @ INDIANA 





BELT WAX 
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LP your customers save production money... 
JILD business for the future.............. cc. 
INCREASE your list of customers ............... 





Do it all with MILWAUKEE 
POWER DRIVEN WIRE BRUSHES 





Send for this Bulletin 


- No. 42-61 ... A 16-page bulletin de- 

signed specifically for industria] dis- 

tributors and the industrial purchasing 

agent. Shows special applications and 

detailed specifications of our complete 

line of power-driven brushes, wire hand mainte- 
nance brushes, flue, foundry, bench, floor, win- 
dow, and sanitary brushes. 


BRUSH TOOLS 
for Todays’ Production. . . 


Power Driven Wire Fibre Wheel Brushes 
: Wheel Brushes Wire Scratch Brushes @ Your customers, like others throughout the country, have a problem to 
‘Mono-Bilt” Boiler & Furnace Brushes meet in rising costs. One sure way for them to get help in saving production 
“Steel-Clad” Foundry Brushes money is through the use of MILWAUKEE POWER DRIVEN WIRE 
“Dura-Bilt” Pletecs Beaches BRUSHES. Their need becomes your opportunity. 
"Di-Bilt”’ These “TOOLS” continue to demonstrate their exceptional fitness for jobs 
“Peerless” Bench Brushes to which they have been applied. These jobs are many and varied. 
“Twis-Tuft” Floor Sweeping Brushes The reason these “TOOLS” help cut costs is that they have the quality so 
" . . Push-Brooms—wire necessary for quality results even for the toughest applications. They too 
Fine Wire Polishing ‘ help the operators to produce at a good and maintained pace. 
Wheel Brushes and fibre The numerous types of these “TOOLS” enable you to do the broadest and 
at “Sturdi-Bilt” Wire Cup Miscellaneous Maintenance most profitable selling job. 
i Brushes Brushes 
0 THE MILWAUKEE BRUSH MANUFACTURING CO. 


MILWAUKEE 8, WISCONSIN 
WIRE WHEEL BRUSHES - WIRE CUP BRUSHES - WIRE SCRATCH BRUSHES 


The Key to Industrial Brush Problems 


» ‘FLUE BRUSHES - FLOOR BRUSHES - PUSH BROOMS - BENCH BRUSHES - FOUNDRY BRUSHES 
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NOLAN CAR 
DOOR OPENER 


Every plant with a rail 
siding should have at 
least one. Saves time 
and money. One man can 
op-n or close the most 
stubborn freight car 
door quickly ... safely 
with a Nolan Car Door 
Opener. Thousands have 
been sold and used with 
success at freight load- 
ing and unloading spots. 
Good repeat item. 


NOLAN PULLER JACK AND 
LOAD BINDER 


(formerly Anchor Puller Jack) 
Used in industrial machinery and 
plants, construc- other heavy arti- 
tion work, quar- cles. Two types: 
ries, mines and oil \ 
fields for moving 


3 ton(5 ton with sheave block), 15 ft. load 
chain, 31/ ft. tail chain with release block. 
¥% ton, 8 ft. load chain, 3 ft. tail chain. 


NOLAN GEAR PULLER 


(formerly Anchor Gear Puller) 








Pays for itself on its first few jobs. Pulls 
gears, wheels and many other articles. Uni- 
versal application eliminates four to ten 
types or sizes of other devices. 


NOLAN DETOURS 


(formerly 
Anchor Rerailers) 
Highly efficient 
for getting cars 
and locomotives 
back on the track. 
Railroads and in- 


dustries are big : y 
users. NO.1468103 


NOLAN TRACK BRACES 


(formerly Anchor Track Braces) 


Holds railway tracks 
to desired gauge 
where service is 
severe. Can 

be used 2 
again and £-= 
again for 

quick, " 

easy, low ’ 

cost repairs. 


All Nolan products are 

carefully made of the highest grade ma- 
terials. Orders are handled promptly and 
efficiently with your shipping and biliing 
instructions carefully followed. Write for 
free catalogs and price sheets. 


THE NOLAN COMPANY 


(Formerly The Mining Safety Device Co.) 
u8 PENNSYLVANIA STREET * BOWERSTON, OHIC 


238 


TEMPLETON KENLY « 


SNAPPING a one-inch bolt was duck 
soup for P. H. McManus of Templeton- 
Kenly & Co. at the hydraulic puller in the 
Sterling Products Co., Moline tool show. 
W. G. Gibson of Sterling looks on. 





Taft-Hartley Law Changes 
Congress’ Major Task 


The new labor law offered by the 
Truman administration promises to 
give labor almost as many gains as 
were won under the old Wagner law 
which the Taft-Hartley act super- 
seded. 

The administration bill, introduced 
by two labor committee chairmen— 
Senator Elbert D. Thomas of Utah 
and Representative John Lesinski of 
Detroit—incorporates the ideas ex- 
pressed by President Truman in his 
state of the Union messages of 1947 
and 1948. 

The Thomas-Lesinski Bill repeals 
Taft-Hartley and reenacts the 1935 
Wagner Act, with amendments, as 
“The National Labor Relations Act 
of 1949.” Even the term “manage- 
ment”, which appeared in the title of 
Taft-Hartley, is dropped. 

The provision for handling national 
emergency disputes, for instance, is 
comparable to the procedure used in 
the General Motors, meat packing, 
steel and other major strikes that fol- 
lowed the end of the war—fact-finding 
boards which make recommended set- 
tlements after a 30-day “cooling off” 
period. 

The closed shop protection goes be- 
yond what was in the Wagner Act. 
For instance, it makes the state laws 
restricting the closed shop (15 states 
have them now) inapplicable to em- 
ployers whose activities affect inter- 
state commerce. 

Secondary boycotts and jurisdic- 
tional disputes are made unfair labor 
practices, but the curb applies only if 
two unions are involved. There is 

















no restraint on refusing to handle non- 
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_WHITNEY- 


LEVER PUNCHES 


Good business guaranteed 
when you sell this line 


WHITNEY Punches are the best known 
and most universally used on the market. 
There is a type to do any specific job— 
neater, quicker, and better. Applications 
are so wide and varied and the workman- 
ship and quality of our tools so reliable 
that users always get full satisfaction with 
whatever WHITNEY Punch they employ. 
Our service is prompt—returns are good. 


hand channel 

bench angle iron 
hammer close corner 
square thinner’s round 
button skylight 

flange ventilating tank 


W. A. Whitney Mfg. Co. 


636 Race St. Rockford, Ill. 





Railroaders really like these 
EAGLE Welded Steel Tallow Pots 
because heat has no effect on their 
efficiency of operation. Made of 
one piece seamless high grade steel 
with handles spot welded to the 
bodies, EAGLE Tallow Pots are 
leakproof and have been tested un- 
der air pressure before they reach 
you. When and where heavy fre- 
quent oiling is necessary, use an 
EAGLE Welded Steel Tallow Pot 
for top efficiency and economy. 


Order from Your Distributor 


EAGLE MANUFACTURING COMPANY 
Dept. ID 349, Wellsburg, W. Va. 


Bn, 
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@ Buckeye gives you everything you want ina 
bronze maintenance bearing line;—a quality product; 
wide coverage of customer’s needs; a recognized “‘name”’; 
adequate factory inventories upon which to draw; and 
full distributor protection. 


Manufactured from selected materials under our exact- 
ing laboratory and metallurgical controls of charging 
ratios and pouring temperatures, every bearing is a 
quality product, free from porosity — of uniform metal 
analysis throughout—and accurately dimensioned within 
the required limits. Buckeye fully-finished ready-to-use 
sleeve bearings, and fully machined cored and solid 
maintenance bars are nationally recognized for long, 
efficient trouble-free service. 


Stocked and sold by representative distributors in the 
principal industrial centers, — some of whom have 
handled the Buckeye line for more than 25 years. 


Buckeye 


BRASS AND MANUF 


BRONZESMITHS 


6410 HAWTHORNE AVENUE 


Badger Bearing Co 


— Distributor Ine, 

Obker Bear, ; 
9, Ine. 

Bobker Bearing Co., Ine 


ilwaukee, Wis 
Pittsburgh, Pa, 
Newark, N. J, 
New York 
Bearing Su 

, Ppl 
Milchmann & 
Bearing Co. 


Canadian 
Carter ; 
Chica go 
Cross Bro 


& Jersey City 
Hamilton, Ont. 
ms, Inc. New York 
Chicago, 111, 


Strong, Carlisle & 


; ammond Co. 
Tristate Corp 


TURING COMPANY 


SINCE 1900 


CLEVELAND 3, OHIO 
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union goods or to work with non- 


MATERIALS union men. 


The NLRB would be retained un- 


Kl HANDLING der the new law as yng A ye 
but with salaries raised from ,000 
EQUIPMENT to $17,500. 


Conciliation service would return 
to the Labor Department. The Nor- 


A . - . 
top quolity line of hoists and trolleys ris-LaGuardia Act would be restored 


that will cut materials handling costs in 


any plant. Sell Conco units with full in full, and the Corrupt Practices Act 
confidence of long-life and quality per- 
formance. Conco has been a leading 
name in the materials handling equipment 
field for a quarter of a century. Write 
for full information on this profitable line. 


which forbids corporations to make 
contributions in federal elections 
would be restored, killing the ‘Taft- 
Hartley amendment which added a 
ban on “expenditures” as well and 
extended the restrictions to unions. 


Washington Distributor 
Opens New Quarters 


The Washington Belting & Rubber 
Co. has opened a new headquarters 
warchouse and office building in ‘l’- 
coma, Wash. The building is of con- 




















crete block and brick construction, 73 S 
by 100 ft. in size. a 
The company serves as distributor in Ne 
f western Washington and Alaska of \ 
Differential Hoist Capac- mechanical power transmission equip- : 
ities one-half, and one- I-Beam Trolley in four Spur Gear Hoist. High . ee gen 
ton. A fast-selling low- models, plain or geared speed, high quality, in ment and industrial rubber products. 
— with a large en in a from yg even ranging from Co.. 
market. 4 throug ions. 4 through 20 tons. i 
_ | Raybestos-Manhattan, Inc. ~ 
MTA TIL IDM LSM | Makes Safety Slogan Award J iy. 
Division of H. D. Conkey & Co., Division St., Mendota, Illinois Mrs. Gloria Bakelaar Braun, of the = 
1 Belt Department office of Raybestos- ey 
Manhattan, Inc., Manhattan Rubber in 
Division plant, Passaic, N. J. was the obli 
winner of the firm safety slogan con- a 
test, and the recipient of $100. <a 
The winning slogan “Only You Can 
Do Your Job Safely,” was one of 
; a) arly a thousand submitted in tl Ro; 
C&L No. 327 . Y nearly a thousand submitted in the 
HEAVY DUTY ' plant-wide contest conducted as part Cay 
TORCH of an aggressive inter-plant safety cam- ( 
Mechanic’s Grade Burner Mi | Palgn. head 
side 
ply | 
part 
Geo 
Cha 
E 
clerk 
sales 
E. 
clerk 
All 
Ope 
- . « fire power ‘‘to burn’’—and — Ri 
to spare! This remarkable torch ‘ , the 
generates a super-powered blue blast . ‘ oe . | 
over 10” long, of tremendous vol- New 
ume and heat intensity—yet regulates : . b A 
Precisely for ordinary work! Burns wile y 
in any position, withstands most sévere ” N, J 
service and weather conditions. be R 
A GREAT JOB is being done by dis- 
tributors in promoting greater industrial = 
ae efficiency through the sale of new prod- senta 
CLAYTON & LAMBERT MFG. co. ucts, in the opinion of S. Donald TI 
1716 DIXIE HIGHWAY e LOUISVILLE 10, KY. Fortson, president of §. Donald Fort tan 
son Co., Augusta, Ga. and | 
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Milton J. Steffes 


Super Tool Names Steffes 
New Sales Manager 


Milton f Steffes has been appointed 
general sales manager of Super Tool 
Co., 21650 Hoover Road, Detroit, 
Mich. Mr. Steffes has been with the 
company for seven years in the capac- 
ity of field engineer and more recently 
in charge of the firm’s carbide tool re- 
search program. 

He succeeds Harold E. Berry, who 
for reasons of ill health has been 
obliged to curtail his activities and 
now is serving as advertising manager 
as well as consultant in sales. 


Rogers-Bailey Advances 
Capp and Brewer 


Queve Capp, Jr., formerly with No- 
land Co. has been added to the out- 
side sales force of Rogers-Bailey Sup- 
ply Co., Chattanooga, Tenn., to cover 
parts of Tennessee, Alabama and 
Georgia. He will operate out of the 
Chattanooga headquarters. 

Eddie Brewer, formerly shipping 
clerk has been promoted to the city 
sales staff as counter salesman. 

Ervin Payne is the new shipping 
clerk. 


Alloy Steel Products Co. 
Opens New York Sales Office 


Richard E. Boller, Jr. will serve in 
the position of district manager of the 
New York sales office recently opened 
by Alloy Steel Products Co., Linden, 
N. J. Associated with Mr. Boller will 
be Ralph C. Dale, Henry G. Harley 
and Elliot A. Baines, as sales repre- 
sentatives. 

The office will serve the Metropoli- 
tan area including New York State 
and New England. 








A well-balanced stock can make your bolt and nut business even 
more profitable! 


But since the demand for different types of fasteners varies in different 
localities, it is important that every Industrial Distributor know in 
advance what the approximate demand volume will be on each type. 


Lamson & Sessions, because of the nation-wide character of 
its sales organization, knows of these variances in demand and can 
often advise you on what types and quantities of fasteners to stock 
in order to meet your customers’ needs. 


Lamson salesmen have this information, or 
can get it for you.Why not let them help you 


nil $ 
g 0 seed balance your stock to meet local require- 

sion gto 
ooh Sesion str \ ments? Ask your Lamson & Sessions 
ertise iol net | ‘ ‘ 
pers industri teste” \\ © salesman about this valuable service—or 
sales” oducts: ; : 
as write us direct. 


THE LAMSON & SESSIONS COMPANY 
General Offices: 1971 West 85th Street, Cleveland 2, Ohio 
Plants at Cleveland and Kent, Ohio © Birmingham « Chicago 


‘ 
€ 


LAMSON SESSIONS 


- i j 


/ 
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You who sell abrasive belts 
and discs ... you went for 
our Red Coat Abrasives like 
a duck takes to water. 


You sold them like hot- 
cakes ... so fast that you 
made us get another plant 
. .. just to fabricate Michigan 
RED COAT Abrasives. 


Why such sales? ... 


Because . . . with the 
famous Michigan RED COAT 
--. your customers SEE the 
difference . . . and 


Because RED COAT 
Abrasives CUT BETTER and 
LAST LONGER. 


lf YOU are one who 
doesn't handle this famous 
RED COAT Line— 


WRITE FOR FREE SAMDLE 


and FREE Dealer Catalog 
today . . . Then SEE and 
FEEL the difference for 
yourself, 


AVAILABLE IN ALL TYPES! 


(Supplied in Belts, Discs, Rolls and 

Sheets—paper or cloth backed—in 

Silicon Carbide, Aluminum Oxide, 

Garnet—in full range of standard 

grit sizes.) 

MICHIGAN ABRASIVE CO. 
2360 W. Jefferson Ave. Detroit 16, Mich. 


Aichigan 


RED COATED 
ABRASIVES. 


‘The Humidity Controlled Abrasive’ — 





Atlanta, Ga. 





THE SALES FORCE of J. M. Tull Metal & Supply Co., Atlanta, Ga. sat in cool 
comfort to hear the guest speakers at the firm’s annual sales mecting held recently. 


Week-Long Sales Conference Held By J. M. Tull Co. 


Manufacturers prominent in indus- 
trial selling and in the South predicted 
“good business” for that section of 
the country at the recent week-long 
Second Annual Sales Conference held 
at J. M. Tull Metal & Supply Co., 
Among the several 
speakers heard were Walter C. Kerri- 
gan, vice-president of International 
Nickel Co., who painted the south as 
the land of milk and honey, business- 


_ wise; W. J. Elerlein, vice-president in 


charge of sales, Greenfield Tap & Die 
Corp.; J. R. Carmichael, Jr., super- 
visor of purchases and stores, Georgia 
Power Co.; and H. A. Lilly, of Alu- 
minum Co. of America. 

The emphasis at the meeting was 
on selling. Mr. Kerrigan reported that 
he was in the South to impress upon 
distributors and their salesmen the 
necessity of getting out and doing a 
job. Mr. Lilly urged selective selling 
of aluminum as a special application 
metal not a substitute. Mr. Elerlein 


Steel May Balance 
Supply-Demand This Year 


What with the record tonnages of 
steel being turned out in recent 
months leaders of the industry, with 
an eye on their planned expansion pro- 
grams, believe there is a good chance 
they may catch up with supply this 
year; which should tend to down most 
of the talk about forced. expansion. 
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pointed out the many special featurcs 
and applications of taps and dies and 
suggested the best sales approach. 

Advertising and sales promotion, 
thought W. J. Greene, vice-president 
and director of sales of L. S. Starrett 
Co., was the bird dog for salesmen in 
the way it could be made to ferret out 
prospects. Mr. Carmichael issued a 
warning to salesmen that, while his 
company would buy more this year, 
it would buy only from salesmen not 
from “order takers”. 

Other representatives of manufac- 
turers appearing on the program in- 
cluded: W. D. Dalrymple, sales man- 
ager, Eastman Mfg. Co.; J. E. Nor- 
cross, sales manager, Arcos Corp.; 
Kenneth Spicer, technical service sec- 
tion of International Nickel Co.; 
Ralph Donovan, American Metal 
Hose, branch of American Brass Co.; 
and R. A. Dadisman, manager market 
development division, Armco Steel 
Corp. 


Business Trend Upward 
In Handling Equipment 


Materials handling equipment has 
grown to almost a $300-million-a-year 
business, according to “American Ma- 
chinist,” McGraw-Hill publication. 

The magazine says the total volume 
of business for 1948 was approximately 
$290 ‘million, or 2.6 times as much 
business as in 1947. 
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OPEN END, BOX, ADJUSTABLE & RATCHET WRENCHES; DETACHABLE SOCKETS 
& SETS; IMPACT SOCKETS; TOOL HOLDERS; LATHE DOGS; ‘’C’’ CLAMPS; 
CHAIN PIPE TONGS & VISES; FLANGE JACKS; PLIERS; SCREWDRIVERS; PUNCHES 
& CHISELS; SOFT FACED ‘’NUPLAFLEX’’ TIPPED HAMMERS; HOIST HOOKS; 
EYE BOLTS; ROD ENDS; CRANK & BALANCE HANDLES; THUMB SCREWS & NUTS 
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SIX LAST MONTH ... SIX THIS MONTH 


pw N. H. Bragg & Sons 

pw B. F. Gilmour Co., Inc. 

B® Colcord-Wright Machinery & Supply Company 
Ellis W. Morse Co. 


= 
B® Turner Supply Company 
= 


Standard Supply and Hardware Company, Incorporated 


“Accurate work. Efficient Service. These make for satisfied custom- 
ers. Satisfied customers, in turn, come back with repeat orders. 
Satisfied are these six additional leading mill suppliers — for 
whom our catalog staff has now prepared a total of 32 editions. 


All of which proves again that leadership prospers with leadership! 


R.R. DONNELLEY & SONS COMPANY 


The Lakeside Press 


350 EAST TWENTY-SECOND STREET 
CHICAGO 16, ILLINOIS 


‘PRINTERS ¢ BINDERS © ENGRAVERS ¢ LITHOGRAPHERS 
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David Larkin 


Wire Rope Institute 
Elects Larkin President 


David Larkin was clected president 


‘of the Wire Rope Institute at that or- 


ganization’s recent annual meeting. 
Mr. Larkin will serve for a one-year 
term. He succeeds E. C. Low, of 
John A. Roebling’s Sons Co., who 
became chairman of the board. 

Mr. Larkin is executive vice-presi- 
dent of the Broderick & Bascom Rope 
Co. and widely known in the wire 
rope industry, with which he has been 
actively identified for 21 years. 

In addition to Mr. Larkin and Mr. 
Low, other new officers of the Insti- 
tute are: H. C. Parker of Bergen Wire 
Rope Co., vice-president; W. A. Hu- 
ber, of American Chain & Cable Co., 
secretary; and D. W. Vernon of A. 
Leschen & Sons Rope Co., treasurer. 

















“Rather than talk your ear off, I 
brought a bit of literature along you 
ean look over at your convenience. 








_— 





DISTRIBUTORS! 


HERE ARE TEN REASONS WHY IT 
PAYS TO TIE IN WITH THE 
LAUGHLIN LINE 





A . df LAUGHLIN BACKS YOU UP 


Excellent markets for Laughlin products exist wherever wire 
— \ Wi A ) rope and chain are used... construction work... mines... 
= quarries... railroads ...oil fields... material handling in 
industry ... maintenance... marine rigging... agriculture... 
utilities, etc. With the Laughlin Line, building a profitable repeat 
business is a lot easier because you get full cooperation . . . solid 
backing. 

A Laughlin representative will be glad to tell you more. Write: 
THE THOMAS LAUGHLIN COMPANY, PORTLAND 6, MAINE. 


UI 


4 


Laughlin Protects the Distributor 


JAUGHLN 86@ 


THE MOST COMPLETE LINE OF DROP-FORGED WIRE ROPE AND CHAIN FITTINGS 


Ff Hi \wil On Quills 
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Kaufman Cold-Forging Processed 


Cleveland 
High Carbon Heat Treated 
Cap Screws 


@ You can fill more orders with this Cleveland Line 
of extra tough Cap Screws because our range of 
sizes is unusually wide. Even in large diameters, you 
can get up to 1% inch, and lengths to 10 inches in 
a hurry. And you assure your customers extra values 
due to Kaufman Process manufacture—extra strength 
and uniform accuracy without extra cost. It pays 
you to stock and sell Cleveland High Carbon Heat 
Treated Cap Screws. The Cleveland Cap Screw 
Company, 2917 East 79th Street, Cleveland 4, Ohio; 
Warehouses, Chicago and Philadelphia. 





ORIGINATORS OF THE 


KAUFMAN Noi as) PROCESS 
\ 


Specialists for more than 30 years in 


CAP SCREWS, SET SCREWS, MILLED STUDS 


| Ask your jobber for Cleveland Fasteners 
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AUTOMATIC CHUTE department 
for the 13 divisions of C. M. McClung 
& Co. of Knoxville, Tenn. is a great 
timer saver. James Yount makes dupli- 
cate copies of customer orders; routes 
them to proper departments for filing. 





American Steel & Wire Co. 
Makes Changes In Personne! 


William I. Ong has been made as 
sistant to the president of American 
Steel & Wire Co. and Lewis E. 
Zender, a member of the firm’s public 
relations staff for 11 years, has been 
appointed the company’s public rela- 
tions director, succeeding Mr. Ong. 

Mr. Ong has directed the compa- 
ny’s public relations department since 
its organization in May, 1937, and 
the Ohio-Michigan district public re- 
lations activity of other U. S. Steel 
subsidiaries as well. Prior to 1937 he 
was associated for 10 years with Dow- 
Jones & Co., publishers of the “Wall 
Street Journal.” 

lin his new position, Mr. Zender 
will duplicate Mr. Ong’s old activities. 
Mr. Zender’s successor in his former 
post of assistant director of public re- 
lations, a post he has held since 1944, 
is Alvin L. Krieg, former Cleveland 
bureau. manager for International 
News Service. 





115 YEARS of service to customers 
was depicted in a' new display at the 
sales counter of Sligo Iron Store Co., 
St. Louis, which features a list of the 
many lines carried by the firm. Norman 
Roos and Ed Connell, counter sales- 
men, flank the display. 














It raised hose strength 50% 


Du Pont “Cordura” 
High Tenacity Rayo 


For high strength at low cost 
--- look into Cordura 


* 


“One of the greatest developments in hose manufacture in 
many years!” That’s what one of the world’s largest makers 
of hose says about Du Pont “Cordura” High Tenacity Rayon. 

Industrial hose can be made lighter, yet with far greater 
resistance to flexing and strain. Safety factors can be well- 
nigh doubled. 

And “Cordura”-reinforced garden hose is so durable that 
a leading merchandiser backs it with a ten-year guarantee. 

Manufacturing costs are reduced . . . quality improved... 
with Du Pont “Cordura” High Tenacity Rayon. While you 
might expect to pay a premium for “Cordura” advantages, 
it works the other way because you get so much strength 
from so little! 

Can your customers use “Cordura” to improve articles they 
make? W rite Du Pont for detailed information about “Cor- 
dura” High Tenacity Rayon. And tell us specific needs. 
Perhaps we can guide the way to a profitable application. 

Can your customers use a product improved with “Cordura”? 
Check with Du Pont for data on the type of products in 
which they are interested. 

Rayon Division, E. I. du Pont de Nemours & Co. (Inc.), 
Wilmington 98, Delaware. #REG. U. S. PAT. OFF. 


BETTER THINGS FOR BETTER LIVING . . . THROUGH CHEMISTRY 


for RAYON...for NYLON... 
for FIBERS to come... look tt DU PONT 
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HACK SAW BLADES 


WHEN 
IT COMES TO 


gh fe 


A well known magazine* you 
know and read every month 
along with over a million 
other Americans, recently 
asked a question of U.S. hack 
saw suppliers. Most important 
question to us—and to you 
from the viewpoint of stock- 
ing the brand your customers 
want—was, ‘“What blade is 
most asked for?” 


50% OF THE REPLIES 
SAID STAR! 


Take advantage of Star’s over- 
whelming sales leadership. 
Take advantage of Clemson’s 
hard-hitting advertising cam- 
paign that tells customers to 
buy Star metal-cutting prod- 
ucts from you. Take advan- 
tage of Star’s profitmaking 
merchandising program that 
gives you free sales aids with 
which to influence your cus- 
tomers, including the 32-page 
booklet, ““METAL CUT- 
TING” and a new Star Wall 
Chart. 

Stock the complete Star line 
for bigger sales—bigger profits 
—a bigger list of satisfied cus- 
tomers. 


Name upon request 


a 


Makers of band and power hack saw 
blades, frames, metal cutting band saw 
blades and the Clemson E-17 lawn machine. 


@ 4640 


CLEMSON BROS., INC. 
MIDDLETOWN, N. Y. 





LEMSON 











FROM VICTUALS to industrial supplies is the destiny of the plant recently pur- 
chased for use by Campbell Hardware & Supply Co., of Seattle, Wash. 


Campbell Alters Building Plans 


In lieu of the firm’s original plans 
for building its own, new structure, 
the Campbell Hardware & Supply 
Co. of Seattle Wash., has decided, 
instead, to purchase a large piece of 
ground with suitable buildings com- 
monly referred to as the Tea Garden 
Products Co. property. It’s located 
on Airport Way, near Spokane Street, 
in the heart of Seattle’s industrial 
section. 

The ground area consists of four- 
and-a-half acres and has a frontage of 
300 ft. on Airport Way. It stretches 
to a depth of almost 700 ft. through 
to Sixth Avenue, with a frontage of 
150 ft. on that rapidly-growing indus- 
trial street. 


‘The main structure (the concret 
building shown to the right in th 
photograph), contains a floor space o 
38,000 sq. ft. The building is so con 
structed as to permit a tremendous 
floor load in any portion of the struc 
ture. 

Jans call for removal of the large 
wooden building shown to the left in 
the photograph. In its place will be 
a one-story display floor, 70 ft. across 
the front, 105 ft. deep. A large load 
ing platform also will be provided and 
one of the main features will be a 
huge parking area, large enough to 
accommodate as many as one hundred 
cars. The property also is equipped 
with railroad trackage. 





ALWAYS PRESENT in an impressive way, Haven Saw & Tool Co. of Oakland, 
Calif. had a booth 30 by 40 ft. at the California State Fair held recently. Allen 
Haven, general sales manager from the San Francisco office, handled erection and 


administration of the booth. 
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Hobart B. Harden 


Harden Named Manager 
Of Wayne Industrial Sales 


Hobart B. Harden, familiarly known 
as “Hobe”, has been appointed man- 
ager of industrial division sales of The 
Wayne Pump Co. of Fort Wayne, 
Ind. In his new work he will be re- 
sponsible for the promotion of indus- 
trial sales of all types of Wayne-built 
equipment, such as industrial hoists, 
loading dock lifts, industrial air com- 
pressors, hose reels, bulk pumps and 
power washers. 

For the past ten years, Mr. Harden 
has served as secretary and later as 


vice-president of the Globe Hoist Co. | 


of Des Moines, Iowa, and Philadel- 
phia, Pa. Prior to that he was asso- 
ciated with the Johns-Manville Corp. 
in a sales capacity for 12 years and dis- 
trict manager of the automotive equip- 
ment department. He will be actively 
responsible for the development of all 
Wayne sales other than major oil com- 
pany and oil jobber equipment. 


ATTRACTIVE Jean Kieker is switch- 
board operator and a newcomer to 
Tornado Supply Co., Anniston, Ala. 


THE AIR YOU BREATHE SHOULD BE AS PURE AS THE WATER YOU DRINK 


AINE 





to reduce labor and 


alehicialelMmee tii 


‘1. Notime-wasting alignment nec- 
essary—with ILG Direct-Drive 
Centrifugal Fans, just slip motor 
into supporting motor ring and 
bolt it into place. 


2.. No special motor bases to re- 
quire extra work—note that motor 
is partially recessed into side of 
casing. 

3. No belts or pulleys to increase 
labor and material costs—install 


ILG fans on floor, wall, or ceiling. 


4. No belt or chain guard to buy 
and install—fan wheel mounted 
directly onto motor shaft. 


5. No chance of motor overload 
when resistance is less than calcu- 
lated with “BC” type. 

6. No need for excess horsepower. 


Sound isolation and air control 
are quick, easy, economical. 


NEW CATALOG — illustrates and describes all lines of ILG Direct-Drive 
Centrifugal Fans. Send coupon or phone Branch Office. 


ILG ELECTRIC VENTILATING COMPANY, 


2897 N. Crawford Ave. 


t 
CENTRITUGALIANS @ 


Chicago 41, Ill. Offices in more than 40 Principal Cities 


Firm Name 
Individual 


Address 


Oo ) PRETELELELELELERELE EEE 
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SIX DOLL: ARS A WEEK was George 
Gass’ salarv when he started work for 
Teuscher Pulley & Belting Co., St. 
Louis, Mo. 36 years ago. Now Mr. 
Gass is shop superintendent and an 
expert on power transmission. 


Syntron Co. Establishes 
New District Sales Offices 


W. C. Leasure of the Syntron Co.’ 
general offices in Homer City has been 
promoted to district sales manager in 
charge of the new sales office in Hous 
ton, ‘Texas. 

Nelson C. DeVilling, formerly of 
the Pittsburgh sales office, has been 
promoted to district sales manager ot 
the new sales office in Dallas, Texas. 

Dick McHale of the company’s Chi 
cago office has been promoted to dis- 
trict sales man: iger of the Los Angeles 
office. 

James B. Barth has been appointed 
to replace Mr. DeVilling on the staff 
of the Pittsburgh sales force, and G. 
R. Stocum is taking over Mr. Mc- 
Hale’s duties in the Chicago sales 
office. 

D. E. Nugent has been appointed 
to take over power tools sales in the 


STAYS STRONGER a LONGER. { | Kansas City, Missouri office. 


TM Alloy Chain and other Taylor Made Chains meet today’s increasing 
demands for quality. TM Alloy Chain stays stronger — longer. It’s heat- 
treated and never requires annealing. TM Alloy Chain has unusual 
resistance to shock, grain growth, and work-hardness and twice the 
strength of ordinary low-carbon steel or wrought iron chain. These are 
but a few of Taylor’s competitive qualities. 


weeem 
TTT 
Tito 


TM Chains are advertised in leading national trade magazines. In- 
vestigate this fine long established line today. Write the S. G. Taylor 
Chain Company, 75 14st Street, Hammond, Indiana. 


MANUFACTURERS OF BBB, PROOF COIL, HI-TEST, STEEL LOADING CHAIN 
AND CHAIN SPECIALTIES 


A RECENT ADDITION to the Mill 
Supply & Machinery Co. staff in St. 
Louis is auburn-haired Lorene Jenkins, 
| secretary to Gene Voight, sales man- 


ager. 
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...-new handy selector 


for pump packings 


If you’re using reciprocating or 
centrifugal pumps... 


If your packing seals against fresh 
or salt, hot or cold water, steam, oil, 
brine, ammonia or other fluids and 
chemicals... 


If you want to know the correct 
packing for each application... 


If you’re interested in using fewer 
styles of packing to do the job... 


.. + Then you'll want this new J-M Packing Selec- 
tor to keep on hand. 


JOHNS -MANVILLE 


JM 


PRODUCTS 


Johns-Manville 


This handy new packing selector gives brief, specific 
data on ten popular styles of Johns-Manville Packings 
that serve over 90% of all pump packing applications 
... Shows where to use each style for greatest efficiency 
and economy of service. 

Here’s the quick, easy way to check on your pump 
packing efficiency . . . to find out about lower packing 
costs ... to get higher efficiency and longer life from 
your packings. Use the coupon, or write for your copy 
today to Johns-Manville, Box 290, New York 16, N.Y. 





TO HELP YOU GET MORE CUSTOMERS... 


This advertisement is appearing in MILL and FAC- 
TORY and INDUSTRY and POWER for February 1949 
...and in POWER, NATIONAL ENGINEER, OPERATING 
ENGINEER, POWER GENERATION and PURCHASING 
for March 1949. It is another example -of the kind 
of merchandising help you get as a Johns-Manville 
distributor. If you are interested in getting more 
information on this profitable line of J-M Packings, 
write to the address above. 




















INDUSTRIAL DISTRIBUTION © MARCH, 1949 





Seven new planes completed 
eco at a cost of 54.30! 





New planes can’t fly without control cable, and this manufacturer needed some 
—fast. He got it the same way he regularly gets many supplies and parts—by 
Air Express. Ordered in A.M., delivered to plant same day. 500 miles, 28 lbs., 
Air Express charge only $4.30. So production continued without a break. 


44.90 included pick-up and delivery at 
no extra charge—and receipt for ship- 
ment. All this, plus the world’s fastest 
shipping service. That’s Air Express— 
used with profit by every business. 


Shipments go on all flights of Scheduled 
Airlines. Speeds up to 5 miles a min- 
ute—no waiting around. Direct ser- 
vice to over 1,000 airport cities, air- 
rail for 22,000 off-airline offices. 


Facts on low Air Express rates: 


22 lbs. of new fashions goes 700 miles for $4.73. 
6-lb. carton of new jewelry line goes 1,000 miles for $2.24. 
Same day delivery in both cases if you ship early. 


Only Air Express gives you all these advantages: Special pick- 
up and delivery at no extra cost. You get a receipt for every shipment 
and delivery is proved by signature of consignee. One-carrier re- 


sponsibility. Assured protection, 


too—valuation coverage up to 


$50 without extra charge. Practically no limitation on size or weight. 
For fast shipping action, phone Air Express Division, Railway 


Express Agency. And specify ‘ 








‘Air Express delivery”’ on orders. 


Rates include special pick-up and delivery 


ry ~~ to door in principal towns and cities 


lars 





AIR EXPRESS, A SERVICE OF RAILWAY EXPRESS AGENCY AND THE 


SCHEDULED AIRLINES oF THE u.s. 
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Gorden P. Molsen 


Molsen Named Manager 
Of Whiton Division 


Gordon P. Molsen has been ap- 
pointed sales manager of the Chuck 
and Machine Tool Division of The 
Whiton Machine Co. of New London, 
Conn. 

For the last three years Mr. Molsen 
has been New England district man- 
ager for the Hitchcock Publishing Co. 


Sylvania Appoints Williams 
To Public Relations Post 


S. B. Williams has been named 
manager of public relations of Syl- 
vania Electric Products, Inc. 

Mr. Williams joined tie company 
in 1947 as manager of customer rela- 
tions for the lighting division. His pre- 
vious cxperience covered a number 
of ycars in the publishing ficld where 
he edited several electrical publica- 
tions, including “Electr:cal World”. 

He is a past president of the Illu- 
minating Engineciing Socicty. 


S. B. Williams 








Yes, there are popular names and the products they represent are well-known, sell fast 
end s*ay sold, 
Comptate pliant facilities, effective sales promotion, consistent business paper advertising 


and prompt, courteous service to you and your customers are reasons why they are profitable 
and easy to sell. 


"“UNBRAKO” Socket Screw Products—manufactured from high-grade alloy steel, to close 
tolerances—have these outstanding advantages: INTERNAL WRENCHING ...that promotes 
compact designs... saves space, weight, materials and costs; KNURLING...an exclusive 
"“UNBRAKO” feature— which on the head of the "UNBRAKO” Cap Screw speeds assembly 
—and on the threads or points of the "UNBRAKO” Set Screw assures positive Self-Locking. 

“UNBRAKO" All of our patented "'UNBRAKO" Set Screws, regardless of point, are excellent SELF-LOCKERS 
SOCKET SET SCREW ... Sizes available in a full range of diameters, lengths, thread series and types of pcints. 


WITH KNURLED CUP POINT “HALLOWELL” Shop Equipment of Steei—welded or hydraulically riveted—and this fine, 
PAT'D & PATS. PEND'G 


neat, ready-made line wears and lasts as only steel can. There are hundreds of styles from 
which to choose, making it possible to meet the most varied needs of your customers. 


“FLEXLOC” Self-Locking Nut—of All-Metal, One-Piece construction, available in N.F. or 
N.C, thread series. The “FLEXLOC” can be used over again and again without losing much 
of its torque, which is controlled and unusually uniform. Sizes from +6 to 2'' in diameter. 
They positively won't shake loose and have become very popular. 


Ask for vour copies of the "UNBRAKO”, “HALLOWELL”, and "FLEXLOC” Catclogs...keep 
“UNBRAKO" the andy § d f 
KNURLED SOCKET m aaundy for ready reference. 
HEAD CAP SCREW 


"UNBRAKO"’ “UNBRAKO”’ 
SOCKET HEAD PRECISION- 
STRIPPER BOLT GROUND 
WITH KNURLED DOWEL 
“UNBRAKO" 
SQUARE HEAD HEAD PINS 
SET SCREW 


“UNBRAKO" 

SOCKET SET SCREW 

WITH KNURLED 
THREADS 
PAT'D 


NYU 


TT 





Knurling of Socket 
Screws originated with 
"Unbrako"" in 1934, 


\ 


} 


EN 
\y 











FIG. 732 
4 FIG. 2197 PAT'D & PATS. PEND'G 
_ FIG. 1855 j “HALLOWELL" DRAWER IS EXTRA 
“FLEXLOC" “HALLOWELL" FOREMAN’S DESK “HALLOWELL” 
SELF-LOCKING NUT TOOL STAND 


STEEL WORK BENCH 


OVER 46 YEARS IN BUSINESS 


STANDARD PRESSED STEEL CO. 


JENKINTOWN, PENNSYLVANIA, BOX 519 





BRANCHES: CHICAGO DETROIT ST. LOUIS SAN FRANCISCO 
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THE “auality” OF TOOLS 


1S IMPORTANT... 
IN SERVICE AND SALES 


ie widespread recognition enjoyed 
by GORHAM Cutting Tools has not been accidental 
. .. it has come through our constantly producing 
superior tools. These tools are helping plants every- 
where to save production dollars. The demand for 
GORHAM High Speed Steel Tool Bits is increasing 
constantly and this makes your cutting tool sales 
most profitable. Whether your customer’s need is 
specialized or just regular, GORHAM High Speed 
Steel Tool Bits will meet any and all requirements... 
find out what selling them can mean to you in profits. 


@ GORHAM STANDARD 


for the Commercial Field 


©@GORHAM M-40-B © GORHAM GORMET 


for Heavy Cuts in Hard Material for More Abrasive Materials 


GORHAM TOOL COMPANY 


14400 WOODROW WILSON AVENUE, DETROIT 3, MICH. 
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TOMORROW is a lovely day, was the 
sentiment of guests at the head table 
at the recent party given by Sterling 
Products Co., Chicago. Bill Teare, 
Lillian Moricarity, Audrey Grenzman, 
LaVerne Stevens, Helen Laikno and 
Ray Wright make up the sextet. 


Klinger Will Direct Sales 
For Wickwire In Southwest 





E. L. Klingler will direct the sale of 
Wickwire rope in the mid-continent 
area (Houston, Abilene, Texas and 
Tulsa, Oklahoma), as assistant wire 
rope sales manager of the Colorado 
Fuel and Iron Corp.’s division. He 
will be permanently located at Hous- 
ton, Texas. Previously, he operated 
out of the Palmer, Mass., sales office. 

Mr. Klingler’s background includes 
19 years in the wire rope industry, in 
production, engineering and sales. Pre- 
viously he spent six years in the mid- 
continent area as a wire rope salesman. 


Hipple Retires From 
Westinghouse Division 


William C. Hipple, who managed 
the Trenton, N. J. plant of the West- 
inghouse Lamp Division for almost 
30 years, retired recently after 47 
vears with the division. He was hon- 
ored by his colleagues at a dinner in 
the Essex Club, Newark. 

Mr. Hipple was in charge at Tren- 
ton from the day the plant opened 
in 1917 until September, 1946, when 
he came to the Bloomfield, N. J. plant 
as staff assistant to Ralph C. Stuart, 
vice-president. 





THE OFFICE WORK at Rogers- 
Bailey Supply Co., Chattanooga, Tenn. 
is capably handled by E. Wolfe, office 
manager, Mrs. S. H. Potter and Mrs. 
C. H. Haynes, center. 





The Thermoj 
id Im . 
ieensine ides Pregnation Process 


Per penetra 


Thermoid Impregnation Process ber k the threads of the ya” 


Assures Longer Conveyor Belt Life 
Thermoid Conveyor Belts are Built for the Job! 


For over 68 years, Thermoid has worked with distributors 
and industry to develop rubber products to meet the 
requirements of every industry. 


The result—a complete line of Thermoid conveyor and 
elevator belts for every major industrial application. 


Thermoid factory representatives are available to advise 

the distributor in the selection of belts for special 

applications. 

More profits and customer good will are assured when ‘you 
Specify Thermoid! 

Thermoid Quality Products: Transmission Belting « F.H.P. and Multiple 


V-Belts « Conveyor Belting * Elevator Belting * Wrapped and Molded 
Hose ¢ Molded Products * Industrial Brake Linings and Friction Materials. 











Main Offices and Factory * Trenton, N. J., U.S.A. 
Western Offices and Factory * Nephi, Utah, U.S.A. 


Industrial Rubber Products Friction Materials » Oil Field Products 
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NEW GOULDS CENTRIFUGAL 


Pumps Liquids at Low Cost 


APPLICATIONS: In every industry, this pump is ideal for 
general water supply, circulating, transfer service, air condition- 


ing, irrigation and similar uses. 


SELLING ADVANTAGES: Advanced design gives com- 
pact simple construction with high operating efficiency. These 
pumps are easy to install and maintain and you can sell them at 


unusually low prices considering ratings and quality. 


SIZES: Available in 14 sizes for both motor and belt drives: 
Capacities from 10 to 1800 GPM with heads to 120 feet. Avail- 
able in standard fitted, bronze fitted and all iron construction, 
belt or motor driven. 


Write today for Bulletin 622-A-2 for complete 
details on this new centrifugal line. 





PUMPS, INC. 


Dept. ipo, SENECA FALLS, N. Y. 

Please send your FREE bulletin 622-A-2 to: 
YOUR NAME 
COMPANY 
STREET. 
CITY. 














INDUSTRIAL DISTRIBUTION © MARCH, 1949 














Bruce F. Herst 


Barber-Colman Co. 
Names Horst Representative 


Bruce E. Horst has been appointe« 
sales representative in the Rockfor 
territory for Barber-Colman Co., han 
dling machine tools, hobs, cutters anc 
reamers. 

He succeeds E. J. Benesch. 


Federated Names Smith 
To New Post 


H. L. Smith has been appointed to 
the newly created position of executive 
technical engineer of Federated Met 
als, division of American Smelting & 
Refining Co. In his new capacity, Mr. 
Smith will be assisted by a staff of 
service engineers and foundry tech 
nicians who will aid him in broaden 
ing the services rendered by the com 
pany to the non-ferrous metal-work 
ing industry. 

Mr. Smith has been an active field 
metallurgist for the past 10 years, 
working with customers on develop- 
ment and production problems. He 
has lectured before many metalwork 
ing and technical organizations and 
also has prepared a number of papers 
for the technical trade press. He is a 
member of AIME, ASTM, ASM and 
AFS., 

He will make his headquarters at 
615 Gross Street in Pittsburgh. 


Syntren Co. 
Adds Sales Personnel 


Mark Chisholm has been appointed 
district sales manager of the newly 
established sales office in Des Moines, 
Iowa of the Syntron Co., and Ernest 
K. Hood is the district sales manager 
of a new sales office in Kansas City, 
Mo. 

R. K. Bentzien has been added to 
the sales office staff at Milwaukee, 
Wis., taking charge of power tool and 
paper jogger sales. 





HERE COMES THE NEW 


SANDER by STERLING 


Like the famous 20th Century Limited of 
) the New York Central Railroad ... the 
new Sterling Century Sander gives you 











“ speed, quality and dependable service. 
in 
nc 
to 
ve 
et 
& 
Ir. 
of 
. LOW Cost 
n 
k 
ld 
‘S, 
p- 
le 
k 
id = 
TS ‘ . LARGE SANDING 
a y, SURFACE 
id of paopucts co. 
at 
THE CENTURY ... a brand new low cost portable electric sancer THE centu ry! 
by the manufacturers of the Sterling Model 1000! Now Sterling PI P lial 
distributors will have a complete line of sanders . . . the Century, ently ee speee 9,000 
the Model 1000 and the Speed-Bloc. r.p.m. Universal motor encased in 
: The new Century is the answer to a long felt need for a low cost pone ae i ran 
) sander that conforms to the highest standards of engineering and -epinnieg: eoeny “ a fae - 
. workmanship. It produces fast, uniform sanding results—a quality Century is idea for sanding in close 
st quarters. Uses ‘3 of any standard 


tool built for long use. Sterling distributors will soon see this com- 
pletely new sander. 


> THE New Cent uf y BY STERLING TOOL PRODUCTS CO. 


j STERLING TOOL PRODUCTS CO. 1336-F Milwaukee Avenue, Chicago 22, Illinois 


Manufacturers of the Model 1000 Portable Electric Sander and the Speed-Bloc Air-Driven Sander Conan en Tenet Weetiome, 
: Dept. 29, Toronto 1, Ontario. 


sheet of abrasive. Easy to operate — 
only one hand required. 


INDUSTRIAL DISTRIBUTION * MARCH, 1949 





. . FROM TOP 


\B-RIGHT-ON ? 


For top-quality that’s always dependable, count on B-Right-On 
Socket Screw Products. Complete line includes Hollow Set Screws, 
Socket Cap Screws, Hollow Pipe Plugs and Stripper Bolts. 


The high, never-varying quality of B-Right-On Socket Screw Prod- 
ucts is one reason why these “uni-quality” screws are preferred 
by many original equipment manufacturers and other users for 
fast dependable fasteners. 


Dealers—Our large, complete and centrally located stock is at 
your service. Investigate this fast-moving, profitable line. 


The BRIGHTON Screw & Mifq. C. 


1827 READING ROAD 
CINCINNATI 2, OHIO 
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OPERATION COMPLETED, Pecaut 
Industrial Supply Co., Sioux City, 
boasts a large display room with a semi- 
circular window designed to catch the 
attention of passer-by traffic. 





Personnel Changes 
For Yarnall-Waring Co. 


The following changes in its sales 
and manufacturing divisions have been 
made by Yarnall-Waring Co. of Phila- 
delphia, Pa. 

Joseph Kildare, sales manager, has 
been elected vice-president in charge 
of sales and Frank W. Miller, works 
manager, has been elected vice-presi- 
dent in charge of manufacturing. 

Carl Liberg, formerly associated 
with the company’s New York Sales 
office, now is located at the new dis- 
trict office in Buffalo and C. V. Peter- 
son has been appointed sales repre- 
sentative in the Cleveland district. 


Fitzpatrick Named To Post 
At Industrial Tape Corp. 

Edwin J. Fitzpatrick has been ap- 
pointed cxecutive vice-president of 
the Industrial ‘Tape Corp. 

Since his release from the Army in 
1946, Mr. Fitzpatrick has been a vice- 
president and director of American 
Home Foods, Inc. and president of 
its Chef Boy-Ar-Dee division. 

His final post in the Army was 
chief of food supply for Germany and 
Austria with the rank of Colonel. He 
served in the Office of Production 
management, later on the War Pro- 
duction Board, until he was commis- 
sioned in the Army. 


Edwin J. Fitzpatrick 








(ADVERTISEMENT) 


SOLVE HIS PROBLEM 
AND YOU HAVE 
MADE A CUSTOMER 


The wide use of LUBRIPLATE Lubricants in spite of 
the fact that they cost more than conventional oils 
and greases, is proof in itself that they serve 
lubrication's requirement far better than the 
ordinary kind. Take LUBRIPLATE No. 107 for example, 
it is inaclass by itself for lubricating bearings 
in the presence of moisture. Following is an ex- 

idiadiernt dati onitinderes tract from a sales report relative to LUBRIPLATE 
the presence of moisture, steam and No. 107 sent in by our Pittsburgh representative. 
acids has always been a serious prob- 

lem in many processing industries. There 


ore a number of LUBRIPLATE lubricants * * * * * 
| thot sotisfoctorily meet these unfavor- 


| oble operating conditions, thereby "'T called ona large meat-packing plant in 
a clan’ aeee ties somali my territory some time ago. They then would 

) porticulors. not even consider using LUBRIPLATE Lubri- 
cants because of the initial price. I was 

LUBRIPLATE a surprised when they telephoned me a little 
ee while later and ordered some LUBRIPLATE No. 
They lower por one wen 107. I asked why the change of heart. They 
tong the Noreater degree: — admitted that a service engineer from one 
PLATE orrests progres of the large packing machinery builders 
LUBRIPLATE told them that they could cut down on serv- 

rete at waien ot ice calls if they would use a decent lubri- 


rust ond corrosion. This feature 


re RIPLATE for out in cant. The engineer recommended LUBRIPLATE 

Crone or conventional lubricants. No. 107. Because it works so well under 

LUBRIPLATE severe moisture conditions, this lubricant 

Lubricants ore enteral -~ proved to be ideal for the general run of 

nomical for Ong life ond “stoy- grease applications around a packing 

eons ‘properties. A little LUBRI- plant. Now this plant is using LUBRIPLATE 
PLATE goes o Vege Ser Lubricants on all its machinery.'' 


Lubricants defini 








Lubriconts P 
ogainst the 


* * * * * 


The above is a typical case that demonstrates how 

LUBRIPLATE Lubricants get started ina plant. The 

salesman who has introduced one not only has made 

a sale of some LUBRIPLATE Product but he has made 

a customer that will buy LUBRIPLATE again and again 

- « e and other items that the salesman has to offer. 

, CFALERS trom const 10 COM™ a LUBRIPLATE Lubricants are indeed a swell door- 
Me? rove cnchese Ne opener and general business booster. 
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ARVELsaws, 


Better Machines~Better Blades 


~ 


Regardless what type hack saw machines and 
metal-cutting band saw machines you use, MARVEL 
BLADES will improve performance. There are sound 
reasons why this is true; practical reasons that are 
easily understood and demonstrated. 


MARVEL High-Speed-Edge Hack Saw Blades, with 
a genuine high-speed-steel cutting edge integrally 
welded to a tough alloy steel body, are both fast- 
cutting and positively unbreakable. This construction 
permits greatly increased speeds and feeds and 
tauter blade tensioning. Stilt, they last much longer 
than ordinary blades. 





MARVEL :High-Speed-Edge Hole Saws, with this 
same unbreakable construction and heavy-duty 
arbors, have the extra strength required for drill 
press and lathe use...rapidly saw holes from %’ 
to 41," diameter thru steel of up to 1's" thickness. 


MARVEL Band Saws are of selected quality. They 
come ready for use, pre-welded to size for each 
make and model saw. Individually boxed, they are 
protected against kinking, rusting or damage to 
teeth! 


Write for Blade Catalog Sheet. 


ARMSTRONG-BLUM MFG. CO. 


5700 BLOOMINGDALE AVE. * CHICAGO 39, U. S. A. 
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COMPLETE sprocket stocks enable 
\fack Smith of Matthews-Morse Sales 
‘o., Charlotte, N. C., to deliver cus- 
omers’ needs promptly. 


DeMott Will Head 
Exhibitors Council 


Richard 11. DeMott, vice-president 
in charge of sales of SKI’ Industries, 


Inc., Philadelphia, has been clected | 


p.csident for 1949 of the Exhibitors 


Advisory Council. Mr. DeMott suc- | 


ceeds Samuel Y. Hyde, director of 
commercial and educational exhibits 
of the American Can Co., who be- 
comes executive vice-president. 

The council, a non-profit fact-find- 
ing organization of manufacturers es- 


tablished in 1926, is devoted to im- | 


proving the exhibit standards of 
industrial shows and expositions. It 
cooperates with 


of the Association of National Adver- 


tisers and National Industrial Adver- | 


tisers Association. 


Among the members elected to | 
serve on the board of directors were | 
R. P. March of Worthington Pump | 
& Machinery Corp., Harrison, N. J. | 
(for a three-year term) and J. F. | 
Apsey, Jr. the Black & Decker Mfg. | 


Co., Towson, Md. 


Richard H. DeMott 





exhibit committees | 





Mulconroy Means 
Business For Zou/ 


All users of industrial hose 
are potential customers for 
one or more Mulconroy 
special hose constructions 
... and every Mulconroy 
product you sellis a virtual 
guarantee of repeat business. 


“MULCONROY Sda2ru... 


*‘DYNAFLEX” Spray Hose, StyLe 904—another 
Mulconroy special construction, built to assure 
greater efficiency, safety and economy in paint, 
whitewash, chemical and insecticide spraying. Com- 
bines light weight and extreme flexibility with ar- 
mored resistance to high pressures and hard wear. 
Compounded rubber tube is securely vulcanized to 
strong duck carcass, and will not peel, swell or buckle. 
Cover consists of galvanized steel wire braid, sur- 
rounded by half-round galvanized steel spiral. Sizes 
¥_" to %" inclusive. 

Every manufacturer or agriculturist using spray 
equipment is a prospect for this safer, longer-wearing 
hose ... backed by Mulconroy’s 62 years of hose- 
building experience. 


WHERE OTHERS S. 


‘5329 JEFFERSON ST., PHILADELPHIA 31, PA. 
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..and help you boost your sales curve higher 


This is the manufacturer who supplies one of the products you sell to Metal- 
working. His job is to give you the kind of quality product America’s biggest 
industry needs, and can profitably use in manufacturing its own products. 
And he’s in constant touch with your customers to make sure he is producing 
a product they want and will readily buy. 


This is the supplier’s advertising manager. His job is to make sure your 
customers know what a good product you're selling. This he does through 
advertising that is designed to tell all your customers all about the product 
... how well it’s made ... what it can do... how much it costs . . . and the 
fact they can buy it from you. 


And this is the editor of a quality, paid-circulation industrial magazine like 
AMERICAN MACHINIST. His job is to edit the kind of informative magazine 
metalworking production executives want to read because it helps them to 
do a better job. When he successfully does so, your customers buy this 
magazine, read it, and study its advertising as well as its editorial pages. 
Every time, for example, one of your suppliers advertises in AMERICAN 
MAcHinisT, over 28,000 metalworking production-executive subscribers read 
this advertising . . . get to know your products better . . . develop the interest 


and preference for your products that make sales come easier and orders 
grow bigger. 


* 
AS is 


A 


So, in a very real sense, these three men travel the sales road with you, and for 
you. And because there’s never been any sales combination to equal a good 
salesman selling a good product . .. which is soundly advertised in a magazine 
which is believed, valued, and trusted by his best customers . . . your sup- 
pliers’ advertising in AMERICAN Macuinist will help you make more and 
bigger sales every month this year. 





American 
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The McGraw-Hill Magazine of Metalworking Production 
McGraw-Hill Building, New York 18 


; 
i 
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MADESCO 
BLOCKS 


stand the gaff 


manila 
rope 
blocks 


For your 4 
customer satisfaction— 


service that backs 

you up .. . prompt, complete 
and quality, too... 

a block for every purpose. 


Send fcr complete cetz!cg .. . 


MADESCO 


TACKLE BLOCK COMPANY 


A quarter 
century 
of service 


EASTON, 
PENNSYLVANIA 
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Stohr Named Manager 
Of Allis-Chalmers Plant 


Frank H. Stohr has been named 
general manager of the Norwood 
Works of Allis-Chalmers Mfg. Co., 
Milwaukee, Wis. Before taking over 
his new duties, Mr. Stohr was execu- 
tive vice-president and a director of 
the Elliott Co. of Jeannette, Pa. He 
succeeds R. W. Davis, general man- 
ager of the plant since 1944. Mr. 
Davis, who has been a member of the 
Allis-Chalmers organization for 40 
years, will continue in an advisory 
capacity to the general manager. 

After graduating from the Univer- 
sity of Iowa in 1922, Mr. Stohr joined 
Westinghouse Electric Corp. and be- 
came manager of various electrical 
sales, engineering and production de- 
partments. In 1939 he was made 
manager of the industries sales divi- 
sion, and in 1944 he went to the El- 
liott Co. as assistant to the president. 


Community Chest Elects 
Walter C. Weed 


Walter C. Weed, president-treas- 
urer of Weed & Co., Buffalo, has been 
elected to the board of trustees of the 
Community Chest of Buffalo and Erie 
County. 


COLLIS 


COLLET 
EQUIPMENT 








Magic Type 
Chuck 


Standard Type 
Drill Sleeve _ 


Mie 


Morse Taper 
Shank Tap 
cket 


e We have been manufacturers of small tools for 

more than 40 years and can solve any 

customer’s reaming, drilling, or boring problems. 

You can supply the proper unit in the pecoer 

and size from the complete COLLIS line. 
Immediate deliveries 


THE COLLIS CO. 


CLINTON 
IOWA 

















New FAIRBANKS Series 2/ 
Caster has NO King-Pin! 


KING-PIN Construction 


look at the Difference! 


between the king-pin and “LOCK- 
WELD” construction, after extensive 
laboratory and use tests under 
widely varying floor conditions! 


For as long as most of us can remember, the king-pin has 
been the cause of most caster failures. Now, Fairbanks 
has licked the problem! 


As a result of numerous designs and models tested, 
Fairbanks has developed the Series “21” — a pressed steel 
swivel caster with the unique “LOCK-WELD” construc- 
tion. This revolutionary construction eliminates the king- 
pin and locks the curved top of the fork between the top 
and retaining plate so that the ball race sections remain 
properly aligned, even under excessive overloads. Proper 
alignment assures easy swiveling. 


Fork design of the Fairbanks Series “21” Swivel Caster 
has been scientifically engineered to eliminate distortion 
under conditions of overload and shock. A series of arches 
built into the legs affords maximum dispersion of direct 


Cutaway view of 


“LOCK-WELD”’ Construction 


eg 
N 


Revolutionary 
“LOCK-WELD” 
Construction 
removes the 
cause of 

most caster 
failures 


FAIRBANKS SERIES 21” 
Swivel Caster 
*LOCK-WELD” CONSTRUCTION 


and thrust loads over the entire ball race — there’s a pur- 
pose to every twist. 


SWIVEL AND RIGID TYPES 
Fairbanks Series “31” Rigid Castezs have the same overall 
heights as the Series “21” Swivel Casters. Wheels are 
available in several types: semi-steel with plain or roller 
bearings; solid rubber with oilless bearings; vulcanized 
rubber with roller bearings; plastic with plain or roller 
bearings. 

For truly longer-lasting casters, specify Fairbanks 
Casters. Use coupon or write for free bulletin describing 
this latest improved line of casters. The Fairbanks Com- 
pany, 393 Lafayette St., New York 3, N. Y.; 520 Atlantic 
Ave., Boston 10, Mass.; 15 Ferry St., Pittsburgh 22, Pa.; 
202 Division St., Rome, Ga. 


393 Lafayette St. 
New York 3, N. Y. 


Please send me the free Bulletin 21-31 





COMPANY. 
ADDRESS. 
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FACTORY. ..reaching these men... 
directing them to /urarw distributors 


| 
| 
| 
| 
| 


exhaustive study of our markets, the types of buyers... | 
emphasized the fact that the plant operating men were an important. 


group in specifying and influencing the purchase of many products...” 


Dicrineters need this selling help to make a line worth carrying. Salesmen alone can’t 
do the whole job. They need the contacts among important buying influences that advertising 
in Factory can give them. These contacts make personal selling efforts more effective 
because they pre-condition the customer to accept the salesman’s story. Thus the salesman 
is able to devote his full time to those jobs which only personal contact can accomplish. This 
means more effective sales contacts and more orders. 

The use of Factory for Lufkin Rule Company advertising is strong evidence of the 
recognition of the importance of the Plant Operating Group in the manufacturing indus- 
tries. It is the group responsible for:—providing and maintaining plant buildings, equipment 
and services; developing methods of production; selecting and directing workers. In this 
group are the men behind the orders, the men distributors’ salesmen can’t always see but who 
are important buying influences in the purchase of materials, equipment and supplies, and 
the men who read Factory. 

Factory has more paid subscribers in the Plant Operating Group than any other 
monthly business magazine serving the manufacturing industries. Outstanding readership 
is proved in survey after survey and this is why alert distributors welcome advertising in 
Factory by the manufacturers whose lines they carry. 


If you'd like an opportunity to 


examine FACTORY more closely — 
to see for yourself why so many of 
your customers took to it for help 


on their daily jobs — we'll be glad 
to send you a complimentary copy. 


MANAGEMENT AND MAINTENANCE 
A McGrow-Hill Publication, « 330 West 42nd Street, New York 18 WN. Y 


ABC + ABP 


INDUSTRIAL DISTRIBUTION * MARCH, 1949 





ADVERTISERS IN THIS ISSUE 





A 


Advance Car Mover Company.... 
Air Express Div. of Railway 

Agency 
giverenes & Co., Inc 
Allegheny Ludlum Steel Corp..... 
Allen Co., Inc., L. B 
Allen Manufacturing Co 
Allmetal Screw Products Co., Inc. 180 
— Steel Products Company, 

nc. 
Aluminum Industries, Inc 
American Chain Division of Ameri- 

can Chain & Cable Co., Inc..... 235 
American Chain & Cable Co., Inc.. 175 

183, 235, Back Cover 

American Crayon Company 188 
American Hoist and Derrick Co... 60 
American Machinist 
American Manufacturing Company 76 
American Pulley Company, The.. 19 
American Saw & Mfg. Company.. 13 
American Screw Company 6 
American Swiss File & Tool Co... 
Appleton-Atlas Car Mover Corp... 
Armour and Company 
Armstrong-Blum Mfg. Co 
Armstrong-Bray Co 
Armstron« Bros. Tool Co 
Aro Equipmen: Corporation, The. 211 
Atkins & Company, E.C. ........ 29 


Baldwin-Duckworth Division of 
Chain Belt Company 

Bay State Abrasive Products Co.. 

Bay {tate Tap & Die Company... 185 

Beall Tool Div. (Hubbard & Co.). 149 

Beaver Pipe Tools.Inside Front Cover 

Bell-Gossett Company 

Beimont Packing and Rubber Co.. 

Besly & Co., Chas. H 

Billings & Spencer Company 

Black & Decker Mfg. Co., The 116-117 

Blackmer Pump Company 

Bond Foundry & Machine Com- 
pany 

Breeze Corporation, Inc., Aircraft 
Standard Parts Company Div... 194 

Brighton Screw & Mfg. Co 

Brown & Sharpe Mfg. Co 

— Brass and Manufacturing 


Buffalo Bolt Compan 

Buffalo Caster & Wheel Care..... 
Buffalo Weaving & Belting Co.... 
Bunting Brass & Bronze Co 


268 


C 


Calder Manufacturing Company... 
Cantol Wax .Products Company. . 
Capitol Manufacturing & Supply 


214 
236 


Co. 
Carboloy Company, Inc. ...... 151, 182 
Cash Valve Mfg. Corp., A. W..... 222 
Catawissa Valve & Fittings Co.... 214 
os Die Casting & Mfg. Co., 
nc. 
Champion Lamp Works 
Chester Hoist Division, National 
Screw & Mfg. Co 
Chesterton Co., A. W 
Chicago Latrobe Twist Drill 
Works 
Cimcago Tock Co. ......600.s000 173 
Chicago Screw Co 
Chicago Wheel & Mfg. Co 
ee OO ¢ 165 
Clark Manufacturing Co 
Clayton & Lambert Mfg. Co 
Clements Mfg. Co 
Clemson Bros., Inc 
Cleveland Cap Screw Company... 
Cleveland Chain & Mfg. Co 
Cleveland Twist Drill Co., The... 
Clipper Belt Lacer Company 
Coffing Hoist Co 
Collis Company, The 
Columbian Vise & Mfg. Co 
Conco Engineering Works 
Columbia Steel Company 
Consolidated Brass Company 
Construction Machinery Company. 218 
Cooper Alloy Foundry 
Corbin Screw Div. of American 
Pe 158 
Corning Glass Works 
Cummins Portable Tools 
Curtis Pneumatic Machinery Divi- 


Damascus Steel Products Corp.. 

Darnell Corp., Ltd 

Dart Mite, o., %. MM. .......5.5.. 207 

Dayton Rubber Manufacturing 
Company 

Delta Mfg. Company 

Deming Company 

Desmond-Stephen Mfg. Co., The.. 

Detroit Stamping Company 

De Walt, 

Diener Mfg. Co., Geo. W 

Dietz Company, R. E 

Disston & Sons, Inc., Henry 


INDUSTRIAL DISTRIBUTION © MARCH, 1949 





Dixon Valve & Coupling Co 

Dodge Manufacturing Corporation 

Donnelley & Sons Co., R.R....... 244 

Dremel Mfg. Co 

Duff-Norton Manufacturing Co.. 

Du Pont de Nemours & Co., Inc. 
153, 247 

Duro Metal Products Company... 32 


E 


Eagle Manufacturing Compaxy... 238 
Eaton Manufacturing Company... 163 
Economy Machine Products Co... 
Embury Mfg. Co 

Ettco Tool Co 

Evans & Co. 

Everlasting Valve Co 


F 


Factory Management & Mainte- 
OS RE EP ee a eRe 266-267 
Fafnir 
Fairbanks Company 
Federated Metals Division. Ameri- 
can Smelting & Refining Co..... 159 
Ferry Cap & Set Screw Co., The.. 52 
Fitler Co., Edwin H 
Flexible Steel Lacing Co 
Ford Chain Div. of American 
Chain & Cable Co., Inc..... 


Gardiner Solder Co 

General Detroit Corp 

General Electric Company 

Gilmer Company, L. H.......... 14-15 
Goodyear 

Gorham Tool Co 

Goulds Pumps, Inc 

Greenlee Tool Co................ 223 


! HEN YOU 
STON PRO 
Harper Company, H. M We 
Hein-Werner Corporation \ 
Henkel-Clauss Co al 
Hewitt Rubber Div., Hewitt-Rob- 
RN ss aia one vas ba a 7, 137 
Hexacon Electric Co 
Holo-Krome Screw Corp., The.... 
Hood Rubber Co 14 


f / (IN New competition is forcing your customers to redouble their quality 
a & 


safeguards. Yet they can’t relax the fight on costs. That’s a made to 
order situation for your Disston Wood Cutting Tools. 


a 
wood cutting tools The best-believed sales point in the industry is the record long life 


built into cutting edges by Disston Steel. You’re backed up further 
=e mm arasgeee| _ by Disston skill that balances tools exactly—to preserve not only the 

> MARKET tools, but even the machines they’re used on. And always, Disston 
foresight, study and research give you proved designs for the very 
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DISSTON Knives 


THIN PLANER KNIVES... 


180 , , —_ Two select Disston Steels—Dissteel and High Speed—assures lower 








= production costs on every user's operations. Knives balanced in sets. 
ar HEAVY PLANER KNIVES... 


254 . 4 Aw Three different tempers to meet all requirements accurately. 





ron Standard slots or slotted as required. Also beveled backs as 
i specified. Balanced in sets. 
webeiss HOG KNIVES... 
STON PRODUCT YOU Made of specially heat-treated steel that stands up to strains and 
. \ ae abuse. Available for all standard machines. 
1 ‘i 
216 in 
137 
172 


¢ AS HENRY DISSTON & SONS, INC., 323 Tacony, Philadelphia 35, Pa., U.S.A. 


Branches: Chicago, Seattle, Portland, Ore., Vancouver, B.C. 
Canadian Factory: Toronto 3, Ont. Australian Factory: Sydney, N.S.W. 
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STOP THE FIGHTING 


~~ between shafts and bearings! 


Recommend 


FAFNIR PILLOW BLOCKS 


*& SINGLE PILLOW BLOCKS, 
self- aligning 


A compact design for fixed positions. 
Grease lubricated. Self-aligning .. . 
beveled outer ring and matching bevel 
on inside of housing. 


LAK Type, Light Series 


rn 


Equipped with Fafnir 

Mechani-Seals, the non- 

contact type labyrinth seal of interlocking 
steel plates. Traps in lubricant and locks out 
dirt and moisture. 


SA Type, Standard Series 











For moderate loads in —_—o 
proportion to shaft diam- 

eter. Pressed-steel labyrinth seals. Can be 
fitted with extra dust and dirt guards, front 
and rear, where extremely dirty conditions 
obtain. Side opposite collar can be closed. 








% SINGLE PILLOW BLOCKS, 
Floating Type 


Where shaft temperatures exceed the 
normal, this oil lubricated design pro- 
vides for shaft expansion by supplying 
pillow blocks in pairs, one fixed end- 
wise, the other with a bearing free to 
float laterally. An additional self- 
aligning ring is incorporated in the 
bearing. Oil tight braided asbestos 
packing or a composition closure. 


SAL Type, Standard Series 


For normal shaft loads, light in pro- 
portion to shaft diameter. 


SAOL Type, Heavy Series _.__.._-_. 


For loads heavier in proportion to 
shaft diameter. 





equipped with the easy-on, eusy- 
off Wide Inner Ring Bearing and 
the self-locking collar. 


% DOUBLE PILLOW BLOCKS, 
with self-aligning feature 


Alignment is provided in these double 
pillow blocks by means of a two-part 
base and top cap design which per- 
mits the bearing and housing to align 
freely on its pedestal. Compactness is 
gained by a low base-to-center dis- 
tance. Designed for grease lubrication. 
As required by service, these blocks 
can be fitted with extra dust shields. 


DSA Type, Standard aan 











For moderate speeds and 
normal heavy loads. 


DSAO Type, Heavy Series ..........- 











For head shafts on 

heavily loaded ma- 

chinery subjected to 
shocks, vibration and other condi- 
tions of extremely heavy service. 





Uses a heavy series bearing to handle loads 
heavy in proportion to shaft diameter. Steel 
labyrinth seal. Special dust and dirt guards 
available when required by conditions. Side 
opposite collar can be closed. 





COMING SOON! 





MOST COMPLETE LINE 








IN AMERICA 
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The new type LAO Heavy Duty Pillow 
Blocks offering MORE CAPACITY IN LESS 
SPACE. SAVING IN WEIGHT. 


PRICED FOR BIG VOLUME SALES. 


FAFNIR 


BALL BEARINGS 





a 








backfires 


THE PUBLISHER’S PAGE 


. .. where the views expressed are his own 








CONVENTION TIME! 


THERE ARE some distributors who believe that 
the attendance of distributors’ salesmen at the annual 
convention would be a good thing. 

I have not talked to many people about it, but I 
have put the question to enough to convince me that 
the subject is worth pursuing. 

There are problems involved, of course. The only 
major one is the fact that it would be impossible for 
a distributor to take all of his salesmen. Out of that 
problem comes another. If only one or maybe two 
were taken, how would they be chosen from the 
sales staff. 


Several distributors had an answer to the question 
of—how! One thought the sales force should choose 
the man or men. Another thought it could be put 
on a “sales contest” basis. A third, that management 
make the choice on the basis of what man, or men, 
had displayed the greatest knowledge of the overall 
problems of the company and industry, and had made 
it a part of their job to suggest solutions. 


Anyone of these ideas have merit. Probably some 
combinations of the first and third idea would prove 
to be the ideal method. 

Aside from this one problem, everything else adds 
up to positive advantages for industry as a whole. But, 
this one problem is important because the method 
cf choosing a representative of the salesmen, in a 
particular house, must meet the enthusiastic support 
of the sales staff. 


This industry—every industry—needs the best think- 
ing of its sales force—who are the contact with the 
buyer—in solving the complex problems that a pro- 


gressive economy places on efficient distribution. 

The way to get this serious thinking is to make the 
salesman feel he is a part of the industry as a whole; 
not just a cog in the purely local and intimate prob- 
lems of an individual distributor. 


I don’t think anyone doubts that too many of us, 
who have gone to the annual convention year afte 
year, have become a little smug about this event 
Smug in the feeling that it’s a must on the calendar— 
come spring—and if nothing else, we will meet a lot 
of old friends when we arrive. 


The time for that kind of feeling, or thinking, is 
past. It’s a luxury we can no longer afford. I'd like 
to put a bet on the nose, that distributors’ salesmen 
would bring new fire, new interest and fresh ideas to 
the convention; bring them with the enthusiasm that 
would knock a lot of the smugness right out of 
most of us. 


Isn’T IT something to think about? I, for one, 
hope that positive action will be born of the thinking 

Business needs a lot of new and bold thinking on 
the problems of selling these days. On the whole, 
management hasn’t come up with much but old ideas 
dusted off and re-titled. When examined the only 
thing new about them is that they haven’t been used 
for a number of vears. 

This industry could well afford to try the salesman’s 
approach to the selling problem. We might discover 
that the salesmen have really new ideas for sound sell- 
ing plans and selling principles. Plans and principles 
that will meet today’s selling problems. 


With a working part in the affairs of the industry 
as a whole, particularly at the annual convention, 
salesmen would be encouraged to really go to work 
on the challenging problem of “sound sales planning 
and maximum sales efficiency.” As most salesmen are 
realistic—in contrast to the average representative of 
management—new and sound ideas should be a cinch. 


D OES ANYONE doubt that the annual convention 
has become—far too much—just a habit with too many 
people? There are a lot more than a few who neither 
contribute anything, or get anything out of this annual 
event. 

The presence of distributors’ salesmen would do a 
lot to correct this situation. It would be a good way 
of keeping manufacturers’ men and distributors—shall 
we say—alert? 


ARCH MORRIS 
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STOCK THEM - DISPLAY THEM - SELL THEM 
he For Greater Volume and Profit 


S| Starrett mr ; 


|; HACKSAWS J panp sAws 


for Cutting Metal, Wood and Plastics 


ike 
en 
to 
at 
ot 
"S-M” MOLYBDENUM for hand sawing and for 
light and heavy power sawing, these blades are of special 
1e. temper for high speed cutting and for hard metals. They 
have a remarkable record of performance and low cost 
B per cut 
- METAL CUTTING BAND SAWS with hard 
le, edge and flexible back, available in 10 widths, 3 
bas — gauges and 8 pitches, in coils of any desired length, 
ily ge or cut to length and welded ready to use. 
ed 
st HIGH SPEED STEEL 18-4-1 Tungsten all hard blades 
er for light and heavy power sawing to assure fast produc- 
‘]]- tion on high alloy metals, stainless steel, phosphor 
les bronze, tool steels, chrome steel, Monel metal and the 
like. 
; yr REORDER eye: ie? HIG 12 
2 @ Soe [en [Soerrett] Cees | 
yn, ; apebebbbebadits 
rk 
ng SAFE - FLEX for hand sawing —a high speed steel 
blade with hard edge and flexible back, a combination "SKIP-TOOTH” BAND SAWS for fast cut- 
- that makes it virtually unbreakable on the toughest hand ting of magnesium, aluminum, bronze, soft brass 
of sawing jobs. and other nonferrous metals; also for special com - 
‘h. >> positions, fibre, bakelite; plastics and wood. 
ay Specify ‘‘Starrett’’ Wavy Set 
a , 7 a Band Saws For Use On All 
y 
: Horizontal Band Saw 
er STANDARD Flexible Back, All Hard and “Semi-Flex” in ; 
1al the right size and teeth per inch for hand sawing jobs of Machines 
all sorts. Fast cutting, long lived, thoroughly reliable. 
a 
ay 
ill NY (elite (olxe Meo) ml a a-vak iio) 4) 
MECHANICS' HAND MEASURING TOOLS AND PRECISION 
Is INSTRUMENTS + DIAL INDICATORS « STEEL TAPES « HACKSAWS 


AND BAND SAWS « PRECISION GROUND FLAT STOCK 


= Buy Through Your Distributor 


THE L. S. STARRETT CO. + world’s Greatest Toolmakers ° ATHOL, MASSACHUSETTS, U.S.A. 





THRU-PORT—for han- 
dling heavy liquids which 
corry suspended solids 
or where precipitates or 
deposits cause trouble. 





LOCK BONNET — for 
lines carrying hazardous 
liquids or where there is 
extreme vibration. 


MALE and FEMALE 
END—Available in both 
Globe and Angle valves 
—uvuseful for many spe- 
cial hook-ups. 


UNION END — where 
frequent disassembly is 
required or to use in- 
stead of a break else- 
where in the line. 


Reoding, Po. » Atlanta + Baltimore + Boston + Chicago » Denver + Detroit 
Houston * New York + Philadelphio + Pittsburgh + San Francisco « Bridgeport, Conn. 


RUGGED — 
ECONOMICAL 
DEPENDABLE 
VERSATILE 


Following is a tabulation of working pressures of these 
valves: 
FIGURE NO. WORKING 
MATERIAL Globe Angle PRESSURE 


1030. ..1031 500 Ibs. at 150°F 
1040A..1041A 4000 lbs. at 150°F 
600 Ibs. at 750°F 
550 Ibs. at 900°F 
475 lbs. at 1000°F 
12-14 CHROME 


STAINLESS STEEL... .1050...1051.. 4000 lbs. at 150°F 
COMBINATION 1060. ..1061.. 4000 lbs. at 150°F 
12-14 CHROME 600 lbs. at 750°F 
STAINLESS STEEL 550 Ibs. at 900°F 
CARBON STEEL 475 lbs. at 1000°F 
18-8 Strain. STEEL. ..1070A..1071A 4000 lbs. at 150°F 
(TYPE 316) 
THRU PORT VALVES 1000 Ibs. at 150°F 
1045A 600 lbs. at 750°F 
550 lbs. at 900°F 
475 lbs. at 1000°F 








For more complete information, get in touch with 
the District Office nearest you. Or, if you prefer, 
write direct to the factory at Reading, Pa. 


READING-PRATT & CADY DIVISION 


AMERICAN CHAIN & CABLE 





: . 
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